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Switch to Webster line if you want to cash in on fast 





turnover merchandise. Webscer’s finest duplicating 









supplies are fully advertised to attract customers. What's 






most important, Webster products are quality made « 






keep them coming back for more. 









Multiply your profits with this WEBSTER MultiKopy line... 











MULTIKOPY TYPEWRITER RIB- MULTIKOPY SHUR-FLAT CARBON MULTIKOPY PENCIL CARBONS. 








BONS give exceptionally sharp im- PAPERS. The finest buy in treated- Guaranteed 100-time minimum use, 
pressions. Finest money can buy. back carbons, Shur-Flat will resist plus unusually sharp, clear impres- 
Greater length means less changing wilting and curling under the most sions every time, makes this new 
and longer service. varied climate conditions. carbon tops in its field. Available in 






blue, 15 lbs. weight for making up 
to three copies. 








Within the Webster line, here's a full line of dupli- 
cating winners: MultiKopy Spiro-Sets, Master Papers, 
Duplicating Fluid, and Star Skin Cleaner 

FOR FASTER SERVICE remember Webster's ware- 
houses in key cities from coast to coast 







F.S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in key cities from coast to coast: 





New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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terger ) R f wo) 
Browne ‘ lat ‘ 
Business ' 4 Platens Jy te 
Cardinal I : 
{ le St ‘ _ 
‘ mi k r ntation Cov ‘ 
Corry -Jan Mf ‘ ryP} 
Genera "j wfir ( FA 
Globe-Werr e { 
Guardsman Safe ( F e & Sign Marke 
Invincible Metal } ( ‘ 
Keystone Steel | ‘ 
Metal Office Furr a ‘ Sta Extractor 
Ste Pro I 4 \ 
Steel Equi ‘ eaf Books & Systems F hes 
at stap & Stapling Mact r 
} 
I ‘ 
M 
F Pir 0 
Filing Cabinets. Wood Stationery Racks Park 
sainbridge, Kimpton 4 Leaf Metals Ne 
Globe-Wert e « T Ribbons and Carbons 
Imperial Me . Cor A Ste Brass Lock 
Weis Mfg. ¢ “ 
Wells Office |} t ‘ @ 
~ Plast . s 9 rs' Notebook 
Filing Supplies 
Acco Pro be 
1) 4 Sta Store 
‘ 
: ‘ v Strong 
‘ + 
a, & ¢ 
Browne- Morse ( . . \ 
Corry-Jamestown Wf 4 Storage & Transfer Case 
ee 6 ' Ma Books & B F I “ 
& 8 ‘ : Tables 
Imperial Methods ( , 
Metal Office Furniture ( Map Tack : 
Northern States Er = 
Oxford Filing Supy ‘ = 
Parker Steel Pro S 
Quality Park F ( E 4 Eng 
Rockwell-Barnes ( j 
Security Steel Equi e 
Shaw-Walker Co te Rubber Bands é 
Smead Mfg Compa ! king Dev Hash 
Victor Safe & Eq - ; ue 
Warshaw Mfe. < - Soe Rubber Stamps 
Weis Mfe ¢ . 
Yawmar of Ey+ Vi + . ; S 
Rubbe yD ~ & s < 
Finger Pads ‘ 
Speed Pr ‘ “ andum €f k . 
Fountain Pens : Tabi 
Esterbrook | Co s. Trans . ables 
Ka David, Ine sed : 
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OFFICE 


WANTS AND OR SALE 


The rate for classified advertisements is twelve cents a word, minimum charge $2.40 


SITUATIONS WANTED VANTED—FACTORY REPRESENTATIV! tionally known mi 
terr anufacturer { office equipment i pplic Excellent | 
- ne i r tunit M t have experience selling ‘ ers: be able to conduct sale 
u ‘ rt i i irkets; open up nhew dealerships The position i 
cit Hig Adare ‘ time ! permanent. Giv nplete background and details of ex 
St New ‘ Southwestern territory per Addre P care Office Appl 
. — ‘ é 
EXECUTIVES AVAILABLE = 7 Peg gg =~ - 
Si MIMEOGRAPH SALESMAN WANTED t I <pansion in 70 year old 
MANAGER A : New York state Can buy ‘ iter. Salary pilus com 
ae aa 4 : Ey ‘ Complete knowledge f proce and ichines essential Box 
1 t x ‘ é gar P-5t Office Appliances, Chicago ¢ 


Vict 
Lanford, Pre 


r-traines 


SALESMAN WANTED to se Victor a gi hines A 


MECHANICS AND REPAIRMEN AVAILABLE ‘ . Typewrite ‘ ‘tna 0 = fth A N Rirminghan Ala 
| ‘ : x — — rm" Eg a 
t OF | SALESMEN WANTED—Experienced in eithe tice r inside selling re 
‘ ‘ fice furnit nd sur \ hern | , ty of 40,000. Highly 
M 4 ( 1 ar : Re pportunit Give f tails Strictly nf 
. Write P re Office Apj . ‘f 
, Al MAN WANTED—Experie t un t work Ari 
. “ . t tor for ¢ ‘ ] I { . h-Corona products 
\\ W I Ma I North 5 Ave 
} ‘ Ar i 
EXECUTIVES WANTED LESMAN é t} g el product sol 
tories st I et a I ire Office Apt 
LES MANAGEI FI MACHINES cy ea ‘ 
\ LESMAN I i ‘ g gel i Mee 
I i g el t i ty and willingne 
f S * Nat } i. a *% go ¢ 
} W a 
( Oft \ ESMEN WANTED For West C t Must have several years back 
for new, outstanding ne f I ha sett ‘ Ap| 
- Office Apr il chi Z f 
LGEI j S ) | 


( go f _MECHANICS AND REPAIRMEN WANTED 
EPAIR SHOP FOREMAN—Experienced in repairs of all 
WANTED t nd adding machine Must } upal f taking complete charg 
p. Permanent | is percentage. Rea 

Sam « hy hicago Area B 


makes of type 
SALESMEN 
y f 1a Send f inf tion. ¢ 
* ne ' ré of , Ap] ‘? f 

REPAIR SHOP—W ed e local s 
electri af nity t als : 


© - ‘ DING MACHIN} 
I ) ADI nce ( : f we kr 


neg ’ " Opport 


New York LL 2. 3 


‘ y t Write } 72-A ) Fift \ 
\ ON NEW LOW PRICES we. 
I OFFI Fa Pi NT SALESME\ —— = —— 
rINe , SALES REPRESENTATIVES AVAILABLE 
if sETIC SALES AGENCY sisting i ¢ ‘ 1 stationer sale 
he ng ¢ t t verage reg I ‘ W holesa Reta 
N \ ," ( DD t _ ‘ " i f the f a 
I | W " M \ } und «6S t} 
» UA g M lowa, O \ 7 ‘) 1. Texas. I 
4 4 y ; sttent 
‘ ( \ t 4424 N.S | ee g 4 
| East 4 9 parent 
FACTURER’S REPRESENTATIVE AVAILABLE for O} Michiga 
t te tor I o) ) 7; eY er it lea 
WES I ( t f G backg d in wood te : r tart ji 
4 re { ‘ are Office An () rm f 


WANTS AND FOR SALE, Continued Page § 


Ta : g & Statistic Machine Typewriter Cushion Bases & Knobs 
Tags G } ‘ 
‘ Uphotstery Materials 
T hone Accessories * c + : ' 
\ ‘ ‘ D ( 
Typewriter Cushion Keys 
. 7 . ‘ Vv ble Systems Equipment 
T b Tack RK r I 
( 
‘ i ’ ‘ 
A ( 
Tick " . Typewriter Parts & Tools . ‘ me ‘ rm 
‘ ‘ 
[ ‘ t Ir 
Time Clocks and Recorders 2 
us 4 ‘ 
~. ‘ 
Typewriter Tables . eat ¢ 
T @ Boards v = 
Typewriters, Mfrs f . Mie ¢ 
R 
Visible System Equipment, Used 
Ty + Typ writer 
Typewriters, Rebuilt & Used Waste Baskets 
Typewriter { aning Material on \ ; 
‘ 
' Mfg. Cor 
pholstered Furniture : , 
" : . ‘ 
( any, T? 
. ’ 
I 
ypewrit vers Whot al Stationery 
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WANTS AND FOR SALE, Continued from Page 7 


SALES REPRESENTATIVES WANTED 











A NEW ALUMINUM CHAIR I f 
franchise. Must have ware W 
portunity for right organizat 

own brand line if preferred. W 

arranged. P-61, care Off Ap r 

EXCEPTIONAL OPPORTUNITY 

chair cushions, (cotton and Foa 

high caliber sideline repres 

ers and office furniture tra 

prices. All territories. Writ e st 

connections Address P-62 rfl Ap] | 
York 17, N. ¥ 

REPRESENTATION IN ROCKY rAIN \ 
gressive, luggage, leather g t ired 
sent Stein Bros. Mfg. Compa 

case and luggage manufacturer { \ j ( 
FACTORY REPRESENTATIVES WANTED 

with locking device We a 

objection to non-competitive f t West S 
open. Write P-68, care Off \ { 1 St 
7. a. o 


RESPONSIBLE CHICAGO 
outlet with national ule ‘ 
of newly designed postir I ort 
Chicago 6 


VAN ( URE! 


PRINTING JOBI MAKI IG MONEY 
YOU SET THE PRICES, ¢ N 
Hydeman Printing, Piqua, 0 


RETAIL BUSINESS FOR SALE 


OFFICE EQUIPMENT, MACHI* 


midwest farming commun on 
10,000. Complete Remingt | 
for all makes machine \ ) \ nf 


SOUTHERN CALIFORNIA-FO! 
this glorious land of suns! 





All store business, no 
cash will handle Prit 
know the busines \ 
BUSINESS MACHINES AND OFFI OUIPME? ‘ 
clusive agenci Leadir t 
chines, cash registers ar 
Perfect for mechanic, é | 
fixtures, et« $1900.00 W t . 
Low rent, Service pavyir , 
tox P-67, care Office Ay 
FOR SALE OR LEASE: Off 
on machines and furnit 
tion P-68, care f Office A 

WANTED TO BUY RETAIL BUSINESS 
WANTED TO RBUY RETAITI : vi Of 
Store in Mid-west. West M of 
Chicago 6 

FOUNTAIN PEN REPAIRING 

WELTY’'S REPAIR ALL MAKES AIN PEN ) | 
etc. Repaired at standard | 
improving We especia t NKLIN VAN 
WAHL, PARKER, WELTY SHEAT Mi 
other makes. We feat G P t Ml 
to ONE place for better ser \ r \ \V} 
to $10.00 LIST Welty Pen a ] . 2 8 


Chicago 8. 


OFFICE MACHINE COVERS 


FOR SALE: Typewriter, ot! 
Dealers make more than 
TEX COVERS, 


1 Sloan St 


OFFICE MACHINE REBUILDERS SERVICE 
TYPEWRITER 


cision guaranteed 


AND ADDING \ 
rypew 


ind finished like new Ford \ \ \\ St 
T, ae ae 





WATERMAN 


LTY PENS, $ 


ADDING MACHINE PARTS, TYPE, ETC 
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L.RGE STOCKS of new and used Adding i ( " ge M his 
ble Q tat s furnished on t Pp I A 
J 64 t Ave Oakland, Ca 
FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
LIOTT-FISHE! B ighs, Moon H \ i ( 
{ t Electromat I i 
( » Office Ap i W > &S ( 
LIOTT-FISHER M Ad M ( B gt 
M ( t l'ypewri i bought al 
l r-W ( 340 N ds ) W 
RROUGHS PRODUCTS ir sj hig price i 
, er } & \ I 47 ~“ 
( ] i 
RROUGHS MOON HOPKINS, Elliott-I I Re g \ iting 
t! n the ftice ne s lt serial 
e highest ! ] Of AI 
I I 2d S New \ war a 
LIOTT-FISHI nes al ating g ines—a 
e eau ent gl and sold. W. J. ¢ ( 6-908 N 
S M . w 
\NTED TO 1 } s t lt k M \ ( 
plet eria \ fro! ee( 
1 Office Ay I I 2 st 
\ | 
OUGHS MOON HOPKINS, ELLIO FISHER |! g M 
‘ t t | makes calculat ht ar k nil 
( o N Ine s M | ‘I 
ANTED TO BUY I 1 I | k ib t 
4 240,000 sé \ Mactl 
( W W g St ( 
ANTED \ ator s ike 
é ing I i) AI € 
| S New York N. } 
| Ol II NTING MACHINES |! g ye t 
( It a Soutl I) st et ( 
RROUGHS BOOKKEEPING MACHINES \ i 
11 lel in request t I 
( \ i, D i t 
NTI Marcha ( g 
d or all ¢ A 
M G St., N \ ae 2 
ROUGHS N HOPKINS, ELLIOTT-FISHEI Ww 
s { 7 Gr I K Mis 
ED TO I \ N ( h |} st 
~ I ( ( Brig 
I | N J 
Ww OFFI QUIPMENT DEALER ft 
W té Ser ~ 1 Off 
NX. \ 
I ib f \ 
W \ B M ( | " M 
( HANSON NEEDS USED VARITYI . BU LD 
VELAND HIO 
) : I WANTED—Cla " i \ ur 
( te Busine Eq t ¢ \ I D 
\ 
DEX \ 
} 
| iw Ne \ \ \ 
VISIBLE FILES 
K x ACMI POSTINDEX AND GL 
} \ oN ) Wor far ‘ 
Univer I 7 8 
SAl { ( H { g 
P I D 
\ g St \ W 
VISIBLE FILING ( PMENT 
ES] ES L\BLISHED lealer s 4 
W 
W | 
] r { { { 
‘ Ny. ¥ 


1950 





| 
| 
| 
rs 
| 
j 























655 
yd 
ms » eo oe 
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Copies of patenta shown here can be . - I 
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orders ertified check. Stamps I 
t per thecksa not accepted 2. 499,060 
H Ss 
Copies mgn patents are ten 495 178 
te each } ‘ 
2,495,179 
ary { 3 
4 \ $95,342 
¥ yy 2.495. 38 
. Pen | ’ 
494 Element for Typewriter Print 2.495.389 
Ma : : I 
4 490 
444 ~ Seribing Devices 
2,495,491 
. iH 
4 v r Which a Selected 2.495.6 
s “ « Sheets Thereabove Lifted 
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. ue 
4 Mant Pene for Writing on Waxed 2.495, 985 
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Pen Filling Device ‘ \ " 
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Pencil iH W S 


Mechanical 


Fountain Pen OG 


Feeding Mechanism for Fountain Pens 
. y 


Eraser for Writing Instruments ( 


Fountain Pen Lew i Pe W ta 
Granted January 24, 1950 
( Oo W M 
Pocket Stapling Machine ( Ml 
‘ <3 | 
y 
Tape Dispenser j s 
Card Record Apparatus W \\ 
r XN g . ‘ ‘ 
York. 3 
Card Selecting Apparatus \ 
Pencil Sharpener “o ; ] 
Granted January 3/ 1950 
Box for Loose-Leaf Holders } 


Keyboard for Caleulating Ve 


r Cor 4 


F ‘ 
Manifoiding Attachment for Typing 
‘ : I Sade t Ne 
0 Egr Reg 
oO 


Statistical Card Comparing Machine 
. y R " 


eee aes eae tenes eee roe 
. YY 
ny , Ta bY 
me : < 
i ; i 
f a 
oe 
e| 4 » iY 
~ - - ‘ 
1 Y 
stim ety 
Granted January 17, 1950 2,496, 138 Record Card Controtied Statistic Ma- 
Calculator ‘ Dal r “ y . chine Ar r Ti W gtor and Alfred err 
r Gausder i England sssignors 
Arch Type Loose-Leaf Binder ( Powers-Samas A g M ¢ lAd 
YO Granted February 7. 1950 


2,496,272 Apparatus for the Duplicating of index 
Cards and the Like for Cross Filing Purposes Ira 
‘ t = \ 


] ‘ 


2,496,357 Typing and Printing Mechanism for 
Accounting Machines and the Like Cliftor King 
K ‘ Kr ‘ I r y mesne assigr 

R \ M ‘ Ir Knox 

2,496,435 Apparatus for Sorting and/or Selecting 
Record Cards ja M i = } ww alk 
‘ M New York. N.¥ 

2,496,495 Pencil Pointer n E. Riker, Detroit 
Mick 

2,496,554 Mechanical Pencil Gar I Me 
Park. I 

2,496,600. Carbon Holder for Manifolding Work 
Ht y } ~ f } \ ’ ' 

2,496,761. ink Container. W m Vv. W 


! 


H. He 4 
2,496, 838 Moistener for 
4 ] Wrie “Vl 


Duplicating Machines 
Vv assignor ‘ 


Wr i ‘ M inne 


2.496.856 Carbon Paper ‘ KB ‘ + 
HM ‘ 
DESIGN PATENTS 
156,834 Stapling Machine H W Mara 
k r N.Y \V Jon ‘ { 
I Cirante f 
157,076. Combination Writing Desk and Typewriter 
Desk x her Net ( ‘ (ranted Jar 
157,086 Portable Index File Amat M Matthew 
ne, Mount Ve ‘ Gras , | ) 
157,138 Seft Speaker for Diectating Machines 
I riar J x Stratf H A Willla Trur 
Townshiy Fairf ‘ ‘ Raiph A. & 
ar ir Fairt ‘ Grat I 7 ] 
157,219 Tape Dispenser Ls \ Kossfor 
i : gnor t \ ( 0 
( ed } 











Calendar of 
Industry Activities 











March 20-21. District No. 5, NSA, Greenbrier Hotel, 
White Sulphur Springs, W. Va. Harry S. May, Regional 
Governor, May Office Service, Beckley, W. Va. 

March 23-24. District No. 13, NSA, The Statler Ho- 
tel, New York, N. Y. Robert Reichman, Regional Gov- 
ernor, Mooney’s, Inc., New York, N. Y. 

March 23-25. National Office Furniture Assoc., Hotel 
Commodore, New York, N. Y. John R. Gray, Executive 
Director, 60 W. 42nd St., New York 17, N. Y. 

March 30-31. District No. 2, NSA, The Statler Hotel, 
Buffalo, N. Y. Walter H. Miller, Regional Governor, 
Otto Ulbrich Co., Buffalo, N. Y. 

April 13-15. District No. 4, NSA, Boca Raton Hotel, 
Boca Raton, Fla. Ben H. Vanderford, Regional Gov- 
ernor, E. H. Clarke & Bros., Memphis, Tenn. 

April 19-20. District No. 9, NSA, Rice Hotel, Houston, 
Tex. Howard Dear, Regional Governor, Standard Sta- 
tioners, Jackson, Miss. 

April 20-22. National Association of College Stores 
1950 convention, The Palmer House, Chicago, Ill 
George Racine, chairman convention committee, Stu- 
dent Book Exchange, 1737 Sherman Ave., Evanston, IIl 

April 24-25. District No. 14, NSA, Hotel Westward 
Ho, Phoenix, Ariz. Edward R. Harrington, Regional 
Governor, Heinze, Bowen & Harrington, Phoenix, Ariz. 

May 1-2. District No. 12, NSA, St. Francis Hotel, San 
Francisco, Calif. Ray Morgan, Regional Governor, 
Morgan & Barclay Co., San Francisco, Calif. 

May 5-6. District No. 11, NSA, The Leopold Hotel, 
Bellingham, Wash. H. Humphrey Griggs, Regional 
Governor, Griggs, Bellingham, Wash. 

May 9-10. District No. 10, NSA, The Broadmoor Ho- 
tel, Colorado Springs, Colo. Adrian Pembroke, Re- 
gional Governor, Pembroke Co., Salt Lake City, Utah 

May 11-13. District No. 8, NSA, Continental Hotel, 
Kansas City, Mo. J. L. Wren, Regional Governor, House 
of Wren, Oklahoma City, Okla. 

May 15-16. District No. 6, NSA, Moraine Hotel, High- 
land Park, Ill. Ed Shapiro, Regional Governor, Esco 
Stationery Store, Chicago, Ill 

May 17-20. Hotel Sinton, Cincinnati, Ohio—Twenty 
first annual conference for credit executives associated 
with this industry. Charles Ehlen, secretary of Gibson 
Art Company, Cincinnati, Ohio, national chairman 

May 19-20. District No. 7, NSA, Nicollet Hotel, Min- 
neapolis, Minn. Bob Jerue, Regional Governor, Mc- 
Clain & Hedman Co., St. Paul, Minn 

May 21-24. National Office Management Association 
convention and exhibit, Cleveland, Ohio. Association 
headquarters, 13 W. Chelten Ave., Philadelphia 44, Pa 

June 5-6. District No. 1, NSA, Wentworth-by-the 
Sea, Portsmouth, N. H. Horton Frisbie, Regional Gov. 
ernor, Roberts Office Supply Co., Portland, Me. 

June 19-20. District No. 3, NSA, Chalfonte-Haddon 
Hall, Atlantic City, N. J. Charles W. Lukens, Regional 
Governor, Yeo & Lukens Co., Philadelphia, Pa. 

June 28-July 1. National Office Machine Dealers As- 
sociation 1950 convention, Palmer House, Chicago, II] 
Jack Weiner, Convention General Chairman, 1520 Bel- 
mont Ave., Chicago 13, Ill. 

September 24-28. NSA Forty-fourth Annual Conven- 
tion and Fourteenth exhibit, The Stevens Hotel, Chi- 
cago, Ill. Paul Burbank, General Manager, 740 Invest- 
ment Building, Washington 5, D. C 

October 23-28. National Business Show, Grand Cen- 
tral Palace, New York, N. Y. Rudolph Lang, managing 
director, 30 Vesey St., New York, N. Y 
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IN MARCH OF 1880, WHEN: 


Stationers of Cincinnati, Ohio, were busy supplying the demand 


for the new “Fifteen” puzzle. . . Baltimore reported a rapid 
increase in the prices of everything in the stationery line. .. . 
Tenexine Company, Boston, advertised a “Lost Art Restored’ in 
Egyptian Te-Nex-Ine, a powerful adhesive. . . . The J. G. Shaw 
Company notified the trade that its corporate name would be 
changed to the National Blank Book Company on or after March 
25. The management continued the same as before with Franklin 
Sargent, president, and Charles H. Lamport, treasurer. . . . En- 
velope manufacturers increased their price from 10 to 15 cents 
per thousand. . (From files of the American Stationer). 


IN MARCH OF 1890, WHEN: 

The Thorp & Adams Manufacturing Company, 14 Milk St., Boston, 
was appointed New England agent for the Edison mimeograph 

. A. A. Weeks placed on the market a large line of steel blade 
envelope openers and paper weights . Pen wiper novelties 
were as prolific as mushrooms. Milton Bradley Company, 
Springfield, Mass., marketed the Tapley Self Indexing Letter File. 
. . . The National blackboard eraser was adopted by the Chicago 
Board of Education. The Sanford Ink Manufacturing Com 
pany introduced the Student's inkstand Davidson Rubber 
Company, Boston, offered a library pencil combining a pencil 
with propel and repel lead, a paper cutter, an envelope opener 
and bookmark From files of the American Stationer). 


IN MARCH OF 1900, WHEN: 


A lead pencil factory was to be opened in Shelbyville, Tenn., 
by Hutton and Scott... . An Adams, Cushing & Foster display in 
Boston featured the Koh-i-Noor pencil line. . . . The Tower Manu- 
acturing & Novelty Company introduced the Giant Star paper 
. .. Agitation was developing for some 
type of a Chicago stationers’ organization. . . . The Eagle Pencil 
Company introduced a new line of jeweled pencils . Philadel 
phia public schools banned all slates with the exception of the 
type that could be erased by a dry eraser The Parker Pen 
Company offered the Jointless “Lucky Curve” fountain pen with 
no threads to break or unscrew From files of the American 


fastener retailing at $3.50 


ofationer 


IN MARCH OF 1910, WHEN: 

W. Z. Bean of West Medford, Mass., patented 
1ffixer mailing machine. .. . The annual dinner of the New York 

ty branch of the Remington Typewriter Company was held at 
the St. Denis Hotel, New York City. Among the speakers was 
F,. E. Van Buskirk, secretary and general manager of the com 
pany . George D. Greeley, promoter of business and trade 
shows, died at St. Louis, Mo. . . . The Underwood Typewriter 
Company announced plans to enlarge its factory at Hartford, 
Conn., to twice its present size. Bump’s Perfected Paper 
Fastener was placed on the market From files of Office 


new stamp 


5 
Appliances). 


IN MARCH OF 1920, WHEN: 

Clifford A. Cutler succeeded his brother Burwell S. Cutler as 
head of the Cutler Desk Company, Buffalo, N. Y. Gratton E 
Hancock was promoted to assistant sales managership of the 
Remington Typewriter Company. G. W. Spahr resigned as 
sales manager of the Elliott-Fisher Company to become general 
manager of the Computing Scale Company of America. . . . Plans 
were made to add 100,000 square feet of space to the Yawman 
and Erbe Manufacturing Company plant at Rochester, N. Y 
The Autopoint Pencil Company was established at 362 E. Grand 
Ave., Chicago . A business show was held at the Civic Au- 
ditorium in San Francisco. . . . William F. Murphy’s Sons Com 
pany, Philadelphia, observed its hundred anniversary. 

From files of Office Appliances 
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The First 
Business Show 


OFFICE APPLI 
NCES’ al for two very partic- 
It was the first 

if the trades hav- 

purpose of pro- 
venience, efficiency 

facility in the busi- 

es f i grouped in com- 
And it was, in effect 
what George Pat- 
two years of study 
the fields of oper 

it to achieve with 
which was—to 


ibli t] minds of all en- 


numerous trades 


that 1 units, collectively 
le nstituted an indus- 

l ent ich would be identi- 
trial realm every- 

here Office Equipment In 


Mr. I on, friend of F. W 
H Cochrane, man- 
rs held in Madison 
Square G n on December 12, 


13 a 14 1904, had much to 
pe and through his 
tle 7 ter Trade Journal 


and within a few 
OFFICE APPLI- 
ES e fine start of the 
ipon its long and 

And it was the be- 

niz f itions of the Busi- 
. mpany and OFFICE 


PPK me 


\ PLIAN were to but as 
Kipli have put it, “That’s 
rhe ecial reason (2) re- 


re tne opening para- 
show in 1904 a 
which in recent 
tnem very recent 
nsiderable atten- 
sed by OFFICE AI! 


CALITYPY 


Varityping, from 
of the machines 


I e a daily paper with- 
f typography or 

be indeed an 

As a pioneer I sup 
ve your troubles 
tainly has merit 


k forward to the 


BUSINESS SHOW is 


h\o ately, 


/7 
Z the 


Being a review of some 
events at the start and 
in the progress of the 
OFFICE EQUIPMENT 
INDUSTRY 


and its trade journal 


OFFICE APPLIANCES 


result of your experiment with the 
hope that it will meet with the 
success to which your persever- 
ance entitles you 
Very truly yours, 
John Clyde Oswald, 
Editor, The American Printer.” 


So wrote the late Clyde Oswald 
in 1904 to Jacob Backes. The let- 
ter appeared in The Typewriter 
Daily Trade Journal of December 
13, 1904, a four-page newspaper, 
being special issues of the Type- 
writer Trade Journal (soon to be 
named OFFICE APPLIANCES) for the 
first business show 

All reader columns and some 
advertisements in the dailies were 
prepared for the press by calitypy 
A line at the bottom of page 1 in- 
vited readers to “see how this 
novel daily is made. Booth 122.” 
The masthead of the daily an- 
nounced George H. Patterson, pro- 
prietor and editor, Jacob Backes, 
calityper and technical editor 

Jacob Backes was a student of 
printography, well informed on its 
history and the development of its 
various divisions and processes 
As far as we know, the idea was 
his conception 

Many examples of calitypy proc- 
esses are illustrated in the daily 
There calitypy is defined by Mr 
Backes as “the art of print typing 
so correctly and systematically 
that a process engraving there- 
from will acceptably serve print- 
ing purposes. In calitypy the unit 
of type composition is a line or a 


number of lines on a type sur- 
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faced block, thus distinguishing 
it from typography—in which the 
unit is a single letter, and from 
linotypy—in which the unit is a 
cast line of type. The meaning of 
the term calitypy includes such 
pen work and impasting as is re- 
quired to complete or ornament 
the engraver’s copy.” 

The show, launched with some 
feeling of uncertainty, realized 
the hopes of the managers and 
the expectations of the exhibitors 
The number of visitors indicated 
the public’s interest. It established 
the exposition idea in the field 
and from this small beginning 
evolved into the “National Busi- 
ness Show” which has inspired 
many exhibitions throughout the 
country over many years, all of 
which have dramatized the “Of- 
fice Equipment Industry.” Through 
the first sereval years of the Na- 
tional Business Show the manage- 
ment considered certain enter- 
tainment features necessary to 
attract attendance. There was an 
excellent band, singers, and an 
occasional vaudeville stunt on af- 
ternoon and evening programs 

When the show came under the 
ownership and management of 
Frank Tupper, for several years 
manager of OFrFIcE APPLIANCES’ 
eastern business, all such features 
were discontinued and the enter- 
prise was made an office equip- 
ment exposition. New arrange- 
ments of display spaces and booth 
decorations were additional im- 
provements. The National Busi- 
ness Show became an exposition 
and market place of many prod- 
ucts of the industry 

Of the many who participated 
in the first business show there 
was probably not one so gratified 
by its success as George Patterson 
He believed that the experience of 
the exhibitors would promote col- 
lective consideration of the many 
trades supplying office utilities 
and help to establish the phrase, 
Office Equipment Industry. In the 
November number of his journal 
he had closed a page article about 
the coming show with the appeal 

“Let this be the beginning of 
successful yearly conference of 
those in the trades affected by the 
exposition. Come to the show and 
get acquainted. Let there be born 
a brotherhood of fellow workers 
Long may it wave.” 
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The State of the Industry 


Brief interpretations of significant facts and trends 


Government Support @e U. S. Secretary f Commerce Charles Sawyer is as king busi- 
b é me for uggestions to improve and revise Federal prac- 
of Free Enterprise 


and laws that will more effectively prevent monopolies 

ind maintain equitable competitive conditions. Secretary 
awyé chairman of the Business and Government Relations 
tee whose avowed purpose is to strengthen our system 
erprise through Government policies 

lea ng with unfair competition, monopoly and other re- 
a t of trade. A questionnaire circulated by the commit- 
-e ask for views on such subjects as broadening vo 
my} ance with anti-trust laws, promoting more ef 
-ement, reviewing exemptions from anti-trust laws, and 
wing the growth of new and independent enterprises 
pation on the irvey is an opportunity that 


free enterpr e system 


Prices Are Beginning e Alti igh sale \ lume on a unit basis wa largely main- 
ame tained in the off e equipment and supply industry during 

to Stabilize the first two months of the year, dollar volume wa down 
newhat because of lower prices. A leveling-off is now 

parent, due at least in part to the virtual absence of a 

between c ts and the ultimate sale price. This 

trade picture, in which econo- 
d much to cause them to agree that stability rather 
tuations will characterize the retail price struc- 
re f the country for the next several months. Of neces- 
ty, 1lesmanship and aggressive sales promotion will get 


= ] over price-cutting as a means Ol Stimulating 


The Cost of Federal @ Despite rather frequent references in the daily press and 
Employees peop] know the actual figure: in referen : te F 
Government employees and the consequer 
volved. An idea as to the magnitude of the 


rel it of our national economy by government workers may 





be realized by consideration of the fact that one 
employed people in the country are in gover: 
ervice, Federal, State or Local. Of the 6,000,0 
government payrolls, $3,692,000 are employees of the Federal 
é or are mbers of the Armed Service The Federal 


ryroll for the year ending on June 30, 1950, is -+heduled 
$ .2 billion. This is equal to $227 for each per n who 
>rhay there is some trutl in the 


4 4 vy 4 } + - - . . s ' 2 | 
atemer tnat it fortunate we don't get all the govern- 


Code of Ethics for ° Or E age 32, Charlee 2: Goocman, act lvitie secretary for 
Office Furniture the ise for tl tablishment f Trade Pr t Rul fc 


Oo e € ,1Di1 Oo ac lce Nules ror 
J ributio i  f e office f ire lustry 
M Goodman | ] é mly othe bra the 
ipment field covered by rules promulgated by the 
Federa Trade Commission i the office machine marketing 
t proponent will readily admit, the ffice 
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machine code is 
fied, codified t 
tributors, to the 
whole, as well as 
believe that a 
dealers would be 


7 
u 


to 


not 
he 


Similar set of rules for 
equally beneficial to all 


a perfect instrument, yet it has clari- 
trade practices of office machine dis- 
undoubted advantage of the industry as a 
he business public. There is every reason 
office furniture 
concerned. 


Excise Taxes on @ Imposed in 1941 as a war measure, excise taxes on office 
‘ machines are still levied because the tax dollars are needed 
Business Machines to pay the swollen budgets of Government. In addition to 
mpeding the sales of machines, the tax erroneously classes 
typewriters, adding machines, and so forth, as luxuries. As 
the Office Equipment Manufacturers Institute says, "Lifting 
the excise tax woul increase sales and thus create com- 
pensating revenue for the Government through normal income 

ievies 
Problems of Split @ The sales policies of manufacturers in the industry usually 
—— fall into one of three categories--exclusively direct to 
Sales Policies ise! exclusively through dealers or wholesalers, and a 
split policy of direct selling in some markets and dealer 
distribution others. The split policy sometimes leads to 


é oO! of judgment r interpretation. Dealers and manufac- 
turers alike find occasion to complain about the actions of 
each other. Whether the complaints are justified can be 
determined only by individual and impartial investigation. 
As that usually impossible, the only course open seems to 
be to exercise extreme care in entering into contracts and 
operations under the terms of the agreements Faults are 
o seldom all on one side that it behooves all of us to view 
points of controversy realistically in order to be fair in 
our judgments. 
--WSL 





Good Reading This Month 


* ECT PLANNING of the salesfloor lay- 
it helps to extract the maximum business 
from t iaily customer traffic. In an ar- 
ticle on page 15 Victor N. Vetromile ex- 
plain w to “detour” prospective buyers 
towa the center and rear of store by 
trat location of wrapping counters 
nd cash registers. 
@ FROM THE CRADLE to the tomb, it is un- 


wise to think only of current performance, 
in Stimulating 


ne i¢ Fred Merish his 


inalysi of "Planning for Profit with a 

Budget" appearing on page 17. Plan your 

work work your plan, he advises. 

. KNOW how to handle the "Skeptic", 

the "Dead-pan Pete", the "Yes Man*—among 
the familiar "toughest" buyers? 
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"Grasshopper Gus" comes in for comment, 
too, in good advice from top salesmen re- 
garding the attack on such individuals. 
Page 19. 


@ DON'T FALL for glib promises of “no- 
account" collection agencies, warns Dal- 
ton D. Seltz. He Supports this statement 
in an article, page 2l, with data on the 
repercussions that can result from unwise 
choice of delinquent account solicitors. 


@ WITH A PLANNED program the yearly turn- 
over of portable typewriters can bring a 
welcome ring to cash registers. A typical 
selling plan used by a Kansas City firm is 
broken down to seven points. Stationers 
turning to page 25 will find this article 
of value. 
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XY MARCH the American Red Cross goes to the 
ple ot the country tor support of its program. 
gram entails responsibilities decreed by federal 


+ 


wry. It is for each individual to decide how 


L in give of his time and his n yney to assist 


> people—in the little towns, in the rural district 


big citi 1ccept the challenge year after year and 


the Red Cr responsibilities their busi 
pride in shouldering their neighbors’ bur 
jaen nurric ne, tne f rest fire. the flash 


way homes and possessions. No one tell: 
must help. They respond to the needs of their 

1 the pioneer spirit helpfulness 
c f An ir t +t fund-raising time 
the year, to every part of the Red Cross 
1, satety, service to veterans and the armed 


tfamilies, nursing, disaster, internationa 
never tailing. The men in 
Na professions. +! women in home and in the 


; world, the boys and girls in sct and college: 


Cross and work THROUGH 
LHR SH it. with no sense of cc | 


se OT COMpulsion. 
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es of national and international scope 
ntinue both in war and peace. The response of the 
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Departmentalized Stock Setup Makes 


for Efficient Selling 


IN IMPORTANCE to judgment and foresight 
hoice of a valuable location for the busi- 
orrect planning of the salesfloor layout, 
! 1] maximum expedition in serving custo- 
mers, but for extracting the maximum business from 
laily tomer traffic of the establishment. 
The setup or alignment of merchandise which is 
most pleasi and convenient to customers is most 
profitable for the stationer because, it tends to en- 
xploration” of the store by stimulating in- 
terest in a wide range of items other than predeter- 
minea purchases 
vement of this purpose, which is the dis- 
tinctive feature of many outstanding stationery 
tores, begins with departmentization of every major 
ne, the epartments being arranged in accordance 
relative importance and the sales-frequency 
items as demonstrated by the ex- 
stationer. It is influenced also by the 
natural relationship between merchandise, such as 
typewriter supplies or stenographic 
ccessorie¢ filing systems and filing cabinets, check- 
rite 1 adding machines 
When a store is of generous proportions—that is 
the stationer possessed of merchan- 
’ will quickly recognize the opportunity 
for intensive exploitation of the store’s daily customer 
raffic by devising a layout that will naturally direct 
the traffic to circulate in a loop or detour around the 
lepartm«s flanking the walls, thereby stimulating 
tary vement of the traffic around the centralized 
, of the rear of the establishment. Not 
very istomer would follow this natural instinctive 
yurse, perhaps, but it is certain that a sufficient 
make such layout strategy effective in 


certaln ines or 


erlence I Une 


Fev é ‘an have thoroughfare entrances from 

eet, but a store of ample dimensions, laid 
with this principle, would enjoy 
he same merchandising advantages, so 
iles-inducing influence of its interior dis- 


erned 


lance 


The ¢ ir” strategy of traffic direction toward the 
r of the store would naturally be helped 
wrapping counters for major purchases 
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Proper Layout of Sales Floor Speeds Service 


and Stimulates Merchandise Inspection 


By Victor N. Vetromile 


Feature Writer 


as well as several of the cash registers at which pay- 
ments will be made, somewhere in the center section 
of the establishment. This is a contributory tactic for 
getting customers to circulate well into the store in- 
stead of darting out immediately after making a pur- 
chase not far in from the main entrance, and it has 
proved its dollars-and-cents value in many lines of 
retail business. 

Under such a scheme of traffic development for ex- 
tra sales, the more or less “fixed’’ dominant depart- 
ments would be in logical alignment on the sides of 
the store with aisles surrounding the large merchan- 
dising quadrangle created in the center, and the most 
productive use of this center space would be for the 
recurrent display promotions upon which the stationer 
depends for maintaining interest in his store. 

Under this arrangement, all the regular depart- 
ments of the business—each identified by signs legible 
from any part of the salesfloor—would be clearly vis- 
ible from any direction, enabling any customer to find 
the goods that he wants whether the department be in 
the rear or on the sides of the display room. 

The physical aspects of the plan suggested will, nat- 
urally, be subject to modification accordnig to the area 
and the proportions of the salesfloor, but there is no 
question that the basic idea can be applied profitably 
in any but a very small store in which attempts at 
complete departmentization might be futile. 


Salient Locations for Feature Departments 


Certain features of a modern stationery business are 
especially susceptible to individualized treatment in 
the matter of segregation from the general stock. One, 
for example, is the fountain pen and pen service de- 
partment which is an important feature with many 
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stationers. This might well take the form of an island 
display, having its own constant attendant if the 
volume of sales and the constancy of repair-service 
demand warranted this extreme of specialization in 
sales service as it certainly does in many large stores. 

The stationer who has a printing department—that 
is, who take orders for business cards, engraved sta- 
tionery, wedding invitations, diplomas, and similar 
special printing jobs of a personal nature, as many 
stationers do with profit—could very appropriately 
spotlight that service by a display and service counter 
in the quadrangle section of a large establishment. 

One of the best applications of this idea is a type- 
writer supply department that I saw centered in the 
salesroom of a large Boston outlet. It was constructed 
in square formation with the continuous counter on 
all four sides spread with typewriter paper, ribbons, 
maintenance sundries and other typists’ needs, the 
stock being carried in drawers built into the counters 
on the inside. 

The unit, which had the effect of a booth, except for 
the lack of a roof or canopy, was arranged with a con- 
venient entrance for the sales attendant, and a large 
sign in front, which was clearly visible from all sec- 
tions, identified the setup as the “Typewriter Supply 
Department.” A person who had never been in the 
store before would know instantly where to go for a 
ribbon, a ream of typewriter paper, or any other item 
of typewriter use or maintenance. It seemed to be a 
busy spot. 

Another modern departmentized line that is indis- 
putably congruent to the stationery trade and worthy 
of attention in the small- and intermediate-sized 
store, is a department of greeting cards provided it is 
operated as a real department, is really complete, and 
is not merely treated as an “orphan” line. 

The average stationery outlet establishes contact 
with a large part of the people of its trading area in 
the course of a year, and the American public today is 
buying greeting cards in a volume exceeding four 
billion units every year, I am informed 


Greeting Card Potentials 

When it is realized that this represents about 30 
cards a year for every person in this country, the tre- 
mendous sales appeal of good greeting cards—cards 
more distinctive than the ten-cent store species—be- 
comes clearly evident to the profit-minded stationer 
who has ample space available for specialties related 
to, yet secondary to, stationery supplies and sundries. 

Obtaining an active and profitable turnover of this 
line necessitates close observance of a few simple rules 
which, when adhered to, will produce attractive profits 
without additional labor and without interference with 
the routine attention required by the major phases 
of the business. 

The first rule is to buy from a reliable source and 
feature a line of established reputation. The second 
rule is to provide adequate and well-lighted display 
of the merchandise. The larger manufacturers of 
greeting cards today advertise nationally and provide 
excellent display cabinets, designed scientifically for 
the most advantageous merchandising of cards. These 
cabinets are inexpensive and do a real display and 
sales-inducing job. 

A few minutes should be devoted each day to making 
sure that the assortments are being maintained com- 
pletely and that the merchandise is neatly arranged. 
Under self-service, many buyers have a tendency to 
mix the classifications. This means that the assort- 
ment, whether arranged alphabetically or otherwise, 
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will require straightening out occasionally during the 
day. 

From here on, customers practically sell themselves 

in fact, this line is usuaily operated on a self-service 
basis. The usual experience is that, where the quality 
is attractive and the variety alluring, most customers 
will buy more than one kind of card and often several 
of each type. 

It is only a few years ago that there were only six 
or eight cards in established country-wide demand, 
whereas now there are at least 3 different theme- 
cards in constant and evenly-distributed demand, and 
certainly this merchandise should be sold in stationery 
stores. Four billion units annually must mean profit 
for somebody. 


The store that is departmentized and laid out stra- 
tegically so that one department feeds business to 
another under a plan of arrangement that fosters 
traffic circulation throughout the establishment, al- 
ways registers an impression of “big business.” 

It is the kind of outlet in which professional demon- 
strators will tell you that they always accomplish their 
best work because of the traffic-induction powers of 
the whole merchandising setup, beginning with the 
display frontage and working all the way in. 


Demonstrations a Drawing Card 


The progressive stationer always welcomes the pro- 
fessional demonstrator sponsoring some really worth- 
while new product or appliance, because he realizes 
the advertising and traffic-promoting powers of dem- 
onstrations that are really dynamic—that herald the 
introduction of something new and important for his 
customers. 

Sustained volume of store traffic provides the oppor- 
tunity to make sales proportionate to the traffic, and 
whether this inflow of customers is induced principally 
by advertising in newspapers, circulars distributed 
throughout the community, direct-by-mail advertising, 
unusual window displays, or professional demonstra- 
tions makes little difference. 


The important consideration is that the stream of 
traffic be maintained as constantly as possible by the 
employment of all practicable means for focusing at- 
tention on the business and influencing the public to 
come into the store whenever a stationery product or 
appliance is needed. 

As one veteran stationer expressed the same thought 
to me: “The more feet in my store every day, the more 
dollars in the till at closing time. I discountenance 
so-called high-pressure selling, but my men and I take 
plenty of time to talk with a buyer about the “ins and 
outs” of his office routine and equipment, always alert 
for the opportune opening to show him this or that 
item or appliance that will be of real benefit to him in 
his business.”’ 

He is right about educative, as distinguished from 
urgent, salesmanship and he is right about more feet 
meaning more dollars. But the store that is too quickly 
crowded, either because of clumsy arrangements or the 
incurable defect that it is really too small, can not 
have a very impressive continual customer traffic 
because its layout tends to squeeze out traffic instead 
of inviting it to come in and “browse” about a while. 

The correctly laid-out salesroom of ample dimen- 
sions always has the best lighting conditions and, as 
good lighting is an influence in the sales-appeal of 
merchandise, the store that is “always crowded” loses 
many a sale because of its physical handicap with 
regard to displays and service. 
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Planning for Profit With a Budget 


OO FEW OFFICE appliance dealers plan their work 
T ind wo! heir plan, yet one essential to success in 
every walk of life is planning. From the cradle to the 
to think only of current perform- 


‘ h ; nu , 
omit j l illW is€ 


nce. One must cast an eye toward the future. 

Ab a business plan. Without it the dealer 
cannot manage his business intelligently. A forecast 
of sales, income, outgo and net profit for a period to 

yme is not hard to construct and is readily applied 
to the operations of all dealers, large and small. 

Of course, if one scans the budget of the United 


maze of figures is con- 
bookkeeping, a budget must be ad- 
business. Big business requires com- 
kkeeping devices, little business simplified 
1 the same fundamentals. Budgets are 
application and recordings. They can 
omplex, depending upon the size of the 


Sine ( ered 


Corporation, the 
fusing Dut, 1I1Ké 
ijusted t tne 

pli ated D 
forms bast 


Budgets in Reverse 


the budget was based on the sales 
ipated. In other words, the estimated 
arrived at first, then the cost of 
sal verhead expense and net profit were computed 
in ratio to the budgeted volume. Today, the possibility 

shortages in some lines makes it hard to get maxi- 
mum volume even though the market is open to buy. 


Befor he war, 


was 


Setting Up Budgets in Reverse to Give 
Desired Profit Is Logical Method Today 


By Grned Menrish 


Business Analyst and 
Financial Counselor 


cause of instability, the area of analysis has been cut 
down to one year. 

Say that a review of experience figures for the past 
12 months shows that the ratios in relation to sales 
are as follows: 


Sales 100% 
Cost of sales 60 
Margin on sales 40% 
Overhead expense 30 
Net profit 10% 


When the ratios based upon sales have been de- 
termined by a review of experience figures, the next 
step is to budget or estimate the overhead outlay for 





























higher costs and taxes, wise business- a subsquent period in dollars and cents. Suppose this 
men are setting up their budgets in reverse. figure is budgeted at $12,000, covering depreciation, 
To arrive at budgetary figures, the dealer scans his heat, light, insurance, office expense, and so on. If 
experie figures. Thus, a budget, to be dependable, the overhead ratio to sales is customarily 30 per cent, 
must be ‘ked by adequate and accurate account- as shown in the foregoing table, and the budgeted 
ing re In pre-war years, a three-year period was overhead is $12,000, divide 30 into $12,000, which gives 
scanned and then the figures averaged. Today, be- one per cent, or $400. Then multiply by 100 to get 
y este COST OF |] MARGIN OF |] ovERHEAD || net $ [|] ¢ NET TAX SPENDABLE 
ead SALES PROFIT EXPENSE PROFIT PROFIT EXPENSE PROFIT 
Month Est. | Act, || Est. |Act.|] Est. | Act. |] Est. | Act.|/Est.|Act.|/Est./Act||Est. | Act.j| Est. | Act. 
| 
| 
x 
Dacins anne | 







































































FORM FOR ESTIMATING BUDGET AND RECORDING ACTUAL COSTS FOR COMPARISON 


stands for estimated, act. for actual figures. Fill in estimated figures on sheet and then at 
i of each month enter the actual figures and investigate substantial differences.) 
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the budgeted sales volume, because sales are always 
100 per cent—in this case, $40,000. 
With the sales figure now budgeted, the business 
planner can easily fill in the remaining figures: 
Sales $40 ,000—100% 
Cost of sales 24,000 60 


$16,000— 40% 
12,.000— 30 


Margin on sales 
Overhead expense 


Net profit on sales...$ 4,000 10% 

This is the basic formula for any period of time. If 
the reader is not satisfied with ten per cent and wishes 
to increase the percentage, he must deduct the differ- 
ential from the overhead or cost of sales percentage 
and then arrive at the dollars-and-cents estimates. If 
ten per cent net profit seems too much, he reverses the 
procedure. No counsel can be given as to desirable 
ratios. This is entirely up to the dealer to decide, 
based upon a review of experience records and the 
budget-maker’s judgment as to reasonable income, 
outgo and net profit. 

In arriving at overhead outlay in dollars and cents, 
the reader should consider, not only the outlay for a 
prior period, but any changes that future plans may 
make in the figure. Every sensible businessman has a 
fairly good idea of what he intends doing along these 
lines over a forthcoming period, so he adjusts prior 
figures on overhead accordingly 

Based upon budgeted overhead expense, the budget- 
maker will arrive at a sales figure that can be used 
as a guide to profitable operation in a subsequent 
period. The dealer with $12,000 overhead expense, 
desirous of earning ten per cent net on sales, and 
whose ratios, as shown by experience figures, are 
those of the foregoing tables, knows that to attain this 
objective he must do $40,000 in volume. So his mind 
is focused on this volume throughout the period, as 
well as on the budgeted figures for all operating ele- 
ments that offset sales. 


Month-by-Month Scrutiny 


The formula so far shows how to get budgetary 
figures for an entire period. The figures should be 
broken down monthly and checked monthly, compar- 
ing estimated figures with actual results. Sales vol- 
ume varies during the year with consumer demand, 
seasonal business, promotional push, the weather, and 
so on. Past experience records will usually show these 
variations. For example, if January sales for a period 
in the past were 3.5 per cent of total sales, then the 
current budget is set up accordingly for January, and 
so on, for every month in the year. Suppose that 
prior-year figures showed that monthly ratios were 
as follows: 


January $ 1,750 3.5% 
February . 1,600 3.2 
March . 2,500 5.0 
rs | 3,050 6.1 
SN atcsaciciaices 4,750 9.5 
June ..... 5,300 10.6 
July 5,000 10.0 
August 5,700 11.4 
September 5,750— 11.5 
October 7 6,500 13.0 
November . is 4,600 9.2 
December .. 3,900 7.0 
Totals $50,000—100.0% 


When budgeting for a subsequent period, a business 





planner would be guided by these ratios in setting up 
monthly quotas, making, of course, whatever adjust- 
ments he thought necessary in line with his judgment 
of sales to come. The monthly percentage multiplied 
by the total sales estimated gives the monthly figure 
on sales volume in dollars and cents. To get the 
monthly figure for the cost of sales, overhead and 
net profit, use the ratios in the foregoing tables, which 
are based on your experience figures. For example, 
based on a January ratio of 3.5 per cent of total vol- 
ume, and a budgeted total of $50,000 a year, the esti- 
mated figures for January would be: 


Sales $1,750—100% 
Cost of sales 1,050 60 
Margin on sales $ 700 40% 
Overhead expense 525— 30 


Net profit on sales.....$ 175 10% 


Budget a Check-Sheet on Operations 


The dealer cannot expect to match estimated with 
actual results each month, or for the year as a whole, 
but the budget will give some semblance of business 
control. The fact that there may be a big difference 
between the estimated figures and actual results does 
not negate the value of a budget as a check-sheet 
on operations. All budgets require a certain degree 
of flexibility and the figures set at the beginning of a 
period may be changed, if conditions warrant. 

Budgeting may start any month and usually covers 
a year. If a business year ends in December and a 
business planner starts budgeting in June, estimates 
should be forecast to December and budgeted from 
January to December thereafter. Budgets should be 
kept in a loose leaf binder for comparative analysis, 
so that the dealer can determine the accuracy of his 
forecasts from period to period. At first, budgetary 
estimates may vary widely from actual results, but 
with the passing months and close attention to the 
figures, the reader will find himself doing a better job 
of forecasting. 

Some businessmen may assume, because their busi- 
ness operations are complex in certain phases, that 
budgeting is impossible, but this assumption does not 
square with the experience of businessmen in general. 
In checking over our survey work sheets, we find that 
90 per cent using budgets made or exceeded antici- 
pated profits, ten per cent dropped below anticipated 
profits by an average of only eight per cent, none lost 
money. Of those not using budgets, only 30 per cent 
made or exceeded anticipated net profit, 45 per cent 
did not make the net profit hoped for (the deficiency 
averaging 22 per cent) and 25 per cent lost money, 
even though they used a pricing formula that looked 
good on paper. It is only reasonable to conclude from 
this field study that budgetary control is essential to 
the attainment of maximum profits. 

Because of variables, uncertainties and high costs, 
operations will be harder to forecast today than in 
pre-war years but this is no reason for not budgeting; 
in fact, it is all the more reason for budgeting. “I 
don’t know what tomorrow will bring so how can I 
budget for an extended futurity,”’ is the gist of the 
argument against budgeting. Such objectors do not 
understand the underlying reason for a budget. It is 
designed as a springboard from which to get perspec- 
tive on future operations. Even though the going may 
be rough and unpredictable, a compass is essential to 
a mariner, needed more in turbulence than in calm. 
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How Top Salesmen Handle Seven 


Toughest Buyers 


line for 
find that 
problems 


IELD SALESMEN fighting on the firing 
F business in today’s competitive market 
certain “types” of buyers present special 
special handling. 
lescribe these people, of course, we know 
as such are not accurate descriptions, but 
individual may well be a mixture of 
However, in order to tap the thinking 
need field salesmen and put their best think- 
we identify their sales techniques with 
the “type of buyers which require special treatment 


that any one 


ing on fre ra 


The Skeptic 


rhe skeptical or suspicious buyer is either a born 
Thomas” or is bitter from having been 
many times. No matter what you 
he discounts it heavily. 
Fil ympathize with him in your own mind 
has been deceived so often that somebody 
to give him a square deal. Then remove 
being conservative, sincere and simple 
entation. Show him that it is to your 
give him a square deal. Use understate- 
ment. Present facts and proof in plenty and play 
them ¢ n. He will be quick to realize that your testi- 
actual proofs of value mean more than 
ing they mean 
Another portion of the technique of handling skep- 
tics is 1 ild up “areas of agreement” on minor points 
the problem. Your biggest task is to build up his 
The more he sees that he can 
more he will be inclined to give credence 
your story. Make sure he understands 
each ste] f the way. Your task in handling the 
ch the same as that of the young man 
1 desirable and beautiful young lady. He 
nake her like him, then make her under- 
stand him, then get her to believe him and finally to 
hi The sale is made to the skeptic only when 
in you has been established firmly 
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“Dead-pan Pete’ 


The ifferent type of individual seems to be to- 
inconcerned and uninterested in whatever you 
may say or do. He goes about his own work or busi- 
ough, but seems to have no initiative or 
in much of anything. Your ideas he 
thinks are sound enough, but he hardly seems to 
worth the effort to do anything such as 
you are suggesting. He is mentally inert. 
First of all, this indifference may very well be an 
t no one who is really totally indifferent 
All of us have something or someone who is important 
to us. Your task is to lead him along in friendly con- 
versati intil he gives you some clue to the possible 
area f his hidden interests. Just as there are hidden 
ir product, so there are hidden motives 
nd in in apparently indifferent buyers. Dig 
them out and appeal to them strongly. 
m it is effective to scare these buyers a bit 
Sho hem the dangers they are facing through their 
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A Little Applied Psychology Will Solve 


Most “Customer Contact” Problems 


By Edmund Mottershead 


Feature Writer 


indifference and inertia. Show them possible financial 
loss through failure to make a decision and act. Use 
their hidden interests as your leverage. 


The “Yes Man” 


Most experienced salesmen are familiar and dis- 
gusted with this type of individual. He is the “kiss- 
me-in and kiss-me-out” type of buyer. He is always 
friendly, always so very glad to see you, always is 
giving your proposition every consideration, but he 
never buys. Maybe next time. While he is doing this, 
he strips you of everything from technical data to 
market information and merchandising ideas and 
invites you to stop by next time. 

In some extreme cases, this man is guilty of leading 
a salesman on in order to squeeze every bit of in- 
formation possible out of him without spending any 
money. The Greeks had a word for him, too. 

Handle him the way you would a professional pro- 
crastinator, only more so. Put him over a barrel first 
by telling him you appreciate his friendly spirit. Tell 
him you know that he appreciates the true value of 
the information and help you have already given him. 
Say that there are a lot of people, (not he, of course) 
who show a friendly spirit, but then never do anything. 
Really capable executives such as he show friendliness 
and then come through with results. Put him in the 
position where he either has to come across with an 
order or admit publicly what a louse he really it. 


“Grasshopper Gus” 


Here is a very, very busy man whose desk is usually 
piled two feet high with accumulated correspondence 
‘and unread advertising circulars) which he should 
have taken care of two weeks ago. He frequently has 
three or four telephones on his desk, a secretary or 
two running in and out, a bottle of vitamins in one 
drawer and a can of laxative in another. He is always 
in a hurry, always rushing about, constantly inter- 
rupting your story to take care of some inconsequen- 
tial detail his secretary should handle herself. 

The fact is that this type of buyer has what the 
old correspondence course ads called a “grasshopper 
mind.” He has great difficulty in concentrating on 
one thing at a time for more than a couple of minutes. 
His apparent dodging of your presentation and inter- 
ruption of your story is less intentional many times 
than you may suppose. 

Start out by admiring how busy he is, how bur- 
dened with responsibility, how much he gets done. He 
will stop long enough to listen to a little praise. Tell 
him you know his time is valuable, and in order to 
save time will he please give you an uninterrupted 
five minutes (however long you need) and let you get 
done and get out of his way so that he can tend to his 
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other responsibilities. Show him that you respect his 
ability, and tell your story briefly, but with strong 
emphasis on his need for your product or service. Sell 
need and satisfaction, and stress the importance of his 
making a decision now. 


The “Clansman” 


Prejudiced people, like gold and iron pyrites, are 
where you find them. Some of them are buyers. This 
type of man has a biased slant on life. He cannot be 
“sold” anything, cannot be told anything, and cannot 
be moved to do anything unless it falls into line with 
his preconceived notions and prejudices. He hates all 
Catholics, Jews or Protestants. He hates Republicans 
or Democrats, wets or drys. He is for or against 
divorce. He is anti-Communist, anti-Negro, anti- 
Swede, or anti-something or somebody. The unfor- 
tunate thing is that most of these prejudices are not 
only completely unfounded on fact, but they are almost 
impossible to eradicate 

Remember that we are all creatures of emotion, and 
that prejudice is one of the strongest of emotional 
forces, especially in this man. You have to have the 
support of his prejudices for your own ideas if you 
want to get anywhere with him. If you can show 
him that your objectives fall into line with his think- 
ing, he will be for you. If you try to beat down his 
prejudices or enlighten him, his prejudice will only 
become stronger ... against you. “A man convinced 
against his will is of the same opinion still.” 

If you have any inkling that your listener has such 
prejudices, find out all you possibly can before you 
see him. Avoid mentioning the “touchy” subjects at 
all. At the same time phrase your remarks in such a 
way that he realizes that you think as he does, and, 
more important, that other people who think as he 
does agree with you. He gets his feeling of personal 
importance from thinking he is right, and it flatters 
his ego to know that others agree with him. “Sensible” 
people who agree with him must be right when they, 
too, do business with you. 


The Procrastinator 


This man puts things off again and again. He 
usually agrees with you that something should be 
done, will offer little or no objection, but will never 
ACT. He says he is “sold,” or “See me on your next 
trip, I'll know what I want to do then.” 

This man is a procrastinator by nature. It is not 
that he has any legitimate difficulty in making a 
decision, so much as it is his ingrained dislike or fear 
of making any decision at all. He doesn’t question or 
doubt what you are saying; he just hasn’t got the 
intestinal fortitude to make a decision of his own. 
Possibly all his life this man has had someone else 
make his decisions for him. Possibly he has been badly 
burned in the past because of some decision which he 
made without getting sufficient information on which 
to make a decision. 


The most effective way to handle this man is to use 
a little dynamite. Threaten him or scare him with the 
possibility of loss due to delay in making up his mind. 
Dramatize the need for the importance of the action 
you want from him. Offer him a very desirable oppor- 
tunity; then tell him this opportunity may exist for a 
given period of time only, and suggest that it might 
not be available indefinitely. 

Finally, put him over a barrel by saying something 
of this kind: “Mr. Smith, I appreciate the fact that 
many people would like to delay making a decision of 
this kind. I know that you are a man with the courage 
of his convictions. You don’t dilly-dally. You ACT.” 


Changeable Charlie 


The chameleon is a little animal which changes its 
color on a “now you see me—now you don’t” basis. 
Once in a while you run into a buyer who is fickle, 
changeable, vacillating. He decides to do a thing, and 
then to undo it. He will agree with you one minute 
and disagree the next. One day he seems to like you 
and the next time he sees you he makes you wait an 
hour for no apparent reason. 

The underlying cause of this indecisiveness may be 
either that he simply lacks the power or authority to 
make a decision, or that he has a fear of making a 
decision and sticking to it, or possibly that he is really 
not yet convinced of the merits of your proposition. 
In other words, he feels he has not yet received 
enough information upon which he can base a de- 
cision. 

First of all, qualify the man. Has he the authority 
to make a decision? Has he the power to sign an 
order? If not, talk to the man who does have the 
authority. However, if he is the man who decides, 
don’t lose your temper or your patience with the 
changeable man. Sell him strongly on the need for 
your product or idea. Give him more and more facts 
and information. 

Emphasize strongly every good point in your pres- 
entation. Tell the full story. Ask him at each step 
if that is clear, if he understands, if he believes. Then 
tell him that after all you are not just “selling” him 
something—you are really on his side of the desk 
helping work out mutual problems. His contribution 
to the solution of his problem is making a decision 
and sticking to it. You have other commitments to 
comply with, and you are relying on him to stand firm 
on his decision. 

The day is long gone when professional salesmen 
attempt to size up a buyer by the shape of his nose, 
the color of his hair, or the size of his paunch. How- 
ever, professional, experienced field salesmen do con- 
sciously cultivate the habit of deliberate and careful 
appraisal of the men they confront on the firing line 
every day. Whether or not your buyers fall into these 
categories is not important. What is important is 
your attitude of a problem-solver in helping all your 
buyers satisfy their needs by making the correct 
buying decisions. 





The silent urge to action in and around offices and factories is by signs 
embodying “Do It Now” and other copybook maxims. Far more effective 
in this realistic age would be a battery of signs worded with “Do You Know 


a Fact? Apply it.” 
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Beware of 'No-account’ Agencies Who 
Want to Collect Your Accounts 


COLLECT your delinquent accounts for you 
courteously. You stand no risk, your 
account re returned to you on request, and you owe 
is nothi if we fail to collect.” 
es such as these tempt office appliance 
their slow-pay accounts for collection 
a cert: inscrupulous “long distance” type of col- 
whose salesmen go from town to town 
delinquent accounts. As a result they 
are swind] f thousands of dollars annually besides 
sustainil erious damage to trade and reputation in 
communities 
agency’s salesman is equipped with 
ich mentary data—mostly fictitious—which he 
lows to t dealer in support of his claims. These 
f “past customers” that contains many 
tionally-known names. Also included are 
rs and magazine and newspaper clip- 
the “quick, tactful” service per- 
lorme¢ ne agency 
Bei actical businessman, the office appliance 
lealer j perly cautious when initially approached 
the y's salesman 
Ho you say you'll 
ervict vour firm is located hundreds of miles 
he asked. “I don’t care to have them 
threatening letters, since this would 
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Overcoming Skepticism 
The esman smiled tolerantly. He assured the 
hey did NOT send letters; that all nego- 
debtor were conducted via personal 
explained that as soon as they received 
crew of trained, courteous adjustors 
vould | t into his locality. They would personally 
‘ontact ilebtor and sympathetically discuss his 
financi ndition with him, arranging a convenient 
budget for him. And, where the debtor has se- 
would finance the account itself, 
paying 1 lient immediately in cash and giving the 
custon he extension he needed 
Do I 1 contract?” the dealer asked 
I k u won't keep all the money 


tion { tne 


encyv 


“And how 
that you 


rhe icitor smiled reassuringly. “First,” he ex- 
plaing ere is a fidelity bond which gives you com- 
plete } tection.” He exhibits an important-looking 
which guarantees all “legitimate losses” 
client. “Second,” he pursued, “you 
ibsolu n no contract, and your accounts will be 
turne you on request.”’ 


urre by the 


The was beginning to yield. “How much will 
ir servi st me?” he asked 

You t have to pay a cent if we don’t collect,” 
the n lied. “We work on a ‘no collection, no 
har We stand all expense, and you pay 
2 t on accounts which we actually collect 

We tak the risk; you can’t possibly lose!” 
Fai 1! The dealer produced his books and 
ted the delinquent accounts on a sheet 
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An Expose of Fraudulent Practices 
of Certain “‘Long Distance” Types 


of Collection Agencies 


By Dalion D. Selly 


Special Correspondent 


of paper he removed from his brief case. Perchance 
the dealer was called away several times during the 
interview. If so, the solicitor sweeps into action and 
copies down names from the book which are not “de- 
linquent” and therefore not intended for him. The 
solicitor gets paid by the account, while the agency 
tolerates this practice since such accounts pay up on 
first demand. 

The copy-work completed, the solicitor asks the 
dealer to sign his name at the top of the list “just to 
verify the accuracy of the names.” The dealer may 
wonder at the small type appearing on the sheet but 
the solicitor smooths away his fears by explaining it’s 


In consideration of the services to be ren- 
dered, the following correct and unpaid claims 
due us are assigned to you, subject to your dis- 
cretion in ent, and in accordance wi 
the terms printed ON THE BACK HEREOF; 
and we agree to report end remit commissions 
on the day payment or settlement is made. 


ABOVE: Example of the “harmless seem- 
ing” small print appearing above list of 
accounts, where dealer is asked to sign. 


merely a “memorandum” about the 25 per cent the 
agency gets on collected accounts. If the dealer tries 
to read the typeset sentences he finds the words of 
a vague, general import which at that time seem 
meaningless to him. 


Repercussions Begin 


The solicitor then departs and, in about one week, 
things start to happen. The debtors are contacted; 
not by trained, courteous adjustors but via harsh, 
bullying letters. They are given an ultimatum to pay 
up in ten days. Failing this, terrible retribution is 
promised. These include court action, property seizure 
and negative publicity. 

Debtors are also instructed to pay the agency ONLY; 
that they will not receive credit for payments made to 
the dealer; that the accounts have been “assigned” to 
the agency by their “original creditor” (the dealer) 
and no longer legally belong to him. 

Naturally the dealer protests. If the agency deigns 
to answer him at all, it directs his attention to a con- 
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tract that he signed. If he explodes that he did not 
sign a contract, they may send him a copy of it. Alas! 
Only then does he realize that he has been duped into 
a legal strait jacket 

This contract—and a “terrifying” one it is—specified 


eecorno 


Avé' No 


w“” 

Amount Ciemed $ 
Date Srenifs Notice 
Dete Serwng Writ 


' Court 

Re aiid Court Docket Page 
es tome of Couto 

(weoven 

tarvorere tre 

~ 3 Denr Sir: 

© sTroeerre 

i m0 P0071 tems, 
a Your account has been assigned to us for immediate 


uunes ection and it was vory unwise on your part to ignore 
our notice for pnymont of this obligntion, Pinal 


18 eter Teem papers are being preparod for the CHIEF ADJUSTER of 
aan our LEGA], DEPARTMENT for immediate action. 
ot eonenes The is organized 


to protect creditors from people who attompt to evade 
paymont of their Just oblimtions, or defraud their 


a eroditors. If necessary, the full LEGALIZED POWER 
- of this organization will be brought to bear on your 
Ly nny case. 
mente roe tt 
° 


You have had every opportunity to pay this account in 

the past and we cannot permit any further delinquency 

on your ort. We have cusranteed to COLLECT OR PRU- 

Oaeaan ae SELCUTE this account; therefore it will be to your 
errr advantage to adjust this matter nmicably, 


You cannet afford to disregard this letter and unless 
‘own 0 omnes we hoar from you within a few days with a check or 
money order, DRASTIC ACTION WILL FOLLOW. 








Yours very truly, 


A LETTER WHICH VIRTUALLY GUARANTEES TO LOSE 
BUSINESS—tTypical letter sent to debtors by a fraudulent 
“long distance” collection agency. Note dire results promised 
in upper left corner. Note further threats at left, interspersed 
with moral preachments. Finally, the bullying tones of the 
letter itself is a far cry from the “tactful, personal” contact 
promised by the fraudulent collection agency's salesmen. 


that the company is not responsible for statements 
made by its agents. It also explains that although 
there is a general charge of 25 per cent on collections, 
nevertheless 50 per cent is charged on all accounts 
which are collected in installments or through attorney 
action (not suit). Since practically every debtor pays 
in installments, or is sent a routine letter by the 
agency’s attorney, 50 per cent is charged in most in- 
stances. 

Another trick feature of the contract is its provision 
that a “MINIMUM fee of 50 cents each” is charged on 
“uncollectible” accounts. The fee may be increased at 
the option of the agency, hence as much as $5.00 
“minimum fee” per account may be assessed 

The contract does state that accounts are returnable 
but adds the trick phrase “if not in process of adjust- 
ment.” Whether or not an account is in process of 
adjustment is for the agency to decide; therefore they 
may retain the accounts for years 

A climaxing provision of the contract is that com- 
missions are payable on “dropped” accounts, and ac- 
counts are considered dropped if the client fails to 
submit original notes or itemized statements verifying 
the indebtedness, or to respond to any and all of the 
agency’s demands. He is thus liable to full commis- 
sions on accounts which have not been collected 

The Awakening Shock 

In about 120 days, the dealer receives a “statement 
from the agency which reads something like this 
63 accounts submitted for collection Total $1,300 
18 accounts collected Total $ 458 


CHARGES 
50% commission (for installment payment or 
attorney action) on the 18 collected ac- 


counts . $229.00 
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25% commission on 17 accounts totaling $800 
considered “dropped” because of failure by 
client to submit original notes and itemized 


statements when requested 200.00 
$1.00 minimum fee assessed on 38 accounts con- 
sidered “uncollectible”’ 38.00 


FINAL STATEMENT 


Due Client $458.00 
Due Agency 467.00 


Net due agency $ 9.00 


Hence an ironical situation! The agency admits it 
has collected the substantial sum of $458 on the deal- 
er’s accounts, yet he winds up owing the agency $9.00! 

The contract also gives the collection agency the 
right to reduce the debt at will in making settlement. 
Hence it will eventually offer to “settle” with the debtor 
for a ridiculously disproportionate amount—say ten per 
cent of original amount—for quick settlement. The 
agency has nothing to lose, since it keeps all the money 
anyhow. It gives a receipt in full to the debtor as “as- 
signees.” 

Watch Out for “Repeats” 

Usually in about a year or so, this type of agency will 
change its name and send a new crew of salesmen 
into the locality to recontact former victims for their 
new accounts, and they will commiserate the dealer 
on the “gypping’” he got from the “other” agency! 
Their own firm, they assure him, is “different.” 

Of course, not all credit and collection agencies are 
fraudulent in their practices—the agency described 


cAGREEMENT 








The creditor is not liable for any of the corporation's disbursements inci- 
dental to collection. 


SO% on the first $100.00 recovered or on claims settled through the 


assistance of Magistrates, Attorneys or our Legal System or on installment 
collections. 


25% on all other collections. 


Commission is charged on all accounts collected, settled satisfactorily, 
withdrawn or ordered dropped during process of adjustment. 
” 

The minimum charge is fifty cents on each account to be deducted from 
any money recovered under this agreement. 


All commissions are due and payable on the day payments or settlements 
are made. 


Failure to furnish necessary evidence of indebtedness upon request will 
be considered instructions to drop 


No agent has authority to alter this agreement, verbally or in writing, 
nor to make any verbal or written agreement relative to terms of agreement 
or modes of collecting er to receive or receipt for any money from debtors 
or clients 


Claims not in process of adjustment released in six months upon request 














———_—_—— 


a 


TERMS APPEARING ON REVERSE SIDE OF CONTRACT.— 

Note how ambiguous, meaningless and trivial most provi- 

sions seem at first glance. Each, however, is loaded with 
legal dynamite depriving the dealer of his total rights. 








herein represents one type only. There are many, 
many adjustment firms that render reliable, effective 
service. However, they are generally located close to 
point of contact and do not attempt to gobble in 
more territory than they can actually service through 
personal representatives 
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Growing Pains Are 


PAINS are a natural by-product of an 
1g enterprise. Under this heading come 


R¢ Vv ING 
expa lI 


whole series of problems brought about by the 
busting out at the seams” of every function of a 
yusines ie to the pressure of increasing sales, inven- 
ries, plant, personnel and capital. Whether growth 
ymes atural expansion of a business in an ex- 
nded ket, or as a result of an aggressive expan- 


policy, the measure of the ability of the enterprise 
growth depends largely on the ability of 
the proprietor to anticipate, accept and solve the prob- 
lems of growth as they arise. 
expanding market, many a business 
enterprise fails to attain its natural growth because 
t] torship fails to solve the problems of 
The proprietor who endeavors to exploit an 
expanding market without a corresponding expansion 
the functions of his organization soon loses his 
opportunities to the more progressive of his competi- 
sales increase, his service breaks down, 
falls below its proper level and beset by 
thousal insolved growing pains, he ceases to func- 
tion at the level that brought him the opportunity to 


Success Based on Foresight 


Successful retailers are those who have been ready 
maintain their standards of service 

throug! ycles of growth that they can reasonably 
expanding market. They are able to do 
they have a policy and plan for growth 


When the city desk becomes a full-time job, they have 
the man trained and ready. When the delivery system 
equirs ther part- or full-time truck, they have 


When another salesman is needed, they 
trained and ready and can take him 
vious job without disrupting the service 
h They are able to solve these problems 
mptly and without slackening their standards of 
they planned against these exigencies 
is a matte f policy long before they arose 
To illu e the continuing problems presented by 
the ¢ th of a business, it is well to examine the 
average office appliance enterprise 
arly such business started as a one- or two- 
man affair. As it grew through the years, the original 
propriet ho at one time waited on drop-in trade 
himself pulled farther and farther 
actual performance of the mechanical 
business. Growing involved hiring 
nore a 1ore people to act for him in more and more 
importa! apacities. The ultimate progression of 
these cycles of growth would eventually bring him to 
re he would no longer perform any of the 
functions of his business, but, having dele- 
vated all of these functions, perform almost exclu- 
vely the functions of general supervision and policy- 
making. Not every office appliance dealer can reach 
is exhalted position in his lifetime. The extent to 
which he progresses in this formula depends on his 
ense, plan for and understand growth 
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Growth Depends on Proprietor 
the growth of the enterprise then is 


the story of the growth of the proprietor 
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Normal 


Healthy Growth in Business Depends 
Largely on Hiring Capable Key Men 


By George R. Schroeder 


Special Correspondent 


Successful businesses do not grow like Topsy; they 
grow because the proprietor made them grow. To 
progress he had to master a whole series of difficult 
arts, each one more involved, complicated and difficult 
than the last. First he mastered the fundamental arts 
of buying and selling, the basic foundation upon which 
his enterprise must rest. Then he reached a point 
where he began to hire help and had to learn the arts 
of evaluating, supervising and training men. With 
all this he had to learn to finance himself as he grew 
and to maintain his leadership among his competition. 
Of all these arts, the most difficult and critical was the 
art of delegating responsibility and authority to those 
he had hired to function for him and allowing these 
men to help him lift the business by its boot-straps. 

Thus the story of the growth of the organization is 
parenthetically the story of the growth in the organi- 
zation of the personalities other than the proprietor. 
No man ever succeeded who surrounded himself with 
men who did not succeed. Nor can any man succeed 
who deliberately and constantly attempts to “make 
money” on his employees. The most difficult art of all 
and the test of success or failure in any enterprise is 
the ability to share equitably the fruits and responsi- 
bilities of the enterprise. Until the proprietor can look 
at the greenest stock boy in the place and see in him 
the store manager of tomorrow, he cannot see for him- 
self any sustained cycle of growth 


Must Hire Capable Key Men 


The outward signs of success are the plant and its 
service; but this is only the facade. The organization 
itself rests on the broad shoulders of its various per- 
sonnel. The office appliance dealer who can success- 
fully meet the growing pains involved in personnel 
problems has gone a long way towards inuring himself 
against a whole gamut of other growing pains. 

A good illustration of a failure to golve this problem 
can be seen in the personnel problems of banks. A few 
years back, banks began to hire women for jobs for- 
merly held by men. Now, many banks have a severe 
shortage of suitable men for supervisory and executive 
positions requiring run-of-the-mill banking experi- 
ence. By not having enough men coming up through 
the ranks and by not allowing their women employees 
to progress towards executive positions, they have been 
caught in a personnel shortage that jeopardizes the 
growth of their organizations. 

A man does not become a valuable employee merely 
by reason of the fact that he is an old employee. He 
becomes valuable as his responsibility and authority 
and his participation in the success of the business 
have grown. Salary alone is not an adequate measure 
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of the value of these men, since good salaries can often 
be duplicated in other fields. Acceptance as a person 
of authority and importance is a primary drive of man 
and he will often value this type of compensation for 
his labor above salary. Many an employee is con- 
strained to seek higher salaries when he finds himself 
caught in a rut with no satisfaction in his present job 
and no hope for the future. Extensive studies of sal- 
aried people have shown that acceptance and promise 
of growing acceptance in a progressive organization is 
a more important consideration than money. 


Opportunity for Employees 


It is essential to the growth of an organization that 
the proprietor open to the personalities around him 
avenues of growth that will stimulate them and com- 
pensate them for their loyalty and effort. The proprie- 
tor and the organization itself cannot progress unless 
he can accept the fact that others must grow, too, and 
that as they grow they have more and more to offer 
him. He must foster this growth and learn to utilize 
its fruits. He must learn that his employees can often 
instruct him in the functional arts of his own business 
He must learn to seek and use this instruction. 

Certainly no one knows more about the receiving 
department than the man who works in it all day long 
This receiving clerk has gained specialized knowledge 
that is valuable to the proprietor only if he can learn 
to exploit it in the same way that he would exploit any 
of the natural assets of his business. Thus the re- 
ceiving clerk can often instruct even the most experi- 
enced proprietor in the art of managing this sector of 
the business. To be really geared to growth the pro- 
prietor must have as a receiving clerk a man whose 
recommendations and information are sound and 
worth while, and then he must be ready to seek out 
and use this information. 

To allow this receiving clerk, merely because he is 
a good receiving clerk, to stagnate in the receiving 
department for years on end eventually kills his value. 
He comes to think of the organization solely in terms 
of his own department and to think of his department 
as a jail and a dead-end street. As this dry rot pro- 
gresses in him, he becomes more and more a weak cog 
in the organization and might eventually deteriorate 
to the extent that he cannot even take care of his own 


department. If, on the other hand, he is moved about 
to other departments of the organization, his knowl- 
edge of each department enhances his ability to work 
effectively as a member of the whole team; he becomes 
increasingly more value to himself and to the enter- 
prise, and his increasing value will probably far out- 
strip his increases in salary. 


Employee Integration 


This type of employee integration is often a good 
insurance against the problem of the older employee. 
Most proprietors eventually find themselves faced with 
the problem of the older employee who can no longer 
pull quite hard enough on the oar. If he has done 
nothing during his whole term of service with the 
organization but act as a receiving clerk, his physical 
disability to handle this job may bring about the 
unpleasant alternative of firing an old and faithful 
employee, pensioning him, or just allowing the re- 
ceiving department to suffer from his inefficiency. 
However, if this same employee has worked in every 
department of the store during his period of service, 
he can be used somewhere to some advantage to the 
very end of his useful working days. 

Growing pains are not necessarily confined to em- 
ployee problems. The growing pains connected with 
finaricing and considerations of size and location of 
plant can be easily as grievous. The proprietor must 
face up to these and connected exigencies as resolutely 
and with the same sype of foresight that he has to use 
with his personnel problems. The very fact that he has 
solved his personnel problems will not only force him, 
but at the same time make it easier for him to tackle 
his other problems. The proprietor fortunate enough 
to have an enterprise manned by individuals who are 
daily expanding their effectiveness and abilities will 
soon find his business “busting out at the seams” and 
demanding more financing and a larger and better 
plant. But the same individuals that brought this 
situation about will make it easier for him to solve 
these problems. The proprietor whose employees are 
constantly growing as individuals need have no fear 
about his ability to find financing and to expand his 
plant. The fact that he has distributed his responsi- 
bilities will make his load lighter and will reduce his 
growing pains to a mere twitch. 





NEW M. G. WEST CO. STORE 
FOR OAKLAND, CALIFORNIA 


This attractive furniture outlet, featuring 
a curved front and an eye-catching 
fluorescent sign, was opened by M. G. 
West Co. at 1610 Harrison St., in Oak- 
land, Calif., on October 1, 1949. 
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Planned Program Is Needed To Sell 
Portable Typewriters Successfully 


HIGHLY PROFITABLE “specialty field” for the 
fe est hed stationery store, but one which is 
frequent verlooked by the dealer in the press of 
ther erchandising operations is portable typewrit- 
ers, according to a consensus of prominent western 


firms who have shown consistent success in the field. 


nned program is developed, portable type- 
rank high in yearly turnover. The chief 
I n many stationers have been disappointed 
in the past with the rate of turnover accomplished in 
pewriter sales lies entirely in the fact that 
specialty selling methods for a specialty item” have 
ot been ; lied 


Department Should Follow a Plan 


answer to the portable typewriter selling 
rding to these leading stores, lies en- 
tirely in operating the department on a well-defined 
lan é hich fits into the stationer’s highly limited 
ppeal t public. While merchandising plans from 
ne stort nother differ slightly, all have developed 
lea! irp sales plan which takes into account all 
the weaknesses and drawbacks of the market, and 
provide per compensation for them. “Only with a 
tep-by-step plan, taking into consideration competi- 
tion a the buying habits of typewriter purchasers 
to derive full profit from portable type- 

one stationer indicated. 
A typi elling plan, used by a Kansas City firm, 

wn to seven points. These are: 


+ +4 ”” 
; y mn Yr) 
el A AV/Li, 


Carrying all nationally-advertised, favorite lines. 
use of active, interesting window dis- 
Practical interior displays, which allow potential 
ners to practice on the typewriters as they 
thout interference 
credit plan, which does away with the 
vn-payment objection, and can be bal- 
to meet the low-income students’ prob- 


» A ect appeal to college students and high 
tudents, who are the most likely portable 
iter prospects. 
iry appeal to businessmen who carry out 
their daily business operations at home 
out system,” whereby prospective custom- 
familiarize themselves with the machine 
An i tant point which may be added to this is 
provision for service and parts, such 
with a typewriter distributor or office 
machine repair firm, to guarantee that any machine 
which ni attention can be repaired, the store han- 
transaction for the customer. “While 
service necessary where durable typewriters are 
-oncern¢ than in other mechanical items, it still 
must be provided when the need arrives,” it was indi- 
cated I iriably the customer will continue to give 
which shows the most reli- 


ettin me 


as co erating 


lling the entire 


his to the store 
ible \ facilities.” 
tationery store has taken an extremely 
ttitude on the portable market. In years 
with many department stores, 


cessfully, 
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Kansas City Firm Owes Success to Seven 
Fundamental Promotional Rules Below 


By Robert Latimer 


Field Correspondent 


hardware stores, and even drugstores selling portable 
typewriters, the dealer has learned that it is the “in- 
tangibles” in typewriter value which he can use most 
successfully to guarantee sales. “Most customers know 
that they can buy a portable typewriter second-hand 
through classified ads in the daily newspaper, from 
pawnshops, jewelry stores, drugstores, and many other 
types of retail outlets,” it was indicated. “However, 
at the same time, they know that the business ma- 
chine guarantee that goes with each typewriter will 
be backed up by the “regular” store, and that it will 
never be out of service for more than a few hours. 
This is the most valuable asset the dealer can sell- 
giving the same reliable backing to a typewriter sale 
as to that of an adding machine or office furniture. 
Therefore, every emphasis in selling portables should 
be predicated on this confidence-building back- 
ground.” 

As pointed out above, each point in this store’s plan 
has been developed through practical study. Under 
Point No. 1, the store carries four well-known lines of 
portable typewriters on the theory that the ability to 
give the customer a choice, and to let him compare the 
operation of one machine against another, will vastly 
increase sales possibilities. “If the typewriter prospect 
feels that the retailer has to push a single line, and 
disparages all others, he is bound to be a bit suspi- 
cious,” it was emphasized. “If, on the other hand, the 
choice covers the entire nationally accepted market, 
there is no such problem. Most portable typewriter 
purchasers, we have found, are intensely loyal to one 
specific brand—and attempts to sell them anything 
else are useless.” 


Year-Round Display an Asset 


Point No. 2 is in the form of showing all four lines 
of favorite portables in the store windows the year 
around—whether they are supplementary to other 
displays, in Christmas gift suggestion displays, and 
so on. “In brief, we see to it that portable typewriters 
appear in our windows 365 days a year,” it was 
stressed. “Each portable is shown ready for use with 
a sheet of paper inserted and a few lines already 
typed, showing what the machine can do. Wherever 
possible, we like to display our portable typewriters 
as if they were in actual use, for this carries far more 
meaning to the casual passer-by.” 

The advantage of a “practical display,” 
point in the list, cannot be overemphasized, 

(Turn to page 165, please) 
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FROM A SMALL STORE PURCHASED IN 1945, EARLE P. HAMBLY & ASSOCIATES HAVE GROWN 
TO BECOME THE LARGEST STATIONERY AND OFFICE SUPPLY STORE IN SANTA MONICA, CALIF. 


Yes, the Little Things DO Count 


HEN A LOCAL stationery store receives orders 

at retail from customers as far as two thousand 
miles away there must be a good reason for it. When, 
in addition, that store has developed from a “hole 
in the wall” with a $1,900 inventory to the leading 
stationery and office supply institution in the city, with 
an inventory of $13,000—all in two and a half years 
that reason must be potent. 

Yet that is precisely what Earle P. Hambly & Asso- 
ciates have done in Santa Monica, Calif. Not that these 
mail orders constitute an important part of the store’s 
gross volume. They don’t. But they do demonstrate 
an unusual customer-loyalty 

The secret of the growth and success of the Hambly 
organization is not found in some extraordinary adver- 
tising campaign. Nor does the store operate a high- 
pressure sales force. There is nothing super or colossal 
about the Hambly activities. Quite to the contrary, 
the secret lies in doing exceedingly well the apparently 
insignificant things that create permanent good will 
and continued patronage, even though the customer 
may move to another part of the country 


Firm Has Distant Customers 


One customer closed his business in Santa Monica 
and moved to Oregon, 1,200 miles away. Yet that cus- 
tomer continues to buy from Hambly by mail. Other 
customers are scattered about California, Nevada, Ari- 
zona and New Mexico and the store actually sells at 
retail to a steel mill in the Chicago area 

The writer talked with Mr. Hambly and asked, “What 
about transportation costs on such distant shipments?” 

“If a customer thinks enough of us,’ Mr. Hambly 
answered, “to order by mail when he could easily walk 
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Five Minutes Expended in That “Extra” 


Service May Make a Lifelong Customer 


hy W. R. Harrison 


Special Correspondent 


into any stationery store and have his needs supplied, 
then we think enough of that customer to absorb ship- 
ping costs.” 

One of the little things. 

A customer with a reproduction problem inquired 
about lettering guides. One of Mr. Hambly’s associates 
(there are no “clerks” in the Hambly store) checked 
through the catalog to find the exact kind of lettering 
wanted by the customer who finally decided upon an 
unusual Wrico guide that the store did not stock. The 
associate telephoned long distance and was assured 
that the wanted guide would be shipped that day. A 
sale was made but, more important, a customer was 
made—-a customer who realized that his business was 
valued by the store and whose own ego was flattered 
by such attention 


Another of the Little Things 


Several months ago, Mr. Hambly put in a limited line 
of personal stationery on a trial basis and arranged 
a central display near the entrance doors where the 
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ne customer 


ild be seen by passers-by. Within two 
to reorder the boxed stationery and in- 
entory. 
Mr. Hambly, “a customer could buy the 
stationery anywhere in town. I wanted 
istomers something extra. So I ordered 
ld stamping machine together with four 
nd a supply of gold, silver and one color 
twenty-four fonts of type and twelve 
lition to gold and silver. Now, any cus- 
, individualized personal stationery has a 
n which to select. The stamping operation 
boxed stationery into one of our most 


epartments.” 


writer suggested, “the profit from the 
considerable item too, isn’t it?” 
looked startled. “Oh, we don’t charge 
glad to do the stamping as a little extra 
We not only stamp stationery 
ards, fountain pens, leather goods, safety 
coasters, napkins, and so on. Our sales 
e items have shown a substantial increase 


talled the stamper.” 


ing service was responsible for the devel- 


he Chicago steel mill account. The wife of 


f the steel company purchased stamped 
m Hambly and induced her husband, who 
in Santa Monica, to buy at the Hambly 


one day,” said Mr. Hambly, “with a 
der, and told me his purchasing agent in 
inable to locate a supply. I looked it over 
atalogs and found the maker. A long 


distance call to the factory brought the information 
that I could have all I wanted. 

“The Chicago man ordered 15 of the binders with in- 
structions to ship direct to Chicago. I placed the order 
by wire, and the binders reached the steel mill before 
the president did. Since then we’ve been getting quite 
a bit of business from that company.” 

Some one has said that if you take care of the pen- 
nies the dollars will take care of themselves. And that 
is the secret of the growth of the Hambly store. No 
matter how small and unimportant a purchase or in- 
quiry may be, the Hambly institution makes a point of 
taking care of it just as if it were a thousand dollar 
office furniture order. 

“We lean over backward in taking care of our cus- 
tomers,” said Mr. Hambly. “When we purchased the 
Fred A. Dennison store after the death of the owner, 
we found an inventory of only $1,900, which was ob- 
viously not enough to accommodate the needs of a city 
of 75,000 population. We made up our minds then and 
there that, despite the small inventory, no customer 
would ever go away disappointed, no matter how much 
it cost to take care of him. If we didn’t have a wanted 
item we would get it—quickly.” 

This attitude resulted in the rapid growth of the 
company so that, within a year after embarking in 
the business, new quarters twice the size of the original 
store were leased. 

Every associate in the Hambly organization is an ex- 
perienced stationery and office supply man or woman. 
And each of them has been imbued with the Hambly 
philosophy of taking care of the little things. 

The big things have taken care of themselves 
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HAMBLY IS A FIRM BELIEVER IN CONCENTRATED 
WINDOW DISPLAYS OF NATIONALLY-KNOWN ITEMS 
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MOVERN DISPLAY for the 
OFFICE EQUIPMENT DEALER 





Two for One 


When Time Is Limited, Rearrangement 
of the Window May Be Your Answer 


O THE AVERAGE window-shopper a display which 

has been allowed to remain on view longer than ten 
days becomes very monotonous. Consciously, or uncon- 
sciously, the window shopper comes to ignore the store 
front which presents no challenge to his imagination 
Obviously, this is not at all desirable from a standpoint 
of sales promotion and sales volume. 

Just as the advertising man is forever trying to 
present the merchandise from a new angle, so should 
the merchant endeavor to make his displays appealing 
in every way possible and devise new setups and slants 
to keep the buying public interest 

It may be argued that this is not easy from a prac- 











RIGHT—The same window, completely re- 
arranged in 45 minutes by Mr. Taylor. Not an 
item has been added, but the shopper's im- 
pression is that the display is entirely new. 
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The “OA” Display Section Is Conducted 


By George D. Taylor 


Long Beach, Calif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





tical standpoint, especially in a small concern where 
help is scarce, and particularly when business is brisk. 
To a great extent this argument appears logical, and 
yet it is folly not to try. The accompanying photo- 
graphs illustrate one way in which you can overcome 
deadly monotony with a minimum of effort. The pic- 
tures are far more vivid than anything we might write 
in this column describing them. The thing to notice 
is that in each display there has not been one piece 
of merchandise added or subtracted. The merchandise 


LEFT—An attractive window at Columbine 
Stationers in Southern California, utilizing a 
wide variety of items displayed at various 
levels on racks to assure maximum visibility. 
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ised in each display is identical. The only difference 
t appearance of the window and this 
diversity which is so desirable 


mpilsne l€ 


This Idea Saves Labor 
the significance of this? It means 
nstall a display which takes two or three 
me, leave it in for a week or ten days 
ther lf an hour, rearrange it so that it looks 
rent takes on new life. You can save yourself 
the labor of preparation and with the merchandise 
lready in the window make a new setup, which in a 
neasure mes the monotony of which we have 
this is not recommended as a per- 
but rather than leave the display 
the v v for too long a period of time, it is to 
(when you are swamped with other 
work) t ce a little time out for this rearrangement 
took 1 vriter just 45 minutes to make the new 
rrangem«s in the ilustrations. 
You Vv to be abreast of the times. You cannot 
without change, and in display work 
‘h to be frequent. You must work every 
eiv i workable plan to attain freshness in 
ir displ with as little effort as is consistent with 
effective f presentation. This suggestion shows 
ne WV vhich you can lessen your labor, when 
the stress of too much detail, without 
pulling power of your display. 
highly desirable to change a display 
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peen all NOW 


ner l iure 
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in its entirety, from one window to another, although 
located on different streets. You will be surprised how 
little time this takes if you do it systematically. 


Here’s Direct Contrast Plan 


One more quick change can be affected at times by 
a direct contrast between a mass display and a unit 
trim. It is just as simple as this. Suppose that you have 
a display which shows everything you can reasonably 
crowd into it—a desk, a chair, filing cabinet, bookcase, 
a typewriter—or whatever you may be showing. When 
change day comes and you are overwhelmed with other 
details, be sure you have selling cards prepared ahead 
of time on one or the other of the items. For instance; 
select the bookcase, take out the other merchandise 
and leave it in the window by itself for ten days, but 
be sure you add sales cards with a potent selling mes- 
sage on each one. If you wish you can have the com- 
plete sales talk printed on one large card and show 
this with the featured item. Now, you see you have 
another window change with very little effort and once 
again you have avoided monotony in your show win- 
dow. This type (unit) of display is ideal for the use 
of manufacturers’ cards. They are very effective. 

“Variety is the spice of life’ and variety in window 
display is not only the spice of life but it is life itself 
to the effectiveness of window display. Make sure that 
you inject new setups, new ideas, and new arrange- 
ments as a shot in the arm for your window pro- 
motions. 





There's No Discharge in a War 


S TIMES tougher and business is 
A harder to get, the office equipment dealer, in 
n y instances, is racking his brain to determine 
where he can cut expenses so that his records will not 

ive ti e typed or penned in red ink. This is only 
and it is right that every inadvisable 
uven f expense be cut to the bone and all waste 
eliminat It would be folly to sanction an excessive 
money at a time when business is hard 


GET a little 


ever, a happy medium which the think- 
will strive to achieve. It is entirely 
a business, now operating under 
into much more strained condi- 
mply by neglecting to do those things 

done to keep the life blood of the 


possibdie | piunge 


rainea 11t1ONS, 


The m ant who clamps down on the expendi- 
tures of « ry department with an unreasoning “Don’t 
pend wake up to the folly of applying the 

ill only have the effect of slowing up 
progr f his organization and greatly endang- 
possibilities. In the daily battle 
avenue by which desirable extra 
obtained should be nurtured and fos- 


ering nl CSS 
every 


reve? é ¢ 


“Not Mere Wistful Thinking” 

This i t wistful thinking but is actually a subject 
reful consideration. It is an actuality 
the more progressive stores throughout 

is no reason why it should not de 

own business and be the means of cre- 
lesirable and profitable sales for you 
a decrease in business. Are you sure 
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Display Windows, Changed Regularly, 
Can Be Your Greatest Business Asset 


By George D. Taylor 


Display Specialist 


that your own disinterest is not holding you back 
from greater achievement? This is so in many cases 
and it takes a jolt to awaken many merchants to 
the truth unless, unfortunately, it is too late. One of 
the purposes of this column is to keep perpetually 
before our readers the dangers of defeatism. 

There are hundreds of store windows throughout 
the country which are a disgrace to the operators 
responsible for their installation (or lack of installa- 
tion). Give this matter some serious thought. It is so 
important to the success of your business career that 
it merits a great deal of attention and immediate 
action. There is no discharge in the war for business. 
You must use the big guns of promotional aptitude 
if you would win in the battle for sales. A small budget 
for your display windows, expertly handled, will bring 
you more sales than you dare dream of. 

Window “Circulation” Pays 

Recent research has been made which has proven 
that the circulation afforded by the window shopper 
far exceeds that of the newspaper advertisement. This 
circulation is lost to your establishment if you keep 
your displays so uninteresting that they are regarded 
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by your potential customer as “just another window.” 
Keep the displays interesting, keep them up to date. 
This is the cheapest advertising you can buy and a 
reasonable expenditure for the perpetuation of their 
effectiveness is entirely justified. 

One of the stubbornest battles to be won in the 
office furniture and supply field is the desire of many 
dealers to save on lights in their display windows. They 
throw up their hands if they see the lights burning 
during the daytime and allow the thought that the 
light bill will be a little higher to be superimposed 
over the fact that the customers could not possibly 
get even a reasonable view of the merchandise on 
display. It is no uncommon sight to see a customer 
gazing in your show window, vainly trying to see what 
you are offering for sale, but denied the privilege by 
just this sort of “economy.” We shall emphasize again 
and again in this column the lack of good judgment 
shown by the merchant who cannot get away from 





the old-fashioned idea that saving on the window and 
store lights is economy. 

Your window display operation is the last place for 
you to practice economy during rough times. Use dis- 
cretion, by all means, but if anything you should 
increase the window budget and save in some other 
direction in order that the show windows can be made 
more effective. This is not idle talk. It is a fact proven 
and established by research over a period of years, 
in good times and bad. A word to the wise is sufficient. 
If your displays are not the best or equal to the best 
in town, then it is high time to discover the reason 
for this. If they are not pulling the amount of busi- 
ness you think you are entitled to, then try a new 
approach, radical if necessary, and then another one 
and another until you find the solution to your prob- 
lem. If your displays are not the highest quality, you 
might find, if you give the matter unbiased thought, 
that you yourself are mostly to blame. 





This Month's Idea for the Dealer's 


Ad Window 


Suggested by an Advertisement 
of the Weis Manufacturing Co. 


By George D. Taylor 


Display Specialist 


HE O. A. AD DISPLAY for March is prompted by 

the advertisemetft appearing on page 67 of the 
January issue of Orrice APPLIANCES. It is an advertise- 
ment of the Weis Manufacturing Company of Monroe, 
Mich. This advertisement suggests a display in con- 
trast which can be used either as an individual unit, 
or as a background or centerpiece for a display of 
related items. 

The main prop used in arranging this display is No 
Seam. This is a seamless paper in several colors which 
can be cut to cover the entire background of a window 
with pleasing effect. In this case the No Seam is used 
on a frame in the manner depicted in the sketch. Two 
circles are cut out large enough so that the merchan- 
dise behind is easily seen. Improvise two platforms 
behind the frame high enough to raise the unit so 
that most of it can be seen by the public. Two spot- 
lights, one on each of the circular cut outs, will help 
to achieve this end. 

You can have a sign man letter the No Seam before 
it goes on the frame or the signs can be made of con- 
trasting (a deeper green) paper and applied to the 
No Seam by means of Scotch tape. 

The sketch speaks for itself. The gray unit is shown 
through the top circle and the green unit through 
the bottom one. A one-drawer unit is shown open at 
the bottom of the frame to the left with an assortment 
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Now available in o rich, new Groy 










ee eee YOUR STORE NAME 


NOTE SPOTLIGHT EMPHASIS ON MERCHANDISE 
BEHIND CUTOUT CIRCLES IN SEAMLESS PAPER 








of guides in place in one of the drawers which is left 
open. At the front bottom of the frame your store 
name, and the name of the manufacturer of the prod- 
uct, should always have prominence in a display of 
this nature. The sketch illustrates one manner in 
which this can be done. A name plate of a permanent 
nature shows the store name and there are numerous 
ways in which to show that of the manufacturer in 
harmonious display. 

It pays to emphasize one item or one idea in a display 
such as this. It not only establishes your agencies more 
firmly in the mind of your prospect, but it makes many 
sales for you which might have gone to your compet- 
itor. It gives the “eyes of your store” a very progressive 
look, and one that makes a distinct impression on the 
buying public. Make your displays different, make 
them distinctive and assure yourself an outstanding 
place in the business community 
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Your Delivery Vehicles CAN 
Increase Your Sales 


S THE APPEARANCE of your delivery trucks impor- 
tant the impression of each cast proper effect 
or passers-by, the prospective 


ali D 
ipon youl istomers 


ipplier-stationer wisely may consider the 
the impression of himself, the 
sends out into various neighborhoods 
positive reflection of his over-all busi- 
attractive vehicle will have persons 
Jones’ must be thorough and progressive 
to the customer.” 
Colo! f your trucks, perhaps, is your most vital 
leration when it’s granted that you have cleanli- 
your own reactions. When you shop for 
neighbor merchants, do you go into the 
Your customers, even those 
induced to try your services because of 
mee, are as humanly reactive as you; 
as receptive to pleasantry in tone. When 
vehicle comes for the first time into 
don’t all the kiddies flock 
housewives have something to 
of their windows or greeting 
But how can 


lea that whatever 


icK tn rie 
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habby, unkempt store? 


mit 1leW 

certail eighborhood, 
t d don’t 

ing out 


the drive That’s the effect you wish. 
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Study Design and Color 


First, t etter understand color relationship, look at 
lesign. If this is blotched, color—just color—won’t ever 
help! P ips the worst, most flagrant error involves 
throwing off of the balance in the basic construc- 
vehicle 
are painted with vertical stripes so that 
they violate the “law of areas,” as the auto manufac- 
Such a design virtually screams, though 
basic construction is boxy, while an- 
ther tru vith the same body lines has an appeal- 

ed quality because horizontal lines are 


t y mine the 
AULi iil i Lit 
x ‘ +} 
istiy Lit 


a bad effect, too, even though 
ve chosen the proper design. Red, yellow 

illed primary colors, because none will 

be product f you try to blend any of the remaining 
Fo! mple, by stirring red and yellow paint, 
orange, and yellow and blue give you 

reen. The green and orange results of your experi- 
el i condary colors. What’s the difference? 
Engines | tell you that primary-secondary color 
mbit hould, in the large majority, be left off 


ors cast 


Red inge—‘Striking,” maybe, but too “sharp.” 


Blue een—Certainly morbid, to say the least 


Well-Chosen Color and Design on 
Your Trucks Can Convert Them into 


an Effective Advertising Medium 


By John Mayor 


Special Writer 


“opposites” as popularly called. Avoid, however, a 
“battle of tones,” since two side-by-side complementary 
tones cast themselves to the eyes with equal fervor, or 
“punch,” you must cut down the brighter one. Perhaps 
you should cut down the red when using it with green 
(which, incidentally, should “preferably be a blue- 
green!). For example, in working with red and blue- 
green, confine the former to the lower-half of your 
truck, then proportion the over-all effect by TWO- 
FIFTHS RED and THREE-FIFTHS BLUE-GREEN. 
Now at this stage you're still a bit off balance. So, 
place your name, or some legend, in red, on the upper 
truck section. Finally, you do have balance! 

But how do you go about selecting proper comple- 
mentary shades? You may be surprised to learn that 
your eyes are your best judge of that! Here's the trick, 
a simple one: (1) Choose the particular basic color 
that you desire. Is it red? (2) Find that color in some 
magazine or leaflet from which you can cut a half- 
dollar size and shape. Or crayon in the same on a plain 
white sheet of paper. (3) Draw a same size circle and 
place your former piece right beside it. (4) Now, for 
one minute, stare honestly at the very center of the 
sample color, then suddenly shift your eyes hard to 
the center of the blank circle. Doing that, you should 
see a blue-green tone fall within the exact limits of the 
once-blank shape. That’s your complementary color! 

Light green as a sample would give you something 
near orchid; light blue very near beige. Try it and see! 

White, obviously, can be used as an “opposite” with 
any color in preference. 

Not only for appeal, however, do colors serve well, 
but for comfort, too. Recall why you wear white shirts 
and almost anything of a light tone in the summer- 
time. In the case of a driver whose truck must make 
long-run deliveries during, say, July, his comfort can 
mean efficiency. This comes by knowledge that dark 
colors absorb the rays of the sun, creating heat, while 
lighter shades will reflect sunshine. White or alumi- 
num (silver) are best. Remember, any color gets cold 





Solid Common, good. But remember that only’ in the winter. Then, why not plan your colors for the 
atches anyone’s eyes! hot season for over-all advantage—customers’ eye- 
Your e should be of complementary colors, or appeal and employees’ efficiency 
Progress in commerce and industry may have made the horse entirely 
innecessary, but it cannot find a suitable substitue for horse sense. 
—D. Mead 
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Trade Practice Rules for the 
Oftice Furniture Industry? 


Y STEADY GROWTH and development, the office 

furniture industry has become an important seg- 
ment of business. It has also become economically 
strong and prosperous. Its virility and stability are 
attributed to no less than hard work and conscientious 
service to the public. 

Dealers and manufacturers must see eye to eye, and 
work hand in glove, in keeping the industry at its 
highest level of integrity and responsibility. Any 
dealers who still hold to the sacrosanct view that 
the manner in which they operate their stores is no- 
body’s business are out of line with the movement 
toward improvement in the industry. Their thinking 
is unsound and fallacious, and tends to breed isola- 
tionism. Only by a close-knit relationship among the 
dealers now engaged in a provocatively competitive 
industry can there be a continuance of economic 
solidarity. Such essentials as harmony, unity and 
co-operation constitute the greatest force against the 
evils of unfair trade practices. 

Out of the labyrinth of problems which face the 
dealers from day to day, challenging questions arise 
as to “what can be done to insure fair trade relations 
among the dealers in the office furniture business, and 
what is the most effective course to follow in achiev- 
ing this objective?” 


An Agency Is Created 


The United States Government has in its wisdom 
created a governmental agency known as the Federal 
Trade Commission, which derives its powers from 
Congress. The purpose of the Commission, as stated 
in Sec. 5 of the Act is to prevent “unfair methods of 
competition in commerce, and being empowered and 
directed to prevent persons, partnerships, or corpora- 
tions .. . from using unfair methods of competition 
in commerce and unfair or deceptive acts or practices 
in commerce.” 

It further provides in Sec. (b) “Whenever the Com- 
mission shall have reason to believe that any such per- 
son, partnership or corporation has been or is using 
any unfair method of competition or unfair or de- 
ceptive act or practice in commerce, and if it shall 
appear to the Commission that a proceeding by it in 
respect thereof would be to the interest of the public, 
it shall issue and serve upon such person, partnership 
or corporation a complaint stating its charges in that 
respect and containing a notice of the hearing upon 
a day and at a time and place therein fixed at least 
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Basic Outline of Preliminary Measures 


Necessary for Trade Practice Conference 


By Charles f. Goodman 


S. Stein & Company, 
Chicago, Ill. 


30 days after the service of that complaint. The per- 
son, partnership or corporation so complained of shall 
have the right to appear at the place and time so 
fixed to show cause why an order should not be en- 
tered by the Commission requiring such person, part- 
nership or corporation to cease and desist from the 
violation of the law so charged in said complaint.” 
According to the Federal Trade Commission’s bul- 
letin covering the period from September 1, 1935, to 
June 30, 1945, there were 63 industries subject to the 
Act. The office furniture industry to date has no code 
of ethics contemplated by this Act, and yet certain 
conditions exist which warrant its establishment 


Have Office Machines Code 


The closest approach to the office furniture business 
in establishing a code of ethics is the office machine 
marketing industry, whose trade practice rules were 
promulgated on February 26, 1948. 

Like the office furniture business, many hundreds of 
individuals and firms are engaged in the marketing 
of office machines at all levels of trade, whether at 
wholesale, retail or other form of distribution. 

And by reason of the nature of that business, there 
is a wide variety of machines, just as there is an al- 
most endless diversification of desks, chairs, filed, stor- 
age cabinets, leather davenports and club chairs, type- 
writer desks, tables, typewriter stands, bookcases, card 
cabinets and safes, as well as a multitudinous variety 
of other related products. These numerous items are 
further classified as either new or second-hand equip- 
ment. In all cases of used office furniture there is a 
definitely established use of such terms as “refinished,” 
“refinished and reconditioned,” and “as is.” 

When setting up a code of ethics for the office fur- 
niture business, as has been done in the office machine 
business, there are certain necessary prerequisites to 
its establishment. An industry-wide trade practice 
conference needs to be called by the Commission, at 
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which proposals for rules are to be received from 
industry members. Thereafter, draft of proposed rules 
prepared and published and a public hearing held 
the receipt of views and suggestions of interested 
fects rties 
Commission will proceed to call a trade 
ict nference, of course, the group interested 
in establishing the code needs to furnish essential 
information such as (1) A brief description of the in- 
justry, trade, or subject to be treated; (2) The kind 
ter of the products involved; (3) The size or 
extent and the divisions of the industry or trade 
groups erned; (4) The estimated total annual 
juction or sales of the commodities in- 
lved List of membership of the industry or 
le ips concerned in the matter; (6) A brief 
a acts, practices, methods of competi- 
ion oO! her trade practices desired to be considered, 
r draft f suggested trade practice rules. 
Most i tant of these requirements is the state- 
ment of acts, practices, methods of competition 


ment of the 


or other trade practices desired to be considered, as 
well as unfair practices which dealers feel should be 
prevented as undermining factors in the free and 
unhampered progress of their business. 

All the accumulated experiences of dealers in their 
relationship with each other will enable them to set up 
a code of ethics so designed as to provide a profitable 
source of livelihood, and to maintain the rightful dig- 
nity and integrity in the office furniture industry. 


A code of ethics is tantamount to a doctor’s pre- 
scription in that it proposes to suggest a possible cure 
of the ills which plague an industry. A strict adher- 
ance to its provisions, once dealers consent to be 
guided thereby, is necessary in order that it may do 
the greatest good. 


In the face of present conditions, it seems, the estab- 
lishment of a code of ethics for the office furniture 
industry would be a great step forward. By it and 
through it dealers will work together for the economic 
good of all. 





One-Week Trial Promotes File Sales 


HE SAME TRENDS of “loan-out demonstration” 
= hic] e shown remarkable success in major 
uippliance merchandising and other fields of retailing 

| work out effectively to promote sales of office files, 


nets and vaults, according to Clark Peeper 
Company ffice equipment dealers in St. Louis, Mo 
Peeper concern has, for many years, fa- 
i th emonstration theory” in selling all types 
office ¢ pment, but until 1949 most such demon- 
re carried out in the showroom, in the 
rage ehouse or in other buildings. With sales 
of televi n considerably advanced through overnight 
lemonst! in the customer’s own home, radio 
nd even refrigerators demonstrated in 
m he Clark Peeper management has been 
l experiment with the same plan in filing 
cabinet promotion—with a sur- 
success all the way. 


tem torage 


ot ; 


Here’s Advertising Plan 


Unde plan, a particular type of file or cabinet 
el h week, and promoted by means of a 

ht-inch newspaper ad which offers 

eve ee trial’—with a sketch of the featured 
A typical ad was concentrated on 

complete filing system and storage 

well-known manufacturer, which is de- 

igned smaller offices or limited space areas 
Free trial f the combination file and storage cabi- 

t alr ed not only by newspaper advertising, 

tions of road salesmen out in the terri- 

cards in window displays and by tele- 

the customer is a definite file prospect, 

to installing a combined filing 
cabinet in his office for a one-week 


opject 


é mine for himself its practical use and 
abilities 

Be ny business-building owners have sub- 

livided th versized offices into two or three units. 

there j ong demand for filing equipment which 


too much space,” it was pointed out. 


OFFICE APPLIANCES, March, 1950 


“Our salesmen report that frequently they run into 
instances where cumbersome four-drawer files only 
partially filled are making it necessary for office per- 
sonnel to walk out of their way to get around them, 
or to utilize furniture in cramped, uncomfortable posi- 
tions to accommodate the cabinets. Providing an all- 
in-one combination which occupies far less space and 
will consolidate all types of filing operations into a 
single unit has proven a Godsend to many such 
prospects.” 


Solve Space-Saving Problem 


The all-in-one unit which the Clark Peeper concern 
features contains two standard-size, hanger-rod 
equipped file drawers, two small file drawers for index 
cards, alphabetical cards and records, plus a three- 
level storage compartment, with lock. These have 
proven the most practical answer to space-saving, 
not only in business offices, but in homes, organiza- 
tions, and churches, where all records and valuables 
may be kept under lock and key in the same space 
occupied by the usual closet. 

When the prospect agrees to a seven-day free trial, 
the combined filing system and storage cabinet is de- 
livered at an appointed time, with a request going to 
the customer to vacate enough space for it. The sales- 
man who arranged for the demonstration is on hand 
to explain use of various features of the equipment, 
and to see that it is properly located, so that scratches, 
dents and other damage do not occur. 

Frequently, it is necessary for the salesman to spend 
several hours in adapting the compact unit to what- 
ever filing system, record keeping, or bookkeeping 
systems are in use in the office. Once this is done, 
however, and the office manager sees the practicability 
of compressing everything down into a small unit, the 
chances are that it will not be necessary to pick the 
filing cabinet up again. Selling at $39.95, the cabinet 
thus “sticks” almost everywhere it has been loaned 
only in rare cases has it been necessary to return 
it to the store 
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Yale & Towne’s Colorful New Chicago Offices 



















EFFECTIVE USE OF 16 COLORS AND FINEST 
FUNCTIONAL FURNITURE HIGHLIGHT YALE 
& TOWNE’S NEW CHICAGO HEADQUAR- 
TERS—tThe recent move of the Yale & Towne 
Mig. Co. to its new Chicago regional sales 
and service offices entailed a complete mod- 
ernization program, both in the showroom 
and offices. Most of the furnishings were sup- 
plied by Krol Office Equipment Co., Chicago. 
who built the conference table and installed 
Wilhite Mfg. Co. executive desks and cabi- 
nets, chairs by Taylor Chair Co. and Sturgis 
Posture Chair Co., and Steel Age gray desks 
and files by Corry-Jamestown Mfg. Corp. 











ABOVE: Receptionist Florence Hopkins, who 
is also secretary to the regional manager. 
occupies a fluted glass enclosure in the 
burgundy-walled reception room. Furniture 
in reception area (background) comprises 
a chartreuse leather overstuffed seat and 
blond wood magazine table. 









nog ABOVE: The office of Regional Manager 

Arthur H. Dobler. Both the glass-topped con- 

oo Es ference-type desk and the roomy cabinet 
= are of silver-gray walnut. Walls are platinum 


gray below, cocoa brown above. All chairs 
are upholstered in apple green; carpeting 
is brownish-beige. 


ee 








ABOVE: The office of Roy L. Wolter, regional 
sales manager of industrial trucks and scales, 
is divided by a chartreuse Modernfold door 
to serve also as a conference room. Three 
of the walls are finished in lime yellow, that 
at extreme left in screen gray to serve as a 
projection surface for movies or sound-slide- 
films. Conference table is surfaced in Formica. 


RIGHT: The four sales offices are separated 
by transparent glass, frosted glass being 
used to separate them from corridor. Lower 
partitions are finished in lime yellow, rust 
and pecan gray, all harmonizing with the 
blue-black wall. Blending with all colors is 
the wood trim, finished in Puritan gray. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 
CONFIDENCE .. . COUR- 
AGE CO-OPERATION 


IA a sprightly Western Union 
eee ssenger we welcomed this 
month’s prize-winner for our Mr 
I. Will Pe] Upper’s statement 

if the month. We 

@ quote: “SUGGEST 

& FOR YOUR MR. I 
WILL PEPPER-UP- 
PER MARCH 1950 
STATEMENT THIS 
ALL IMPORTANT 
THOUGHT I READ 
IN LEADER’S 
MAGAZINE TO WIT ‘THERE'S 
A WORLD OF DIFFERENCE BE- 
TWEEN GOING OUT EACH 
MORNING BECAUSE YOU HAVE 
TO SELL SOMETHING AND GO- 
ING OUT BECAUSE YOU HAVE 
SOMEONE TO SERVE’.” This 
t eram ame to us from an 





eit 


executive f a large mid-western 
factory in the steel office equip- 
ment fiel Taking time to par- 


yntestette by such 
-of-the-wires 
ily provide 2 thrill . So you 
too add t ir happiness each 
month by mailing or telegraphing 
1lee-Statements for 
this departmental, for our Idea- 
xcl BUSINESS BUILD- 
ERS of eneral type. Address 
same as always to the co-ordi- 
column, care of 
Company, Box 
Wash 


= : ; 
corre } ient 
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Effective efficient OF- { 
' FICE OUTFITTING: BUS- { 
| INESS ENGINEERING pro- 
a ais ; 
The Ca Ink Company ol 

Boston, M as a most enter- 
risin romotion. repre- 
nsative iz r Pacific Northwest 

F. R. Steve Russ,” as he is 
mown us this KEY 
IDEA PROFIT BUSINESS 
gleaned from 


Management 
Dy Lionel B. Moses, quote: “Yes- 
idvertising 1S to- 
itation—and the 
merchandise 
ought it tore is the surest of 


* customer-con- 


Pood reputat 1 ol 
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fidence, for quick sales, repeat 
sales, faster turnover, MORE 
REAL MONEY-PROFIT.” Thank 
you, “Russ” Stevens; we always 
look forward to your airmail as 
well as your personal visits. 


We picked up the phone a few 
days ago and heard the welcome 
voice of J. D. Cordsen, sun- 
dries division representative for 
The B. F. Goodrich Company of 
Akron, Ohio. This genial gentle- 
man apprised us of the fact thata 
Coast stationer had given him the 
mission to bring us a BUSINESS 
BUILDER IDEA that he had used 
on a blotter with great success. 
And while it was just a “good fun” 
type of copy; it had pulled heavily 
in interest and requests for addi- 
tional copies and that naturally 
leads from interest to the oppor- 
tunity for direct sales. ... Here it 
is and this Office Outfitter gives 
cerdit-line to Weston’s Records 


Confidential 
TAKE NOTICE! 
BALANCE SHEET (Certified) 
Year Ended December 31, 1949 


Population of the United States..135,000,000 
People 65 years or older 37,000,000 


Balance left to do the work 98,000,000 
People 21 years or younger 54,000,000 
Balance left to do the work 44,000,000 
People working for the 

Federal government 21,000,000 
Balance left to do the work 23,000 ,000 
People in the Armed Service 10,000,000 
Balance left to do the work 13,000,000 


People in State and City Offices 12,800,000 


200,000 


Balance left to do the work 
People in hospitals and 

insane asylums 126,000 
Balance left to do the work 74,000 
Bums and others who won't 

work 62,000 
Balance left to do the work 12,000 
Persons in jail ' 11,998 
Balance left to do the work 2 


JUST 2—YOU AND I 
. and You'd better get a wiggle 
on—I’m getting awfully tired of 
running this country alone. 


Thank you, Friend J. D. Cordsen, 
and likewise our Coast friend in 
our office equipment field It 
might interest both of you to 
know that as we rebroadcast your 
pertinent idea over the OFrFrice Ap- 
PLIANCES Network that we found 
the original Weston clipping sent 
us several month’s ago by an 
eastern stationer, who had sug- 
gested this same message for a 
circular or blotter BUSINESS 
BUILDER. So in televising this 
item we have used the original 
clipping to present the typog- 
raphy just as it was in all its 
forceful head and clinch lines 
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“Worrying takes up just 
as much time as work, 
but work pays better divi- 
dends.” 











BUSINESS BUILDER “IDEA” 
EXCHANGE 

Presented each month to give 
your DOLLARS more CENTS, 
hence SENSE! Remember the 
price: ONE IDEA FROM YOU for 
each IDEA you request from us! 
B. B. “Idea” No. 1950-3: “REPORT 
ON ACTUAL COST PER ORDER 
OF INQUIRES IN RELATION OF 
CLASS OF POSTAGE USED.” 
B. B. “Idea” No. 1950-4: “SEVEN 
SALES MEETING THEMES THAT 
CLICKED FOR US LAST QUAR- 
TER.” 


B. B. “Idea” No. 1950-5: “A COL- 
LECTION IDEA THAT PROVED 
A SALES-PRODUCER IN OUR 
OFFICE OUTFITTING BUSI- 
NESS.” 


B. B. “Idea” No. 1950-6: “DO YOU 
HAVE AN AFTER - THE - SALE 
PLAN? —WE HAVE—AND WE 
ARE GLAD TO SHARE IT WITH 
BUSINESS BUILDER’S AUDI- 
ENCE!” 


B. B. “Idea” No. 1950-7: “ARE 
YOU AND YOUR ORGANIZA- 
TON EFFICIENTLY USING 
“OFFICE APPLIANCES” EACH 
MONTH FOR STUDY AND RE- 
SULTS? HERE’S HOW WE 
ARE USING THIS “KEY” TO 
MORE SALES, QUICKER TURN- 
OVER, BIGGER PROFITS, AND 
MORE PRESTIGE!” 





“You'll never stumble on 
anything good while sitting 
down.” 











and now we come to that 
refreshing part of our BUSINESS 
BUILDERS program, the Terse- 
Trailer department. This mighty 
month of March breezes in with 
this offering from KENNETH S. 
SUTHERLAND, new Pacific North- 
west representative of THE 
GLOBE-WERNICKE Co... . here 
it is for your enjoyment: 

“Stop stewing 
and 
START COOKING” 


3b, It 3B 


Office-efficiently yours! 
RALPH B. ORTEL 
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OA 
CALITYPY 


@@ CALITYPY, more familiar under the name 
Varityping, in such temporarily extensive use 
recently by newspapers, was first used by OFFICE 
APPLIANCES at the first business show in 1904. 

An interesting, brief account of its origin is 
given in the “Along the Trail’ series on page 11 
of this issue. 


THE COST OF GOVERNMENT 
PURCHASE PROCEDURES 


@@ DR. ROBERT L. JOHNSON, president of 
Temple University of Philadelphia, is national 
chairman of a citizens’ group backing the econ- 
omies in government suggested by the Hoover 
Commission. In the course of his work, says a 
recent Chicago Tribune editorial, ‘‘Dr. Johnson 
discovered that the Hoover Commission had 
learned that the Federal Government spends 
$10 to buy and process each 50 cent typewriter 
ribbon used in the convolutions of the bureau- 
cracy. ... The reason 50 cents stretches ulti- 
mately to $10 is that too many people handle 
the forms used in buying a ribbon . 

Thus a humble product of the office equip- 
ment industry—the typewriter ribbon—comes 
into prominence by being used as a measuring 
stick of economy in government 

Actually, however, the typewriter ribbon is 
not so humble when considered in terms of serv- 
ice and function. It’s the Alpha and the Omega 
of the instrument about which the paper of a 
democracy revolves. A typewriter without an 
inked ribbon would be of no value except to cut 
stencils. It is not difficult to imagine the chaos 
that would result in government and in business 
if the typewriter ribbon were to be eliminated. All 
documents, records, messages, instructions, de- 
scription, and so forth, would necessarily be writ- 
ten by hand. Without typewriters equipped with 
ribbons, big business and big government could 
not operate on current scales. Even if no other 
factors were considered, the time required to 
write everything by hand would slow up work 
to a condition of practical stagnation. Legibility, 
neatness and record space are some other prob- 
lems that would demand solution. Faced with 
such conditions bureaucrats, commission heads 
and business men might be willing to pay $10.00 
per ribbon instead of the 50 cents that volume 
buying earns them now 

The ultimate cost 


typewriter ribbon to 
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Editorial 


government in the present scheme of things in 
Washington cannot be blamed on this highly 
serviceable product of our industry. If the 
Hoover Commission’s place under the sun is to 
be justified, and present governmental costs 
suggest that it can, then the red tape of its 
purchase rather than the ribbon itself should 
be discarded. 

Let’s not eliminate the ribbon but concentrate 
on the bureaucrats instead 


—_e<—- 


ANOTHER MIDGET JOINS 
TYPEWRITER RANKS 


#4 A MIDGET TYPEWRITER made in Frank- 
fort, Germany, was pictured in the Chicago 
Daily Tribune for January 22. Weighing only 
two and one half pounds, the little typewriter 
is small enough to fit into a lady’s handbag. 
Although no further information is available 
about the new German typewriter, its advent 
calls to mind the Bennett and other pocket size 
machines which were introduced but made little 
progress. The idea of a very small typewriter 
that operates efficiently is good, but thus far no 
one has been successful in getting satisfactory 
results from such a little machine. It will be in- 
teresting to watch the career of the new midget. 


—_-——- 


ECONOMY IN GOVERNMENT 


#&@ HOW CAN THE NATIONAL budget be cut 
to eliminate the projected $542 billion or larger 
deficit? 

Writing for the Tax Foundation, Inc., 30 
Rockefeller Plaza, New York 20, N. Y., Daniel W. 
Bell, a former undersecretary of the treasury, 
points out that three items—defense, veterans 
and international affairs—alone account for $26 
billion, or almost 60 per cent of the estimated 
expenditures by the Government. Obviously, he 
contends, any budget cuts big enough to elim- 
inate the deficit must hit those three items of 
spending rather hard. Unfortunately, no savings 
are possible in interest on the public debt, a $542 
billion annual burden. In fact, $18 billion of the 
total represents absolutely fixed charges as far 
as 1950 is concerned. These are made up of in- 
terest on the public debt, veterans’ pensions, con- 
tributions to retirement funds, and obligations 
incurred in prior years which must be liquidated 
in 1950 

Savings must come in other fields of the 
budget. Therefore, it is plain that the individual 
1950 
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JAMES A. HEAD, 45, 
NAMED BIRMINGHAM'S 
MAN OF YEAR FOR ‘49 
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selfish 


Here and There 
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to use the government for his per- 
who accepts a welfare philosophy, 
little help in paring down the staggering 


| leaves the taxpayers food for thought 


groups and more pressure in the interest of 
economical government. 
one-man committee to that end. With all of our 


Each of us can be a 


power and influence we must guard against 


traveling any further down that road which has 


been carrying Great Britain toward national dis- 











New Life! 
New Hope! 


You know the true meaning of 
Easter! And some crippled kid is pray 
ng you'll find it in your heart to help 


him Start a new tite 


Your Easter Seal gift helps pay for 
medical care a the special training 
handicapped sngsters need to grow 
hapy ens 
Sure they want to 
throw away those 
crutches. They are try 


ing to help themselves. 


Lend a Hand, 
Won't You? 





Easter Seal Campaign 
MARCH 3 to APRIL 9 


National Society for Crippled 
Children and Adults, 11 §, 
LaSalle St., Chicago 3, Ill. 
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CAROL LYTTLE HEADS 
HEART CAMPAIGN IN 
THIS INDUSTRY GROUP 


The business machines and office 
equipment division of the 1950 New 
York Heart Campaign is headed 
by Carol Lyttle, now serving his 
thirtieth year with the Dictaphone 
Corporation. Mr. Lyttle's accept 
ance was announced by William C 
Langley, chairman of the commerce 
and industry committee for the 


irive, which began February |4. 
Arthur Baer yeneral chairman of 
the campaign 

Mr. Lyttle is serving on the city- 
wide effort to raise $750,000 tc 
further advance the New York 
Heart Association's program of re 
earcn erv na education. 

In addition to serving his thirtieth 


year with the Dictaphone Corpora 
tion, he , 3 
¢ Execut ves As 

New York f 


rk Sales 


rmer president 
iation ot Greater 
president of New 
Club, former 
of New York Office Ap- 
Managers Association and 
of New York Rotary Club. 
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HOUSTON SALESMAN AT 81 

STILL MAKING HIS ROUNDS 

To Wi E. McCracken, veteran 
alesman for Globe Print- 
ing & Stationery Company of Hous- 
ton, Tex. quicker method 
f deteriorating than to stop work- 


tationery 


there nec 


na. That Ss wny, aT 8] he's still in 
there ‘pitching as a stationery 
alesman, a field he entered 63 


years ago as an errand boy. And so 
today, well past the fourscore mark, 
200 cus 
n the Houston area. 

starts at 6:30 
he maintain 
things that may 
keen him from hit ng the 90 mark 


and trafic Twice 4 


he + serve more than 
Tomer 

= e ant nour gay 
n the mornina and 


that there yst tw 
retirement 
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widower, the amiabl CHURCHILL'S DICTATING In presenting tating ma 
born old-timer has just one grudge INSTRUMENT GIVEN TO hine to the Institute, Mr. Gfroerer 
against modern society—the way MUSEUM BY SOUNDSCRIBER described its use by Mr. Churchill 
people drive. He ca Office equipment of ancient vin record his memoi This instru 
as regularly as he can, spending tage may be viewed in many ment was later replaced by a spe- 
his atternoons phoning those hi the nation But hers cially designed model which, by 
isn't able to reach by | r of 3 case where a modern dictating means of a voice relay, starts re 
foot. "Many of then ll the nstrument take as @ mu cording the instant Church 
orders to me’, he added eum piece an writing instr begins speaking. It was on the ma 
No stickler for regular habits, h nents wh rT: 
believes that chees« Yr racke t the great w 
and a little nit oeTore c Time The ictatir nr whicn 
never hurt anyone. When he re the Hon. W Church 
turns to his modest 
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books he once J but never had neti4 
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REMODELED SIXTH FLOOR AT 


The recent remodeling program has 
added approximately 2500 sq. ft. of 
sales space to the Maverick-Clarke 
main building. The store now has 
about 7200 sq. ft. of display and sales 
space on its main floor and 7000 sq. 
ft. devoted to office furniture display 
on the sixth floor. The added sixth 
floor space was gained by the re- 
moval of a number of offices. Mav- 
erick-Clarke also has divisions in Cor- 
pus Christi. Houston and Brownsville. 
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New home of A. B. Dick Company, Chicago, Illinois 











~ A°B- DICK 


imal ...the first name in mimeographing 


For use with all makes of suitable 
stencil duplicating products. 
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ROYAL ELECTRIC TYPEWRITER 





A new electric typewriter, designed to allow the 
secretary to switch from a manually-operated type 
writer without a transition period, has just been in- 


troduced by the Royal Typewriter Company 


Maxwell V. Miller, president, announced that the 
new Royal Electric, a gray streamlined typewriter, has 
two features unique among electric typewriters. “The 
Royal Electric’s keyboard positions are identical with 
those of Royal’s standard and portable typewriters 
And its electrically-controlled adjustable t 
the individual’s typing touch.”’ 


The familar extending carriage return lever on the 
two standard and portable is replaced on the electric 
typewriter by an automatic carriage return, electrical- 
ly controlled by two keys—one on either side of the 
keyboard. Adjustment to the individual’s typing touch 
is made by a little knob underneath the top of this 
new typewriter. 


The Royal Electric is claimed to be the only type- 
writer to offer the convenience of having all controls 
in the same place as on manual typewriters. Therefore 
no transition period is necessary. Complete powering of 
the typewriter enables the typist to tabulate, shift 
back-space and underscore electrically. A quick down- 
ward touch operates all keyboard keys and controls 
except the shift key which is held down for making 
capitals. An exclusive repeat underscore feature elim- 
inates constant tapping of the underscore key while 
underscoring several words or lines. A touch of the 
shift lock, and depression of the underscore control 
located above the keyboard at the right, produces re- 
peat underscoring. 

A knob on the left side of the Royal Electric reg- 
ulates the speed of the type bar. This knob can be 
turned from light to medium to heavy, depending on 
the number of carbon copies required. One long paper 
feed roll behind the cylinder holds the paper straight 
when the cylinder knobs are rotated. This is true 


touch is 


40 


thus 
faster 


carbons, 
and 


a single sheet or many 
looking work and easier 


whether it be 
making better 
typing. 

On the Royal Electric, the automatic paper lock per- 
mits the secretary to see and write from the extreme 
left to right edges and from the top to bottom of any 


size sheet. Changing from manifolding or stencilng 
to executive correspondence is made easy by the 
readily removable cylinder. Removing the cylinder 


on this typewriter is a simple one-hand operation. 
Ribbon changing, as on other Royal typewriters, can 
be done quickly and without soiling hands. In addi- 
tion to increased ease of operation which comes with 
electricity, the Royal Electric incorporates “Magic” 
Margin, Finger-Flow Keys, uniform scales and all the 
other established features of Royal typewriters. 

Complete details and literature may be obtained by 
addressing Royal Typewriter Company, Inc., 2 Park 
Ave., New York 16, N. Y. 


COLE SAFE-TYPE STORAGE CABINET 








Illustrated is the new Cole safe-type storage cabinet, 
equally suitable for office supplies, printed matter, hand 
tools or even liquor. Built to retail at $70.80, the new 
cabinet is 76 inches high, 36 inches wide and 18% inches 
deep. Pilferage is held to a minimum, claim the manu- 
facturers, the doors being equipped with a two-way 
locking device controlled by a paracentric lock. The 
cabinet has four adjustable shelves and is available in 
olive green or Cole gray crackle finish. Further details 
may be obtained by writing Cole Steel Equipment Com- 
pany, 285 Madison Ave., New York 17, N. Y 


ROBERTS ELECTRIC NUMBERER 

A heavy-duty Roberts electrically-operated number- 
ing machine and numbering and dating machine was 
recently placed on the market, claimed to maintain 
1950 
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8 “business cycles”, “pendulum swings” and fluctuations in manufac- 
turing costs — however drastic, however upsetting — cannot nullify this 


fundamental truth :— 


The BEST is CHEAPEST in the long run 





Time-proven Panama-Beaver products, unique in their avoidance of 
certain mass-production methods, afford you the nearest thing to HAND- 
TAILORED Carbons and Ribbons. . 


Have you tried 
CLEAN SURFACE BLACK HECTOGRAPH 
(Pat. No. 2,155,861) 
Sheet form and Uni-Masters? 


LADY war 


YPOINT) PANAMA-8 EA VER 


MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N. Y. 


Coast to Coast Distribution 
CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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great speed and accuracy in numbering without 
fatigue for the operator. Guides are furnished to facil- 
itate handling of documents with assurance of proper 
registration. Penetration of as many as 12 carbon 
copies is claimed by the manufacturer, Roberts Num- 
bering Machine Company, 700 Jamaica Ave., Brook- 
lyn 8, N. Y. 


JASPER SEATING LEATHER LINES 





Addition of genuine leather to the Jasper line means 
that Nos. 1600, 1601 and 1603, 1500, 1501 and 461R 
will now be available in deep buff leather and also 
top-grain leather. Other numbers in genuine leather 
upholstery will follow, announces the Jasper Seating 
Company, Jasper, Ind 


NATIONAL MEMO 





A new revolutionary electronic welding process has 
been developed in the manufacture of book covers, 
the first application being in the National Memo which 
is available in three pocket sizes and in four colors 
Employing a vinyl plastic covering, seams are electron- 
ically welded, requiring no glue or stitching. The 
process is said to create entirely new conceptions of 
book cover durability. The National Memo in addition 
features gold-plated rings, acetate fly leaves and a 
convenient pocket inside the back cover. These are 
now available through dealers of National Blank Book 
Company, Holyoke, Mass 
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INGENTO TRIMMER 





The Ingento trimming board has recently been 
improved at no increase in price. All models now have 
an exclusive single-control paper guide, the self- 
aligning feature of which is claimed to insure perfect 
accuracy at all times. For beauty the new Ingento 
has the handle now finished in golden lacquer and 
all fittings are brass-plated to. blend with the 
natural finish birch bed. Tempered tool steel blades 
are another new feature. A safety guard rail for 
finger protection is standard on the 30-inch size 
and is optional on the 10-, 12-, 15-, 18- and 24-inch sizes. 
Further information may be obtained from the Ideal 
School Supply Company, 8328 Birkoff Ave. Chicago 
20, Il 


NEW REMINGTON RAND PLASTIPHOTER 





New and larger photo-offset plate making equipment 

the Model 515 Plastiphoter—has just been introduced 
by Remington Rand, Inc. With it photographic Plasti- 
plates can now be processed in any office by ordinary 
personnel, without special training. 

The Model 515 Plastiphoter will handle plates up to 
20% x 15% inches for use on Multilith (Standard) No. 
2066 and ATF Webendorfer- “Little Chief” offset 
printing machines. Owners of these machines can now 
make their own plates easily and economically on this 
single compact unit which does the work that hereto- 
fore required the use of a vacuum frame, arc lights and 
whirler. 

Requiring only 5% square feet of floor space, the 
Model 515 Plastiphoter is supplied in handsome Grey- 
Rite finish to harmonize with any office decor. It has 
a built-in plate drying compartment and storage space 
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for extra plates. 
For complete information and prices, write to Dupli- 
cator Supplies, Remington Rand, Inc., Bridgeport 1 


Connecticut. 


G-F ALUMINUM TABLE PEDESTAL 





£ 


) 
: 
_ 


A new G-F table pedestal with a pleasant, clean- 
cut design to be used with 30 x 30-inch and 36 x 36- 
inch tops is now available. An etch-anodized finish 
is claimed to give the pedestals a frosty-silver look 
that is beautiful and durable. The new four-leg 
pedestals are designed for knock-down shipment 
and may be assembled easily with a wrench and screw 
driver. The No. 4244 30- and 36-inch table pedestal 
here illustrated are by General Fireproofiing Com- 
pany, Youngstown 1, Ohio 


MOSLER DRIVERS’ MONEY DEPOSITORY 





A new Mosler product, an after-hours drivers’ deposi- 


for bakeries, breweries, bot- 
tling plants, dairies and other companies employing 
driver salesmen. The new depository is designed to 
provide protection for otherwise vulnerable receipts 
during the night between the time the drivers’ re- 
turn and the cashier’s arrival in the morning. It is 
equipped with two doors, so constructed that the 
driver can deposit his receipts through an upper door 
into a burglar-resistant money chest from which 
they can be removed only through a lower door by 
the cashier or other employee in possession of the 
combination. 

This depository is designed not only to meet insur- 
ance company’s requirements entitling it to low-cost 
safe burglary insurance, but it also bears the Under- 
writers’ Laboratories, Inc., approved relocking devic« 
Group 1 label, providing an additional ten per cent 
reduction of premiums. The manufacturer is the 
Mosler Safe Company, Hamilton. Ohio 


tory, has been developed 
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VICTOR CREDIT BALANCE 





Now featured at no extra cost on all Victor eight- 
column executive adding machines is automatic credit 
balance. As standard equipment this makes the new 
units complete electric adding machines—adding, sub- 
tracting, multiplying, dividing and now providing an 
automatic credit balance. 

The credit balance is considered invaluable in situ- 
ations where larger numbers must be subtracted from 
smaller numbers with record difference. Victor’s credit 
balance is described as a time-saving feature in book- 
keeping. By simply flicking the total key the credit 
balance is printed on the tape automatically. More in- 
formation is available from the Victor Adding Machine 
Company, 3900 N. Rockwell St., Chicago 8, II 


ZEPHYR-WEIGHT POSTING TRAY 





The Zephyr-Weight magnesium posting tray is the 
newest addition to a line of ledger trays, declared to 
meet the demand for a sturdy, light-weight tray in four 
stock sizes and special lengths 

Features include weight-saving magnesium, conven- 
ient lifting handles, eye-ease label holder, patented 
easy Offset and drop rail, positive locking compressor 
and non-skid sheet support. A two-tone color combin- 
ation is provided by full length base runners and front 
compressor panel in red, marproof plastic and the 
standard finish of durable, infra-red baked enamel in 
1950 
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In 1950, Royal has bigger plans and better advertising to help 
you sell more Gray Magic Royal Portables. 


The quality and durability of Royal Portables, plus years of active 
and aggressive promotion and advertising, have made Royals a 
2 to 1 favorite —as proved by many surveys. This well-established 
preference and our bigger-than-ever promotion program will bring 


us—and you—a banner year. 


Since you are sales minded, and we are dealer minded, the 
theme song is bound to be, “Royal’ly we’ll roll along in 1950!” 


GRAY WAGIC ROYAL PORTABLE 


he MADE BY THE WORLD'S LARGEST MANUFACTURER OF TYPEWRITERS 
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gray-brown crinkle. The manufacturer is the LeFebure 
Corporation, Cedar Rapids, Iowa 


ROYAL METAL SATIN FINISH 





Mainly used to date on chairs for offices and recep- 
tion rooms, the new Royal Metal satin finish is declared 
to give the chrome-plated chair an appearance of 
warmth. The newest chairs feature this satin finish on 
the distinctive square tubing. Another feature of mod- 
ern styling in this field is a fabric called ‘“royalon,” a 
nylon product, which is said to be fire-resistant and 
long wearing. Details can be secured from the Royal 
Metal Manufacturing Company, 175 N. Michigan Ave., 
Chicago 1, IIl. 


PENGUIN 18TH CENTURY CONSOLE 





Now available for use in the home, office, club, den, 
conference room, showroom or small apartment is the 
new de luxe 18th Century refrigerated console in choice 
of mahogany or walnut. The unit is 42 inches high, 42 
inches wide and 18 inches deep. Net weight is 195 
pounds, shipping weight 290 pounds. A full 3.5 cubic 
feet of refrigerated storage space is provided, along 
with three aluminum shucker ice cube trays with a 
total capacity of 48 cubes. Other features include a 
glass defrosting tray, 15-quart stainless steel container, 
mirror-backed Formica serving section and sturdy 
built-in Yale cabinet locks 

A contemporary console with the same specifications 
is also available in mahogany, walnut or limed oak. as 
is the Consolette, with many of the outstanding fea- 
tures of the larger models and approximately two- 
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thirds of their freezing capacity. Also offered is a re- 
serve cabinet, unrefrigerated and uninsulated, with a 4.5 
cubic foot capacity, adjustable shelf and built-in cab- 
inet lock. All units are guaranteed for one year against 
defective material and workmanship. Full details may 
be obtained from the manufacturer, Springer Indus- 
tries, Inc., College Point, L. I., N. Y 


UNDERWOOD-SUNSTRAND BILLING MACHINE 











A new Underwood Sundstrand composite Model D 
cycle billing machine is now available in 18- and 24- 
inch carriage sizes, with 18 improvements to provide 
more automatic operations, ease and speed in its func- 
tions. The new automatic inactive-column skip is 
designed to cause automatic skipping of the purchases, 
payments and return columns on history ledger cards 
whenever there are no postings in the comparable 
columns of the statement. A posting media table im- 
mediately adjacent to the ten-key keyboard fits over 
the date section of the keyboard and is hinged to 
swing back so dates can be changed and production 
counters read. Other features include a new dial in- 


dicator on the adjustable locker stop with months 
imprinted, new snap-on design carriage, engaging 
and disengaging locks, lighter touch, non-tab and 


express tab keys, and a larger front-feed lateral guide. 
The manufacturer is Underwood Corporation, One 
Park Ave., New York 16, N. Y 


REMLE MICROFILM STORAGE CASE 





Remle Corporation offers the RL-121 transfer case 
for microfilm storage to facilitate the filing of micro- 
film records of organizations converting their heavy 
volume of paper work into this media for storage. The 
new unit, like other Remle steel transfer cases, is rug- 
gedly built to withstand rough treatment and is com- 
pletely vermin-proof and fire-resistant. All Remle cases 
fit and lock together vertically and horizontally with- 
1950 
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A City Government Equips For More 
Efficiency Through Better Business Living 














Menasha City Hall, Menasha, Wis, 


with INVINCIBLE METAL FURNITURE 





M 
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Why shouldn't living in an office be as pleasant as at 
home? The average office worker “lives” there approx- 
imately 36% of his awake hours! 

Pleasant comfortable office furniture can and does 
increase office efficiency. It eliminates much of those 
irritating reminders of “work”’. 

That's why we speak of Invincible “MODERNAIRE” 
steel desks, tables and files in terms of “better business 
living” conditions. For the ““MODERNAIRE” line com- 
bines real comfort, eye-appeal, durability and efficient 
design with down-to-earth economy. 

If you’d like to sell pleasant, comfortable office 
surroundings — “better business living’’ with INVIN- 
CIBLE — write Invincible Metal Furniture Co. 





REG. U S&S. PAT. OFF 


INVINCIBLE METAL FURNITURE CO., MANITOWOC, WIS, 
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They may be stacked ceil- 
claim the makers, or will 

The RL-121 will store 
films. Finish is in office 
obtained from the 


out the use of tools or bolts 
ing high without difficulty 
level with all sizes at 68 inches 
48 35-mm. films and 72 16-mm 

green. Complete details may be 
Remle Corporation, 5408 W. Center St 
Wis. 


Milwaukee 10 


MYRTLE EXPEDITER DESKS 





To meet the demand for desks designed especially 
for interviewers, salesmen and receptionists, but also 
adaptable for general use, two new desks have been 
announced in the Myrtle 5200-5300 Expediter series 

One is a 52x32-inch model with an overhanging oval 


end, the other a 42x32 inch straight-end model. Each 
has a single pedestal with a solid panel extending to 
a single leg at the opposite end. Both have the typical 
Expediter features including heavy, adjustable-height 


island bases, moulding around bottoms of end and 
back panels, rounded corners throughout, side-rail 
drawer suspension and semi-flush die-cast metal 


drawer pulls, bright brass finished 

Both desks may be secured in either softone oak or 
walnut finish from Myrtle Desk Company, High 
Point, N.C. 


NEW MANUAL ACCOUNTING DEVICE 


A new manual posting device designed to cut clerical 
costs in half and speed customer service in layaway 
time payment and loan accounting has just been in- 
troduced by Remington Rand, Inc 

Trade-named “Multi-Poster,” the new unit is a 
simple, low-priced device which enables an operator to 
make a single handwritten entry onto a receipt form, 
ledger form and proof tape simultaneously, eliminat- 
ing the possibility of transcription errors 

A roll of three-ply carbon paper carries the original 
writing from the ledger form to the receipt form, 
which is held securely in alignment, as well as to the 
proof tape which serves as a recap of all postings 
and balances recorded during a working day. Spools 
of tape and carbon paper are loaded into the device 
like rolls of film in a camera, and turn automatically 
to advance the tape after each posting 

In addition to its applications in credit accounting, 
the device can be of service in accounts receivable 
payroll, cost and other accounting operations. 

The Multi-Poster is designed to accommodate 6” x 


84,” ledger sheets, the most common size used in 
cashier cage and counter posting, and any weight 
of ledger paper or card stock may be used 


Additional information may be obtained from Rem- 
ington Rand headquarters at 315 Fourth Ave., New 
York., N. Y 
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ARROW FASTENER ATTACHMENTS 


SCREEN ATTACHMENT 


REMOYE SCREW, 
ATTACH AND 
REPLACE 
SCREW 






| || | LE 





WINDOW SHADE ATTACHMENT 


_ REMOVE SCREW 
| I | = ATTACH AND 
} ¢ | g REPLACE 

' 


SCREW 


Innovations are announced for Arrow Fastener prod- 
ucts designed to assist in tacking duties. One is 
a window shade attachment to the T-32 gun tacker, 
fitted by simply removing screw, placing shade attach- 
The 


ment and replacing the screw, as illustrated. 
attachment is said to assure positive deepest pene- 
tration of the staple into the window shade pole. 


A screen attachment is constructed with two prongs 
which clamp into the webbing of the screen, render- 
ing it taut and eliminating any slack when tacking. 
These items are available for immediate delivery 
from Arrow Fastener Company, Inc., 30 Maujer St.., 
Brooklyn 6, N. Y 


ATLAS PORTABLE STENCIL FILE 





This compact feather-weight portable stencil file 
cabinet of all-steel construction with carrying handle, 
piano hinge and spring lock was especially designed 
for educational institutions and small offices. The 
portable model is also termed convenient for transfer 
use in larger installations. Capacity is 50 to 200 sten- 
cils, 50 to 100 plates or masters. Available in gray, 
1950 
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@ CARBONIZED ROLLS 


Prove it in your own office! Send today { 

Non-Curl Carbon Paper and Queen Ribbons. Tel! us the make of f 
* 

typewriter and the number of carbons you usu 


your sample—then you decide 


Manufacturers of 
INKED RIBBONS S-ARBON PAPER: 
MASTER UNITS HECTOGRAPH CARBON 


VEEN RIBBON & CARBON Co., Int. 


Executive Offices 


742-760 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York ond Chicago, Ilinois 
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WEAREVER COMES OUT 
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—to help you sell more and 
more Wearever pens and 
pencils. They are yours, 
without charge, to help you 
boost sales, profits, turnover 
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j DAVID KAHN, INC., NORTH BERGEN, N. J. World’s Largest Fountain Pen Manufacturer 
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black, brown, taupe and green wrinkle, it is manufac- 


tured by Atlas Stencil Files Company, 1622 E. 118th St., 


Cleveland 6, Ohio. 


CHECKMATE CHECKWRITER 





The new Checkmate has an automatic ribbon feed 
and is designed to write 18,000 checks on one ribbon. 
Ball bearings are used on all type bars for perfect 
alignment of numerals. The amount of the check 
appears in bold figures at the top of the face place 
Weighing seven pounds, the device is finished in gray 
satin. Dimensions are 10'x3'2x6'%4 inches. Inquiries 
are to be addressed to Checkmate Sales, 508 Front 
St., Toledo 5, Ohio 


BETTERCRAFT LAP-WRITING BOARDS 





Designed for greater writing ease in any off-the- 
desk position, Bettercraft lap-writing boards are offered 
in 1734x3534-inch size. They are made of special rigid, 
smooth surface, non-breakable brown fibre composi- 
tion. The decorative border trim is in choice of red, 
green, tan or blue. These boards are especially adapted 
for use by travelers, patients in hospitals, solitaire 
players and students. The manufacturer is the Better- 
craft Company, 311 N. Desplaines St., Chicago 6, Ill 
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C-THRU RULER 
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A new steno-typist ruler is designed to allow rapid 
spacing and centering of a given amount of typewritten 
material in a given space. The ruler measures for the 
width and height of the two most popular styles of 
typewriter type, elite and pica. Elite type on one edge 
and pica on the other are calibrated for both vertical 
and horizontal spacing. Made of clear transparent 
laminated plastic, it allows rapid calculation. An inch 
scale is also included. Complete information can be 
obtained from C-Thru Ruler Company, 827 Windsor 
St., Hartford, Conn 


MASO ELEVATOR STAND 














The new Maso all-steel Royal elevator stand is now 
being completely assembled at the factory. As hereto- 
fore, the heavy-gauge, all-steel top and drop leaf arms 
with continuous piano hinges are permanently at- 
tached to the patented leg bracket along with the one- 
inch curved steel tube legs. {n addition, the right-foot, 
tip-toe, controlled elevator device is now also firmly 
attached at the factory along with its offset center 
brace to make a completely assembled job. Other fea- 
tures include special molded rubber feet, soft rubber 
casters for easy portability and a choice of smooth 
baked enamel hammerloid finish in a choice of office 
gray, green or brown. Packed one to a carton, the stand 
has a shipping weight of 27 pounds. Literature on the 
new stand may be obtained from Maso Steel Products, 
81 W. Van Buren St., Chicago 5, Il 


SUCCESS VERTICAL VISIBLE SYSTEM 


A new index card unit, known as the Success ver- 
tical visible system, has just been marketed in Nor- 
way. The units consist partly of an expanding card 
container or tray, the two ends being pulled into a 
slanting position when the tray is opened. The tray 
is divded into a number of compartments by sliding, 
tiltable section walls, permitting the cards to spread 
out fanwise when tray is opened. Specially constructed 
metal plates or bars on the bottom of the tray expand 
or contract as tray is moved, and play an important 
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STEI | AGI Desks have adjustable 
s for leveling on uneven floors and 
ist height in any degree from 29 
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Work moves along so much faster and easier at Corroleum top and the miraculously easy-working 
a STEEL AGE Stenographer’s Desk. Specifically ball bearing suspended drawers mean worlds of 
designed by master metal craftsmen to provide difference in physical comfort and working efli- 
the utmost comfort and working ease, the STEEL ciency. With these great quality features built 
AGE Stenographer’s Desks add real pleasure to into adesk of such beauty and sturdy construction, 
office work. Adjustable height, extra footroom no wonder everyone says, “Sell STEEL AGE 
around the pontoon bases, the smooth, glare-proof and you sell the best in steel office furniture.” 
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part in proper interspacing of the cards. A special 
driver mechanism provides perfect co-ordination of 
every part of the unit. The interspacing of the cards 
is achieved by dividing elements (extremely thin steel 
blades) detachably fastened to the so-called control 
cards with which the index cards are interleaved. 

Tray units of the above description are produced for 
all sizes of recording and accounting cards. The 
standardized units now produced by the firm will hold 
1000 Success vertical visible cards, divided into 11 
compartments of some 90 cards each 

The units marketed under the trade-name, Vital 
automatic V.V., which afford full and automatic vi- 
sibility, are furnished with specially constructed steel 
interspacers or “dividing elements,” one for each card 
These dividing elements are of tempered, polished 
steel strip so thin that 20 elements occupy a space 
not exceeding one millimeter 

Thus the additional space required to provide auto- 
matic visibility for 1000 cards would not exceed about 
two inches. The Vital automatic vertical visible card 
unit will hold from 1100 to 1650 cards, divided into 11 
compartments of 100-150 cards each. Under the pa- 
tent rights, these systems can be made to fit into 
steel cabinet drawers 

Full information can be obtained by communicating 
with the manufacturers, Union Trading Company, 
Oslo, Norway. 


GRAFIZE POWDER LUBRICANT 


m Reardon 





SOUTH aDanas St 
wna 





A new powder lubricant called Grafize, together with 
a new type refillable applicator, has just been made 
available. 

Grafize is an efficient lubricant in powder form, said 
by its makers to be ideal for lubrication of delicate 
instruments and other places where oils and greases 
are not applicable. It has a wide application for serv- 
icemen and mechanics. It is claimed to put an end to 
dirty, messy lubricating jobs when the applicator is 
used and will not even soil a handkerchief. 

Further information and a test sample are avail- 
able by writing the manufacturer, Reardon Products, 
2100 S. Adams St., Peoria 2, Ill 


EVER READY CO-ED CALENDAR 


The Co-ed calendar is designed to provide an office- 
type desk calendar in size and color acceptable to the 
housewife. It is available with either red or ivory 
moulded beetle base and a smaller size refill pad, 
measuring 314 x 514 inches. Available through station- 
ery stores, this item will be priced at $1.30 each east 
of Denver, $1.35 Denver and west. Catalog sheets in 
color are available from the manufacturer, Ever Ready 
Calendar Manufacturing Company, 160 Maple St., Jer- 
sey City 3, N. J. 
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NORWEGIAN FIRM PRESENTS TWO DESKS 











office 


concept of 
announced two new 
embodying 


Breaking away from the usual 
desks, a Norwegian firm has 
models—an office and a conference desk 
a number of new and interesting features 

First point of difference in the office desk is that 
the drawers flanking the occupant on both sides have 
been dispensed with, providng greater freedom of 
movement and ample space for two people to work 
side by side, should the need arise. The side drawers 
are replaced by a row of three or four “pockets” 
(boxes) placed in the rear part of the desk and of 
suitable dimensions for files, index cards or any papers 
the executive may need close at hand for routine work. 
These “pockets” may be fitted with suspension fold- 
ers, special index card holders or any kind of paper 
classification device that might be needed. When not 
consulted, the “pockets” are closed by a flat lid op- 
erated on the roll-top principle. In front, the desk 
has three or four rather narrow drawers fitted with 
special compartments for containing writing materials 
and stationery. The interior of these drawers may be 
varied to suit individual requirements. The desk is 
veneered in handsome oak 

A somewhat larger type, a so-called “conference” 
desk, is almost identical to the one described, except 
that the desk top continues well beyond the filing 
“pockets,” leaving a much larger table surface. Ample 
note-taking surface for several people at the desk is 
thus provided. The rear of the larger desk has a double 
top, forming a receptacle or shelf in which visitors 
may deposit papers or briefcases. The desk is usually 


OFFICE APPLIANCES, March, 1950 





>W 
ng 


ve 


ol 


p- 
sk 
th 











pak ott Seer 
oe Aes Am ete 
2 a 

ae aw * 

oo ele oe 


a 





How Much Can the World's 
Fastest Adding Machine 






sotasy rernrine 





Clary 1S making news again! 


Che world’s fastest adding machine is in the 
news again—with this dynamic new sales pro- 
motion campaign reaching nearly 24,000,000 
readers every month in Saturday Evening 
Post. Collier's and other magazines. And the 
extra sales it brings means longet profits than 
ever before to Dealers, thanks to Clary’s revo- 


lutionary Profit-Sharing Dealer Franchise. In 


CLARY MULTIPLIER CORPORATION, SAN GABRIEL, CALIFORNIA 


APPLIANCES, March, 1950 


addition to a generous trade discount, a cash 
discount, and sales bonuses, Clary actually 
shares with the Dealer the profits made by the 
Company on his over-quota sales! Ask any ag- 
gressive Clary Dealer how this money-making 
franchise arrangement fattens his bank ac- 
count every month. Then write us for more 


information at once. Address your letter to... 
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TL 
he Jasper Desk CHIPPENDALE deserves to be 


because this impressive 


identified with business 


executive desk is truly a success In every way 


It sells and sells profitably as soon as it reaches the 


dealer's sales floor. After it’s sold. it satisfies the 


The Jasper Desk CHIP 


most discriminating user 


PENDALE is acclaimed bv executives evervwhere 


ell the DESK 


that sets the TEMPO 
In Traditional EXECUTIVE DESKS 


















furniture 


othce 


luxurious traditional 


seek 


Stump walnut matched veneers. selected with the 


W ho 


most meticulous care. are used for the face material 


on drawer fronts. Genuine walnut is used for all 


exteriors and interiors. Other features include 
Rollei Suspension Deep Drawel1 Inset Back)- 
and Dictation Slide on back of 69” desk 





See our disnlay al the... 


= 


NATIONAL OFFICE FURNITURE 
ASSOCIATION SHOW 


HOTEL COMMODORE + NEW YORK, N. Y. 
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>that sets the TEMPO 
In Modern EXECUTIVE DESKS 


Desk MODERN SENIOR SIX 6F66 


line walnut 


Has %” built up panel 


bearing suspension deep drawer 


ght 29” to 


31% 


\ new 


chemical 


is used on all drawers to prevent 


hrinking due 


to changing 


weather 











conditions . . . also acts as a lubricant making the 
drawers run more smoothly. Brushed brass inset 
flush pulls, 4 drawers in left pedestal. Deep drawer 
between regular drawers in right pedestal. Center 


drawer locks all drawers. 


A COMPLETE LINE OF DESKS FOR EVERY OFFICE NEED 


OFFICE 


The JASPER DESK Company 


APPLIANCES, 


March, 


1950 


Sao 





INDIANA 
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veneered in mahogany or elm 

Both desks are suspended from rather slender legs, 
joined by a crosspiece and fastened externally to the 
side of the desks by detachable nickel-plated bolts, 
thus saving space for shipment. One-legged typewriter 
stands may be attached at one corner of the desk 
by a special hinge. 

Further details and prices may be had from the 
manufacturers, Clausen & Manus, Karl Johansgt, 21, 
Oslo, Norway. 


“AUTOMATIC” FILE FOR EXECUTIVES 





A personal file for the business, professional, school 
or home executive is this desk high unit, which is 
mounted on rubber-tired casters. Designed with 
rounded corners, its appearance is in keeping with 
the modern trend in office furniture. 

The top of the file opens and drops back, an opera- 
tion which can be done from a sitting position, ex- 
posing the contents of the upper compartment for 
reference or filing. When the top is closed, the upper 
drawer recedes and the contents assume a vertical 
position under compression, an exclusive feature. 

Both drawers are mounted on progressive ball bear- 
ing slides and have expanding and compressing fea- 
tures. They can be open and in use at the same time 
without danger of the unit tipping over. All hardware 
is of modern design and the top is equipped with an 
automatic lock. This executive file is made by Auto- 
matic File & Index Company, 549 W. Washington Blvd.., 
Chicago 6, III. 


FOLDFLOP PAPER FOLDING MACHINE 





A Holland-built folding machine for the office—tnhe 
Foldflop—is now available for shipment to this coun- 
try. Manufactured since 1938, the machine is attrac- 
tive in appearance and is available in either hand 
or electric models. Capable of folding sheets at a 
speed of from 6,000 to 12,000 per hour, the Foldflop 
can produce 12 different folds. Sheets from five- 
to 20-inch length and from four- to ten-inch width 
can be accommodated. Further details may be ob- 
tained by contacting the manufacturer, Holland Busi- 
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ness Service n.v., Bezuidenhout 20, The Hague, Hol- 
land. 


SELTAB “TENITE”’ TAB GU!DES 





Through special arrangement with the Tennessee 
Eastman Corporation, Seltab plastic tab guides are 
now available in crystal clear genuine Tenite. 

Seltabs are extruded in one piece from Tenite plas- 
tic, known for its uniform grainless texture, dur- 
ability, strength and non-flash burn characteristics. 
Highly resistant to cracking, splitting, chipping and 
discoloration, the new Sel plastic tabs are available 
in all standard and special widths and sizes. Blank 
or printed inserts in a full range of vivid colors are 
optional with all Seltab guides. Other advantages 
claimed for the Seltab guides include: greater ease 
and visibility in finding and filing due to the 45-degree 
angle tab, the use of three lines of pica type on the 
blank inserts, spring action for tighter inserts, ease 
in removing and replacing inserts, and all Seltabs 
are metal anchored to 25-point gray pressboard used 
for the body of the guide. 

Further information, samples and prices may be 
obtained by writing the manufacturer, Sel Corpora- 
tion, at 531 S. Jefferson St., Chicago 7, Ill 


KISCO REGAL-AIRE 





A new all-steel streamlined air circulator, the Regal- 
Aire, is now being offered with a aerodynamically- 
designed grill, on which patents are pending. This 
innovation is claimed to facilitate the silent flow of a 
maximum volume of cool “low zone” air and also 
provides a safety guard by completely enclosing and 
concealing the mechanism. Offered in a choice of 
fawn gray or Tyrolian green, the Regal-Aire makes 
use of an oversize 1/20 horsepower motor, a four-blade 
12-inch varified impeller, stands 15% inches high and 
is 151 inches in diameter. With a variable three-speed 
control it bears a five-year guarantee and is listed by 


(Turn to page 112, please) 
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VISIT OUR BOOTH NO. 82 

NATIONAL OFFICE FURNITURE ASSOCIATION 
CONVENTION EXHIBIT 

MARCH 23 - 24 - 25th 

HOTEL COMMODORE 

NEW YORK CITY. 


X COLONIAL ATLAS COLUMBIA APEX COLONIAI iTLAS & 


Manufactured by 


COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA 7, PA. 


EXECUTIVE OFFICE ™ FACTORY 
Lincoln-Liberty Buildig/g Third, Annsbury, Orianna & Wingohocking Streets 





*Colenial ond Atles lines not evailable at this time 
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’ Guest Book 





Frederic Leopold of the Leopold Company visited 
briefly with the publisher of this journal and Ear] Han- 
son, manager of the furniture department of Horder’s, 
January 17. Mr. Leopold had left Burlington, Iowa, in 
the early morning and planned to continue on to a 
destination in Wisconsin, after spending most of the 
day in Chicago. Ten days before, he, his brother Car] 
and Sterling Lord, officers of the Leopold Company, 
were hosts to 165 dealers. Frederic organized the tour 
through the plant, showing the steps in the manufac- 
ture of Leopold desks from lumber to the finished 
product. Production is his principal responsiblity. 


B. F. Adams of D. C. Wax Office Equipment House, 
Portland, Ore., was a visitor at the offices of this 
journal January 23. He had come east to spend some 
time at the offices and plant of the General Fireproof- 
ing Company in Youngstown, and planned to see Wil- 
son Jones Company and Commercial Furniture Com- 
pany in Chicago before boarding a plane for the re- 
turn trip. He also found time to attend a meeting of 
the Furniture Guild in Grand Rapids and expected to 
make a call in Aurora. He crowded a full program 
into a few days. 


Ben Field of the Murray Furniture Company, Grand 
Rapids, Mich., visited with us on January 27. Mr 
Field was in Chicago calling on dealers. Having trav- 
eled for more than 25 years, he is very well known 
throughout the office furniture trade. His present ter- 
ritory includes the entire Midwest, plus parts of Penn- 
sylvania and New York. Mr. Field reports brisk business 
in his area and forecasts a splendid sales year for the 


entire industry. 


Raymond E. Steward of San Gabriel, Calif., since 
January 1 representative of The Globe-Wernicke Co., 
signed the Guest Book January 30. He had spent two 
weeks at the Cincinnati factory and had arranged 
plane connections from Chicago so he could be on the 
job in Los Angeles the next day. Born in a Chicago 
suburb and formerly employed by A. C. McClurg & 
Company and Cameron-Amberg Company, he is com- 
pletely sold on California, which has been his home 
since the early twenties. He kept his hand in the field 
there by working for Schwabacher-Frey Company and 
Los Angeles Stamp & Stationery Company. As a side 
issue he has been prominent in launching the Two- 
Timer Veterans Association, composed of former Army 
and Navy personnel who have served in two or more 
wars. Mr. Steward was delighted with his experience 
at Globe-Wernicke headquarters and was anxious to 
get back into the field where he will be associated with 
John Hibbard, who is in charge of Globe-Wernicke 
activities in California 


o i  « 


AUSTIN FIRM IS HIT BY BURGLARS 
Burglars who gained entrance to the Austin Blue 
Print Company, Austin, Tex., sometime on January 12 
secured $47.50 left in a desk drawer, according to Alton 
C. White, manager of the company.—_JHR 
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GLOBE-WERNICKE APPOINTS R. E. STEWARD 

Raymond E. Steward’s appointment as a sales repre- 
sentative for California and Nevada has just been 
announced by E. G. Rahe, director of sales, The Globe- 
Wernicke Co., Cincinnati, Ohio. Mr. Steward will work 
with John B. Hibbard, in charge of the company’s West 
Coast territory. 

Mr. Steward brings invaluable experience in practi- 
cal stationery selling and merchandising, having been 
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RAYMOND E. STEWARD 





associated with the retail stationery business for more 
than 25 years. Beginning his stationer’s career with 
A. C. McClurg & Company at their old Wabash Ave. 
store in Chicago, he later joined the staff of Cameron- 
Amberg Company, Chicago. Since 1922, Mr. Steward 
has been associated with West Coast stationers. Prior 
to joining the Globe-Wernicke sales staff, he was with 
the Los Angeles Stamp & Stationery Company, and 
Schwabacher-Frey Company, Globe-Wernicke dealer of 
Los Angeles, as assistant purchasing agent. In this 
position, he became well-known to West Coast sta- 
tioners 

A veteran of active Navy service in both wars, Ray 
was Stationed in France during World War I; in World 
War IT, he was on Saipan. 





Industry Personnel 
Brevities 











J. C. RUNNELS—A re- 
spected member of the in- 
dustry in Washington, 
D. C., Mr. Runnels is the 
vice-president and general 
manager of the Commercial 
Office Furniture Company, 
915 E St., N.W. His fellow 
stationers honored him with 
the governorship of the 
Third Regional District of 
the National Stationers As- 
sociation for the 1947-48 
term. In addition he is a 
member of the Washington 
Board of Trade, and Central Business Men’s Association. 
Born and educated in Mississippi, Mr. Runnels served 
in the Army during World War I. He entered the sta- 
tionery industry in the early 1920’s with the Virginia 
Stationery Company in Richmond, Va. A number of 
years later he moved to the nation’s capitol where he 
has been a stationer ever since. When leisure time is 
available he will be found golfing at the Manor Club 
in near-by Maryland. 
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now Genuine Leather 


with the famous 
JASPER SEATING label! 


NO. 1601 

















NO. 1600 





W. proudly announce the addition of leather to the Jasper 
Seating chair line. No. 1600, No. 160!, No. 1603, No. 1500, No. 
1501 and No. 46LR are now available in Deep Buff or Top Grain 
Leather. These leather upholstered chairs will uphold the tradition 
that Jasper Seating Co. is famous for: Fair Price @ Unequalled 
Comfort @ Eye Appeal @ Quality Construction and Finish. 


Offered in genuine American black walnut, northern birch, and 


Indiana white quartered oak. Inquiries Invited. 


. visit our display at the 


NATIONAL OFFICE FURNITURE SHOW 


HOTEL COMMODORE «+ NEW YORK, N. Y. 


JASPER SEATING 









Company 
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| Meetings, Dinners, Conventions 





PEN, PENCIL MANUFACTURERS MEET 

The semi-annual meeting of the Fountain Pen & 
Mechanical Pencil Manufacturers’ Association, Inc., 
was held at the Hotel Statler, New York, N. Y., on Jan- 
uary 19. Louis M. Brown, executive vice-president of 
Eberhard Faber Pencil Company, and vice-president 
of the association, presided as chairman. 

An address was given by the president, Ivan D. Tefft 
of The Parker Pen Company, in which he presented in 
a forceful way the many activities and problems of the 
industry. The executive secretary, Harry L. Moody, 
gave his customary report, reviewing the work of the 
association during the past six months and outlining 
its future plans. 

The guest speaker of the day was Frank E. Fehlman, 
well-known advertising counselor, the theme of whose 
address was “The Importance of Quality During the 
Next Five Years.” Many industry topics were dis- 
cussed at the open forum 


oo <= 


NEW ENGLAND OMDA ELECTS OFFICERS 
New England Office Machine Dealers Association 
held a regular meeting on Wednesday evening, Jan- 
uary 25, at the O Sole Mio Restaurant in Boston, Mass 
The following officers were elected for 1950: 


President—Jack Little, 18 Custom House St., Prov- 
idence, R. I. 
Vice-president—Jim Turbitt, Maurice Smith Type- 


writer Company, 11 Arcade Building, Providence, R. I 

Secretary-treasurer—Vin Turner, Turner & Com- 
pany, 55 Broad St., Boston, Mass. 

The meeting was well attended and a fine dinner was 
served. Entertainment was provided for members and 
at the close of the meeting a bowling match took place 

The principal speakers of the evening were Joe 
Heaton of the Pawtucket Typewriter Exchange, Paw- 
tucket, R. I.. and Jack Burnim of the New England 
Adding Machine Company in Boston 





AT RECENT ANNUAL MEETING OF NEW 

l. Newly elected officers—C. A. Zollinhofer, International 
Business Machines Corp., secretary-treasurer: R. W. Bur- 
man, National Cash Register Company, president; R. J. 
Wehrli, Comptometer Co., vice-president. 

2. H. C. Avery, Addressograph-Multigraph Corp.; Ernest J. 
Ferris, retired. 

3. A. L. Dunphy, Ditto Sales & Service: C. G. Woosley, Yaw- 
man and Erbe Mig. Co. 

4. Carol Lyttle, Dictaphone Corp.; L. M. Bonnewell, Todd 
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N. Y. OFFICE APPLIANCE MANAGERS MEET 

In the beautiful Canadian Club rooms of the Wal- 
dorf-Astoria Hotel, the New York Office Appliance 
Managers Association at their recent annual meeting 
and dinner elected R. W. Burman, National Cash Reg- 
ister Company, president; R. J. Wehrli, Comptometer 
Company, vice-president, and C. A. Zollinhofer, Inter- 
national Business Machines Corporation, secretary- 
treasurer. 

After the election the group, augmented by several 
guests, sat down to a delicious dinner arranged by their 
genial host and fellow member, John A. Noonan, Kee- 
Lox Manufacturing Company. From soup to nuts John 


always has everything ‘just so.” It is slight wonder 
his associates are both vociferous and sincere in their 
praise. 


As the coffee cups were being filled, retiring presi- 
dent R. H. Fisher, International Business Machines 
Corporation, wielded the gavel and paid tribute to 
their host and his committee, extending the thanks of 
the association for the marvelous meal in the spacious 
club rooms. Mr. Fisher then extended his appreciation 
for the assistance of his officers and the membership 
during his term of office which he described as a de- 
lightful and memorable experience. To the newly- 
elected officers the retiring president extended his 
warm compliments and, in turning over the gavel to 
newly-elected President Burman, offered his sincere 
wishes for a successful year. 

President Burman, in accepting the gavel, said he was 
“highly honored to represent this fine body of men.” 
Mr. Burman pledged himself and his associate officers 
to maintain the successes of his worthy predecessors. 
Ernest J. Ferris, dean of the New York Office Appliance 
Managers and one of the founders of the association, 
was recognized by the chair. In response, Mr. Ferris 


said he wished he could convey to his listeners just 
how much he appreciated the opportunity just to be 
with the group. 
the association and related 


Briefly he sketched the formation of 
some of its achievements 





YORK OFFICE APPLIANCE MANAGERS 
Sales Co.; L. Karmen, Adkar Mimeograph Corp. 

5. J. A. Noonan, Kee Lox Mfg. Co., Inc.; William Schulhof, 
The Office; H. Thompson, Diebold Co. 

6. R. H. Fisher, International Business Machines Corp.., retir- 
ing president; F. A. Greis, Underwood Corp.; H. L. Maley. 
Remington Rand. Inc.; Walter P. Lindsay, Remington 
Rand, Inc. 

7. P. A. Bennett. retired: E. A. Maloney. Moore Business 
Forms, Inc.; R. J. Wehrli, Comptometer Co. 
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CRISIS in the AWFUSS™ 


(No. 2) 


“WHAT'S THE IDEA — FIVE “| DON'T DARE BRING 
LUNCHES FOR PROSPECTS THEM UP TO THIS RUN- 
ts DOWN DUMP” 
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“Streamliner’ Execu- 
tive Desk, and pos- 
ture chair, make the 
ideal work center— 
engineered by Globe- 
Wernicke to speed up 
business — cut costs. 


The modern OFFICE is orderly, efficient and attractive. Its fur- 


niture and equipment has an air of self respect that commands 
respect — denotes a progressive business concern. 

Look your present equipment over — compare it with Globe- 
Wernicke furniture — the “Streamliner” series. Designed to save 
executive time, thoroughly functional with distinguished style 
and appearance. These executive and special purpose desks and 
chairs provide comfort, speed up work and look the quality they 
are. They express the pride you have in your business. 

Your de pendable Globe-Wernicke 
dealer is eager to serve you — look for his 
name in the yellow pages of your phone 
book ler “Office Furniture & Equip- 


men 


“Find-i-tis”, an authoritative outline of 
modern filing methods available at your 
G-W dealer or sent free on request. 
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Engineering Specialists in 
Office Equipment, Systems 
and Visible Records Cincinnati 12, Ohio 


OFFICE APPLIANCES, March, 1950 





THIS “CONFERENCE 
ROOM” DESK 


Name for me a business conference 
—three or four men (maybe PLUS 
a secretary)—that doesn’t deserve 
a sit-down with facts-on-the-table. 
THAT’S the G-W Streamliner 
Executive Desk ! It’s a conference 
room! Right in a private office! 


It puts out about 8 inches of exten- 
sion, with knee space, on both sides 
and the front. It seats, comfortably, 
five or six people, and provides sur- 
face for writers, doodlers, elbowers 
and lollers. 


YOU must have a few scores, 
hundreds, or thousands of execu- 
tives who hold from one to fif- 
teen “‘conferences”’ a day. These 
men NEED this G-W Executive 
Desk. 


G-W is advertising this desk in 
March and April to the business 
men who read NEWSWEEK, BUSI- 
NESS WEEK, FORTUNE, 
OFFICE MANAGEMENT—note 
the ad at reader-left. Lots of them 
are in YOUR market. You might 
put the desk in the window—give 
it a send-off with your sales people, 
and cash in on some of the extra 
circulation this super-product is now 


receiving. 


G-W can develop a lot of interest 
in this fine product, but only 
YOU, the G-W Dealer, can reap 
the sales. And that’s all we’re 


suggesting. 





Cordially, 


ph 


Elmer G. Rahe 
Director of Sales 
Globe-Wernicke 
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H.C. Allen Busines 


otter dealerst 


a 5s 3 on portable, desk mode! !! 
~ la _ _— 4 abl 


ADDING MACHINES « 


and on the 


NEW R. C. ALLEN *: 
Standard TYPEWRITERS ‘ 





R. C. ALLEN STANDARD TYPEWRITER 
Carriage width 11” 
Price $145 
Wider Carriages Available 


MODEL 60 
Price $105 





DON’T MISS THIS OPPORTUNITY! THE ENTIRE COUNTRY 
1S YOUR TERRITORY! PROSPECTS ARE EVERYWHERE! 
BE AN R. C. ALLEN DEALER. 





















sPEAK PROFITS 


odern, low priced R. C. Allen port- 
achines are now available to all MODEL 70 
discounts . . . and, with them, the Price $125 
typewriter. R. C. Allen portable, 
lding machines have more features 
than any others on the market. All 
tract, multiply and divide. The 
typewriter, too, is packed with 
perfect type alignment, produces 
fast action, personalized touch 
‘WONDER WINDOW?" that 


check on margins 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Mich. 


The only company offering the independent dealer a full line of 
ADDING MACHINES * CALCULATORS * BOOKKEEPING MACHINES 
SH REGISTERS * TYPEWRITERS 


MODEL 75 
With Direct Subtraction 
Price $150 


MODEL 65 
With Direct Subtraction 
Price $125 


R. C. Allen Business Machines, Inc. 
“Salesmaker"’ Division 
| 680 Front Ave., N.W., Grand Rapids, Michigan 


| want to know more about the Peck Profits that you 


offer dealers in R. C. Allen portable, desk model add- 
T ing machines and the new R. C. Allen typewriter. 


NAME 


vw - 


city 


STATE 














throughout the years. He reminded his listeners that 
the office appliance industry is a most important part 
of our economic life. He expressed the hope and the 
conviction that in their association the members will 
find much value in solving their mutual problems 
together. 

The president then gave all the members and guests 
opportunity to take the floor with informal remarks 
which varied from the sedate to the hilarious, but all 
of which bespoke the sincere appreciation of each man 
for the privilege of joining his fellow managers in their 
mutual association efforts 

— © _ 
CREDIT EXECUTIVES TO MEET MAY 17-20 

The Twenty-First Annual Conference for Credit 
Executives associated with manufacturers selling 
stationery, office and school supplies, and allied lines, 
has been announced for May 17 to May 20 at the Hotel 
Sinton in Cincinnati, Ohio. 

This conference has, since its inception, been recog- 
nized as an event of outstanding significance to the 
manufacturers individually and to the industry as a 
whole, says J. P. Templeton, secretary of the Joseph 
Dixon Crucible Company. “It serves as no other me- 
dium can to develop, crystalize and express industry 
opinion in credits and collections; it signifies solidarity 
of purpose and ability of those engaged in the same 
lines of activity to unite in the solution of their com- 
mon problems. 

“As individuals, all manufacturers in our lines will 
find much to reward them by having their credit repre- 
sentative present at this conference,” continues Mr. 
Templeton. “Speakers of outstanding reputation and 
experience will discuss problems of timely interest, and 
opportunity will be afforded for mutually beneficial 
exchange of ideas with fellow credit managers.” 

The convention invitation is extended by Charles 
Ehlen, secretary of the Gibson Art Company of Cin- 
cinnati, Ohio, who is national chairman for 1950. 


°—-¢ 


EXPORT MANAGERS PLAN MARCH SESSION 

A preliminary program has been announced for the 
thirtieth annual session of the Export Managers Club 
of New York, Inc., to be held March 21-22. The general 
theme will be “Dollars for Exports.” 

W. B. Baruch, president of the organization and 
official of Schenley, Inc., will give the address of wel- 
come at the March 21 session opening at 10 a. Mo. 
Addresses will be heard on such topics as “A Birdseye 
View of Current World Trade,” “Devaluation Six 
Months Later” and “Analysis of the World Balance of 
Payments.” 

A number of panel sessions are planned 
two-day gathering. 


for the 


—- 
OFFICE FURNITURE MEN ELECT OFFICERS 

Nelson E. Greenfield of the Burrows Brothers Com- 
pany was elected president of the Cleveland Office 
Furniture Association at its January meeting. W. R 
Borneman of the Brooks Company was elected first 
vice-president; U. L. Henzy of the Wagner-Henzy- 
Fisher Company, second vice-president; W. A. Santor 
of the General Fireproofing Company, secretary, and 
Gilbert Sternberg of the Ace Desk Company, treas- 
urer.—GET 

<=> 

PHILADELPHIA DEALERS HEAR TWO SPEAKERS 

The January meeting of the Office Equipment Deal- 
ers Club of Philadelphia was held on Monday evening, 
January 9, preceded by a dinner with an attendance 
of 38. 

V. L. Caldwell of John Wanamaker, Philadelphia, 
presided as president. Two speakers were heard—Mr. 
Bechtel of Dun & Bradstreet, and Mr. Udell, vice-presi- 
dent of the Northwestern National Bank of Philadel- 
phia. 

The group overwhelmingly approved the resolution 
recently adopted by the National Office Furniture As- 
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sociation at its special directors’ meeting on December 
9 and 10 in New York, defining a retail office furniture 
dealer. 

———o 
EXECUTIVE FURNITURE GUILD ELECTS OFFICERS 

William P. Kelly of Louisville was made president 
of the Executive Furniture Guild at the annual busi- 
ness meeting held in connection with a three-day 
“Office Planning Conference” at Grand Rapids, Mich., 
January 19-21. Mr. Kelly is president of Office Equip- 
ment Company, Louisville, Ky. 

Other officers elected for 1950 are William F. Spauld- 
ing of the Kistler Stationery Company, Denver, Colo., 
vice-president; H. V. Boswell, president of Office Fur- 
niture, Inc., Washington, D. C., vice-president; C. S. 
Ober, president Business Furniture Company, Indian- 
apolis, Ind., treasurer, and Arthur Hopkins, sales man- 
ager Clarke & Courts, Dallas, Tex., secretary 

The Executive Furniture Guild, an affiliate of the 
Grand Rapids Furniture Makers’ Guild, is made up 
of dealers and producers of fine office furnishings 





NEW OFFICERS OF EXECUTIVE FURNITURE GUILD OF 
AMERICA.—Leit to right: William F. Spaulding, Kistler Sta- 
tionery Co., Denver, vice-president; William P. Kelly, Office 
Equipment Co., Louisville, president; George W. Reinoehl, 


Guild co-ordinator, Grand Rapids, Mich.; Arthur Hopkins, 

Clarke & Courts, Dallas, Tex., secretary; C. S. Ober, Business 

Furniture Co., Indianapolis, treasurer; H. V. Boswell, Office 
Furniture, Inc., Washington, D. C., vice-president. 


and equipment. Among the objectives of the guild 
are improved standards of executive office design and 
furnishing, and the development of more complete 
and more qualified service for executive office fur- 
nishings buyers and users. 

Today’s executive spends a great portion of his life 
in his office under terrific mental pressure and has 
much less than he deserves if his office isn’t as color- 
ful, comfortable and carefully decorated as his home. 
To help buyers and users select what they need 
and want in re-equipping their offices and to help 
them provide themselves with the most suitable envi- 
ronment, the Executive Furniture Guild dealers offer 
a system of color and design co-ordinated furnishings 
and accessories. The system is so planned that fur- 
niture, wallpaper, drapery, upholstery leather, fabrics, 
carpeting, lamps, and pictures are interrelated so 
that when used together in an office the result is 
uniformly pleasing and correct. 

Under the direction of George W. Reinoehl, design 
co-ordinator and director, the Executive Furniture 
Guild office and workshop in Grand Rapids, Mich., 
is constantly alert for constructive developments in 
executive office design and conducts continual re- 
search for new and improved furniture, fabrics and 
accessories. 

The day of the dull, dingy workshop for the Ameri- 
can business executive is rapidly coming to an end. 
Such uninspiring offices as have been used with little 
change since the dawn of American business are 
being replaced by bright, colorful and inviting ones 
which stimulate and reflect the character, integrity 
and prestige of the men who use them. 
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ANY CARD needed by your customers for most indexing 
purposes cari usually be found in this very complete line. Mod- 


ern offices want uniformity in all the combinations of index 
cards they use. Carry 9 cards and you can give this to 
them—they’re aces. 
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HY 7 Uff 


YU ff 


YY Y ff 
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INDEX CARDS 
For a number of years dealers who have had to 
compete with low priced cards have standarized 


s. The reason is not only because 


DG’ 
they are a better grade than the average low 


priced cards, they never vary because of the 
strict specifications under which they are made. 


That’s important to a stationer who plans to do 


a good business year in and year out. 


on Weis 














ROTARY CUT 
ALL 4 EDGES 


FULL 8-POINT 
110# STOCK 


WHITE AND 
FIVE COLORS 














Index Cards Need Indexes 


Suggest Them 
When Selling Cards 


BLANK CARD GUIDES FOR SPECIAL INDEXING ARRANGEMENTS 
... PRINTED INDEXES IN A-Z, STATES, DAILY OR MONTHS. 














Metal Tabs Cell-U-Seal Tabs Cut Tabs 


Celluloid Tabs 


Most requirements for card indexing can be taken care of by the use of one of our 
stock printed indexes. Those in general use are AtoZ alphabetical arrangements. 
All alphabetical indexes are printed directly on tabs from 25 to 3000 division, 
or for Metal Tabs. The line covers all card sizes in Standard or Commercial Grade 


Bristol and Pressboard with Plain, Celluloided, Cell-U-Seal or Metal Tabs. 


Special 
tab positions when required. 


To get the complete story of ff Indexes and Index 


Cards, write us today 


THE WEIS MANUFACTURING COMPANY 


Sf ets 


MONROE, MICHIGAN 





NEW YORK |! The Weis Mfg. Co., 54-56 Franklin Street 
CHICAGO 6: Associated Stationers Supply Co 
BOSTON 10: Adan Cushing & Foster, Incorporated 
LAHOMA CITY 1, FORT WORTH HOUSTON 2 


Carpenter Paper Company 
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BASIC PROGRAM SET FOR SIXTH DISTRICT MEET 

An interesting and varied program for both sta- 
tioners and booksellers, as well as their wives, is as- 
sured when the NSA Sixth District-IBSA conven- 
tion gets under way at the Hotel Moraine on Sunday 
May 14. 

Speakers on the program already 
such NSA Troupers as Ear! Kochheiser 
Company, Mansfield, Ohio, NSA president; General 
Manager Paul Burbank; Paul BuckWalter, National 
Blank Book Company; L. R. Addington, Wabash Filing 
Supplies, Inc., and Irving Kathman, Eversharp, Inc 
Joe Meek, secretary Illinois Federation of Retail Asso 
ciations, and others will augment the program 

Registration fee for the three-day event has been 
set at $8.00, including luncheon and the annual ban- 
quet on Monday evening, the latter preceded by the 
House of Friendship from 6:30 to 7:30 pM, 

Plenty of activities for the ladies is promised. The 
entire registration will gather on Sunday evening, 
following the booksellers’ program, for a social hour 
and keno. On Monday afternoon, while the business 
sessions are in progress, the ladies will participate in 
a bridge party in one of the Moraine’s parlors 

Following the closing session on Tuesday morning 
the masculine contingent will adjourn to one of the 
near-by golf courses for an impromptu tournament 

Hotel rates for the session at the Moraine have been 
set at $6.00 for a single room, $10.00 for double. All 
planning to attend this year’s meeting, which promises 
to top all previous records, are urged to make their 
hotel reservations early 

© 
J. S. LUCKETT ADDRESSES STATIONERS 

The first monthly meeting in 1950 of the Stationers 
Guild Club of Toronto was held in the Oak Room, Union 
Station, on January il. More than 100 members en- 
joyed a fine evening. The Bell Telephone Company 
showed two very interesting films 

The guest speaker of the evening, J. S. (Steve) Luck- 
ett, of Luckett Loose Leaf, Ltd., gave a very impres- 
sive talk on the advantages of memberships in the 
Guild Club and the broad opportunities to be found 
in the stationery trade in Canada 

Mr. Luckett emphasized that the members will ben- 
efit from the club just to the extent that they work 
for its success. 


arranged include 
Charles Ritter 


Two representatives of Villemaire Freres, Ltd., Mont- 
real, were present. They were asked to convey the 
club’s greetings to the Montreal group 

°—-- © 


PENNSYLVANIA STATIONERS HOLD ELECTION 

The Stationers Association of Western Pennsylvania 
in a dinner meeting on January 16 at the Sheraton 
Hotel in Pittsburgh, Pa., elected the following officers: 

President—William H. Patterson, Johnstown Office 
Supply Company, Johnstown, Pa 

Vice-president—L. K. Berner, Acme Printing & Sta- 
tionery Company, Pittsburgh, Pa. 

Secretary—Ed Riemann, Penn Office Supply Com- 
pany, Pittsburgh, Pa. 

Treasurer—Clarence Swartz, Cooper & Swartz Com- 
pany, Pittsburgh, Pa. 

W. H. “Pat” Patterson was a former governor of 
District No. 3, NSA, in the year 1942 and was re-elected 
in 1947 

—-¢ 
EIGHTH NSA REGION PLANS CONVENTION 

Governor J. L. Wren, House of Wren, Oklahoma City, 
Okla., of the Eighth Region, NSA, recently presided at a 
meeting held in the Hotel Continental, Kansas City, 
Mo., for the purpose of appointing the committees for 
the regional convention to be held on May 12 and 13 
at Kansas City, Mo. 

It was pointed out that the Eighth Region has had 
a high rating as to quality and attendance at its 
regional and it is up to the dealers with the help of 
the Midwest Travelers Club, to carry on this reputa- 
tion. 

Governor Wren appointed the 
chairmen: 

General Chairman—Fred A. “Art” Reed 

Arrangements Committee, Paul Baird 

Hotel Reservations Committee, Miss Vivian Fairow. 

Speakers—Joseph D. Landes 

Program—Ted R. Warkentin 

Registration—Ray Kline 


following committee 


Publicity and circulation—Fred E. Pfaff 
Reception—Jack Baney. 
Golf and Stag Dinner—Dan MacDougall 


Prize Committee—Dan MacDougall 

The president of the Midwest Travelers Club, Bill 
Pickering, Eberhard Faber Pencil Company, was intro- 
duced and assured the group of the help of his or- 
ganization. 

The Travelers Club committee chairmen are as fol- 
lows: general chairman, Art O. Pfister, vice-chairman, 
J. J. “Jimmy” O’Brien; ladies chairman, Dave C. Neu- 
haus; house of friendship, George T. Wall; golf, Dan 
MacDougall; reception, W. F. Cromwell; kick-off din- 
ner, Al D. Lent; publicity, E. J. Mitchell 

It was decided that all requests for hotel reserva- 





STRATEGY PLANNERS FOR THE 8TH REGIONAL NSA MEETING IN KANSAS CITY 


Seated, left to right: C. F. Fiddler, Dougherty Staty. 
Co., Kansas City, Kans.; Fred E. Pfaff, Omaha Ptg. 
Co.; Ted R. Warkentin, Southwestern Staty. & Bank 
Supply Co., Lawton, Okla.; Paul Baird, George E. 
Baird & Son, Kansas City, Mo.; Leonard Wilcox. Rob- 
erts Ptg. & Staty. Co., Hutchinson, Kans.; Fred Reed. 
Latsch Bros., Inc., Lincoln, Nebr.; Bill Pickering, Eber- 
hard Faber Pencil Co.; J. L. Wren, Jr., House of Wren. 
Oklahoma City, Okla. Standing: Irving W. Shockley 
Samuel Dodsworth Staty. Co.. Kansas City. Mo.;: Jack 
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Baney. Business Equipment Co., Pratt. Kans.; Joseph 
Rock, Wilson Jones Co.; Vaughan Williams, Schooley 
Ptg. & Staty. Co., Kansas City. Mo.; Dick Fuller, Smead 
Mig. Co.; J. D. Landes and W. E. Tucker. Schooley 
Ptg. & Staty. Co., Kansas City, Mo.; Harry Boling. 
Boling Office Supply Co., Kansas City, Mo.; Howard 
K. Hendricks, Allen Marking Products, Inc., Kansas 
City. Mo.; Dave C. Neuhaus, mirs. rep., Kansas City, 
Mo.; Dan MacDougall, Stationers Loose Leaf Co. 
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YOU GET MORE 








PROFIT PER SALE 


with THESE QUALITY RIBBONS 


These real Sick Ribbons are the aristocrats of the 
ribl nd carbon field. They give the stationer a 
bette it of sale, hence greater profit on each 
They have talking points that are 
substant ited in demonstration and USC wc make 


a sharper, more readable and pleasing impression, 


erase easily and cleanly, do not smudge, are clean 
to handle, do not fill the type nor cut through, 
are extremely long lived and maintain uniform 
writ jualities for their entire life. In terms of 


RITE TODAY FOR SUGGEST 


COLUMBIA BRANDS 
BUILD BUSINESS 


PINNACLI * MARATHON 


SILK GAUZI * RAINBOW 
COMMANDEI * CLASSIC 


Milwaukee 


ACCOUNTANT SPECIAL Oregon 





Canada 


NONSTICK 
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Main Office & Factory 
New York Sales & Export: 58-64 West 40th St 
Vidwest Sales: Kansas City, Mo., Dwight Bidg 


use, SILK GAUZE Ribbons can be sold on e¢ onomy 
appeal. 

Co._umBiA’s field men have developed a quick 
and easy way for the stationer to sell SiLK Gauze 
Pure Silk Ribbons both over the counter and in 
customers’ offices. Let us send you full particu- 
lars about it. The Cotumsia Line of Ribbons and 
Carbon Papers is complete. It puts the stationer 
in a competitive position and satishes his every 


requirement usewise, pricewise, profitwise. 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 


102 Herb Hill Road, Glen Cove, L. 1, N. Y. 
Chicago Detroit 

Minneapolis Philadelphia Pittsburgh 
Cincinnati (Harris-Moers Co.) Atlanta. Also: Toronto, 


London, England . Milan, Italy . 


Portland, 


Sydney x Australia 


MAKE PERMANENT CUSTOMERS WITH COLUMBIA PRODUCTS 
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tions should be sent to Miss Vivian Fairow, George E 

Baird & Son, 915 Wyandotte St., Kansas City 6, Mo. 
The pre-convention meeting will be held Saturday, 

March 25, at the Hotel Continental, Kansas City, Mo 


at 10 a.m. 
= 3 
NEW YORK OFFICE MACHINE DEALERS 
INAUGURATE FIRST DINNER MEETING 

More than 60 members and guests of the Office Ma- 
chine Dealers Association of New York, Inc., assembled 
to attend their regular monthly meeting held on Tues- 
day evening, January 10, in the Metropolitan Room at 
the Brass Rail Restaurant, New York, N. Y., the first 
of a series of dinner meetings 

At the close of a delicious turkey dinner, Past Pres- 
ident George Purvin, Superior Typewriter Company, 
Inc., New York, N. Y., officiated at the installation of 
the new officers and with a few well-chosen words pre- 
sented the gavel to President-elect I. Rubin, Eagle 
Office Equipment Company, New York, N. Y. Long in 
the industry, Mr. Rubin was formerly affiliated with 
such firms as Royal Typewriter Company, Inc., Wood- 
stock Typewriter Company and Victor Adding Machine 
Company previous to going into business for himself. 

In accepting the gavel, President Rubin expressed 
his thanks and appreciation for the honor bestowed 
upon him by the association 

In opening the meeting Mr 
following guests: John Stifter 


Rubin introduced the 
Allen Adding Machine 


Agency, Detroit, Mich., and president, Detroit Office 
Machine Dealers Association; Ed J. Toussaint, Central 
Duplicating & Typewriter Company, Camden, N. J., 


and vice-president, National Office Machine Dealers 
Association; Shirley L. Robinson and Irving Gershon, 
both of the Typewriter Trading Company, New York, 
N. Y.; Baxter Caterson, Jr., and W. R. Browne, both of 
Remington Rand, Inc.; and a new member, Roy Rook, 
Bilt-Rite Sales Company, New York, N. Y 

He then asked Former Secretary Jessie I. Taylor 
Globe Typewriter & Adding Machine Company, Inc 
New York, N. Y., to come forward and present a hand- 
some combination traveling bag and briefcase to Ex- 
President George Purvin on behalf of the association 
in appreciation of his past services 

Hear Tax Specialist 

The guest speaker of the evening was then intro- 
duced. Jack Kromberg, C.P.A., a tax specialist, gave 
an interesting and informative talk on the “Latest 
Development in Taxes,” in which he reviewed the tax 
situation. He also spoke of the trends for security in 
old age, giving his listeners the benefits of his knowl- 
edge and experience and offering suggestions as to how 
dealers can set up their own retirement plans. New 
pension regulations and legal requirements were ex- 
plained in detail. After concluding his talk, Mr. Krom- 
berg was kept busy answering questions from the floor 
during the question and answer period that followed 

The balance of the meeting was devoted to discussion 
of problems of interest to the association and the 
industry. 


NEW OFFICERS OF OFFICE MACHINE 
DEALERS ASSN. OF NEW YORK, INC. 
—Standing: Max Pollack, Atlas Type- 
writer Co., director; Marion Farrell, Na- 
tional Typewriter Co., Hartford, Conn., 
Connecticut vice-president; George Pur- 
vin, Superior Typewriter Co., chairman 
board of directors; Irving Ritchie, Type- 


writer Distributors, Inc., director: Nick 
Fucci, Business Machines, Inc., director. 
Seated: Jessie I. Taylor, Globe Type- 


writer & Adding Machine Co., vice-pres- 
ident; Israel Rubin, Eagle Office Equip- 
ment Co., president. 


Photo courtesy Frank Ne 
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PROMOTION BACKS WALNUT UPSWING 

A nation-wide promotion program to extend the use 
and appreciation of American walnut among furniture 
manufacturers, retailers and consumers, was approved 
at the thirty-third annual meeting of the American 
Walnut Manufacturers Association, Inc., just concluded 
in Chicago. Predicated on the industry-wide swing to 
walnut at the recent winter furniture markets, where 
a substantial increase in walnut case goods and occa- 
sional pieces was reported, association officials forecast 
an even greater demand for this native cabinetwood 
during the years ahead. 

J. R. Rodahaffer, vice-president and general man- 
ager of Penrod, Jurden and Clark Company in Kansag 
City, Mo., was elected president of the AWMA, suc- 
ceeding Bice A. Roth, vice-president of Amos-Thompson 
Corporation of Edinburg, Ind. Elected vice-president 
of the group was Robert T. Miller, vice-president of 
Curry-Miller Veneers, Inc., Indianapolis, Ind. 
L. Gleason, president of Frank Purcell Walnut Lumber 
Company in Kansas City, Kans., will act in the capac- 
ity of treasurer. Burdett Green of Chicago, who hag 
served the organization for the past 21 years, wag 
re-elected secretary and manager. 

American walnut, explains Mr. Green, began its post- 
war comeback in July, 1947, has been climbing steadily 
in popularity ever since and is now clearly headed for 
the high level of demand it formerly enjoyed 

In addition to sponsoring and developing new and 
wider uses for walnut, the AWMA expedites a contin- 
uing supply for furniture, piano-organ, and radio-TV 
manufacturers and the architectural trades. The 
organization also takes an active part in reforestation 
projects to keep the nation’s supply of fine walnut 
perpetually secure. 

—- 
CONNECTICUT STATIONERS HOLD SESSION 

A meeting of the Connecticut Valley Stationers 
Association was held at Ceriane’s Cafe Mellone in New 
Haven, Conn., on January 25 with Vice-president Ray- 


mond C. Sheppach, Scheppach and Goekler, New 
Haven, presiding in the absence of President Nils E 
Anderson, Andersons, Bridgeport, Conn 

The members were advised that President Anderson 
has been extremely ill, but is improving and is out 


of the hospital. 

Discussion was held regarding the Wage-Hour Lay 
and exemptions of retailers and it was decided to con- 
fer with General Manager Paul Burbank regarding 
its provisions at the next meeting 

Hartford Office Supply was announced as a new 
member, represented by Joseph Kilpatrick, Joseph 
Fitzpatrick and Everett Scanlon 

The New England Travelers Club News was explained 
to the membership and a discussion was held on the 
merits of the Connecticut Valley stationers receiving 
this paper regularly. 

Speaker of the evening was J. F. Tracy of the South- 
ern New England Telephone Company on the topic 
of telephone courtesy. He presented a motion picture 
entitled “Better Use of the Telephone.” 
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The Acme Signal Counter Display is an effective sales stimulator—Compact and 


colorful, it will be an “attention getter” on your counter. 


Holds 6,000 signals in distinctive colors, 


styles each in 2 sizes, packed in 


individual boxes of 100. (Also printed signals, 1-31, etc.) Unique construction 


of display affords real convenience when waiting on customers—and makes it 


easy to keep the stock in one place—in order. 


































COLORS OF No. 8, 


No. 8H, No. 9, AND No. 9H SIGNALS: 





—+——— + 


Red (light Pink 














~ 


Block Blue (dork) 
Brown vender Red (dark) Green (light) 
Blue ght range Yellow Green (dark) 





White 


Bronze 











Ask for sample signal cards—and for 
full information on the special signal 


deal including FREE counter display. 


Acme Visible Card Signals care 
quickly applied—easy to slide—yet 
stay firmly in place. There is a style 


and color for every purpose. 
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O.E.D. SALES TRAINING GRADUATION DINNER. BRASS RAIL, NEW YORK CITY, FEB. 6 


N. Y. OFFICE EQUIPMENT DEALERS ASSOCIATION 
HOLDS SALES TRAINING GRADUATION 
Over 120 members and guests of the Office Equip- 
ment Dealers Association of New York assembled to 
attend their regular monthly meeting and sales train- 
ing graduation exercises on Monday evening, Febru- 
ary 6, at the Brass Rail Restaurant, New York, N. Y., 
with President Guy Rentsler, Remington Rand, Inc., 

presiding. 

As the dinner tables were cleared, President Rentsler 
announced that most of the evening’s program would 
consist of graduation exercises of the first O.E.D 
sales training class. After extending a hearty wel- 
come and expressing his pleasure at such a large at- 
tendance, he introduced the ladies present, all mem- 
bers of the N.O.F.A. ladies committee. They were 
Mrs. Guy Rentsler, Mrs. John Mossman, Mrs. Moe 
Turman, Mrs. Seymour Nathan, Mrs. Charles Nathan, 


Mrs. Ben Itkin, Mrs. Ian Nemlich, Mrs. George Mase- 
field and Mrs. Irving Gibson 
In his opening remarks Mr. Rentsler turned back 


the pages of the history of the office equipment in- 
dustry and recalled the days when dealers were not 
so friendly. Now, through the efforts of O.E.D., they 
meet and eat with each other on the best of terms, 
talk over their problems and co-operate with each 
other, working in a common cause for the betterment 
of the industry. He went on to tell of the progress 
and growth of the Office Equipment Dealers Associa- 
tion of New York and their achievements. He told 
of the birth and growth of the National Office Furni- 
ture Association and finally of the preparation and 
investigation that led to the selection of the City Col- 
lege of New York and the establishing of their latest 
achievement, a sales training course, which began 
last September and was just completed. Many of the 
men who have completed the course were present as 
guests of the association and to them he extended 
congratulations as he read their names 

Mr. Rentsler then called upon Robert A. Love, Ph.D.., 
Director of City College of New York, Midtown Busi- 
ness Center, who declared he was highly pleased with 
the progress of the O.E.D. sales training class. Re- 
marking that in the past few years trends have ap- 
peared which must be faced, he offered some of them 
as a helpful guide for the future. They were: (1) in- 
tensive selling; (2) lower cost of operation: (3) new 
prospects; (4) improved personnel: education for 
both sales and personne! 

Next to address the group was Jack S. Schiff, Super- 


(5) 


visor of Sales Training, City College of New York 
who briefly outlined the City College of New York's 
sales training course and told of their method of 


grading students, taking into consideration attend- 
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quizes, over-all performance 
“All did well,” he said, “but 
the following five men were outstanding”: Jack Tur- 
man, Metwood Office Equipment Corporation, New 
York, N. Y., who was awarded a $50 U. S. Savings 


ance, performance in 
and personality rating. 


Bond; Robert Shortmeyer, Clark & Gibby, Inc., New 
York, N. Y., awarded a $25 U. S. Savings Bond. An 
Eversharp pen and pencil set was awarded to the 


following men: Vincent McCann, John J. Regan, Inc., 
New York, N. Y.; Edward W. Hall, H. W. Clopp Office 





FIVE OUTSTANDING GRADUATES OF O.E.D. SALES TRAIN- 
ING CLASS.—Left to right: Salvatore L. Beningo, Metwood 
Office Equipment Corp.; Vincent McCann, John J. Regan, Inc., 
and Robert Shortmeyer, Clark & Gibbey, Inc., all of New 
York City; Edward W. Hall, H. W. Clopp Office Equipment 
Co., Trenton, N. J.; Jack Turman, Metwood Office Equipment. 


Equipment Company, Trenton, N. J.; and Salvatore L. 
Beningo, Metwood Office Equipment Corporation, New 
York, N. Y 

Paul Fletcher, sales training instructor, City Col- 
lege of New York, in a few well-chosen words of con- 
gratulation, then presented their certificates of 
achievement to the following graduates: 


Lee Allen, Macey-Fowler, Inc., Salvatore Cozzolino, Metwood 
New York, N. Y Office Equipment Corpora- 
Salvatore L. Beningo, Metwood tion, New York, N. Y 
Office Equipment Corpora- Paul Dancker, Jr., Dancker & 
tion, New York Sellew, Inc., New York, N. Y 
Herman C Bloom Metwood Roy H Engelhardt Berry, 
Office Equipment _ Corpora- Dickie & Stettler, Inc., New 
tion New York, N York N Y 
Edward . Brenner, Brenner Kingston W. Fairclough, Busi- 
Desk Company, Newark, N. J. ness Equipment Sales Com- 
Henry J. Burmeister, Brooklyn : oa ge ~ we wz 
a . ° ’ pany, New York, N. Y 
Desk Company Brooklyn, = . 
N. Y¥ . George Ferguson, Jr., Business 
Joseph Burstein, D. Waldner & Saquipment Sales Company. 
Company, Inc., Mineola. N. Y. New York, N. ¥ 
William S8 Cadmus. Berry. Horace M Fisher Brooklyn 
Dickie & Stettler. Inc.. New Desk Company Brooklyn, 
York, N. ¥ N. ¥ 
Lawrence Clark Dancker & Otto Frischman, General Desk 
Sellew, Inc New York, N. Y Company, New York Fe 
(Turn to page 173, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 





Offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 
at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so many 


as at Chicago, there will be found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 





By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 





February 10, 1950. 


A development of more than usual interest in Great 
Britain now bids fair to realize the aims of its organ- 
izers of some 12 years ago 

It was in 1938 that a small group of office machinery 
dealers headed by Bernard Lowthrop of Lowthrop 
& Company, Ltd., Hull, Yorkshire, conceived the idea 
of a distributing organization to handle the sales of 
office machinery and equipment on a national basis, 
and Office Machinery, Ltd., was born, with head- 
quarters in London. Before many months had passed, 

















BERNARD LOWTHROP 


the principal dealers in each main center throughout 
Great Britain had joined forces with Mr. Lowthrop 
and his colleagues, shared in the provision of the 
necessary finance, and became the agents of the 
company in the particular territories in which they 
were already located. 

In those early days office machinery and equipment 
were in abundant supply and one of the main objects 
of the company—which by now had adopted the 
trade name of O.M.A.L.—was to pursue a selective 
buying policy designed to insure that only the highest 
quality goods at competitive prices reached the con- 
sumer through the company’s network of agents. 
Each new line introduced by a manufacturer was 
examined objectively and entirely on its merits by 
the board of directors, who were able to pass on 
valuable information and a consideration opinion to 
each of the company’s agents. Where a manufacturer 
lacked a top-grade sales organization of his own, 
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O.M.A.L. undertook distribution on his behalf but 
the emphasis was always on quality and service. Nat- 
urally, this method of selective bulk buying enabled 
the dealer, and ultimately the consumer, to obtain 
high-quality products on a most favorable basis and, 
incidentally, assisted the small manufacturer to find 
a wide outlet for his goods. Buying was not restricted 
to the products of British manufacturers but, where 
suitable lines were being manufactured in other coun- 
tries, it became the company’s policy to introduce 
these to the home market. Valuable franchises were 
acquired in this way. 


War Intervened 


Unfortunately, these high ideals had hardly begun 
to be put into practice before World War II inter- 
vened and, due to the scarcity of supplies engendered 
by the necessity for an all-out war effort on the part 
of everybody in Great Britain, O.M.A.L. was merely 
kept alive during the war years. 

Immediately after the war the threads were picked 
up again—but with a difference. The whole economy 
of the country had changed from the prosperous pre- 
war years and immense difficulties had to be overcome. 
Imports of all kinds were very severely restricted: 
government controls made normal trading activities 
virtually impossible; steel and wood were practically 
unobtainable—in short, a slow and uphill struggle 
had to be faced. In addition, it became more than 
ever necessary to export everything that was export- 
able—not merely surplus production but a very high 
percentage of total production. O.M.A.L. had to play 
its part in this effort, to the detriment of its agents 
at home. 

Nevertheless, many of these difficulties are now 
receding and once again O.M.ALL. is beginning to 
play the part for which it was cast by its far-seeing 
originators. The appointment of H. C. Langrick as 
general manager in September, 1947, the acquisition 
of more commodious premises, an increase in the 
company’s capital structure, the widening of the scope 
of the company’s actvities and the service which it 
renders to its agents, the remarkable recovery of many 
British manufacturers and, more recently, the removal 
of import licensing restrictions on many items of 
office machinery from European countries, are all 
stepping stones which insure the prosperity of O.M.A.L 
and justify the confidence for the future which is felt 
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SENSATIONAL NOWYSALESMAKER 






nressure-sensitive 
tape applier! 


No more curling of tape! No more sticky fingers! 
ait Just touch the feeding end to the surface... zip 
a it to the length you want...snip it by pressing 
f the knob down...and it’s on! It's a speedy, 

one-hand operation! Applies tape smoothly 
without a wrinkle! Saves tape! Saves time! 











st Everyone who uses pressure- 
. . el sensitive tape needs Tapex! Cash in on the 
it dist tremendous need for this sensational new product! 
Made of unbreakable plastic in wine, green, grey and brown. 
Two sizes (each load a roll of tape up to 1296”): TAPEX A takes 
fape up to '2” width; TAPEX B takes tape up to *4” width. 
Retails profitably at $2.45 and $2.75. 





Perfect for applying imprinted tapes! 
Tapex is the quickest, easiest 
way to apply tape imprinted 


with prices, store name or 
odvertising message. 





~ ee * ) ' | 
BY IN THE STORE | - IN THE OFFICE | G }. | IN THE HOME IN INDUSTRY 
Ly i ge | Wiig {°/ mending torn papers : / | wrapping gifts, | masking, stripping 
RS plo | KS } sealing packages storage containers, | negatives, shipping 
& o, price-tagging ~ ] binding records, repoiring window jf labels, mounting 
a A de ting 1 mounting data shades, books | posters 
= : | 


SL 217 ASTOR STREET - NEWARK 5, N. J. 


OFFICE APPLIANCES, March, 1950 79 








Keep 
customers 



































80 












; 
: 
: 
; 
: 
{ 





with 
Mercury 








\ § 
When you sell a set of Mercury-Lith 
rollers and blankets or Mercury-Graph 
rollers, you’ve made more than a 
sale——you’ve made a friend. Because - 


these products please more... 
they keep your customers saying 
‘‘More, please!”’ ‘They save so 
much time, so much mess and 
bother——-with their super-precise 
construction and deluxe quality 
coatings, they assure you 


of repeat business. ' 


RAPID ROLLER CO. : 


’ 
Federal at 26th D. M. Rapport 
Chicago 16, III. President 
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BIG 4-PAGE are team-work— 
the pitch from us 
to you-to the consumer - 


CIRCULARS , 
Steelmaster’s products have 


CONSUMER—DEALER 2 sales pulling power—and the 
DIRECT aggressive sales campaigns 


MAILERS are speed balls to keep 


all sales hitting in 
— big league time 
= SALES AIDS 
EASELS THE TEAM-PLAY 


WINDOW STREAMERS 
ENVELOPE STUFFERS iS YOURS FOR 
CATALOG LAYOUTS THE ASKING 
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by Mr. and his colleagues all over the 
country. 

It only remains for an easing of the embargo on 
the importation of office machinery from the U.S.A 
to enable this unique organization to resume its for- 
mer position as one of the leading distributors in the 
industry. 


“The inspiration which created 


Lowthrop 


Office Machinery 








A PHOTO TOUR OF BOND OFFICES MACHINES, INC., IN 
MEXICO CITY—1. John Halpern, general manager of the 
company. 2. A partial view of the general offices. 3. The 
staff poses in front of the firm's impressive entrance. 4. In- 
terior of the showroom as seen through the left show window. 
$5. Glance through right show window reveals this scene. 
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the 


Britain may be of interest to 


Great 
office appliance trade in other countries. 


Ltd., in 


‘Most manufacturers appoint agents, often sole 
agents for territories. Agents build their business and 
that of the manufacturer in their districts. What- 
ever agreements may be entered into, sooner or later 
the agent finds himself at the mercy of sales manage- 
ment. The introduction, for any reason, of a new sales 
technique may find him the loser not only of a val- 
uable agency, but of his enterprise over years 

“Office Machinery, Ltd., familiarly known as 
O.M.A.L., has a board of directors and is controlled 
by shareholder-agents throughout the country. Any 
shareholder-agent may fall down on quota or through 
some other cause but his interests are watched by 
his contemporaries, not by an individual sales man- 
ager with a new sales instruction devised solely to 
increase sales.’’—SER 


*—< 


MEXICO CITY FIRM OCCUPIES NEW BUILDING 

A new three-story building fronting on the Plaza 
de la Republic is the impressive business home of 
Bond Maquinas Para Oficinas (Bond Office Machines, 
Inc.). The structure is located on the corner of Gomez 
Farias Street and a huge square. The new quarters 
became a “must” when the former store at Reforma 
No. 40 became so crowded that the 50-employee or- 
ganization could no longer continue under existing 
conditions. 

The new location provides all the advantages the 
older one lacked. Plenty of sales space, with large 
show windows fronting on the square, gives promise of 
an accelerated rate of expansion. By midyear, Bond 
expects to increase its dealer organization through- 
out the country to approximately 40. Sales in the 
Federal District are supervised by a general sales 
manager and an assistant sales manager. Another as- 
sistant has charge of sales to the Federal government, 
and the firm’s dealer department is handled by a 
sales manager for the interior 

Lines carried by the Bond organization include the 
following: 

Adrema addressing machines 

Addo adding machines 

Ajax check certifiers, time stamps and clocks 
American perforators 

Bircher envelope openers 

Columbia ribbons, carbons and gelatine rolls 
Edison Voicewriters 

Error-No copyholders 

Griscombe microfilming equipment 

Imsa steel office furniture 

Marchant calculators 

Standard duplicators and envelope sealers 
Universal postal meters and canceling machines 
Webster intercommunicating systems 


+ ~—<— 2 — 


HOLD EXHIBITION AT MANCHESTER 

The National Cash Register Company, Ltd., whose 
factory is at Dundee, Scotland, held an exhibition 
of business equipment in Manchester early in Feb- 
ruary and it was interesting to note that the standard 
adding machine with its contrasting black and white 
keys and green surface board, has been toned so that 
although the colors are fundamentally the same, they 
are “dulled.” The green is now a pea-green and the 
metal parts “dulled”, too, in order to conform with 
modern taste. 


The new “tones” are said to be extremely popular 
in Britain 
On display, too, was an accounting machine for 


pay-advice slips, the novelty here being that instead 
of a “total” key having to be pressed, this is done 
automatically 

Another machine, by the correct setting of figures, 
enables 729 totals to be obtained at once 

A cash register, too, for use in shops, was displayed 
and this had incorporated the sum total in white 
figures for the customer to see instead of the old 


(Turn to page 145, please) 
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Sure, all stencils look alike, but there's 
difference when your customers start to 
em! ‘Try it vourself—cut two stencils 
ompare the new Sure-Rite Green Film 

St ls with any other stencil! Sure-Rite 
sharp, clean-cut impressions assuring 
uniformly-printed copies—for up to 
runs! Stvlus work is like writing on 
If vou’re wallet-wise, vou'll stock 

S Rite now! 


Ihink we're kidding? Try it again 
use the new 999 Speedry ink! You'll see why 
we say the 999 Ink and Green Stencil com 
bination is amazing! The new Speedry 999 
ink dries while you watch it, eliminates slip 
sheeting, has an oil base, won't drv on drum 
Requires less ink and produces clean-edged 
black copy that ethan 23 printing 








creates demand for vou in 


Sure-Rite 
Saturday Evening Post and Business Week 


nes! The “invisible office bov” has 
millions of reader-impressions to help 
selling for vou! Why not tie into this 
ive advertising program in your local 
You'll find sales—and profits easier. Re 
Sure-Rite products arc uncondi 
guaranteed for one year! 


\ 





Did vou sav $79.50? Bet vour boots 
with reset counter, closed cvlinder inking, ex 
pensive-machine features! Think how easy it 
will be to Sell this “high-priced-quality” ma 
chine at such a low price—and start building 
supplies sales. too! 








Yacthe, 


IMP 





2714 WALNUT ST. 
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RESSION 
THAT COUNTS. 


AMERICAN STENCIL MFG. C0. 


DENVER 5, COLO. 





AMERICAN STENCIL MFG. CO. 
2714 Walnut St., Denver 5, Colo 


Rush complete information regarding your 


exclusive dealership plan 





Name 

Address 

City Zon State 
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SEAVER HEADS ROBERTS NUMBERING MACHINE 
George A. Seaver, manager of Rapidprint Time Re- 

corders, Inc., has been elected president of Roberts 

Numbering Machine Company, Brooklyn, N. Y. 

Mr. Seaver joined the Roberts-Rapidprint group of 
companies in May, 1949. Six months later he was 
elected executive vice-president of Roberts Numbering 
Machine Company. On January 1, 1950, he was also 
elected president of Rapidprint Time Recorders, Inc., 
and Vee-Lox Rivet and Tool Company, both Roberts’ 
affiliates. 

Mr. Seaver began his business career with Colum- 
bian Bronze Corporation, Freeport, N. Y., as sales en- 
gineer. In 1938, he was elected vice-president, and 
three years later he was made executive vice-president 
and general manager. In 1946, he was elected presi- 
dent of Doran Manganese Bronze Company, Brooklyn, 
N. Y. In 1948, Mr. Seaver became associated with the 
firm of Frank C. Brown & Company, New York, where 
he acted as industrial consultant until he joined the 
Roberts organization. 


—- 
ASAEL E. ADAMS JR. JOINS G-F BOARD 
Vice-president of The Union National Bank, Youngs- 
town, Ohio, Asael E. Adams, Jr. was recently elected 
to the board of directors of The General Fireproofing 
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ASAEL E. ADAMS, JR. 





Company to fill the unexpired term of Attorney Charles 
W. Smith, who died a short time ago 

Mr. Adams attended Cornell and Ohio State univer- 
sities and has been in the banking business since 1925, 
except for a period in the Army Air Force during the 
war. In addition to his recent election, he is a direc- 
tor of the Bessemer Limestone Company, Youngstown 
Printing Company, Palace Realty Company, Red Cross, 
Youngstown Club, Youngstown Country Club, Youngs- 
town Building and Fuel Company, and the Union Na- 
tional Bank. 

°—-- ¢ 
DARL RAGLAND OPENS NEW FIRM 

Ragland’s Typewriter & Office Equipment Company, 
204 Malty Bldg., McPherson, Kans., has been opened 
recently by Darl Ragland, owner 

The new firm features service and sales, typewriters, 
adding machines and general office equipment 

Mr. Ragland is a graduate of McPherson high school 
and attended McPherson College —-GMH 
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THORNDILL NAMED ROYAL PORTABLE AGENT 

W. H. Beckwith, sales manager of the portable divi- 
sion, Royal Typewriter Company, has announced the 
appointment of Frank D. Thorndill, a native of Ken- 
more, N. Y., to the position of portable district repre- 








FRANK D. THORNDILL 


sentative for the northern New York State territory 

Well experienced in both wholesale and retail sell- 
ing, Mr. Thorndill will assist retailers in the mer- 
chandising of Royal Quiet De Luve and Arrow portable 
models. Completely familiar with the territory he will 
cover, Mr. Thorndill has established headquarters in 
Buffalo. He resides with his wife and son in Kenmore, 
a suburb of Buffalo. 


oe 


PADDOCK NAMED STANDARD DIARY PRESIDENT 
At a meeting of the board of directors of The Stand- 
ard Diary Company held January 27, Lee C. Paddock 
was elected president and director. 
Mr. Paddock has been active in the stationery indus- 
try for the past 30 years. From 1934 to 1944 he was 











apie 
LEE C. PADDOCK 


associated with Wilson Jones Co., eastern sales divi- 
sion, and in the latter part of this period was eastern 
sales manager 
Mr. Paddock brings to his new office broad experi- 
ence and a thorough Knowledge of the merchandise 
and service requirements of the dealers 
OFFICE APPLIANCES, 
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Simply tilt body 
from base, drop 


staplesin staple 
slide and— 





THE LAST WORD IN STAPLER EFFICIENCY 


The Gam Stapler is an engineering achievement that brings 
new conveniences in operation; easier, better stapling and 
after dropping - we 
tution indtidie trouble-free durability. 
lift lever on 
spring up to en- 
gage staples. 


Its smoothness of action, ease of staple loading, and extraor- 
dinary penetrating power, whether for stapling, pinning or 
tacking, have been a revelation to users. 





“1 ——] Thoroughly tested and its qualities proved in use, the Gata 
| ae Stapler is jam free. Features removable staple slide for easy 
—=—_ —- —— . » 
( <n clearing of staple channel. 
STAPLES or PINS at flip of anvil Coupled with its efficiency is a smartness of design that har- 
wheel ot front. . monizes with the finest of desk appointments in the office or 


the home. 


The Gam is the stapler you will want to recommend to your 
customers. 
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FOR TACKING 
Base becomes 
handle, offset 
and held in de- 
sired position 
by friction 
clutch. 


Ask for Circular No. D1257 








WILSON JONES Co. 


OFFIC 
NEW YORK CHICAGO KANSAS CITY, MO. 
122 E. 23RD STREET 3300 FRANKLIN BLVD. 816 LOCUST STREET 
CAMBRIDGE. MASS. SAN FRANCISCO 
26 BLACKSTONE STREET 234 FIRST STREET 


MAIN PLANTS, CHICAGO AND ELIZABETH, NEW JERSEY 
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A. B. DICK APPOINTS JOHN G. BEADLE 
SUCCESSOR TO ANDERSON, NOW IN EAST 

The A. B. Dick Company recently announced the 
appointment of John G. Beadle as vice-president 
heading the sales division and successor to Harry C 
Anderson, holding the same position until he resigned 
to become president of the H. C. Anderson Mimeo- 























JOHN G. BEADLE HARRY C. ANDERSON 


graph Corporation, 100 Sixth Ave., New York, N. Y 
The latter firm is the new authorized distributor for 
A. B. Dick Company in the New York area 

Mr. Beadle brings to his new position years of varied 
sales management experience. During the 22 years 
of his employment with the company his assignments 
prior to 1934 have included management of service, 
training, and promotion and convention activities 
In 1934 he was appointed divisional sales manager 
and became general sales manager in 1938, a position 
which he has held continuously except for four years’ 
military service as a lieutenant commander in the 
United States Navy 

Mr. Anderson—prior to his position for the past six 
years as vice-president, sales, with A. B. Dick Company 

-was general sales manager of The Globe-Wernicke 
Co., manufacturer of desks, filing equipment and 
supplies. In November, 1949, he was elected president 
of Office Equipment Manufacturers Institute, trade 
association for the business machines and metal furni- 
ture industry. During 1933 and 1944 he was president 
of the National Federation of Sales Executives 

The new corporation headed by Mr. Anderson has 
acquired the assets, facilities, sales, service and office 
personnel of Adkar Mimeograph Corporation. Adkar 
has held the franchise for A. B. Dick mimeograph 
products in the New York area since the conversion 
by A. B. Dick Company of its New York factory branch 
A complete stock of A. B. Dick mimeographs, supplies, 
accessories and replacement parts will be maintained 
The company plans to feature an expanded customer 
instructional program 

> —— 

JOSEPH WALLACE ESTABLISHES NEW QUARTERS 

Joseph Wallace, operating a wholesale office furni- 
ture firm by that name, has announced that his office 
and warehouse have been moved to Pier 49 N. R., New 
York 14, N. Y. Here he expects to warehouse a larger 
stock than heretofore of the products of the Alma 
Desk Company, Myrtle Desk Company, High Point 
Bending & Chair Company and Invincible Metal Furni- 
ture Company. 

> « 
TEXAS FIRM TAKES NEW LOCATION 

Robert M. Shelton, owner of the Shelton Office 
Equipment Company, Greenville, Tex., has announced 
the moving to new quarters in the building formerly 
occupied by the Texas Employment Commission. A 
complete line of office furniture, office machines and 
equipment is carried and service work is done on type- 
writers. 
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S. L. EWING IS REORGANIZED 

The S. L. Ewing Company, 1919 Main St., Dallas, Tex., 
an office equipment firm, has been reorganized and 
chartered under the laws of Texas. J. Tom Boyce 
has been named president, Clyde A. Hooey, vice-presi- 
dent and manager of the typewriter service depart- 
ment, Robert S. Craig, secretary and manager of sales 
and advertising, and Edward D. Saemann, treasurer 
and manager of the adding machine service depart- 
ment. The firm was established in 1902 by the date 
S. L. Ewing.—JHR 

—< 


GRAND STATIONERY OPENS NEW STORE 

The Grand Stationery & Supply Company and 
Grand Typewriter Service, Inc., recently celebrated 
the opening of a beautiful new store, completely mod- 
ernized in every respect. Saturday, January 21, was 
the day and William Grand, Mrs. Grand and their son, 
Dale Grand, assisted by entire staff, were on hand to 
greet a host of friends, customers and members of the 
trade all during the day. They were conducted through 
the entire three-story building and spacious store 
where they were confronted on every hand by every- 
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GRAND STATY. & SUPPLY CO. OPENS NEW STORE IN 
YONKERS, N. Y.—Located at 48 Warburton Ave., the store 
was the scene of a grand opening on Saturday, Jan. 21. 
The owner is William Grand, a veteran in the field. Above: 
a sweeping view of the entire store is provided through 
expansive show window. Below: section of store’s interior. 


thing new—brand new fixtures, new stock and new 
ideas for helping increase efficiency in office and plant 
operations through simplified record forms. Products 
were arranged in orderly fashion on shelves and steel 
cabinets and office machines occupied a prominent 
place throughout the store. 

Located at 48 Warburton Ave., Yonkers, New York, 
the firm enjoys the distinction of being one of the 


leading stationers in a flourishing city of more than! 


150,000 population. William Grand, who has been in 
the stationery field for the past 25 years, has built 
@ thriving business founded on individualized service 
plus helpful ideas to his customers 
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THE 
ACKNOWLEDGED 
LEADER 
IN ITS FIELD ! 


MASO’S NEW 
"E-CON-O-ME” 


ALL STEEL 


UTILITY STAND 





IT’S 
PRACTICALLY 


A CUSTOM BUILT 
JOB! 





695 
the off- 


sce gives 


IT’S A PROVED VOLUME SELLER! 
AN OUTSTANDING PROFIT MAKER! 


4'/5x 18 -27° high, closed 


TON, shipping 


MASO STEEL PRODUCTS 


Steel and Wood Office Equipment 
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This is the 
FASTEST SELLING BEAUTY 


Maso Has Ever Introduced 


And once you've seen this gleaming little thoroughbred— 
quality built from casters to sleek, smooth, all steel top—you'll 
know why it packs such sales dynamite. The rolled edge steel 
legs are snag proof, shapely, free of burrs with no sharp edges. 
The legs, top, drop-leaf arms and shelves, center brace and 
one piece rigid leg bracket are practically tailor built, they fit 
so neatly, snugly together. 


IT HAS NO EQUAL IN LOOKS, VALUE & PRICE! 


At long last, you are able to offer your customers an all steel 
stand that meets their every demand. Compare the "E-Con- 
O-Me" with any table on the market feature by feature, for 
looks, value, utility and price and you won't find its equal any- 
place. Dealers everywhere are telling us it's the outstanding 
leader in its field! 


DON’T FAIL TO ORDER YOUR SAMPLE TODAY 
We know your reorder will follow promptly. 





P| ae ©) 
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81 W. Van Buren St. 
Chicago 5, Illinois 








BIGGEST SALES QUARTER FOR ROYAL PORTABLE 

Maxwell V. Miller, president of the Royal Typewriter 
Company, recently announced, “Domestic sales of port- 
able typewriters in the last quarter of 1949 were the 
largest in the 23 years Royal has been manufacturing 
portables.” 

Portable Sales Manager W. H. Beckwith explained 
that in the final quarter retail sales of portable type- 
writers were unusually heavy even for the peak Christ- 
mas season. “As a result,” Mr. Beckwith added, “Royal’s 
sales during October, November, and December, 1949, 
exceeded ability to produce.” 

“The public’s willingness to buy, convincingly dem- 
onstrated toward the close of the year, gives good in- 
dication that 1950 sales prospects are bright for both 
portable and office typewriters,” said President Miller. 

Summing up how 1949 had affected his company, Mr. 
Miller stated, “Our total sales, and consequent earn- 
ings, in the calendar year of 1949 were below those of 
1948, which were the largest in our 45-year history 
Last year’s total sales were down largely because of the 
brief setback at midyear. Vigorous selling efforts, 
coupled with the introduction of two new models, one 
a portable and the other an office typewriter, enabled 
Royal to rally sharply after that temporary summer 
dip. 

“Royal profits during the calendar year of 1949 ran 
somewhat below those of 1948. Net income in the com- 
pany’s fiscal year, ended July 31, 1949, was $3,692,650, 
third highest in its history. Meanwhile labor costs in 
1949 were at a peak, being 164 per cent of pre-war 
levels. Over-all wages and salaries amounted to just 
under 60 per cent of the company’s total gross income 
of $45,182,063, for the fiscal year ended July 31, 1949 

“We, in the typewriter industry, have reason for 
optimism in 1950 even though total sales slipped slight- 
ly in 1949 as compared with 1948. Figures prove in the 
last decade that our market has been developed and 
expanded tremendously. Consider that Royal’s type- 
writer sales, in units, in the 21 months ended Sep- 
tember 30, 1949, were 86.8 per cent ahead of the com- 
parable period ended September 30, 1939 

“Another interesting development for the industry 
in 1950 will be the addition to our line of an electric 
typewriter, which conforms in appearance and operat- 
ing features to the Royal line 
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NOMDA PREPARES NEW “WHO'S WHO” 


Preparations of its silver anniversary issue of “Who's 
Who in the Office Machine Industry” has been started 
by the National Office Machine Dealers Association 

The NOMDA Who’s Who is the only published list 
of dealer members in the United States and includes 
those in Canada, Alaska, Hawaii and Cuba. It plays 
an important part in the business life of the dealer 
members, for it contains a complete listing of all mem- 
bers of thé association, type of machines each dealer 
handles, his authorized dealerships, the used equip- 
ment sold, his facilities of service and repair, the 
partners, if any, and the officers of the company 

In addition, there will be a cross listing of more than 
250 manufacturers in the industry. A new listing fo: 
this issue will be that of trade publications serving 
the office machine field and those publications closely 
identified with association activities. Another new 
departure will be the listing of telephone numbers 
This added item is the result of many requests from 
members since the last issue was published. Local asso- 
Ciations will have their pages, adding to the compre- 
hensiveness and value of this handy reference book 

According to Harold Mann, executive secretary of 
NOMDA, interest in the new issue is mounting rapidly 
as hundreds of responses pour into the office daily 
bringing the detailed information necessary for proper 
listings. 

“Being listed in “Who’s Who in the Office Machine 
Industry” is a very important feature of membership in 


NOMDA,” stated Mr. Mann, “and all desire their list- 
ings to be proper and up to date. This is especially 
true when dealers realize that many manufacturers 
looking for distributors and dealers for new products 
turn to the pages of this book.”’ 

According to Mr. Mann, the announcement of the 
publication of this issue brought a flurry of inquiries 
and new members who wanted their names to be 
among those present when the book comes out. The 
1948 issue contained 160 pages and it is estimated the 
new publication will be of the same size 

oe 
KATHLEEN’S SMILE ADORNS APSCO’S ADS 

Kathleen Thomas will probably be one of the best 
known eight-year-olds in the country during March. 
She will warm the hearts of thousands with her ap- 
pealing smile when the human interest ad of the 
Automatic Pencil Sharpener Company, Rockford, IIL., 
appears in two-color, two-page spread in the Feb- 





KATHY TRIES OUT THE APSCO DEXTER SHARPENER 


ruary and March issues of more than 524,000 copies of 
school magazines. Her youthful charm will reach out 
to more than 25,000 school executives, principals and 
school board members, and 10,000 Apsco dealers from 
coast to coast in a direct mail promotion 

Although her third grade activities in Swift Public 
School in Chicago keep her busy, Kathy’s interests also 
run to modeling, which she has done since the age of 
four, and to dancing and swimming 

—->- 
FORCE STARTS 75TH YEAR OF BUSINESS 

Wm. A. Force & Company, Inc., manufacturers of 
numbering and dating machines and other marking 
equipment, is celebrating the seventy-fifth anniversary 
of its founding. In these years, the company has grown 
to a point where New York, Chicago, San Francisco 
and Montreal sales offices are maintained in addition 
to the Brooklyn factory. Mr. Force III said, “We are 
optimistic that 1950 will be a fruitful year for all when 
diligent sales effort is expended, and that continued 
prosperity is within the reach of all.” 

—-_< 
AMARILLO FIRM TAKES NEW LOCATION 

The Typewriter Service Company, Amarillo, Tex., 
owned and operated by R. M. Kidwell, has moved toa 
new location at 100 Pierce where there is more room 
to offer better service to customers 

Mr. Kidwell has ordered more modern equipment 
for his new store and will have more room for han 
dling repair work 

Mr. Kidwell is distributor for the new R. C. Allen 
typewriter and the Clary adding machine-—WLF 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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Fo.wadM ARCH 2 better sales 
with Zuatity Park Zuality Products! 
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@ FLAT FILING ENVELOPES @ FLAT FILING JACKETS 
Large ungummed flaps and wide heavily Similar to the filing envelope, but with 
gummed seams are features of these dur- full cut tab rather than the flap. Available 
able covers that provide greater protection in the same four sizes... 9'2x11% or 
for filing or carrying papers, drawings, 14% and 10x14% or 15. All four sizes 
maps, proofs, etc. Available in four sizes available in two weights (see below) 
—packed 100 to the box. packed 100 to the box. 
| mc 
Quality Park Flat Filing Envelopes and Flat Filing Jackets are available re 
, 
in 125 lb. No. 1 Quality Tag stock or 90 Ib. Parkraft stock. Tota 


Open Eud 
LEGAL ENVELOPES 


Long lasting, neat looking legal envelopes 
for attorneys, court and county officials, 
banks, trust and mortgage firms. 150 Ib. 
Quality Tag stock provides strength, wear- 
ability, and a good writing surface. Avail- 
able in three sizes (4x9'2...4%4x10... 412 
x10%4) in flat style and with four degrees 
of expansion in each size. Packed 100 to the 
box for flat style—50 to box for expanding. 





General Office and Factory, Quality Park, St. Paul 4, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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Mr. Dealer: 


NEW SALES PROGRAM 


= 


Means YOU Can NOW Sell These Nationally Advertised 


VICTOR CHAMPION MODELS 


MODEL 6-6-0 MODEL 7-6-0 


Full Keyboard 10-key Keyboard 
Adds 9,999.99 YOUR CHOICE Adds 9,999.99 
Totals 99,999.99 OF KEYBOARDS Totals 99,999.99 





8-column machines also available 


Add the VICTOR Champion Line Now, and... 


YOU ADD...a name known and respected in the YOU ADD...a popular low-priced line of pre- 

adding machine industry for over 32 years. cision-built adding machines now in use by 
thousands of stores, offices, professional men, and 
other businesses. 


YOU ADD... the same national advertised mod- 

els featured in Saturday Evening Post, Pathfinder, YOU ADD...a wider range of accepted office 
Country Gentleman, and other leading magazines equipment. You attract new business and more 
and newspapers throughout the United States. completely serve your present customers. 


TO LEARN IF YOU CAN QUALIFY FOR THIS PROFIT 
OPPORTUNITY, WRITE, WIRE, OR CALL TODAY 


r see ee eS eS ee ee eee ee @eeeewwrewrnr f= & = eww ewww wwe" r= 5 

P | VICTOR ADDING MACHINE CO. : 

td “fou i Chicago 18, Ill. Dept. oA-3 : 

: | am interested in the new Victor Champion Line of adding moa- : 

chines. Please send details to: ‘ 

§ VICTOR ADDING MACHINE CO. : *"" 

| Chicago 18, Illinois ; Address ' 

; : ' . ' 

World's largest exclusive manufacturers of adding machines. 1 City State ' 

Now in our 32nd year. ; Territory where | am now selling: ; 

— L «sss es es eS ee ee ee ee ee eS eS eS Se SS SS eS eS ee ee seanaaaad 
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H. P. SMITH PROMOTED TO UNDERWOOD LAB 


Hartley Perry Smith has been appointed manager 
of the engineering department of Underwood Corpo- 
ration’s general research laboratory in Hartford, Conn., 
according to an announcement made recently by 
Chairman Philip D. Wagoner. H. P. Smith succeeds 
G. W. Spahr, who retires after directing the engineer- 
ing department since 1936. 

Mr. Smith joined Underwood in 1945 at the com- 
pany’s Hartford Works, and served there in important 
capacities until his transfer to the research labora- 
tory in 1948. An engineering graduate of the Univer- 





H. P. SMITH 


G. W. SPAHR 


sity of California and a member of the American So- 
ciety of Mechanical Engineers, he served during the 
war as a major in the small arms division of the 
Army’s Ordnance Department, working principally as 
ordnance officer of the Carbine Industry Integration 
Committee. 

In announcing Mr. Spahr’s retirement, Mr. Wagoner 
referred to his excellent record with the company over 
the years, and in high-spotting his career, Mr. Wag- 
oner stated, “He has successfully administered the 
organization and engineering activities of the research 
laboratory from July, 1936, to the present time, a period 
in which many of our most important products have 
been conceived and produced. It is with regret that I 
announce Mr. Spahr’s retirement, and I am sure all 
members of our organization join with me in extend- 
ing to him our most cordial and sincere wishes for 
many years of health and relaxation. Mr. Spahr and 
I have every confidence in Mr. Smith’s success in this 
important post to which he has been assigned.” 

2 me 


DR. TRAVIS NAMED BURROUGHS DIRECTOR 


Dr. Irven Travis, who is in charge of electronic 
research at the Burroughs Adding Machine Company, 
recently was elected a director of the company at 
a regular meeting of the board of directors, John S 
Coleman, president, announced 

Dr. Travis, formerly supervisor of research of the 
University of Pennsylvania’s Moore School of Electri- 
cal Engineering, became associated with Burroughs 
as director of research on March 7, 1949, and at that 
time assumed direction of the company’s new elec- 
tronic research laboratory in Philadelphia. He also 
continued his association with the University of Penn- 
sylvania by remaining on its faculty as a professor. 

For a year prior to Dr. Travis’ joining Burroughs, 
he had served as consultant to the company on the 
electronic research program being carried on in its 
own laboratories and also in projects being conducted 
under its sponsorship at the Universities of Michigan 
and Pennsylvania. When he came with the company 
in 1949, his new responsibilities included the co-ord- 
ination of all these electronic research activities, in 
addition to supervision of the work of a large staff 
of research scientists and technical assistants at the 
Philadelphia laboratory 
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BATES NOW HANDLES MERCURY BUSINESS 

The Bates Manufacturing Company, Orange, N. J., 
announces that on January 10 it acquired the physical 
assets along with all patents and trade-marks of the 
Consolidated Wire Products Company of 145 Spring 


‘St., New York, N. Y., makers of Mercury staplers, tack- 


ers, staples, and so forth. 

From now on, Bates will furnish Mercury staplers in 
all models and they can be assorted with the Model C 
Bates stapler. Present prices will be continued on all 
sizes of Mercury staples, but Mercury staples will not 
be assorted with Bates stapler refills. 

The statement says, “we are fully satisfied, after 
careful investigation and severe tests, that Mercury 
staples are now of the finest quality that can be ob- 
tained and that Bates engineering can and will in time 
make the Mercury, already a high quality product, a 
stapler which will be second to none among staplers 
using preformed staples. 

All unfilled orders, but no receivables, of the Con- 
solidated Wire Products Company have been taken 
over by Bates, so any money owed Consolidated Wire 
is to be paid to that firm. All correspondence concern- 
ing Mercury products is now to be addressed to Bates. 

— 
COLUMBIA STEEL MODERNIZES PLANT 


The Columbia Steel Equipment Company, Philadel- 
phia, Pa., has completed an extensive improvement and 
modernization program. 

Two large automatic conveyorized finishing ovens are 
now in operation. Another large press for the 2842-inch 
deep Columbia Grade A line, new spot welding equip- 
ment, steel shears and a monorall system were in- 
stalled. Much needed warehouse space for raw ma- 
terial and finished products was added. Many other 
changes were made to further increase the quality of 
Columbia products and the service to Columbia dealers. 

- —-< 
REYBURN OPENS TEXAS WAREHOUSE 

Providing for more efficient service, Reyburn Manu- 
facturing Company, Inc., has established a new ware- 
house at 612 E. Second St., Fort Worth, Tex. Here, a 
complete stock of shipping and merchandise tags, pin 
tickets, gummed labels and other Reyburn items will 
be maintained. The new warehouse was opened on 
January 15 

—-<« 

FULTON, FIBERSTOCK APPOINT HOMER WEBER 

Homer Weber was recently appointed by Fulton 
Marking Equipment Company as a representative in 
the Midwest. (Story appeared in the February issue, 
page 162.) 

The National Fiberstock Envelope Company of Phil- 
adelphia, Pa., also announced the appointment of Mr. 
Weber as district representative in the midwestern 





HOMER WEBER 


states, from Ohio west to the Dakotas and south to 
Kansas. Mr. Weber brings to this company a wealth of 
experienec in the field. The appointment is in con- 
formity with Fiberstock’s policy of broadening its sales 
activities. 
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Fins with the Lut Word, 


in design and equipment. 


Every B. L. Marble chair is an individual 
expression of the last word in design, 
construction and equipment. Made of 
highest quality materials and work- 
manship. Backed by the specialized 
knowledge derived from over half a 
century of experience in the manufac- 


ture of fine office chairs. 


Tenite (plastic) base foot protectors, 
now standard equipment on most re- 
volving chairs, are the latest contribu- 
tion to added B. L. Marble value. Another 
feature recently announced is the 
MARBLTILT mechanism for executive 





@ Non-breakable 
Tenite scuff plates 
tilting action at the back of the seat. (patent applied for) 
protect ends of base 
feet against unsight- 
ly mars and scratches. 


posture chairs, which provides a slight 


Progressive dealers find it profitable 
to display and promote the B. L. 
Marble line. If you are not the B. L. 
Marble dealer in your city, write to 
determine whether or not the fran- 


chise is available. 


@ No. 4040 VAF, 
most recent addition 
to the extensive line 
of B.L. Marble execu- 
tive posture chairs. 
Underneath uphol- 
* a * . ® R s © & stery is luxuriously 


soft foam rubber 


@ Visit our exhibit in Booth No. 83 at 
the National Office Furniture Associa- 
tion Convention, Hotel Commodore, New 
York City, March 23rd to 25th inclusive 


© Jor inch aa intimate proece of furniture ai a chai, there A no satisfactory substitute far WOOD! 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of High Quality Business Chairs 


Redford, Olic 
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MOORE MARKS FIFTIETH ANNIVERSARY 

The Moore Push-Pin Company, 113-25 Berkley St.., 
Philadelphia 44, Pa., observed its fiftieth anniversary 
on February 20. 

Its founder, Edwin Moore, started the business in 
1900 with a working capital of $112.60. He rented a room 
and devoted his afternoons and evenings to making 
the now famous Moore Push-Pins. In the mornings, 
he set out to sell the previous day’s production. 

History reveals that Mr. Moore’s first sale was a $2.00 
transaction involving one gross of his product. Soon 
a $75.00 order was received, but this was soon dwarfed 
by a $1,000.00 purchase on the part of the Eastman 
Kodak Company. 

In 1912, a companion product to Moore Push-Pins 
was introduced in the form of Moore Pushless picture 
hangers, “the hanger with the twist.” Shortly there- 
after, maptacks were added to the line. In 1921, the 
company started the manufacture of maptacks with 
metal heads, and gave them the name Moore Metlhed 
maptacks. Now, Moore Metlheds are sold the world 
over through stationery and map stores. 

Incorporation of the Moore Push-Pin Company took 
place in iyu4. The company moved into its present 
plant opposite the Reading Railroad’s Wayne Junction 
Station in 1912. There are, at present, 70 employees of 
the company, ten of whom have been there more than 
25 years. 

Moore products have been nationally advertised for 
all but three of the company’s 50 years. Actually, their 
national] advertising started in 1903 and has been con- 
tinued unbroken ever since. Some of the best known 
magazines in the country regularly carry advertising 
describing Moore Push-Pins, Pushless picture hangers 
and Metlhed maptacks. 

The Moore Push-Pin Company was once cited as an 


* Moore Py 
4 SH-PIN 
To Hang Up Things 








HOME OF MOORE PUSH-PIN CO. IN PHILADELPHIA.—This 
structure, opposite the Wayne Junction station of the Erie 
Railroad, was first occupied by the company in 1912. Below: 
interior view of the plant, showing workers packing Moore 
push-pins and pushless picture hangers for shipment. Ten 
of Moore’s 70 employees have been with the company 25 
or more years; one, Miss Helena Reitnauer, for 48 years. 
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outstanding example of “building big business on smal] 
things.” That describes the growth and development 
of the Moore organization very aptly. It’s always pleas- 
ant to look back over 50 years of success, but it is 








ORIGINAL MOORE LEDGER.—First page of the ledger used 

by Edwin Moore when he entered business on Feb. 20, 1900. 

Note the capital entry of $112.60 and the sale to Kodak, Ltd., 
of $957 worth of merchandise. 


perhaps more realistic to look forward to 50 more 
years of the same, and to plan for that success. That 
is what the Moore Push-Pin Company is doing now, 
as it celebrates its first half-century of business life. 
ae 
C. S. OBER BUYS GAUSEPOHL COMPANY 

C. S. Ober, Indianapolis, Ind., owner of several busi- 
ness furniture and stationery supply stores, has pur- 
chased the 56-year-old luggage and leather goods 
business, E. Gausepohl Company, Inc., at 51 Monu- 
ment Circle, in downtown Indianapolis. The Gause- 
pohl store will continue operating under its present 
name and in the same type of business, Mr. Ober said. 

In his career, Mr. Ober has started two business 
firms here and purchased two others. He started the 
Business Furniture Company in 1922. Ten years later, 
he opened Stationers, Inc., now a leading commer- 
cial and social stationery firm. In 1945 he bought 
Stewart’s, Inc., which had a downtown store and 
three branches. This has been expanded to four 
branches at present, in addition to the downtown lo- 
cation. The following year Mr. Ober bought a building 
on Pennsylvania St., near Market St., renaming it the 
Ober Building.—AK 


_ —— + 

PITNEY-BOWES, INC., MAKES APPOINTMENTS 

Pitney-Bowes, Inc., Stamford, Conn., recently an- 
nounced several appointments including that of-Paul 
J. Bertke as manager of the Toledo, Ohio, branch 
office. He succeeds Locke H. Douglas, who will manage 
the company’s Peoria branch. 

Mr. Douglas succeeds Woodrow P. Pribbanow, who 
joins the company’s Milwaukee (Wis.) sales staff. 

Pitney-Bowes, Inc., also announced that Raymond 
Alpert is the new manager of the New Orleans, La., 
branch, succeeding the late George Hynes. Mr. Alpert 
has been district manager at Dayton, Ohio, for the 
past year and formerly directed sales in Kentucky, 
with headquarters in Lexington. 
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A BIG ANSWE 
to a little girl’S problem 


|’ you employ girls for clerical or sten- 
ographie work you will make them 
happier. healthier and more efficient by 
Alumi- 
‘| hese 
adjustments which en- 
juickly fitted to each 


» prov ide correct seated 


furnishing them with Goodform 
num Posture Chairs No. 2123. 
chairs have five 

able them to be 
individual so as t 
posture and genuine working comfort. 
Made of aluminum and upholstered with 
foam rubber they are good looking and 
represent a lifetime investment in good 
seating. No splinters and no torn nylons 
either Phe, 


iIncTeas¢ 


reduce fatigue, improve 
morale. productivity and pro- 


mote health. Try one i. your own ofhce 


There is a complete line 
of GF metal! furniture - 


desks, tables. chairs, files 
| 


- 


for 10 days without obligation. Write 
The General Fireproofing Co., Dept. 
A-15 Youngstown 1, Ohio, for a booklet 
on Goodform Office Seating and the 
location of our nearest branch or dealer. 


GENERAL 
FIREPROOFING 


Foremost in Metal Business Furniture 


DEALERS THR T THE WORLD 


Copyright 1950 — The General Fireproofing Company 
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Every GF dealer, as well as his customers and 
prospects, can see this advertisement appear- 
ing in Time, Business Week and other national 
publications. You should also see and arrange 
to show your customers and prospects the GF 
sound movie, "Sitting Pretty", which tells the 
whole story of the 2123 chair. 
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ORIGINAL ENTRY 
RECORDS 
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SOCIAL SECURITY 
and WITHHOLDING 
TAX RECORDS 






MINUTE and 
CORPORATION 
RECORDS 







DEALERS HAVING THE MASTER-CRAFT FRANCHISE 
can offer a broad line of Sight-Saver ruled forms 
for commercial, industrial, and public records that 
are maintained for permanent reference. Hundreds 
of forms are available, on high quality rag content 
paper, made to Master-Craft standards. 


, Built Likea 
4% Skyscraper” 





All forms are ruled in the distinctive Master-Craft 
combination of soft brown and green that is “easy 
on the eves.’ Wide choice of stock colors. 


M S] ( + . ° - ' 
A ER RAF Inquire about he Exclusive Jealer I ranchise 1or 
Sight-Saver forms and thousands of o her Mas er 


KALAMAZOO, MICHIGAN Craft items. /t’s worth getting. 


MASTER-CRAPFT 's THE LOoOOoOSsE-LEAF Diviston or THE SHAW-WALKER c 
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INSERTS 


DEALERS HAVING THE SHAW-WALKER FRANCHISE 
| can supply fire protection for business records of 
ty Skyscraper every size. Today, there are twenty-six Shaw-Walker 
Fire-File items which provide 24-hour protection for 
records, in convenient, compact, point-of-use models. 


Fire-Files are sold only to and by exclusive Shaw- 
Walker dealers.... Fire-Files represent only a few 
of the many time-savers and space-savers available 
from no one other than the Dealer having the enor- 
GHAW- ALKE mous Shaw-Walker franchise. 

W: R The Shaw-Walker 4,000-item franchise is the 
Home Office... Muskegon, Mich.  trade’s most valuable asset. /t’s worth asking for. 





ARGE EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT (NN THE WORLD 
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PETERS PROMOTED BY HORDER’S, INC. 
The appointment of Anthony J. Peters as general 
merchandise manager of Horder’s, Inc., was recently 
announced by President Harry G. Horder. “Tony” has 
spent his entire 30-year business life with Horder'’s, 





f ey 














ANTHONY J. PETERS 


having served first in the warehouse, then as assistant 
purchasing agent, merchandising control manager, and 
division merchandise manager 

Through the years he has gained extensive knowl- 
edge of merchandise and sources of supply and also a 
well-rounded knowledge of manufacturers’, jobbers’ 
and dealers’ policies. 

°° —-- © 
AMES SUPPLY HONORS TWO EXECUTIVES 
HAZEN R. AMES AND MRS. E. S. KINGSLEY 

Hazen R. Ames, president, and Mrs. E. S. Kingsley, 
office and credit manager of the Chicago office, were 
each presented on February 1 with a wristwatch as a 
token of appreciation of their 25 years of service with 
the Ames Supply Company. The presentation was made 
by J. D. Marvil, vice-president and general manager, 
in behalf of the company 

Hazen Ames became connected with the Ames Sup- 
ply Company in 1925, at which time he worked in the 
Chicago branch parts department followed by work 
in each department in the Chicago office. He was 





HAZEN R. AMES 


elected secretary of the company in 1936, and the next 
year, vice-president. In 1939, he was elected president 
succeeding his father, A. R. Ames, Sr., founder of the 
firm who passed away that year 

Mrs. E. S. Kingsley, credit manager, came to work 
for the Ames Supply Company in 1935 to take charge 
of the Chicago office and also of the advertising needs 
of the company. Previous to that, Mrs. Kingsley (then 
Miss Evelyn Stock) was secretary to Ed J. Sheehan, 
sales manager of the Noiseless Typewriter Company 
until its consolidation with Remington Rand in 1923 
With the continuous growth of the Ames Supply Com- 
pany, Mrs. Kingsley relinquished her advertising duties 
and devoted her entire time as office and credit man- 
ager of the Chicago office 


98 


COOPER REPRESENTS C-THRU RULER 
AND NATIONAL BRIEF CASE 

Clinton J. Cooper, whose address is 330 Larch Ave., 
Elmhurst, Il., has been appointed sales representative 
for C-Thru Ruler Company and National Brief Case 
Manufacturing Company. His territory will include 
Illinois, Wisconsin, Minnesota, Iowa, Missouri, Ne- 
braska and the Dakotas. 

Mr. Cooper formerly served as a commission repre- 
sentative in the South for Sengbusch Self-Closing Ink- 
stand Company and in the North for Consolidated 
Wire Products Company. He was representing the 
latter concern exclusively when it was sold to Bates 
Manufacturing Company. , 

He plans to cover his entire area as quickly as 
possible. Interested in association activities, Mr. 
Cooper is a member of the Great Lakes Travelers Club. 

—-><- 


M.D.A. INAUGURATES GROUP INSURANCE PLAN 

Announcement has been made by the Marking De- 
vice Association, 134 North La Salle St., Chicago 2, 
Ill., of the inauguration of the group insurance plan 
for all association members. According to Elmer F 
Way, manager, the association has given this thought 





ELMER F. WAY. GENERAL MANAGER OF MARKING 
DEVICE ASSN.. SIGNING DOCUMENT INAUGURATING 
NEW GROUP INSURANCE PLAN FOR M.D.A. MEMBERS 


of group insurance a good manv years’ study, and this 
plan is the final culmination of such study. 

True group insurance has never been available to 
the little operator because of the smallness of his 
group, but by writing this insurance through the 
association as a group, it is made available to even 
the smallest concern, even though it consists of only 
the proprietor himself. This is true group insurance, 
and so all of the advantages of true group insurance 
are available: namely, no age limit, no necessity for 
an examination or other evidence of insurability, and, 
of course, the rates are extremely low, due to the 
spreading of the risk over such a large group. For 
this same reason, even the larger member, who in 
the past could buy group insurance for himself, can 
usually do better under this association plan because 
of the size of the association group 

Mr. Way stated that the association is particularly 
gratified to be able to offer this insurance at this 
time because it is concrete evidence of the value of 
co-operative effort and is an excellent example of 
the type of thing that a trade association can do for 
its members 

*— ¢ 
MURPHY CHAIR APPOINTS S. J. BOOTH 

Stanley J. Booth, formerly sales manager of Harvest 
Furniture Manufacturers, has been appointed to take 
charge of the Chicago territory and Chicago office for 
the Murphy Chair Company of Owensboro, Ky 

Mr. Booth’s headquarters will be Space 938, Ameri- 
can Furniture Mart. 
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LYON 


+6 “makes Eweryone Your Customer" 


Here are 6 reasons 
why LYON is the profitable line to stock: 


Oxue Diversified Markets—probably every one of your present cus- 
tomers is a good prospective steady buyer of many LYON items. 
Moreover, a Lyon stock can attract new accounts for other 
items you sell. 















“7we Large Discount—you are assured good mark-up and profit. 


Three Easy to Sell—a merchandising and selling catalog—simplified 
pricing — unit packaging, backed by direct mail campaigns that sell. 


Four Direct-to-Dealer-Prices—buy direct from the factory at prices 
based on volume production. 


Five Factory Co-operation—a Lyon man as near as your telephone. 
Lyon District Offices and representatives in principal cities are 
responsible for serving Lyon dealers in their territories. 


Séx National Advertising—Lyon reaches buying and specifying per- 
sonnel in all markets for Steel Equipment — factories, shops, schools, 
offices, etc. Lyon is the largest user of advertising in the industry. 


MAIL THE COUPON for detailed information. 
METAL PRODUCTS, INCORPORATED 
General Offices: 328 Monroe Avenue, Aurora, Illinois 
Factories: AURORA, ILL., YORK, PA., CHICAGO HEIGHTS, ILL. 
Sold Nationally through Factory Branches and Dealers 


LYON Metal Products, Incorporated 
328 Monroe Ave., Aurora, Illinois 


Please send me information about the LYon dealership. 























NAME 










ADDRESS 











A PARTIAL LIST OF LYON PRODUCTS 


» Shelving ® Kitchen Cabinets ® Filing t ‘ es? 1: 
*® Lockers ® Display Equipment * Cabinet Benche ® Bench . 
® Wood Working Benches °* alelare Tiare Cabinets ® Folding Chairs ® Work Benche Bar } ks ® Hopper 
id Economy Locker Racks © Welding Benches ® Drawing Tables * Drawe f ° 


ye Cat 
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R. C. ALLEN BUSINESS MACHINES, INC., TO 

CONTINUE OPERATION OF WOODSTOCK PLANT 

The placid population of Woodstock, 60 miles north- 
west of Chicago’s din and rumble, is happy again, 
assured that the town’s largest industry—typewriter 
production—will remain a permanent part of the 
local economic picture. Speculation flared, of course, 
when the announcement was made recently that the 
Woodstock Typewriter Company had been purchased 
by R. C. Allen Business Machines, Inc., of Grand Rap- 
ids, Mich. But these fears were quickly put at rest by 
President Allen in a recent address to the workers 
when he told them that operations would be continued 
at Woodstock and that a new machine, known as the 
R. C. Allen typewriter, would be produced 

Heading up the new typewriter division is John T. 
Carlson, general manager, a native of Sweden and a 
man with over 15 years experience in the business 
machine field. Originally he started at the age of 15 
with the Halda Typewriter Company in Sweden; after 
coming to the United States he held several production 
and executive posts. He joined Allen in 1944 as produc- 
tion manager, and was named factory manager in 
1949 prior to his taking over full responsibility of the 
new R. C. Allen typewriter 

He is capably aided by Factory Manager Joe Schmitt 
and Office Manager Melvin Johnson, both long time 





DIRECTING THE COURSE OF THE NEW R. C. ALLEN TYPE- 

WRITER DIVISION.—Left to right: Joe Schmitt, factory man- 

ager: Melvin Johnson, office manager; John T. Carlson, gen- 
eral manager, and Jessie Leith, export co-ordinator. 


residents of the town with some 32 years experience 
Schmitt began in 1917 as an assembler, advancing 
through the posts of foreman and chief inspector to 
head up production in 1937. Three years later he was 
named factory manager, and has acted in that capac- 
ity since. Closely parallelling Schmitt’s career is that 
of Office Manager Johnson, who started in the cost 
department the same year. Three years later, in 1920, 
he became head of the department, and in 1925 was 
named office manager. Since then he has acted both 
as assistant secretary and treasurer of the former 
company 


PARTIAL VIEW OF EXTERIOR OF 
R. C. ALLEN TYPEWRITER DIVISION 
PLANT IN WOODSTOCK, ILLINOIS 
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Backbone of the typewriter export department is 
Miss Jessie Leith, a career woman with a wealth of 
knowledge in foreign relations. She has been directing 
the course of the export trade for nearly 20 years. 


A Spacious Plant, Well Equipped 
The R. C. Allen plant in Woodstock is a spacious 
one, embracing some 100,000 square feet of manufac- 
turing space. Townspeople have been making type- 





VIEW OF MAIN ASSEMBLY ROOM IN R. C. 
ALLEN TYPEWRITER PLANT, WOODSTOCK 


writers there since 1910, when the old Emerson type- 
writer plant was erected. More than 50 per cent of the 
production force has been with the company over ten 
years, while over 25 per cent can boast of typewriter 
building experience exceeding 20 years. Yet, despite 
this amazing experience record, the avarage age of the 
employees is only about 35. Employee morale is high, 
the plant-wide recreation club sponsoring such activi- 
ties as parties, dances and other events, all financed 
by proceeds of the employee-operated canteen. Mod- 
ern in every respect, the Allen plant at Woodstock 
is equipped with many thousands of dollars worth 
of machinery, including not only the familiar bat- 
tery of automatic screw machines, drill presses and 
stamping equipment, but modern die-casting machin- 
ery as well 

The new R. C. Allen typewriter will be sold through- 
out the United States and in every principal country 
of the world. A special type and keyboard department 
stocks hundreds of different kinds of letters and 
numerals, including French, Portuguese, Japanese and 
many other characters. 

—-< 

EVER READY SECURES CALENDAR RIGHTS 

The Ever Ready Calendar Manufacturing Company, 
Jersey City, N. J., recently announced that it has 
acquired rights, title and interest in the Bunch of 
Dates No.l and No. 2, Paragon and Giant Paragon, 
Dainty and Standard calendars. The acquisition of 
these widely known calendars is declared to enable 
distributors of Ever Ready calendars to furnish a desk 
calendar for any possible requirement 

<>< 
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THE BATES MANUFACTURING COMPANY 
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SANFORD INK APPOINTS KAISER 

A new sales representative, Will Kaiser, is now cov- 
ering Ohio and western New York State for Sanford 
Ink Company, Bellwood, Tl. The new appointee has 
an enthusiasm for Sanford products and methods that 
comes from experience in the home office and in the 
Chicago sales territory. 

Mr. Kaiser spent two years on active duty in the 
Army, and then returned to Presbyterian College, 











WILL KAISER 


Clinton, S. C., where he was awarded his Bachelor of 
Arts degree. During his “orientation” period with San- 
ford, he gained a first-hand knowledge of the progress 
of Sanford products from factory to consumer. 

Mr. Kaiser’s headquarters and permanent address 
will be Cleveland, Ohio, where he and his family will 
make their home. 


°—-- © 

ELKHART MAN BUYS CONSOLIDATED FIRMS 

Charles H. Wheatley of Work Office Supply Com- 
pany, Inc., Elkhart, Ind., who has owned and operated 
the Central States Office Supply Company, Union City, 
Ind., has announced that he has purchased the entire 
stock of the Work firm from the former owner, Ivan V 
Hill. The two companies have been consolidated and 
the name of Work Office Supply Company, Inc., will 
be used altogether. The name of Central States Office 
Supply Company is to be dropped entirely and the 
warehouse at Union City is being moved to Elkhart, 
where all future operations will be conducted. 

All the territory and accounts of the Central States 
Office Supply Company will be worked as in the past 
A program of expansion is being developed and addi- 
tional personnel is being maintained on the road 

°—-- © 
GLENN R. GRINDLE JOINS ART METAL 

The Art Metal Construction Company, Jamestown 
N. Y., has a new member of its sales organization in 
the person of Glenn R. Grindle 

Mr. Grindle, who has had many years of experience 











GLENN R. GRINDLE 
in the office equipment industry. joined Art Metal on 


January 15, at present acting in the capacity of special 
representative 
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DENVER DEALER MAKES $10,000 INSTALLATION 
FOR GRAYBAR ELECTRIC IN COLORADO CAPITAL 

The A. B. Hirschfeld Press of Denver are, and have 
every right to be, justly proud of their recent $10,000 
installation of Metal Office “Steelcase” furniture in 
the offices of the Graybar Electric Company in that 
city. 

The sale of this installation, handled by Paul R. 
Johnson of the Office Furniture, Inc., division of 
Hirschfeld Press, was the result of a scientific applica- 
tion of the proper desk and chair to each individual’s 
job or needs. For instance, there were eight different 
types of desks involved, as well as nine different types 


of chairs required -to fit the various employees 
properly. 

The selection and placing of desks were worked 
out with the company’s operating manager and 








MODERN OFFICE INSTALLATIONS AT GRAYBAR ELECTRIC 
CO. IN DENVER.—The installation, made by A. B. Hirschfield 
Press of Denver, featured Metal Office Furniture’s “Steelcase” 
line. Eight different types of desks and nine types of chairs 
were required. Paul Johnson handled all details. Above: 
part of Graybar general offices. Below: the sales department. 


resulted in the elimination of three desks and three 
workers’ salaries, a saving calculated to pay for the 
entire installation in one year’s time. 

Competition for the contract, reports Mr. Johnson, 
was quite heavy, and he is convinced that it was 
only the scientific planning and selection of func- 
tional furniture that swung the decision his way. 

eo 

TWO ELECTED BY IBM WORLD TRADE CORP. 

Thomas A. Kirkland, southern district sales manager 
of International Business Machines Corporation, and 
Fred M. Farwell, Washington manager, were recently 
elected vice-presidents of IBM World Trade Corpora- 
tion. 

Mr. Kirkland will be in charge of activities in the 
British Commonwealth outside Canada, with head- 
quarters in London. Mr. Farwell will represent IBM in 
South America, with headquarters in Rio de Janeiro. 
J. E. Brent, recently elected vice-president, will go to 
Paris in charge of European business 
1950 
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A sheet of spirit carbon 
is no better than its source... 


The brilliant copies—the consistent uniform quality 
you get from OLD TOWN carbons — don’t just 
happen. These fine results are but the outward evi- 
dence of designing ingenuity, engineering. know-how 


and manufacturing facilities. 


A tour through the OLD TOWN plant and labora- 
tories would show you— better than we can tell you— 
why you get the best results from OLD TOWN. 
It would show you why OLD TOWN is the world’s 
foremost maker of carbons, ribbons and duplicating 


supplies 


Master Units or Sheet Form— All Edges Sealed for Perfect Cleanliness 


‘ 
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Branch Office 


BOSTON 


ld own RIBBON & CARBON CO., INC., Brooklyn 17, N. Y. 


Ol0 Town 
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¢NO DIRTY HANDS ~~ 
¢ NO SOILED CLOTHES a 
¢ EASIER TO HANDLE —— 

¢ MORE COPIES—BETTER COPIES ~—==emm 
¢ SHARPER BRIGHTER COLORS 
¢ SPECIAL COATING SEALS THE INK IN— 


e FULL STRENGTH... Specially developed 
ink gives upwards of 600 copies. 





P SBU 
CHICAG 
MILWAUK 


World's foremost maker of duplicating supplies... 
pioneer in the chemistry of liquid process duplicating. 





For the Best Results From Any Liquid Duplicator Use OLD TOWN Duplicating Supplies 
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CUMMINS APPOINTS OLIVER F. MATSON 

Mitchell A. Kapland, general sales manager of Cum- 
mins Business Machines Corporation, Chicago, has 
announced the appointment of Oliver F. Matson as 














OLIVER S. MATSON 





sales promotion manager. Mr. Matson was formerly 
associated with R. R. Donnelley & Sons, Crane Com- 
pany, and, immediately prior to the Cummins’ appoint- 
ment, with the Leo Burnett advertising agency. 


o_o 
B. & C. INSTALLS HANDSOME NEW FRONT 

An attractive new front, in maroon and gray, which 
plays up the slogan “Better Business Equipment,” was 
recently installed by B. & C. Typewriter Company, 
Colorado Springs, Colo. 

B. & C. Typewriter Company, in addition to com- 
plete lines of typewriters, adding machines and cal- 
culating machines, maintains the Colorado resort city’s 
largest typewriter repair shop, and currently is han- 
dling service for all towns in south-central Colorado, 
south of Denver. Along with business machines, sev- 
eral additional lines have been added, such as dupli- 
cating machines, duplicating supplies, forms, inks, rib- 
bons, carbon, blank books, ledgers and other “basic” 
office supplies. 

The new front, which spells out the name in “hand- 
script” against a sign background which consists of 
contrasting strips of maroon and gray metal, has 
caught much attention, according to the management 
—RAL 


— _—_ 
MARK 50 YEARS OF BECK DUPLICATOR COMPANY 

The Beck Duplicator Company, 18 W. 18th St. New 
York, N. Y., a division of Autocopy, Inc., which cele- 
brates its fiftieth anniversary in the duplicator field 
this year, has announced that it wishes to thank its 
many dealers and stationers for their fine co-operation 
and loyalty. 

The announcement says, “During the first half of 
the twentieth century, Beck Duplicator Company has 
faithfully served the thousands of dealers and sta- 
tioners of duplicator machines and supplies for the 
stencil. liquid and gelatin processes, and will continue 
to improve and broaden its line of duplicator products 
so that it can better serve the dealers and stationers 
and warrant their continued patronage.” 


—-> 
MAVERICK-CLARKE REMODELS 

Maverick-Clarke, office furniture dealer, recently 
completed an extensive expansion and remodeling 
program in the Houston, Tex., division. 

The company has converted the second floor from 
warehouse space, into an impressive office furniture 
display room. 

The main floor was also extensively remodeled. The 
firm now occupies some 40,000 square feet of floor 
space in Houston. 

An added feature is a new parking lot in the rear 
of the store for officials, workers and customers. This 
lot measures 50x125 feet, permitting entrances to 
Maverick-Clarke from Rusk, LaBranch and Walker 
streets —JHR 
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LYON METAL PRODUCTS NAMES OFFICERS 

The board of directors of Lyon Metal Products, Inc., 
Aurora, Ill., on January 24 elected Earl D. Power chair- 
man of the board to succeed B. L. Waters, and H. B. 
Spackman was chosen president to replace Mr. Power. 

In his new capacity as chairman of the board, Mr. 
Power will continue to be the active chief executive 
officer of the company and chairman of the executive 
committee. He will also exercise direct functional 
control over several phases of company operation. 

In his new position as the president, Mr. Spackman 
will be vice-chairman of the executive committee. He 
will directly supervise the sales, production, develop- 
ment and engineering divisions of the company and 
be responsible for the proper co-ordination of the 
functions and operations of all departments. 

Mr. Power came to Lyon from the White Motor Com- 
pany of Cleveland, Ohio, in 1928. A year later he was 
made assistant general sales manager and in Septem- 
ber, 1933, was elected vice-president in charge of sales 
and administration. He became vice-president and 
general manager in 1934 and was elected a director 
of the company in 1935. Since September 1, 1940, at 
the time B. L. Waters was elected chairman of the 
board, Mr. Power has served as president of the com- 
pany. 

Mr. Spackman came to Lyon in 1937 from the United 
States Gypsum Company, of Chicago. He was elected 
a director and vice-president in charge of sales in 
1939, and in 1946 was made the executive vice-presi- 
dent of Lyon. 

With these changes in top management, the com- 
pany also announced the promotion of J. M. Olesen 
to general sales manager. Jim Olesen came to Lyon 
in 1929 from Montgomery Ward & Company. He was 
later made manager of the store fixture department, 
and since January 1, 1946, has been manager of the 
steel equipment department. As general sales manager 
he will be in charge of all sales and advertising activ- 
ities of the company. 

eet 


ADVANCED BY IBM 








Clinton A. Zollinhofer has been appointed manager of the 
metropolitan district of International Business Machines Corp.. 
The new sales district comprises the five boroughs. Mr. 
Zollinhofer has served the company in sales and managerial 
posts for 15 years. Previous to the appointment he was New 
York manager of IBM's electric accounting machine division. 
sceaaseeceaaiadincin 
SAFEGUARD STARTS TRAINING COURSES 

Safeguard Corporation, Lansdale, Pa., has started 
training courses for Safeguard checkwriter service- 
men. Young men with mechanical background are 
admitted to the factory workshop for on-the-job 
training in checkwriter servicing. While they are get- 
ting their technical training, part of the afternoon 
is devoted to classes in salesmanship. The company 
hopes in this way to give better service to Safeguard 
checkwriter users and to develop the often-hidden 
sales talents of their mechanics. Classes will be run 
whenever there is a sufficient number of applicants 
registered. 
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" Letter Size No. RIIVA 
ALSO CARRIED IN ALL 
POPULAR SIZES... 


ALPHABETICAL - MONTHLY 
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be Smead MANUFACTURING CO., INC.-HASTINGS, MINNESOTA 
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RIT GLE | The individual folder. 
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Celluloid Tabs | 
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The miscellaneous folders. 
Green Jutefibre. 


The de luxe miscellaneous folder. 
Angle insertable tabs. 
20 point Smeadfibre. 
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The right combination to open up new sales... 


a — 2 1. Highest quality in protective equipment. 








3. Most complete line in the whole field. 
3. Aggressive national advertising behind it. 


4. A protected territory for each dealer. 
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Vau It Doors Vault Doors at Fort Knox, Ky. 
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Seo the Complete 
PARKER line of VALUES! 


BOOTH NO. 33 
N.O.F.A. CONVENTION EXHIBIT 
MARCH 23-24-25 
HOTEL COMMODORE, NEW YORK, N. Y. 


=== 








STEEL 
BOOKCASE 


The Bookcase is of stand- 
ard size with disappearing 
glass front panel for clear 
visibility. Available in three 


different sectional sizes: 





H Ww D 
12" x 35%," x 12" 
15" x 353%" x 12" 
18° x 3534" x 12" 


STEEL TRANSFER FILES 
MADE IN SPECIAL SIZES 
AS REQUESTED 


HIGHER QUALITY 
Ll 


LOWER PRICES 


STORAGE — WARDROBE 
AND COMBINATION CABINETS 





& LETTER 
Steel Transfer 


FILES 


LEGAL 


























Made of heavy gauge 
steel . . . electrically 
welded construction 
and completely rein- 
forced throughout . . . 
shelves adjustable 
every two inches... 
dependable three way 
locking device. Stor- 
age cabinets measure 
72" x 36" x 18". Ward- 
robe and combination 
cabinets also available. 


° 


The all new IM- 
PROVED Parker Stee! 
Cabinet featuring 
crackle finishes in 
Green and Gray. Also 
baked-on enamel finish 
in Green-Gray or 
Grained Walnut and 
Mahogany. 


WRITE FOR YOUR LATEST CATALOG 
AND NEW DEALER PRICE LIST 


PARKER STEEL PRODUCTS, INC. 


Manufacturers of Stee! Office Equipment 


54-60 COLUMBIA ST. BROOKLYN 2, N. Y. 
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G. J. AIGNER COMPANY, 426 S. CLINTON ST., CHI. 
CAGO, ILL.—To help promote the sale of Aico products, the 
G. J. Aigner Company has published a new catalog illustrating 
the complete line of indexes and cellulose specialties. Included 
are the new tabbed sheet protectors which serve both as an in- 
dexes and sheet protectors. As many copies of the new catalog as 
dealers request will be furnished by the company, which also 
makes special indexes and cellulose items. 


AMERICAN AUTOMATIC TYPEWRITER COMPANY, 
614 N. CARPENTER ST., CHICAGO 7, ILL.—A six-page 
booklet describes the new dual-selector Auto-typist, Model 5060, 
The booklet includes many applications for industries and 
professions, showing how Auto-typist letters are completely 
personal, and gives a comprehensive cost analysis. Diagram. 
matic drawings illustrate the simplified operation of the 
machine. Free copies can be secured from the company at the 
above address. 
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NEW BROWNE-MORSE CATALOG No. 50 


(Story appeared on page 10, February issue) 


HERRING-HALL-MARVIN SAFE COMPANY, HAMIL- 
TON, OHIO—A new combined catalog and consumer price 
list, featuring natural rotary record files that use ordinary card 
records on any grade of paper without punching or any other 
special preparation, has just been released by the company. 
This handy product reference source is prepared in loose 
leaf form, size 11 x 8'2, attractively bound. All product 
data and identifying illustrations are condensed in the first 
eight pages. Consumer price schedules for all zones are shown 
on pages nine and ten. New principles for alphabetically 
guiding records-in-motion, as required in rotary filing, are 
featured. A copy of this catalog and consumer price list can 
be secured by addressine Donald Bonhaus, systems division 
manager, at the above address. 


THE HEYER CORPORATION, 1850 KOSTNER AVE. 
CHICAGO 23, ILL.—The new Catalog 50 is accompanied by 
a dealers’ discount sheet, effective February 1. This catalog, 
with beautiful illustrations and conveniently-arranged text and 
headings, is provided with or without a laminated cover. The 
simple cover can be imprinted for dealers. New developments 
in the Heyer line are detailed, including the introduction of 
three lines of paper, designed for special duplicating processes. 


IDEAL SCHOOL SUPPLY COMPANY, 8312 S. BIRK- 
HOFF AVE., CHICAGO 20, ILL.—A new illustrated folder 
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WHY THIS 





BEAUTIFUL FURNITURE 


will stay beautiful... 



















Thomas furniture group in lounge of Meriden Theatre, Meriden, Conn. 
Covered with blue Kalistron. 


Because this handsome Thomas furniture is upholstered in 
prize-winning* Kalistron, it will be as beautiful years from today! 
For Kalistron is the new, unique plastic material that 

color is fused to the underside 


doesn’t show wear. Its glowing 


d of clear vinyl sheeting that guards it from surface abrasion 


resists scratching, scuffing, soiling. 


[homas’ fine workmanship and styling combines with Kalistron’s 

n enduring beauty to make quality office furniture that sells 

re faster—and brings customers back for more. Send for 

detailed information today—and learn why more and more dealers 
are turning to Thomas! 


*Winner of latest Modern 
Plastics Award for furniture 

and interior decorating 
d material. 





* 


il FURNITURE COMPANY HIGH POINT, NORTH CAROLINA 
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Ba 
Ca 
Every alert buyer of office papers knows 
there is no finer bargain than merchandise 
assuring complete customer satisfaction and 
repeat business. That is the fundamental _ 
reason why so many buyers select 
Rockwell-Barnes Ruled Pads. 

Yes, you will find that R-B Ruled Pads i 
are manufactured to the same high Aug 
standards which have characterized 
Rockwell-Barnes products for nearly half a 
century. Whatever your needs—legal ruled Sok 
pads, ruled memorandum pads, quad-ruled 
pads, column-ruled statistical pads—you can 
depend on R-B Ruled Pads to provide just 
what vou and your customers want. Write or 
wire today for complete details and samples == 
of Rockwell-Barnes Ruled Pads. GC 

Pitr 
Specialists to the Stationer since 1903 
OFF 
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has been prepared on the new Ingento quality trimmer. Com- 
plete details concerning the operation of this product are in- 
cluded in the piece of sales literature. 


IMPERIAL DESK COMPANY, EVANSVILLE 7, IND.— 
4 new catalog with detailed specifications and illustrations of 
ts modern wood desks has just been issued by this firm. IIlus- 


erated are desks in the Wiltshire Modern, Windsor and Com- 
nerce lines Also described are the 100-M series office desks 
r school superintendents and principals. 


MASTER-CRAFT CORPORATION, DIVISION OF THE 
SHAW-WALKER COMPANY, KALAMAZOO, MICH.—An 
elaborate catalog, No. 478, comprising six sections im an attrac- 
tively-bound brochure, was recently issued to the trade. These 
mplete illustrations and specifications for loose 
ndexes, loose leaf forms, visible records, made- 
nd indexes, and other Master-Craft products. 


sections carry cé 
eaf binders and 


to orde r binde rs 


REMINGTON RAND, INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A new booklet on the advantages of pros- 
pect control has just been published by this company. Em- 
phasizing that “today’s prospects are tomorrow’s profits,” the 
booklet describes two modern record systems designed to keep 
control of sales development. The two 
systems outlined are Prospect Development and Service Follow- 
Up Visible Record System, both designed to help management 
develop, direct and concentrate sales effort.”” The booklet, 


management in close 














™ KD 539. may obtained at the above address or at any 
Remington Rand branch office. 

THE WEIS MANUFACTURING COMPANY, MONROE, 
MICH.—A new Price List A, effective January 23, has been 
ssued, covering the Weis line of filing supplies, filing equip- 
ment and stationery specialties. This price list shows no per- 
entage change down. This completely illustrated cata- 
og, with specifications, is accomplished by a letter to dealers, 
pointing our 1 developments in the Weis line. 

Baltimor F nm W s Catalogs—The Of { MW Redw ‘ 

eu is r 
I r Amy 
atalogs, Price Lists Wanted by Kansas City, Kans., Firm The Ros: 
hwest B h City Kans plar 
New Firm War Catalogs, Price Quotations— > W Carter Box 
‘ plet ! é | nt I Ip} 
‘ 4 a | La ‘ 
ressed Vir 
Osio Manufacturer Wants U.S. Representatives—L. Ju Anderse h 
i) \ twonewriter ribbbor ’ 
, aft , 
5 Agencie “ ed by Switzerland Firm—Corema S&S. A. | 
r 
fr 
CORPORATION REPORTS AND 
Pitney-Bowes. Ir amford, Conn ‘ t gular 4 
‘ f Fe 
4 er 
‘ 
“e a 
a 4 erly pa 
r ne piar I 
ximately $237 ,0 
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your customers 
are looking for! 





Comfort’s the main idea in any 
swivel chair. And when you can 
prove to a customer that you're 
supplying the tops in swivel-chair 
comfort you've made a sale! 
You've got that proof in 


Over 1,000,000 
in use! 











. the “‘heart”’ of top-quality swivel 

chairs . Bassick’s revolutionary de- 
vice for controlling the tilting and swivelling 
which is all-important to seating comfort 

In Flo-Tilt, the method of encasing rubber un 
der extreme hydraulic pressure in a steel sleeve 
has been scientifically dev eloped to provide 
smoother control of the tilting movement. This 
eliminates two disadvantages — bulky springs 
and the need for lubrication — while assuring 
neater appearance, greater safety and maximum 
comfort. 

Ask for “‘Bassick Filo-Ti/t’’ controls on the 
chairs you sell and take advantage of this im- 
portant sales feature 

Your customers are learning to “look under the 
seat for Flo-Ti/t’’ through nation-wide advertis- 
ing in The SATURDAY EVENING POST. Be 
ready for them! THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of Stewart-W arnerCorp. 
In Canada: BASSICK DIVISION, 
Stewart- Warner-Alemite Corp., 






Ltd., Belleville, Ontario. a 
‘ 

\ ~ 
Your customers ~ % ‘ 






Like comfort best. 
Fio-Tilt always 
Meets the test! 











NONE 
CAN 


COMPARE | 





QUALITY 
ECONOMY 
EFFICIENCY 


LIBERTY BOXES) LEAD THE FIELD 


























Sitace 1918 





More than 89,000 satisfied users 
testify to the LIBERTY Box posi- 
tion as the leader for the storage 
of INACTIVE RECORDS. When 
concerns like Western Electric— 
General Motors—U. S. Gypsum— 
Zenith Radio—Chicago and North- 
western RR repeat their orders for 
LIBERTY Boxes year after year, 
there must be good reasons. If you 
are not stocking and selling this 
quality product—this large volume 
repeat item—we invite you to 
write today for our latest Catalog 
and complete details. 


Our dealers are backed by national 
business paper advertising and 
many FREE selling helps. Write us 
TODAY. 


BANKERS BOX COMPANY 
720 SOUTH DEARBORN STREET 


CHICAGO 5, ILLINOIS 
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NEW EQUIPMENT, DEVICES & SUPPLIES 
(Continued from page 58) 


the Underwriters’ Laboratories, Inc. Manufacturer is 
Kisco Company, Inc., 2400-40 DeKalb St., St. Louis 
4, Mo 


MIM-E-O STATIONERY RACK 


A new stationery rack just introduced to the market 
comes in gray Hammerloid finish to match the finish 
of modern desks. Of all-steel construction, the 3'- 
pound rack is 11% inches wide, 10% inches high and 


four inches deep. It has four compartments 114 inches | 


deep designed to hold standard size correspondence 
paper, envelopes, message pads, order blanks and nu- 
merous other paper forms needed at business desks. 
Two holes are provided for hanging the rack on the 
wall and rubber feet are securely eyeletted to the under 
base to prevent scratching or marring furniture. The 
rack lists at $2.75. 

Further information may be obtained by writing 
the manufacturer, Mim-E-O Stencil Files Company, 
2819 W. Belmont Ave., Chicago 18, III. 


FINE-REST ALUMINUM CHAIR 





The Fine-Rest chair No. ST-3300-S here illustrated 
is one of a number of new aluminum chairs to be 
announced to the trade in the coming months. Molded 
foam rubber cushioning in the back and seat, plus No- 
Sag springs, is declared to provide seating comfort. This 
model. designed to take a maximum of abuse, is said 
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101 reasons 


iS imitated 





why 
WORLD’S FINEST AIR CIRCULATOR 


Deep penetration of oirstream to every 26 Se ee 51 Deep pitched biodes 
1 corner every cooling need ond purpose propeller move more o 
ond noite 


High velocity airstream with greoter 27 ee Me Oe 
2 cooling power performance that connot b- 
Freedom trom drafts and disturbing 28 
3 gusts - regordiess ~- 
4 Quiet operation — weble in any a9 Yorn 
locotion 
5 a 
adorns the finest setting 


6 Complete dependability under the 
severe operating conditions 


Bt 
sh 
>~ 
id 
PS 
-e 
]- 
) 
1e Bec. hiv. 
or 14 its good 
> Eosy mount 
16 Finger-towch swives 
directs airstream whe 


set Vornado down 
, > bie speeds ofto: med with min 
finger touch tor 


s rough choke co! 


eo ee 
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NOW! THE )/otmade- 


TURNABOUT Pelli d » *, 
CASEMENT WINDOW FAN ri’. fbi cay 
On Users ith _ 


DESIGNED AT YOUR REQUEST to cover the huge, 











untapped market of homes, apartments, hotels, 
offices and stores with casement window's. —__ 
ls \ Easy to move Fan heod tilts 
; ir —the perfect j ot ony angle 
FITS INSTANTLY almost any casement window. fa) portable room TA) 10 pet cir 
° . cooler an . streom wher 
od No tools, no work required to install . . . and YL ain F 4 ever wented 
e . : } , eeetue 
. enjoy better cooling through Vornado’s exclusive ,, vB yp 
' 
te high velocity, deep penetration, better circulation. ter flexible if © finger touch 
)- ° performance for inteke or Pend 
: doy and night exhous! action i 
Us 





™ A PRODUCT OF THE O. A. SUTTON CORPORATION ° WICHITA, KANSAS 
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TRADE MARK 
WOOD SHELVING 
NO NAILS! 












Patented 
Locking Brackets 
factory applied 


NO SCREWS! 
All parts precision 
cut—ready 
to assemble 


SETS UP 
WITHOUT 
TOOLS! 


Completely 
packaged. 
Easy to Stock. 
No “Servicing” 
needed. 


LIBERTY PREFAB WOOD SHELVING was designed 
with the stationer in mind. An ideal, easy to stock, 
easy to sell product that adds new profits. Its uses 
are unlimited — Office, Home, School and Factory 
need and use Liberty PREFAB WOOD SHELV- 
ING. National advertising promotion through 
leading business publications creates new de- 
mands and sales potentials. Display and sell 
Liberty PREFAB WOOD SHELVING. It will open 
a whole new market for you. 


Write today for complete details, catalog, circular, 
prices and dealer discount. 


BANKERS BOX COMPANY 


Stace 1918 
720 South Dearborn Street Chicago 5, Ill. 
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to be ideally suited for institutional use in hotels, 
cafeterias and lodges. The manufacturer is Aluminum 
Seating Corporation, Akron 8, Ohio 


DENSIWOOD PROCESS 





GREMLINS EXPERIENCE LITTLE OR NO SUCCESS 
IN EFFORTS TO DENT OR SPLINTER DENSIWOOD 


o 





SECTION OF DENSIWOOD CORNER POST.—A. Normal 
desk post before treatment. B. The same post after plasti- 
cization. C. Round corner obtained by application of pres- 
sure and heat. D. Veneer corner glued after densification. 


Claimed to provide snag-proof desk posts, dent- 
proof edge bindings and mar-proof chair bases in the 
manufacture of wood furniture, DensiwooD is a copy- 
righted process now being used by a number of furni- 
ture manufacturers in densifying certain exposed 
components of their various lines. These include the 
Leopold Company, Company of Master Craftsmen, Li- 
brary Bureau Division of Remington Rand, Gunn Fur- 
niture Company, Jasper Office Furniture Company, 
Hoosier Desk Company, Imperial Desk Company, The 
Globe-Wernicke Co., and L. & E. Emanuel, Inc. 

In DensiwooD furniture components, the density of 
the wood itself in certain sections or areas has been 
increased by a unique patented process which causes 
the lignin of the wood to momentarily release its grip 
on the cellulose fibres. Application of heat and pres- 
sure remakes the wood in these areas into a more 
dense and hard structure, so as to render wood im- 
pervious to abnormal impact and mar. This densify- 
ing action can be so controlled that the degree of 
hardness can be varied with the degree of abuse to 
which the particular area is subject. It permits sub- 
sequent staining and finishing in the normal way. 

The first developments in this process were directed 
toward the desk posts immediately adjacent to the 
knee-hole in standard office desks. Unprocessed desk 
posts were easily bruised, dented and splintered when 
pushing an empty chair into the knee-hole and such 
rough spots were an ever present menace to nylons. 

The man behind the new process is C. B. Lundstrom 
of Herkimer, N. Y., an engineering graduate who has 
spent many years in the desk manufacturing business 
1950 
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and who organized Lundstrom Laboratories, Inc., P. O. 
Box 150, Little Falls, N. Y., to serve the wood office 
furniture makers. 


“DICTEX” MAGNETIC DICTATING UNIT 


MARKING PENCIL 
that writes on 





Magnetic recording on wide, non-inflammable plas- 
tic belts is one of the main features of the new Dictex 
machine. Weighing only 8% pounds and occupying 
a desk area of only 5 x 8 inches, the unit is readily 
portable 

A small bell warns when the belt is approaching 
the end, thus allowing the completion of another 
whole sentence. A push button is used for dictating 





’ 
LISTO S Fast Turn-over means while a foot pedal is used in transcribing. Thus it 
is possible for one machine to handle the complete 
a Small Investment, low dictating and transcribing process. The changing of 


of the belt puts the automatic synchronizer into oper- 
ation and is said to assure positive tracking 

Low cost magnetic belts can be used innumerable 
times, due to the erasure feature, and are said not to 
require processing or reconditioning. In common with 
other dictating machines, the Dictex has a back spacer, 
a letter length gauge, belts which can be mailed in 
standard business envelopes and the means to play- 
back through the microphone while dictating. 

Accessories, furnished with the unit include a micro- 
phone, headset, foot operated switch and a line cord. 
A soft speaker and roller table are available as op- 
tional equipment. The standard machine operates on 
117 volts, 60 cycle current. It is also available in 6 
volt for automobiles, 28 velts for airplanes or other 
special voltages and frequencies for export. Dictex is 
made by Keogh Manufacturing Company, Chicago, 
and distributed in the United States and throughout 
the world by Folco Products Company, 2105 E. 7ist St.., 
Chicago 49, Ill 


Inventory and Bigger 
NET PROFITS for you! 


“LISTO sells like hot-cakes!”’ enthusiastic- 
ally report dealers everywhere. “The only 
marking pencil we need; everybody prefers 
LISTO!” 

LISTO is the best-advertised, biggest- 
selling marking pencil in the world. 
National magazines, as well as leading 
trade publications tell the LISTO story... 
over and over again...to millions of 
readers who are users of marking pencils. 

Cash in on this overwhelming popularity. 
Feature LISTO Marking Pencils exclusively! 


EXTRA HEAVY 
Ph temo! §=LEADS THAT DON’T 
FALL OuT! 


MAYFAIR CANTILEVER CASH BOX 





Only LISTO has the patented 
“Grip Type Sleeve” that grips 
the entire length of the lead. 
Prevents breakage and the leads 
do not fall out! 
IN 6 COLORS 

RED BLUE GREEN BROWN 
YELLOW BLACK ew88r 





An EXTRA sleeve in 


every box of leads! 





LISTO PENCIL CORPORATION, Alameda, Calif. q se 
The Mayfair C-30 cash box, said to be the first since 


LISTO PRODUCTS LTD. Vancouver B. a Canada the war with cantilever mechanism for raising the 
. - d F tfay as the lid is opened, has just been announced. Of 
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BOORUM «PEA 
MANIFOLD £ 


ALL TYPES NOW ON HAND, READY FOR PROMPT DELIVERY TO YOU. 
THESE POPULAR, FAST SELLING MANIFOLD BOOKS ARE ALWAYS IN 
DEMAND BY YOUR CUSTOMERS. THE BOORUM & PEASE LINE CONSISTS OF 
THE FOLLOWING AND MANY OTHERS: ay 


—— 
—~. . 
et al 


——e ee oe 








SALESMEN’S MANIFOLD ORDER BOOKS 
Duplicate and triplicate forms—durable covers of 


press board—good grade paper. 


MANIFOLD CORRESPONDENCE BOOK 


The salesman’s constant companion. 


MANIFOLD MONEY RECEIPT BOOKS 
Lithographed on heavy white bond paper, duplicate 


on canary bond paper. 


Consult Catalog 49, pages 205 to 209 inclusive, where 
you will find many sizes and forms listed, such as: 


SALESMEN'S ORDER BOOKS REMITTANCE BLANKS 
CORRESPONDENCE BOOKS BILL HEADS 
WEIGHERS' SCALE BOOKS MONEY RECEIPTS 
PACKAGE RECEIPTS RENT RECEIPTS, ETC. 


CONSULT YOUR B&P SALESMAN TODAY OR VISIT 
OUR SALES OFFICES... PROMPT DELIVERY ASSURED 








Standard 

i, 

— oorum Mease 
Product 





General Offices: 84 Hudson Ave., Brooklyn 1, N.Y. 
Boston 10: 80 Summer St. * St. Lowis 2: 115 So. 8th St. © Chicago 7: 310 W. Polk St. 
New York City Salesroom: 349 Broadway, New York 13 
Chicege Salesroom: 1519 Merchandise Mart Plaza, Chicago 54 
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Insist. . 


That the Furniture that You Buy or Sell 


i MODERN 


in CONSTRUCTION as well as DESIGN 


Insist. . 


That all Vital Exposed Components of your Commercial 
Furniture are Made Impervious € € 


to Abuse by the Use of DensiwooD’”’ 


DENSIFIED WOOD FURNITURE COMPONENTS 


MARS, 
DENTS 
AND 

SPLINTERS 

NOW 

UNNECESSARY 
ON FINE 

FURNITURE 





[ey y 
=, | 
_ - 
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winery 
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to 
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"Providing the Durability of Steel... to the Warmth and Beauty of Wood" 


The tendency to mar I n inherent cha t \ When used ir x 
tremely hard wear, as in nstit ns tl te! even re apparent we 
process, resulting in a * ' EN See 

“DensiwooD”* cannot mar 
it completely eliminate 
can't snag the sheere 

FINE FURNITURE CAN NOW BE MADE IMPERVIOUS TO ABUSE. 

It is now possible to fur cold, fun 11 met 
“DensiwooD”* provides lastir rability to the charm and beauty of the finer furniture created by 

WRITE TO-DAY for infor n as t you can be ire that the furniture you buy or sel tstanding 
modern improvement. We v y give you the name the re progressive manufacturers wl! ire in a position to 


supply you, on request, wit! 
ON THE BEST—-DEMANI 


LUNDSTROM LABORATORIES, INC., Little Falls, New York 


Processing Plant: 137 W. Smith Street. Herkimer. New York 
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the box has seamless construction, bottom 


h wt ? 
heavy steel 


and sides being stamped in one piece. The lid has a 
carrying handle. The box comes with a lock and two 
keys and the sectional tray is removable. Measuring 
1034 inches long, 7% inches wide and 4% inches deep, 
the box has a lustrous metallic finish. Shipping weight 
is 60 pounds per dozen, the minimum shipping unit 


being one-half dozen. The C-31 cash box is identical 
with the fore-going, except that it is available without 
tray and has a shipping weight of 48 pounds per 
dozen. The C-30 lists at $3.50, the C-31 at $3.00 with- 
out tray 

Additional information may be obtained by com- 
municating with the Mayfair Company, 315 N. Des- 
plaines St., Chicago, Ill 


ROTODEX ROTARY CARD INDEX 





























| 
M 2V BETTER & BETTER! Complete moderni- 
zation of manufacturing facilities at 
M & V promises you products that will 
be better than ever . . . products that 
will further M & V leadership in the 
. field of business machine supplies. 
Just placed on the market is a new rotary index 
the Rotodex rotating desk-top file. A spinning file, 
alphabetically and datically indexed, the new prod- 
ict is said to occupy less space than the telephone. 
All cards are specially slotted to slip on or off easily M.V BIGGER & BIGGER! New items now 
The Rotode x, c mplete with cards and guides, retails being considered for the M & V line will 
co aa give you a market bigger than ever ... 
a market that will mean more cus- 
tomers and more sales for you! 
MEMO-ROLL DESK ITEM 
yr M 2V MORE & MORE! New dealer and dis- 
— tributor helps from M & V will make 
your merchandising more effective 
than ever ... will promote and 
strengthen your competitive position 
in the office supplies field. 
The Me Roll desk memorandum item now carries MITTAG & VOLGER, INC. 
a convenient pencil holder centered in the roll of refill- Fine Carbon Papers and Inked Ribbons Since 1881 
able regul 1dding machine paper. The improved a ieneaceientaien 
levice of all-steel cons tic S ished in either . 
ray ol ee! Rowweeict ene "haa a hee Park Ridge, New Jersey 
ishior ipports to protect desks. Dimensions of the 
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Makes Points 


ONLY 
For Esterbrook Pens : 


No other pen of ANY type is equipped | ° 
with points made by Esterbrook and 


every Esterbrook point bears our name 


Renew-Point Fountain Pens and 
Fountain Pen Desk Sets 
Dip-Less Desk Sets 

Steel Pens 


Drawing and Lettering Pens n 


e st 


THE ESTERBROOK PEN COMPANY, CAMDEN, NEW JERSEY 


In Canada: The Brown Brothers, Ltd., Toronto 
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Memo-Roll 33/16 inches wide and 9% inches long. 
Retailing for $1.25, the device is available from Gran 
Adell Manufacturing Company, 1846 W. Belmont Ave., 
Chicago, a firm which is now under the general man- 
t of Erwin Heinrich 


,wemel 


PHO-NOTE PAD 


2 





A new memo pad device, the Pho-Note, consists of 

flat steel bed into which any type of cradle phone 
an be accommodated and fastened. The roll of paper 

housed in the rear of this bed while a 5x5-inch 
vriting pad onnected with the base of the tele- 
phone. The gently sloping surface of this pad is fed 
by the paper rolled from the rear of the bed, under 
the telephone, and up. AS memos are usually made 
in connecti vith telephone calls the object of Pho- 
Note is to make the paper and pencil a part of the 
telephone itself so there will be no occasion for delay 
in transcribing a message. The manufacturer is A 
& J. Machine Engineering Company, Inc., 2033 W 
Beach 13, Calif 


ABKO STEEL UTILITY DESK 


om 





4 new steel utility desk for small offices, reception- 
ists, studs ind showrooms has recently been an- 
uneced. The desk, 40 inches wide, 29% inches high 

1 16 inches deep, is made of heavy-gauge steel, elec- 
rically v ed throughout. Four spacious drawers for 
stationery fice supplies are provided. A locking 
storage ul ith two adjustable shelves, giving a 
three ympartment space for books or printed mat- 
ter, is al feature of the desk. The desk is finished 
I hoice ffice green, walnut or gray hammertone 
The desk t at $24.95 f.o.b. factory, and are in- 
Vidually ked for shipment in air cushioned car- 
C e details may be obtained by writing 


OFFICE APPLIANCES, March, 1950 





HANO Forms 


are Easter 


Gecause They re 
BETTER Working 
BETTER Looking 


ELL Hano Autographic Register Forms 
and Registers . . . your customers will 
appreciate their better appearance and per- 


formance. 


You'll profit, not only from the first sale, but 
from repeat orders from satisfied customers. 












Hano Forms are sold 
under YOUR name, 
shipped underYOUR 
labels and billed to 
YOU. You'll find 
them a real profit 
item for your com- 


pany. 


Southern, Western 
and Mid-western 
dealers wanted. Write 
today for all the de- 
tails. 





Philip HANO Co. 


INCORPORATED 


HOLYOKE 
MASSACHUSETTS 















your Selling with 













































Style-Master 
EXECUTIVE LINE 
in Neutra-Tone Gray 
Style-Master | 
ASSOCIATE LINE 7s 
in Neutra-Tone Gray | 
Flat Top I Secre E r Type = 
' 
Style-Master | 
DEPARTMENTAL LINE | 
(Island Base) 
in Neutra-Tone Gray | 
Flat Top Desk Secretarial Desk Stowaway Type _ 
Style-Master 
DEPARTMENTAL LINE 
(Leg Style) 
in Neutra-Tone Gray 














* Pictured here are only a few of the items available in each line. 45 basic desk 
models, with many optional pedestal changes, give you the advantage of 
selling models and sizes of desks exactly fitting all customer requirements. 
“Y and E” further backs your selling with complete quality lines of steel 
Upright Cabinets... Counter High Units ...Card Cabinets ... Machine 
Posting Trays... Sorters... Desk Trays... Accessory Equipment. 


t 
f 


March, 1950 
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_4 Truly Complete ‘Desk Lines 















































i —— 
lf 
Directors’ Table Executive File Telephone Stand Bookcase 
a 
ne Desk Fixed Bed Typewriter Desk Single Pedestal Desk Table with Panel Ends 
Calculat Machine Desk Fixed Bed Typewriter Desk Single Pedestal Desk Table—Leg Style 
esk Single Pedestal Desk Table Leg Style 
ee 
Also Makers of Quality Filing Systems and Supplies 
ons The Franchise that means 
Quality Merchandise” may 
be open in your community 
Inquiries are invited. 
YAWMAN 4»? FRBE MFG.(O. 
1015 JAY STREET - ROCHESTER 3,N. Y., U. S. A. 
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AM@RICAN 


NUMB@KING*MAC RING@Z 


For All Special Requirements 


3 MOVEMENT—5 MOVEMENT 
—9 MOVEMENT—LEVER 
MOVEMENT—LEVER NUMBER- 
ING MACHINES—CARBON 
COPY NUMBERING MACHINES 
—HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
MARKERS—SPEED SET LOT & 
PIECE NUMBERERS—SPEED SET 
YARDAGE MACHINES — SPE 
CIAL MACHINES ON PLAT. 
FORMS. 


6 oD 4 3 Z 1 Please give full details and 


Ceorene Cugeasiten mention reference numbers 
shown below on special requirements. Write for 
latest folders describing all models. 





Ref. 


° 12345 
654321 
654321 


1,234,567 
04321 


12345 
12345 


~VM17162A 
10-123-456 
—>54321*% 
CREDIT 54321§& 
3456 BRANCH 1 235 
654 1234 


A G)G ‘ rs) 
LEAZ345 


123456 


123456 
123456 
123456 
123456 
123456 


123456 
123456 
123456 




















Ref. 
201 


202 
203 
204 


FIVE SIX SEVENEIGHT 


4) 2)31415 
JAN 25 1945 12345 











AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN 8, N.Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 


the maker, Abko Products Company, 1631 63rd St. 


Brooklyn 4, N. Y. 


NEW BROWNE-MORSE PLASTITE DESK TOP 


(Story appeared on page 58, February issue) 


ART METAL ALUMINUM POSTURE CHAIRS 


¢ 


The Art Metal Construction Company has an- 
nounced the addition of three new chairs—an execu- 
tive posture chair, a companion arm chair for the 
executive posture chair and a clerical posture chair 
with arms—to its constantly growing line of aluminum 
office chairs. 

The new Art Metal aluminum executive posture 
chair, Style No. 705, features the exclusive Art Metal 
“Tilt-Action” seat, which permits the user’s feet to 
remain comfortably at rest on the floor when leaning 
back, thus assuring continued circulation through 
avoidance of constricting pressure. The No. 705 is 
fully adjustable to the personal comfort requirements 
of the indivdual user by means of four easy controls 
for correct height of seat, back, angle of back support 
and proper tension of back. 

The seat, back and arms of the new chair are gen- 
erously cushioned with full molded foam latex rub- 
ber. The seat cushion is 45g” thick, and overlays a 
no-sag spring construction, which provides maximum 
comfort with permanent resiliency. The back cushion 
is contour-fashioned horizontally and vertically to 
provide full support in all sitting positions, and is 
applied over a contour-shaped back pan. The special- 
ly-designed arm rests are extended to full length for 
added comfort. A wide choice of upholstery fabrics 
and leather coverings are available in a variety of 
colors and weaves. 

The No. 706 arm chair, a companion chair for the 
No. 705 executive posture chair, also has a no-sag 


1950 
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IT STAPLES...TACKS...DOES 50 JOBS! 


Cashes in on the trend toward home, school, store, travel 
use for staplers. Does a man-sized job wherever materials 
are to be held together! 


Quality engineered in the Swingline manner of chrome 
finished steel with durable Tenite top, ‘‘Tot 50’ is no mere 
gadget. With amazing finger-touch leverage, it WORKS un- 
failingly, fastening up to 20 sheets of paper. 


loads a strip of 50 Genuine “‘Tot 50” Staples with the famed 
Swingline Open Channel for split-second loading. Refills 
(packed 1000 in box, 25¢) arc another source of repeat 
profit and increased store traffic for you! 


In 2-tone 
Plastic Gift 
Box for Purse 


and Pocket 


Dramatic, new, sales-making invention... 
Stimulates business...Creates more profit! 


4 


Complete kit 
¢ with 1,000 
Genuine ‘Tot 
50’ Staples 


Excise tax included 





we 
. ete 
4 


MORE THAN A STAPLER, IT’S A BUSINESS-BUILDER! 


ADVERTISED PUBLICIZED TO MILLIONS! 


Featured as a trade, consumer and premium sensation in 
national business and consumer magazines and newspapers! 
Displayed in dynamic self-selling store merchandisers! 
Announced with striking window streamers and local ads! 
“Tot 50” will be the most vigorously promoted stapling kit 


ever produced! 


“Tot 50” will become talked about, wanted, and sold to all 
old customers and countless new ones who otherwise may 
never come into your store — yielding new profits on its own 


sale, developing business on all other merchandise you carry 


ANTICIPATE YOUR NEEDS—PLACE YOUR ORDER—USE THE PROMOTION! 


Place your order for ‘Tot 50” kits 


in display cartons and counter displays of 12 each 


and the new 1000 


packs of “Tot 50” staples together with all promotion materials Orders given priority shipment elaaelae lias] 


to date received. So don’t delay — start cashing in on the extra business this product will create! 


=z SPEED PRODUCTS COMPANY, INC 


LONG ISLAND CITY 1, N. Y 














COMPLETE CATALOG 7 


Availablee 


Bigger ... Better. . 

New limes added .. . 
Showing the most com- 
plete line of MARK- 
ING DEVICES and 
SUPPLIES we have 


ever offered. 
Write fora 
copy on your 
letterhead 








MARKING DEVICES 


F EVERY DESCRIPTION 


Pe . 
DomESTIC & EXPORT TRADE 
A MPLETE LINE 
FOR EVERY PURPOSE 














Line Daters and Numberers, Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Rubber Type Sets, Sign Markers, 
Brass and Fibre Checks, Corrugated Box 


Dies, Badges, etc. 


ConsoupaTed STAMP Mes. Co., Ine. 


MAIN OFFICE AND EXPORT DEPT. 


44 WARREN STREET, NEW YORK 7, N. Y. 
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spring seat foundation. Back, seat and arm cushions 
are generously proportioned full-fashioned molded 
foam latex 


The No. 706 chair is available in the same wide 
range of matching upholstery coverings as the No, 
705. 

The No. 707B has the exclusive Art Metal “Tilt-9 


Action” seat and “Live-Action” back, and is fully ad-* 
justable to the comfort requirements of the individual]? 


user. The new 707B Art Metal clerical posture chair 
with arms combines the complete utility of the clerical] 
posture chair with the added comfort features of the 
arm chair. It is an ideal chair for the junior execu- 
tive. 

Complete information is available from the makers, 
Art Metal Construction Company, Jamestown, N. Y. 

————o-P-o 

MAKE PLANS FOR “BRAND NAMES DAY—1950” 

George Fotis, director of sales promotion, Remington 
Rand, Inc., has been named to the seven-man commit- 
tee planning “Brand Names Day—1950,” it was an- 
nounced by Donald B. Douglas, vice-president of the 
Quaker Oats Company, Chicago, and chairman of the 
board of Brand Names Foundation, Inc. Scheduled for 
April 5, at the Waldorf-Astoria, this year’s “Brand 
Names Day” will be the fifth all-day conference on 
brand and advertising themes to be sponsored by 
B.N.F. It will be held in connection with the founda- 
tion’s annual meeting of members and the election of 
new officers and directors. 

Six other executives in the field of advertising, sales 
promotion and merchandising who will serve with Mr. 
Fotis are H. James Gediman, committee chairman, and 
regional manager of Hearst Newspapers, Inc.; Ivor 
Kenway, vice-president, American Broadcasting Com- 
pany, Inc.; Harry B. Carpenter, vice-president, Young 
& Rubicam, Inc.; Albert L. Morse, vice-president, 
Goodall-Sanford, Inc.; H. Ford Perine, director of 
merchandising, Time, Inc., and John W. Hubbell, vice- 
president, Simmons Company. Mr. Hubbell is chairman 
of the Foundation’s executive committee 

“Brand Names Day—1950” will see the foundation 
attempt one of its most ambitious programs, according 


| to Mr. Douglas. Following the morning meetings which 


| marks” to millions. 


will be devoted to foundation business, more than 1,000 
executives are expected to gather at luncheon in the 
Waldorf’s Grand Ballroom to hear an address by an 
internationally known speaker. Entertainment at the 
luncheon will feature famous names of stage, screen 
and radio, whose songs and comedy are familar “trade- 
The foundation will also present 
a limited number of “Certificates of Public Service” to 


| manufacturers’ brand names which have served con- 


sumers as guides to buying for 50 consecutive years 
or more. 

The afternoon session of “Brand Names Day—1950” 
will be highlighted by a round-table discussion on the 


| impact of brand names and advertising on different 
groups in American society. Members of the panel will | 


include leading figures in the retail, wholesale, sales 
and production fields, and representatives will be pres- 
ent to discuss the consumer’s point of view. The names 


of all participants will be announced shortly, according | 


Brand Names committee chairman 
—--< 
MORRISON IS APPOINTED COMPTROLLER FOR 
IBM WORLD TRADE CORPORATION 
George M. Morrison, Toronto chartered accountant, 
was recently appointed comptroller of International 
Business Machines World Trade Corporation with 
headquarters in New York, N. Y. Effective March 1, he 
will be in charge of the financial and accounting activ- 
ities of the corporation, newly-formed to take over all 
operations of IBM in 42 countries outside of the United 
States and including Canada. He is 36, a native of 
Toronto and served with Hudson's Bay Company in 
Winnipeg. In 1940 he became assistant financial su- 
perintendent of the Department of National Defense 
for Air, and in 1943 joined the R.C.A.F.—RC 


to Mr. Gediman, 
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the 








l. exclusive 
MIRACLE TAB 


sets and clears tab stops 


from keyboard with a 
flick of the finger. 








2. exclusive 


r CPAaASOTIS SIMPLIFIED RIBBON 


CHANGER 





why it is easier to sell makes ribbon changing 
ae easy as 1-2-3. 


‘ 3. exclusive 
e FINGER-FIT 
r KEYS 


the contour of the finger ~~ 
fits the contour of the key. 











4. exclusive | 
LARGER x 
SIZE 
PLATEN 






larger diameter gives 
sturdier typing surface. 


5. exclusive 
SUPER STRENGTH 
FRAME 


reinforced to assure 
perfect performance 


yy a 
- | the 
| te REMINGTON = / "== 


6G. a plus exclusive 


per son al fypewr iter the combination of high speed 


escapement and accelerated 
type bars for really fast typing! 











no other portable typewriter 


gives you such terrific selling features! 


an om on a UE OOOO See ese Seeeaeweane ~ 
! 
vl * Farad Please send me complete information on the plus-sales | 
h possibility of the All New Remington Personal Typewriter. 
. DEALER Remington Personal Typewriters - i 

GID cece cece SOS SSSSESSE SHEESH SESEEEEEEHEEHEHEHHE HEHEHE EHEOEEESESS 
1 TOPflight Adding Machines . 
ij SALES s FD 0 406-666060bedben deb eweseeee see 50000060 WTTTITTi Ty tit i 
d | Invincible Supplies Mi ssovesecguasdiundebanenae \ 
, D ! Vi Ss 10 N Victor Office Equipment COED. 66666 665:0b6 6600260006666606 0000668 
315 Fourth Avenue @ New York 10, N. Y. | RES Ee ae PT. ee 

c Copyright 1950 by Remington Rand I 1201 
mmm eee ae i ee ere ere er wr ew all 
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On Fine Office Furniture 
The CrestLINE Label 


Fine office furniture, designed for today and 






















many tomorrows, is yours W hen you buy equipment 
bearing the CRESTLINE Label. 
CRESTLINE is the brand name of an entirely new 


line of better office furniture. It is a name backed 











by equipment of fine appearance and 


unmatched efficiency plus the long life of 





full steel construction. 


For an individual unit or a complete 











office installation . . . look first to the 
finest . . . to Security's CRESTLINE. 








On Display BOOTH NO. 22 
NOFA Convention Exhibit 
March 23-24-25 

Hotel Commodore, by: SECURITY STEEL EQUIPMENT CORPORATION 
New York, N. Y. AVENEL, NEW JERSEY 





SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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DRESSEL JOINS COLUMBIAN ART WORKS 

After 23 years association with Autopoint Company, 
Chicago, Harry E. Dressel has resigned as general sales 
manager of that organization to join Columbian Art 
works, Inc., Milwaukee, Wis., where he will relocate 
his family as soon as possible. 

Mr. Dressel was born at Mechanicsville, Iowa, and 
eraduated from Lane Technical high school in Chi- 
eago. He also studied at Northwestern University prior 








HARRY E. DRESSEL 


to enlisting in the field artillery officers training school 
during the First World War, later being commissioned 
a second lieutenant 

Following the war he became consecutively a sales- 
man for Dodge Manufacturing Corporation, Dashiell 
Motor Company, Chicago, Armstrong Manufacturing 
Company and Chicago Flexible Shaft Company. He 
first joined Autopoint as a salesman in the eastern 


portion of the Midwest in 1927, subsequently being 
advanced to district sales manager, manager of retail 
sales, and recent post, general sales manager, 
in 1939 

°—- ¢ 


WILSON JONES ACQUIRES COOKE & COBB STOCK 


Wilson Jones Co. has acquired stock in The -Cooke 
& Cobb Company, originators of expanding specialties 





JOSEPH WEXELBAUM 


and manufacturers of the Favorite brand of expanding 
files, file pockets, envelopes, and various other lines 

The Cooke & Cobb Company will continue to oper- 
ate under it esent name and management, with 
general office 122 E. 23rd St,. New York. 


Joseph Wexelbaum, general manager of the com- 
pany for the past ten years, has been elected president 
Mr. Wexelbaum has been largely responsible for the 
levelopment promotion of The Cooke & Cobb 
Company’s lins ind of its progress 


Harry Tehan.. Jr is vice-president of the com- 

pany, and Art! Josephson, secretary and treasurer 
The Cooke & Cobb sales organization will continue 
llin } 


ling on the trade 
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Penguin 


refrigerated 
furniture 










Refrigerator 
Bars for 
Office— 
Cluh—Den— 
Conference 
Room— 
Showroom— 
Home 


Superb, custom-built cabinet work . . . rich finishes in 
hardwoods and veneers of selected grain Mahogany, 
Walnut or Limed Oak ... hand rubbed to a soft lustre, 
delicate in tone, but most durable. When console is 


open, mirrors set off glassware graciously. 







Contemporary 


Console 


18th Century 


Console 


@3.5 ecu. ft. Refrigerated Storage @ Sturdy beailt-in Cabinet locks 


Space. with keys. 

@ 3 Aleminum Shucker Ice Cube @ “Tecumsch” hermetically sealed 
Trays...48 cubes. condensing unit. 

@ Glass Defrosting Utility Tray. @ 1 yr. guarantee against defective 


@ Mirror-backed and Formica serv- parts end workmanship. 


ing section. @ Height 42”, width 42”, depth 18’ 


Smaller Consolette and Cabinette models available. 


Write for catalog and prices. 


SPRINGER INDUSTRIES, INC. 


COLLEGE POINT, L. L, NEW YORK 
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The new “1900 Line’ offers 
you the ultimate in filing 
ease, beauty, durability. 
Its smooth, modern design, 
rugged construction and 
alaaMltigelti Mae) lola Mela-M deli) 
vincing proof that the 


“1900 Line” will be your 


raslelia=w 





Here is a worthy companion to the well known line 


of Anderson-Hickey filing cabinets. 


The same 


meticulous engineering, highest quality materials 


and fine craftsmanship which have made the name 


Anderson-Hickey stand out in the filing cabinet 


field, have gone into the making of the “1900 


Line”. 





Newly designed, graceful yet practical hard- 


ware --- Thumb latch for added convenience --- 


Reinforced framework, positive side locking com- 


pressor --- Steel Channels, horizontal and vertical, 


spot welded into rigid frame which carries the 


drawers --- Free-floating cradle suspended draw- 


ers --- Heavy torque plates hold frame true. 


Write for 





price list. 


Cardinal A EA, bic 






5631 
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W. Madison St., 


SOLE DISTRIBUTOR 





Chicago 44, Ill. 


UNDERWOOD ANNOUNCES APPOINTMENTS 
W. F. Arnold, vice-president and general sales man- 
ager of Underwood Corporation, has announced sev- 
eral new appointments to branch offices. 
These include the naming of R. W. Holmes to the 
regional managership at the Des Moines, Iowa, branch 














R. W. HOLMES 











N. J. VAN DYNE A. A. DURCH 


office; N. J. Van Dyne to the managership of the Dav- 
enport, Iowa, branch office, and A. A. Durch to the 
managership of the Austin, Tex., branch office 

Mr. Holmes, who joined Underwood in 1921, will 
have headquarters at 902 Walnut St. in Des Moines to 
direct the sales and service activities of Underwood 
divisions in the Des Moines and Davenport, Iowa, and 
Omaha, Nebr., areas. 

Mr. Van Dyne a member of the Underwood organ- 
ization since 1923, will have headquarters at 412 Brady 
St. in Davenport. 

Headquarters for Mr. Durch, who joined Underwood 
in 1948, will be at 320 W. Sixth St., in Austin 

—_ >_< 
ALUMINUM SEATING STARTS PUBLICATION 

Aluminum Seating Corporation, Akron 8, Ohio, is 
now distributing a monthly house organ, ‘“Fine-Rest 
Dealer,” the first issue of which appeared in January. 
Dealers are asked to submit pictures of installations, 
to be used along with views of shop and production 
methods. The little publication is replete with news 


of interest to the dealers. 
> —i © 


DALLAS FAMILY FIRM IS INCORPORATED 

A Dallas, Tex., office machine distributorship, which 
has been a family business since 1902, last month be- 
came a corporation. The company is the S. L. Ewing 
Company, 1919 Main Street, founded by the late S. L. 
Ewing. 

In the reorganization, J. Tom Boyce, son-in-law of 
the founder, became president. Mrs. Boyce will serve 
on the board of directors with her husband 

Three long-time employees who also.became officers 
are: Clyde A. Hooey, vice-president and manager of 
the typewriter service department; Robert S. Craig, 
secretary and director of sales and advertising, and 
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Another WELLS Engineered 73 














Really something to sell! 


That's what the WELLS 
3-Height Back Rest gives 


















you. It means correct ‘ | 
pstre comer for eve St = Sets 
age 
ALSO Y — 
ALL THESE FEATURES ARE OURS “Si 
WELLS 
e Duran Upholstered e Rigid Posture Back POSTURE-RITE 
e Seng Mechanism e Bassick Casters \ No. 327 
; e Adjustable Back Rest e Padded Seat and Back a 
y e Adjustable in height Rest 
: Fr 
MBINA 
YOUR CHOICE OF COLOR CO TIONS $9 Q4o 
be 
SEATS AND BACKS BASES AND BACK RESTS ¥.0.8. CHICAGO PRICE 
DURAN UPHOLSTERED BAKED ENAMEL FINISHES Shipping Weight: Packed 2 to 






carton unbroken 46 Ibs. 


SOLD ONLY THRU DEALERS 


e Brown e Red e Lustrous Brown e Brilliant Grey 





e Grey e Green e Appealing Green 
| See Our Display at the National Office Furniture Association Convention, 
7 March 23-25, Hotel Commodore. 






" ~* GENERAL OFFICES 
(725 S. LA SALLE ST. 
Phe 2 CHICAGO 5S, ILLINOIS 


if a 
re , TELEPHONE 
1d HARRISON 7-1100 
vf 
CABLE ADDRESS 
g. OPFICE FURNITURE COMPANY WELLOFF, CHICAGO 
1d 
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Si ight-Light 


The Modern Scientific Lamp 


for 


“BETTER SEEING” 





Designed and Patented 
Solely for Your Customers’ 


“Seeing Comfort” 





Available Now Floor 
Models in Two Styles 
10 Colors 


Available Now—Desk and 
Table Models in Four Styles 


12 Colors 


Especially Designed for Executive 
Furnishings and Commercial 


Installations 





Distributed ONLY 
Through “Top Grade” Office Furniture 
Dealers—Office Supply Dealers 


Department Stores——Furniture Stores 


NEVER Through 
Electrical Wholesalers 
or 
Appliance Distributors 
FAIR TRADED 
Approved by 
Underwriters’ Laboratories 





Complete Line at 


See Sight-Light Exhibit 
Booth 53 
Hotel Commodore—Mar. 23-25 





Sight-Light saves pivision 


230 Fifth Avenue 





Bainbridge, Kimpton & Haupt. Ine. 
218 Greenwich Street New York 8, N. Y. 
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Edward D. Saemann, Jr., treasurer and manager of 
the adding machine service department. They also 
were made directors. The company began with a small 
Main St. location and two employees. It later was 
moved to the old Oriental Hotel and then to its pres- 
ent two-story building —-WLF 

—- 


W-J TATUM STAPLER FEATURED ON TELECAST 

Miss Dorsey Connors, popular television star, fea- 
tured the Tatum aluminum stapler on her show in 
Chicago, February 8. Miss Connors’s program is de- 
signed to give the men and women of the average 
family a well rounded coverage of efficiency hints. 

Among the various office uses of the Tatum stapler 
which Miss Connors explained during her telecast were 
the stapling and pinning of correspondence and other 
papers, tacking notices on bulletin boards, and so on. 
For home uses, Miss Connors recommended the Tatum 





MISS CONNORS DEMONSTRATING TATUM STAPLER 


stapler for tacking oilcloth to pantry shelves, stapling 
frozen food packages, recipes, and Junior’s homework 
papers. 

The Tatum stapler, a Wilson Jones product, is made 
of aluminum with working parts of hardened steel. 
It weighs but 15 ounces, is smooth operating, has extra 
penetrating power, and its two-tone non-tarnishable 
finish harmonizes with the finest of desk appointments 
in the office or home. The body of die castings have 
enabled the engineers to combine several parts in one, 
thus eliminating the chance of structural failure. 

a ae 
NET CLUB TO BOOST TRAVELERS 

The members of the New England Travelers Club 
have come to the conclusion that the part played by 
the manufacturers’ salesmen in the distribution of 
goods is the most important part and this year they 
are out to tell the world in general and the dealers 
in particular just how valuable the services of the 
travelers can really be. 

Too often the travelers are looked on as order-takers. 
Actually, the better the job that the traveler does, the 
fewer the orders he takes. In other words, he trains 
his dealers to keep an even inventory at all times. 

The best stationers and office equipment distribu- 
tors make the most of the travelers’ services. That 
is one of the reasons they are the best in the retail 
field. They use the travelers for educational purposes 
to hold sales meetings. They use him as a source of 
reference to compare their own store and merchan- 
dising efforts with other leading distributors in the 
country. They allow the traveler to keep them sup- 
plied with advertising and promotional material. They 
use the prestige of the manufacturers’ salesmen in 
making consumer calls. 

This year, through a publicity committee headed by 
John Dwyer, the New England Travelers intend to sell 
their collective abilities and services to the trade in 
New England. The New England stationer is going to 
do a better job because he is going to make full use 
of the travelers’ talents, enthusiasm and experience. 
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i You know these files— 





but just for the record: 


CASE: enclosed 2 depth 


FRAME: 


Y gauge steel posts se 
ition channeled front post 
truction assures 


gth Double gusset 


maximum 
plate . 


each drawer shelf 


DRAWER bearing with I¢ 


SUSPENSION side members joined by 


leross ties <« 


cradle ty pr 


of l4-gauge «tee 


DRAWER BODY e heavy gauge steel, with 
k and front securely welded at 

nd sides. Full drawer head 
Clear filing space each 


ty} 








FOLLOWER e locking type assures ease 
eration and close adjustment 
HARDWARE »1 design with brushed 
nish 
FINISH ASE. Files are bonderized, 
h makes them corrosion re 
t. before applic ation of green, 
nm gray, or grained finishes 
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foday’s fastest moving 
Steel Files! 


New prices on our famous ASE 7000 Line 
Steel Files make them the biggest buy in the 
file business. Don’t pass up this one! 


ALL-STEEL EQUIPMENT INC. 


900 CLEVELAND AVENUE + AURORA, ILLINOIS 
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EXPEDITER SERIES 


Adjustable Height Island Basé 


No. 5352 RC Walnut ry 
No. 5252 RC Softone Oak 
52” x 32 — 
= = 
END VIEW 


Stock These 
New Items NOW 
for Quick Sale! 


@ The Myrtle Expediter series now offers a 
dividend of two new feature desks for a de- 
mand you will find prompt and steady. 


@ Designed to meet the needs of Interview- 
ers, Salesmen, Receptionists and for general 
office use. 

@ Sce your 1950 Myrtle Catalog for details 
of construction which apply to all Expediter 
desks. Order an adequate stock now for 
immediate shipment. 


MyrT_Le Desk CoMPANY, HIGH Point, N.C. 





EXPEDITER SERIES 


& _— — Adjustable Height Island Base 
No. 5342 F Walnut 
No. 5242 F Softone Oak 
END VIEW DESKS 
BETTER DESKS ARE MADE OF WOOD 


| eel 
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MARKWELL LAUNCHES “CHRISTENING” CONTEST 

Having successfully introduced and popularized 
Staple Sam the Markwell Man and Staple Sal the 
Markwell Gal via contests, the Markwell Manufactur- 
ing Company is extending the “christening” idea to a 
staple dog. As the accompanying illustrations show, 





“STAPLE SAM” “STAPLE SAL” 
THE MARKWELL MAN THE MARKWELL GAL 








“STAPLE ???” 
THE MARKWELL DOG 


the problem is to guess the name of the animal coun- 
terpart of “Sam” and “Sal.” One $25.00 U. S. Govern- 
ment “E” Bond will be awarded by Markwell to each 
of the first three contestants to guess the correct 
name. 

Rules of the contest are as follows: 

“Only one guess to each person. Contest is limited 
to office supply dealers and their employees. Each 
answer must be typed or neatly printed on the firm’s 
stationery, bear the name of the individual contest- 
ant, be post-marked no later than April 30, 1950, and 
be mailed in a separate envelope to the ‘Contest De- 
partment,’ Markwell Manufacturing Company, Inc., 
200 Hudson St., New York 13, N. Y. Prizes will be 
awarded May 10, 1950.” 

—-_< 
CLAIM NEW FURNITURE SAVES OFFICE SPACE 

E. I. du Pont de Nemours & Company recently an- 
nounced that it has given non-exclusive royalty free 
licenses to seven companies to manufacture its newly- 
developed functional office furniture, claimed to save 
about 25 per cent of the space required for conventional 
furniture in private or semi-private offices. 

The company said the units were designed by its 
engineering department over a period of several years 
and built for some du Pont offices, but the company 
has no plans to market furniture 

The basic element in the “private” office system is 
an L-shaped desk with partition attached. This ar- 
rangement, with a desk-high file attached, is to pro- 
vide the equivalent working area of conventional desk 
and table setup. A partition that is part of the unit 
can be omitted if desired. 

The seven firms licensed by du Pont are Arnot & 
Company, Baltimore, Md.; Art Metal Construction 
Company, Jamestown, N. Y.; General Fireproofing 
Company, Youngstown, Ohio; The Globe-Wernicke 
Co., Cincinnati, Ohio; Gunn Furniture Company, 
Grand Rapids, Mich.; Korda Associates, New York, 
N. Y., and Remington Rand, Inc., New York, N. Y 

EDUCATORS TO STRESS BUSINESS THEME 

The annual state-wide convention of the California 
Business Education Association will be held in San 
Jose, Calif., at the St. Claire Hotel on April 3 and 4 
The convention theme is “Preparing California Youth 
for Business Life.” 

To be stressed are discussions concerning today’s 
problems in teaching such subjects as typewriters, busi- 
ness English, retail selling, shorthand, office practice 
and bookkeeping 

Plans have been made to show a model business 
machines room and laboratory complete with all 
equipment 
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_ BETWEEN THESE COVERS 
f WILL BE FOUND THE MOST 
IMPRESSIVE CATALOG EVER 

PRODUCED IN THE 
_. BUSINESS CHAIR FIELD 











but we'll let you in on just a few 


oe oy es Taian Bees, of the things in store .. . inside 
i . a? 
. y > “HOW TO CHOOSE YOUR BUSINESS 
. Vai ; y | CHAIR” — a step-by-step, dramatically 
| ay illustrated analysis of the importance of 


choosing the right chair. A really effec- 
tive sales training manual for your sales 
staff .. . unique in office chair catalogs! 


THE “VENTILAIR” SEAT — an adventure 
in c-0-0-| seating at low cost... a 
GUNLOCKE exclusive! 


NEW “RANGER” AND “CHAMPION” 
CHAIRS — exciting new groups destined 
for best-sellerdom! 


“THE LITTLE BIG THINGS” — the be4ind- 
the-scene details that prove GUNLOCKE’s 
superiority! 

PAGE AFTER COLORFUL PAGE (48 in all) 


of sharply reproduced photographs and 
BE SURE TO SEE dhl Bsithin the nama 


The Gunlocke Chair Display = GUNLOCKE line of quality wood business 
National Office Furniture Association Convention chaive! 


March 23rd To March 25th 
Hote! Commodore 
New York City 






. H. GUNLOGKE CHAIR COMPANY 


WAYLAND, NEW YORK 
“The World's Largest Producer of Wood Business Chairs” 


OFFICE APPLIANCES. March, 1950 135 
















































































LIBERATOR MODEL 100—ROTARY STENCIL DUPLICATOR 


Only outstanding Speed-O-Print engineering and 
production could make this amazingly low price 
possible. The Liberator Model 100 is destined to 
become the world’s most popular duplicator. 
Many new outstanding features including — Accu- 
rate Registration — Half Ream Feed Table — Auto- 
matic Roller Release — Accomodates Stock from 
3x5 to 9x14 inches, In Futuramic Grey or ebony 
black wrinkle finishes. Will reproduce anything 
that can be typed, drawn, traced or photographed 
on a stencil. 


COULD MAKE 
THIS VALUE POSSIBLE 




























































































(Plus Federal Excise Tax) 


Weld 4 Fenest 
D 


SPEED-O-PRINT CORPORATION 





RESET COUNTER 
$10 EXTRA 


MONTREAL 


March, 











161 EAST GRAND AVENUE . CHICAGO 11, ILLINOIS 
SPEED-O-PRINT (CANADA) LTD. 77 ST. CATHERINE ST., WEST e 
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NSA DEVELOPS BLANK BOOK SALES MANUAL 
Members of the National Stationers Association have 


ypportunity to improve their sales of blank books 
through the use of the newest sales training manual 
NSA’s Product Information Series 





How to Sell Bank Books,” Manual No. 5 in the 
to all dealer and manufacturer mem- 

in February, according to Paul Burbank, general 
manager of the association. With the co-operation 
f 1 the NSA blank book manufacturers and suc- 
cessful dealer salesmen, 32 pages packed full of illus- 


BLANK BOOKS 





PROOUC! FORMATION STURT BT T4E 


NATIONAL STATIONERS ASSOCIATION 


——aton © « 4 


_) 
NEWEST OF THE NSA MANUALS 


trations an traightforward, unbiased text have been 
prepared t ost the sales of any stationer who is 
looking for better solutions to his customer’s blank 
book need 
Following the precedent of the previous very popular 
ianuals in the series, Manual No. 5 has a beautiful, 
wo-colo! ver of heavy paper stock, binding the 
wo-color printed and illustrated text. It measures 
11x8% inches and is punched to fit a standard three- 
ing binder. A three-page glossary of blank book 
i terms and three sets of questions add to the utilization 
of the basic facts in the text. A four-page Leader’s 
Guide lends assistance to the sales manager in sched- 
lling and -ordinating his organized training with 
his local conditions and specific merchandise 
The original manual was sent to members as part 
f their ership privileges. Additional copies for 
the rest of their staffs are available at cost to prepare 
hem for gett their share of a $146 million blank 
OK m Ke 
Other manuals in the NSA series were as follows 
How to Sell Stationery Satisfaction 
2. Hov Sell Filing Supplies 
3. How to Sell Loose Leaf 
4. How to Sell Fountain Pens and Mechanical 
Ps 


8 A 
CHAMBERLAINS WINTERING IN MEXICO 
The Cel-U-Dex Chamberlains are spending the win- 


ter in Mexi City and Acapulco. During their stay 
they will fly to Cuba and Puerto Rico from Vera Cruz 
then return to Mexico. In the spring the West Coast 
will be included in their itinerary before their return 
ver the ithern route carries them to the Boca 
‘ Rato1 Fl; nvention 
: ne 
ZACH W. TINKERS OPENS KERRVILLE FIRM 
; Mr. and Mrs. Zach W. Tinker recently opened the 
Hillco Type Company at Kerrville, Tex., to han- 
. ile Underv i typewriters and other office ma- 
nes THI 
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Lh makes the ist 
indlepeuden of His 
tu plete” oy sravson 


@ Such praise of the Flo-master Fountnbrush is typical 
of many bouquets received from the country’s 


leading artists. 


Think of what it means to an artist to use a “brush” 
with a controlled flow of ink — whose chisel-point felt 
nib produces tones varying from the lightest tint 

to the deepest shade — and lines from a hair's 
breadth to a quarter-inch stroke. 


No dipping — no interruption — just total concentration. 
Used alone or in a combination with other media the 
Flo-master is a marvulous tool for sketching and painting. 


Here’s a market you may have been neglecting — 
artists, art students, amateur artists, art schools and 
art departments of schools and colleges. 


Get these extra sales of Flo-master and Flo-master Inks. 
Write for new, attractive sales helps to 

Cushman & Denison Mfg. Co., 135 W. 23rd St., 

New York 11, N. Y. 


Lhe O- MUM EN 


FOUNTNBRUSH 
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¢ new 

BARCALO 
Executive 

Reclining Chair, 

















"All we say is ‘Sit down’ 
--- AND IT SELLS”’ 


Sure it does, and there's no mystery about it! There's 
so much of Barcalo’s NEW brand of comfort in the 
Executive Reclining Chair that customers don't look 
further. They sit down, relax... and sometimes fall 


asleep. Who needs a sales talk? 


HE Barcalo Reclining Chair gives a salesman plenty 
To features to point out, though exclusive 
features found in no other chair. 
patented “Floating Comfort,” and Scientific Reclining 
Action, which adjusts instantly to any position the 
body desires, from sitting to full reclining. No other 
chair was researched and researched until the proper 
way was found to support the body at the five vital 
spots. The seat is made of genuine shredded foam 
latex . . . nothing less! There’s exclusive graduated 
spring tension in the seat and the back. 


Take Barcalo’s 


And Barcalo’s handsome styling helps sales, too. It 
adds smart good looks to any office. 

So ... lead them to the Barcalo Reclining Chair and 
say, ‘Sit Down’. You'll find a rich market to exploit 
... wherever you are. 


Be sure to see the Barcalo Executive Reclining Chairs on 
display at the National Office Furniture Association Conven- 
tion, Hotel Commodore, New York — March 23-24-25. 


tr?) 
THE ONLY RECLINING \\/< A E>. 
CHAIR MADE WITH \a 4 * ‘ Lom —2f 
PATENTED \ ‘ 4 1 ) 
“FLOATING COMFORT” —Fin, I 7 
READ REST RELAX 
Executive Chair Division 


BARCALO MANUFACTURING CO. 


166 Chandler St., Buffalo 7, New York 
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A UNIT IN SPEEDRITE ALBUM OF EVIDENCE 
The accompanying photograph is a reproduction of 
the giant telegram which has been effectively used by 
Hall-Welter Company, Inc., as a unit in the Speedrite 
Album of Evidence. 
Vice-president F. E. Brown of Hall-Welter has been 
circularizing the country with this telegram and de- 


WESTERN ~- 
UNION 


8.-LYA187 NL PD= LYNN MASS 30= 
FRED BROWN. SALES MANAGER= Ow 

HALL WELTER CO ROCHESTER NY= =e 
YOUR ALBUM OF EVIDENCE !S A KNOCKOUT» WE g@OLD TEN 
SPEEDRITES WITH BEAUTIFUL PROFITS DURING DECEMBER 
DESPITE INTERFERENCE OF HOLIDAYS. SURE OF MORE THAN TEN 
PER MONTH THROUGHOUT NEW YEAR. SHIP US ANOTHER TEN 
IMMEDIATELY. SORRY WE WERE NOT ALERT TO THIS FINE 
OPPORTUNITY BEFORE= 

CONNERY KAVANAUGH CO= 


Bie Sofie Song 


REPRODUCTION OF TELEGRAM USED BY HALL-WELTER 
IN REMARKABLY SUCCESSFUL SALES PROMOTION 





clares it has proven a sales promotion stunt which 
brought excellent results. 

The Speedrite Album of Evidence is a new sales tool 
which Hall-Welter started to distribute last summer 
in a program which is designed to help the dealer sell 
more of the company’s products. A tripling of dealer 
sales of checkwriters for last December in comparison 
to December of 1948 is reported 

© 
NEW OFFICES PREPARED IN ENNIS, TEX. 

Complete summer and winter air conditioning, indi- 
rect lighting, thick carpeted floors, new furniture and 
a combination of walnut paneling and walls tinted a 
restful green are some of the features Ennis Tag & 
Salesbook Company and American Carbon Paper Manu- 
facturing Company executives are looking forward to in 
their new offices. They will be in a recently purchased 
building which is being remodeled. It is adjacent to 
the Ennis Tag & Salesbook Company’s Plant No. 1 in 
Ennis, Tex., where the offices are now located. The 
buildings will be connected by an arch. 

Besides G. G. Dunkerley, president and founder of 
the companies, other tenants will be G. G. Dunkerley, 
Jr., executive vice-president; Joe Hawkins, vice-presi- 
dent in charge of production and Mrs. Lila Fitzgerald, 
manager of the customer tag service of the Ennis Tag 
and Salesbook Company; W. R. Schween, vice-president 
and general manager of the American Carbon Paper 
Manufacturing Company, and S. D. Denny, general 
sales manager of both companies 

A 1949 expansion program included the establish- 
ment of warehouses in New Orleans, La., and in 
Albuquerque, N. Mex.; an eastern division factory and 
warehouse in Chatham, Va., and a district sales office 
in Los Angeles, Calif. 

In addition to the factories and warehouses in Ennis, 
warehouses were already in existence in Houston, Tex., 
and in Birmingham, Ala. 

There are tentative plans for a warehouse in Los 
Angeles, Calif —EP 

co we 
RECTOR BUYS BOOK STORE BUILDING 

J. M. Rector, Jr., recently purchased the three-story 
Stevenson Book Store building on Main St. at Okla- 
homa City, Okla., at a purchase price of $120,000. Mr. 
Rector, who has been occupying the store for the past 
six years under a nine-year lease, purchased the build- 
ing when it was offered for sale, rather than lose the 
lease on it—JHR 
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SPECIFICATIONS 
INSIDE DRAWER CABINET SIZE 
Ne. | DESCRIPTION Wide High Deep | High Wide Deep Price 
2712 | 27 drawers, letersize | 9” 34%" 127 | 37%” 30° 13%" | $37.95 
. 3 2716 | 27 drowers, legal size 7” 3%” 4” | 37%” 3” 17%" | 47.96 
nd money in locat- 2724 | 27 drawers, extradeep || 9” 3%” 24” | 37” 30” 25%" | 75.95 
feguarding important 2717D| 27 drawers,satetydoors| 9” 3%” 16” | 37%" 30° 18%" | 75.95 
eal for office forms, 2773 | 27 drawers, tabulating 7%” 3%” 24” | 37%" 26%” 25%” 75.95 
| ° ‘ card size “3 A 
= 1812 | 18 drawers, letter size | 9” 3%” 12” | 37%” 20%” 13%” | 32.95 
ts, expensive tools, 1816 | 18 drowers, legal size 9” 3%” 16” | 37%” 20%” 17%” | 42.60 
ind other valuable 2414 | 14 drawers, cancelled | 10%” 4%” 24” | 37%" 23%" 25%" | 59.95 
jeavy steel, lifetime check size P = 
a lable in olf 129 9 drawers, letter size 9” 3%” 12” | 37%” 10%” 13%” 24.95 
ee 169 | Odrawers, legal size | 9” 3%” 16” | 37%" 10%” 17%" | 29.76 
ey crinkle finish. LOCKS that will lock oll drawers of a unit are available at slight edditional cost. 
| Prices 20% higher in Denver end West of Rockies 
FREE CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST 
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COLE S ALL-PURPOSE FILES 
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ee) i STEEL EQUIPMENT COMPANY 
285 Madison Avenue, 


New York 17, New York 









OLE Samual SYSTEM 


Which of these 
cabinets was 


designed for YOU? 


New combination cabinets designed for 
small offices, enabling you to keep 
everything in your office at your finger- 
tips. The storage compartments alone 
will more than pay for these cabinets 
by preventing petty pilferage. Con- 
structed of heavy gauge steel. Olive 
green or Cole gray. 





The “PROFESSIONAL” File no. 70 


Is a steel unit containing: 

® Two ball-bearing lega! size file drawers. 

© Two 5 x 8 drawers (3,200 Card Capacity). 

'® Two flat drawers 172" x 16%" x 1%". 

® Three adjustable storage compartments with 
safety lock. 

© 37%" high, 342” wide, 172” deep. 


$4995 


With locks on both legal size drawers No. 870LL, $53.95 


The “‘TREASURER’S”’ File no. 472 


Combines the following: 

®@ Two ball-bearing letter size file drawers. 

© Two 4 x 6 drawers (3,200 Card Capacity). 
® Drawer for cancelled checks, other records. 
© Three adjustable storage compartments with 
safety lock. 

37%" high, 30%.” wide, 1712” deep. 


$3995 


With locks on both letter file drawers No. 47211, $43.95 





Prices 20% higher in Denver and West of Rockies 


oe) Ff - STEEL EQUIPMENT COMPANY C 
285 Madison Avenue, New York 17, N. Y. 
































COLES STORAGE-FILING SYSTEMS 
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The ‘‘SECRETARY’”’ File No. 470 


july 





* Tw ng letter size file drawers. 
® Fou awers (6,400 Card Capacity). 
® Three ible storage compartments with 
safety 
® 37 t Vy a wide, 17 VY, " deep. The ‘““OFFICE-AID”’ No. 469 


$3995 


etter size drawers No. 470LL, $43.95 Equipped with two adjustable shelves under 


lock and key for supplies, cid nine roomy 
drawers for checks or smal! parts. Drawers 
are 9” wide x 34%” high x 16” deep. 


$3395 


A lock which will lock all 9 drawers, $7.50 additional 


The ‘‘BANKER’S”’ File wo. 473 


Contains the following: 

Three ball-bearing letter size drawers, plus 
three adjustable storage compartments under 
lock and key. Size 372” high, 30%” wide, 


17%" deep. 
$3995 
With lock which automatically locks al! drawers, $46.75 
LEGAL SIZE, same as above but with legal size drawers. 


No. 873... $42.50 
With lock which automatically locks all drawers, $49.30 





Free Cuts or Photographs of All Cole Products Are Available on Request 
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ef 285 Madison Avenue, New York 17, N. Y. 

















LETTER SIZE EGAL SIZE 
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CHECKS 
DRAFTS ' 
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VOUCHERS 














INVOICES ; 4 
FREIGHT BILLS 
SANITARY BASES FOLLOW BLOCKS 
for all size files made for any size file 
s3'° 75¢ 
SIZES AND PRICES STURDY CONSTRUCTION — Prontos are built of ny 
- ee _ b. test corrugated fibre board and reinforced @ 
FIBRE BOARD STEEL rae gery 4 oe 
; DRAWER FRONT DRAWER FRONT acs — ™ — 
suggested Uses 
_ ; ee a SAVE FLOOR SPACE — Constructed so that they int 
— Size S : ¢ eit: ‘ ack into Olid i ij stack as high as the cewm® 
© Car : , : - : , ' aving valuable 


*2 Rows 8x5 Forn 
*Invoices or 2 Rows 8x5 0 BM ' 7 8M 60 
Freight Bills 7 E 60 2 50 } ’ 

ia : a - LOCATE YOUR RECORDS EASILY — No more needl 


Checks 


Drafts or Checks } i ES4 ; 2.00 74 60 y 
Drafts or Check ? ‘ Q £ MM , £ 9c 9 M 2.55 2.4 ’ na and fun q With Pror to file you an adel 
5x8 t m Q 4 rac : c 2.25 ac 2.85 q c ol 
*Deposit Slips (2R g ‘ f 2.25 S ae 2.75 2.6 il records just as easily as in you egular active @ 


Deposit Slips - 24 : 2.00 84 2.4 ; 


Tabulating Card 24 ; 
*3x5 Cards (3 Rows P ‘ CLA * ~ 
*4x6 Cards (2 Rows 27% ‘ E24 , > 65 246 3 40 : 
"Yoocken (Verio) ||‘ at 6. 255 | 0 3 BEAUTIFUL APPEARANCE — Pronto files are beov 
Vouchers (Upright 5 =: 0 28 59 

. tledaer Sheets ; ‘ . c 2 40 ) : nN appearance, f eal - ae ss 
tledger Sheets ? f 5 4 - M a0 p Th. a drawer { * match renulat a 
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office file 


*These numbers have rem 








Prices 20% higher in Denver and we 


PRONTO FILE CORPORATION 


New York 17, N. Y. 


285 Madison Avenue 
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It won't tell you how to select 


the winners at Hialeah ... . 


There's no element of chance in the 


c carbon 
paper 
Or. 


See ee 
book, on which you wil see printed all th infor- 





do the best job for them. 


CO mC Niwates & 


PEERLESS 
CARBON 
SELECTOR 


The PEERLESS CARBON SELECTOR 
offers no help in selecting a wife, secretary 
or sales manager. But it is infallible in se- 
lecting the right carbon sheet for any 
commercial job. 


The PEERLESS SELECTOR makes every 
salesman an expert. A fact-packed, easy-to- 
use manual on carbon paper, it reveals all 
the answers a customer wants to know. It's 
as simple as looking up a phone number. 



































Some 95% of your customers buy their 
carbon elsewhere. Why? Because your 
men don’t know enough about carbon. The 
PEERLESS SELECTOR tells 'em all they 
have to know. They merely match the cus- 
tomer’s paper with the samples in the 
SELECTOR and presto!—they have all the 
answers about weights, finishes and multiple 




















copies. 
Send for the PEERLESS SELECTOR 


Great Name it Carbous ” today. It's free. Use it to get some of the 
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carbon business that is getting away from 
you. 


spirit and gelatin duplicating 


master units, carbon ribbons, 


every business need. 


March, 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
New York City and Export Dept., 321 Broadway, New York 7 
Chicago 2, 179 W. Washington Street 

Detroit 18, 37 Linden Street, River Rouge, Michigan 
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AT Low Cost 


DOUBLE PEDESTAL SQUARE LEG FLAT TOP 
DESK NO. 60-C . . . an exceptional sturdy and 
attractive office desk at a saleable price. Choice of 
walnut, mahogany or oak. 


SINGLE PEDESTAL FLAT TOP DESK NO. 42 
. . + practical and good looking. Tops of selected 
walnut and quarter sawed oak veneers—1!/, inch 

5 ply, banded edges, hand rubbed. Panel and drawer 
fronts of walnut and quarter sawed oak—5 ply 
veneers. Complete locking devices. Brass ferrules 
—Finished—walnut and oak. Size 42 x 30 inches 
Shipping weight 110 Ibs. 


Prompt Delivery Guaranteed 


QUALITY 


OFFICE 
FURNITURE 








Write for Illustrated Catalog of complete 
McLeod Line of Desks and Costumers 


McLE0T FURNITURE COMPANY 


1359 N. NORTH BRANCH ST. CHICAGO 22, ILL. 
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IN OTHER LANDS 
ntinued from page 82) 


hov the total in three separate compart- 
hillings and pence 
The fact f the National Cash Register Com 
Ltd Kingsway West, Dundee, is a modern 
ry inc rating the latest design in industrial 
opened in 1947 by Sir Stafford 
‘ellor of the Exchequer. 
some 1,200 people were employed 
f three sites offered. The firm chose 
Dundee because it is the headquarters of the jute 
rad the executive thought that the 
nimble fing traditional in jute workers, would 
serve admirably for work in this new factory in em- 
Joyment hithe unconnected with Dundee. 
h \ en proved correct. Factory exten- 
ns are dus be opened shortly and at the end 
ticipated that 5,000 people will be 





— 
<a 


1 


LYoU 
nployed tl 
An official of the company said: 
We tur? it from the Dundee 
as we did in New 
war.’—SER 


factory aS many 
York for the 


le world before the 
—-_- 
OFFICE APPLIANCES AT B.LF. 


The openi f the 1950 British Industries Fair in 


TO FEATURI 
| London, M: 19. will be a major event in the history 
: 


f the office inces industry 
Productio! ffice equipment in Britain has ex- 
panded rapi ince World War II and it continued 
' row duri 1949. Typewriter deliveries in the 
eight 1 of 1949 were nearly double those 
the san iod of 1948. Deliveries of account- 


increased by some 20 per cent over 


he rise i put was the result of a great expan- 
in den hown in the export figures which 
inted t £2,800,000 in the first nine months 
amount. £1.250.000 ($6.000.000) went 
outside the sterling area. About 
machinery made in Briain goes 


relgi l¢ 


ne-third ol ffice 


Improvements in Technique 


itput has been accompanied by ad- 
in jue. By improving and adapting ap- 
al by inventing new ones, the industry has 
duced 1 new machines which were displayed 
Efficiency Exhibition last November 
ll appear again at the B. I. F. The trend 
‘ecent deve ments has been towards labor-saving, 
ichieved by increased electrification 
reater automatic working. The ob- 
ective throughout is simplicity in method of opera- 
ncreased speed and accuracy 
new products is the Hollerith Repro- 
ing Punch made by the British Tab- 
Ltd., of 17 Park Lane, London 
l card used with this machine pro- 
les for 27 ns for mark sensing, and the record 
effected rely by making a pencil mark between 
ne of the positions on the column 
system ji iimed to be particularly suitable for 
ind meter collections, where the card 
be used e original document by a non-clerical 


lating Macn e Co 


complex product of recent times is 
Universal Printing Counter Sorter 
rly for census and large-scale analy- 
IS W t, thi hine has no fewer than 80 registers, 
. hich accur te simultaneously 40 sub-totals and 40 
; grand totals, each of which can be printed automa- 
of designation. The secret lies in 
mechanism, one part of which con- 
omatic totals and printing and the 
Manufacturers are Power-Samas 


Possibly the most 
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Ivan Allen Jr. says 


''H-H-M Relationship Always Profitable 
and Pleasant for Us and Our Customers” 


The Ivan Allen-Marshall Co. of Atlanta is cele- 
brating its 50th Anniversary, with continued growth 
promised by its see ond generation management, In 
addition to its own downtown Atlanta building, 
the company maintains a large furniture warehouse 
and operates a printing and lithographing plant. It 
has branch stores in Gainesville, Ga., and Athens, 
Tenn. It serves over 15,000 customers and ranks 
among the first ten of the country’s office outfitters 
in annual volume. 


Ivan Allen-Marshall have served their customers’ 
requirements with the broad lines of H-H-M Safes, 
Chests, Vault Doors and Insulated Record Files for 
over 25 years. They are alert to the opportunities 
offered by the H-H-M Natural ROTARY REC- 
ORD FILES and the new RIGID-STAK Steel 
Transfer Files . . . for better customer service on 
which to build still new records. 


Dealers interested in the H-H-M exclusive fran- 
chise that is the companion of success are invited 
to write about the possibilities for their territories. 
Ask for a copy of “IMPROVE RECORD CON- 
TROLS AND REDUCE COSTS” .. . the new book 
on Natural Rotary Record Filing. Write today. 


NTED WALL MARVIN WORLD-WIDE 
REPRESE es ML MARIN Sar ORLD-WID 
= 


7 


HERRING-HALL-MARVIN SAFE CO. 


HAMILTON, OHIO 


Builders of the world’s finest ... Rotory Record Files © Insulated Record 

Files @ Steel Transfer Files © Safes @® Money Chests ® Vault Doors © 

Bank Vault Equipment © Drive-in Windows ® Night Depositories © Stainless 
Steel Hospital and Building Equipment 
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Nowce or 
MARKING DEVICES 







DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 

SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 





me RASTCWART 


& COMPANY, inc. 


80 DUANE ST.NEW YORK /7,N.Y. 
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Accounting Machines, Ltd., Powers-Samas House, 
Holborn Bars, London, E.C.1 
Interesting “Gadgets” 

Gadgets provide as much interest as the more ortho- 
dox machines, and in this class one might include 
the tiny Bandarette duplicator made by Block and 
Anderson, Ltd., of Kensington Church St., London, 
W.8. This is designed for short-run, small area copy- 
ing work; it is, in fact, a very small hand addressing 
machine. The “master” is prepared by the use of a 
special carbon, and for use is clipped in a stiff manila 
frame roughly four inches by three inches 

A product developed as a result of suggestions made 
by customers at home and overseas is the Sankey- 
Sheldon Machine Accounting Unit incorporating the 
Weller patent self-lift draw leaf. This equipment, 
which puts the least possible strain on the operator, 
will prove of the utmost importance to all who have 
adopted, or contemplate adopting, mechanized ac- 
counting. The unit is made by Sankey-Sheldon, 46 
Cannon St., London, E.C.4, 

Percy Jones (Twinlock), Ltd., of Chancery Lane, 
London, W.C.2., has a new kind of suspension filing 
system of the projection-tab type and known as the 
Vetro-Mobil. The equipment is so constructed that 
any standard filing cabinet can easily be converted 
to accommodate it, and the folders themselves are so 
strong that they can be lifted out completely by their 
tabs. Various signaling systems can be incorporated 
with this equipment, and tabs are available in vari- 
ous colours 

Automatic Mailing Machine 

High-speed mailing is essential in all countries, and 
a machine which is commanding world-wide interest 
is the Inserta Model L, a product of Unifold Mailing 
Machines, Ltd., 370 Coldharbour Lane, Brixton, Lon- 
don, S.W.9. This will fold, insert and seal documents 
ready for franking at the rate of over 3,000 an hour. 
It will fold once or twice, as required, along the length 
of any document, insert the paper in the envelope 
and deliver the sealed packet into a collecting recep- 
tacle. Paper and envelope feed are both automatic, 
and in the event of a misfeed the machine will stop 
at once 

No article about Britain’s office equipment indus- 
try would be complete without reference to the ques- 
tion of servicing and overhauling. Many United King- 
dom firms have extended their servicing and overhaul- 
ing departments, and a number of exporting concerns 
have set up servicing departments in the countries to 
which their machines are sold, thereby ensuring that 
trained mechanics are available to rectify any faults. 

The following information has been supplied by 
manufacturers who will be exhibiting in the office 
machinery and equipment section of the Fair at 
Olympia: 

Hadley Sound Equipments, Anderson Road, Birm- 
ingham 17, England, will be displaying a 20-way loud- 
speaking intercommunication system which, the firm 
claims, is in advance of any similar equipment. Several 
simultaneous conversations can be carried on with 
complete privacy. 

Farqharson Brothers, Ltd., Sutcliffe Road, Annies- 
land, Glasgow, Scotland, will exhibit a reinforced plas- 
tic-backed carbon paper which does not curl and 
which lasts three times as long as ordinary papers 

Exactus, Ltd., la Creed Lane, London, E.C4., will 
have on view a three-ounce pocket adding and sub- 
tracting machine, which can be modified to suit most 
currencies and which functions up to 9,999,999.99 

Roco Products, Ltd., Cherry Lane, Bristol, England, 
have developed an interesting range of steel storage 
equipment designed to allow light to penetrate 
throughout the store or factory 

Magneta Time Company, Ltd., Goblin Works, Leath- 
erhead, Surrey, has produced a new fully-automatic 
time recorder which is claimed to be the fastest ma- 
chine of its kind, enabling 50 per cent more workmen 
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ALUMINUM OFFICE CHAIRS 






Dealer Response Enthusiastic... 


YES . . . we appreciate the warm welcome given our 
new aluminum line. Consumer preference for aluminum 





































































. over steel for mahy installations, at attractive Riteform 
a prices suggests .. . your immediate examination of this 
al great new line. It will successfully compete with the 
46 major lines. 
Many dealers show Riteform aluminum chairs alongside 
ne their steel chair line. The customer decides and the 
he dealer does not lose business. With our No. 125 or 
at No. 115 steel tubular typist chairs, order a few of the 
< 1565 Executive new aluminum ... Join the many dealers enjoying in- 
st creased sales and profits with the growing Riteform line. 
, The growing Riteform line 
also offers lounge suites 
aD NEW eee Institutional 
\ Reception 
1d Ai, | Club Rooms 
4 L-1066 
7 {1065 
; al * (seats 29 
n CAL Ly 
‘\eceat 065. 
“ 540 Tiltse® me (belo) 
~ NEW DUO-FLO TILT 
No. 345FS Combined with posture spring back. 
A twist of the hand Control gives either: 
: {1} Conventional swivel tilt seat chair. - ae . 
1. | (2) Posture “spring back" with adjustable ten. —_ Pringback or Rigidback’ 
1s sion; with in-out" back slope adjust; 345FS “Duo-Flo-Tilt”. 
be with the relaxing ‘full tilt seat'’. “Spring Master” 
t 
- HERE IS A GREAT CHAIR 
‘e | With all the posture Supports of spring back; or 





for conferences, visiting, by the simple hand 
Control at the side of the cushion, converts to 
figid back wiih & fill Seat ‘feet on the desk’ 
restful station. 


PRICED NO HIGHER — GIVES MORE! 

NEW CATALOG No. 499 DEALERS WRITE. 
Foam rubber cushions, Bory molded: beautiful 
sparkling aluminum frames; eye appealing de- 


signs; at pleasing consumes prices, establishes 
Riteform Leadership in Seating. 














| igi Pri "” 
425 Delux Sec'y 115 “Rigid Back "9back 


See Your reliable dealer firstly in buying office seat- 

Dig. Pie supplies only merchandise of high quality, time Springback" ‘o 

tested, that Sssures COmpleteueumeamer satisfaction. The mmm mm anaes aa 

pyame Ritetorm” symbolizes @ matienwide recognition of CHAIR CO., 
B sandara of service and quality thet is featured by 43 5S OXFORD F 


better dealers everywhere. 
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Retails at 


$3 9” 


Plus F. E. tax. 

Supplies extra. 

(Slightly higher on 
West Coast) 


Only the W E B E R provides 


all these advantages 


NO PLATES - NO STENCILS 
NO RIBBONS - NO INK 


AUTOMATIC EJECTOR automatically ejects 
each piece face up as it is addressed. Leaves 
both hands free for operating. 

HIGH SPEED—can be operated at speeds of 
1000 to 1500 per hour. 

FULL VISIBILITY 
gives full visibility—insures perfect centering 
FINGER TIP CONTROL—a flip of the finger 
and ad-roll is instantly advanced. 
ADJUSTABLE FLUID CONTROL— Three-way 
adjustment governs flow to suit paper stock 
used . . . insures perfect moistening. 
ADJUSTABLE GUIDE easily set to accommo 
date various sizes of mailing pieces 

STURDY CONSTRUCTION | streamlined one 
piece cast aluminum housing 
aluminum operating arm ... rich crackle finish 


transparent pressure bar 


one pie ce 
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NOW... 

a bigger, better 
NATIONAL 
ADVERTISING 


CAMPAIGN 
fo help you sell 








THE 


ADDRESSING MACHINE 


New ads... bigger ads... more of them . . . in more national 


magazines. That’s the new 1950 program of advertising to 

help you sell more Weber Addressing Machines. 

1.134.169 readers 
190.053 readers 
14.856 readers 
269.530 readers 


10.000 readers 


Saturday Evening Post 

Business Week 

(American Business 

The Rotarian 

Office Management and Equipment 
Here's a campaign of hard-hitting advertising that will sell 
Weber Addressing Machines for every Weber Dealer. And 
now is the time to cash in on the growing demand for this low 
priced, high quality addressing machine. If your stock is low, 


re-order at once. If you do not now handle the W eber line, 
write or wire today for full details and dealer discounts. 


WEBER ADDRESSING MACHINE COMPANY 
248 West Central Road, Mt. Prospect, Illinois 
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lock in it in a given time. The record of 
each payrol eriod is given in convenient and com- 
rorm 


—-> © 
AUSTRALIAN NEWS NOTES 
W. Beecham, Correspondent 


rhere i ite shortage of typewriters through- 
t Austral the present moment and it is likely 
t will persist until the dollar situ- 
n is ea nsiderably. Demand for American 
4 iys high and in general they seem 
pref to English and Continental models 
tel ping that the new federal govern- 
may easier to approach in regard to the 
posit han the previous Labor government 
salesmen in all quarters report 
llent f files during January. Office calendars 
kin also been in good demand, as have 
ffice diari sales of steel office furniture in some 
s, howevs 1ave dropped off, owing to supplies 
econd service lines becoming available 
ih army) isposal channels 
: “a 
The Con ealth Statistician reports that during 
ee n April, May and June, 1949, imports 
luded: pe1 nd pencils valued at £292,000 (previ- 
three ntl £304,000); writing and typewriting 
Ly 161 £803,000), and general stationery, 
274,000 (f Of It will be noted that in all cases 
there hi ef drop, particularly in the case of 
riti vriting papers 
eview of Australia’s paper industry, 
ried out by the Commonwealth Division of Indus- 
Development, it was stated that the Australian 
per and lp industry will be able to meet most 
le country paper and board requirements, except 
news} n the very near future.” 
ications for Australian patents are 
terest e office appliance trade. One, Appli- 
tion Ni 058, lodged by Kalamazoo (Australia) 
New Wales, was for a loose leaf binder, 
letails bei To enable the use of one binder for 
irrent purposes and later for permanently securing 
mbination is provided of a hollow 
ping b vith an endwise slidable locking strip 
ted wil the bar. The strip exerts a gripping 
nona irality of thongs, the arrangement being 
that rtial movement of the strip suffices for 
f the » binder while the full move- 
irts together permanently.” 


eS O 


ation, No. 135,107, lodged by Mr 
South Wales, was for an envelope 
ealing di ails being: A machine for mois- 
ening a envelopes in one operation includes 
vedge water tank having a filler and an 

t iy face of the point covered by an 
be! i to which tank is hinged a press 

um moistening roller 
roller in front thereof.” 


* s 


opposite the 


is worthy of note that in the 
hs of A May and June, 1949, Australia ex- 
rted ge tationery valued at £174,000, com- 
ed witl £173,000 of the previous three months 
But factory iction is not as high as employers 
A fforts are being made to introduce 
entive nt schemes These however, aré 
fought by the trade unions 


ilian Detence Research Labora 
es j é Circular No. 12 covering the fungicidal] 
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IMPERIAL Double Top Folders cost less than 
ordinary folders. 


They last longer and give your customers bet- 
ter value for their money. 


They permanize your folder business. 


Standardize on IMPERIAL Double Top Folders 


and watch your sales and profits grow. 
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Announcing 


Dependables 


New OFFICE MACHINE 


STAND 





No. 1919L 
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its ALL Offi 
' Fits Office Machines ! 
' ’ . 
‘ Non-Skid, ' 
: Noiseless Pad a 
. Here is one of the finest office machine stands : 
t ever made! It is built to fit the needs of ANY ' 
° operator in ANY office with ANY office machine. ' 
' It will take abuse and last a lifetime. With the : 
t Non-Skid Noiseless Pad any machine stays put! , 
: This is an added feature that your customers want. ' 
' The Pad is 16” wide and 18" deep. Suitable for : 
' largest to smallest machines. Overall size of the f 
. Stand is 19” by 19” by 27” high. This Depend- ' 
1 able New Office Machine Stand will sell fast and ; 
' easily and become a consistent profit maker for a 
' ' ' 
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Retails at: 
No. 1919 Stand only, with 
glides 
No. 1919L Stand with 2 
leaves, as illustrated 
No. 1919LC Stand, 2 leaves 
and casters (2 casters 
with locks) $19.50 


SPECIAL Introductory OFFER! 


“FREE . one stand with pur- 
” dae of ten. 

@ “FREE. with initial order of 
ten stands, 100 postage paid di- 
rect mail pieces that get inquir- 
ies, plus colorful point of purchase 
display material. 


$13.50 
$16.50 


Get Details At Once! Write.... 


i DEPENDABLE MFG. CO. 


Omaha, Nebr. 
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treatment of varied materials. In this there are the 
following notes regarding adhesives: “Glues, starch 
and casein adhesives and similar bonding materials 
are all capable of supporting growth of fungi, Most 
other adhesives do not support fungal growth to any 
extent. Synthetic resin adhesives, such as urea for- 
maldehyde, are reported to be resistant to fungal 
attack ... The organic mercurials appear to offer the 
best possibilities for incorporation in adhesives to 
improve their resistance to fungi, water-soluble 
phenyl mercuric triethanolamine lactate now being 
used. But because of their toxity, mercurials should 
not be used in adhesives for gummed labels.”’ 


+ 7 os 
Treatment for preservation of books against fungi 
includes the spraying of covers, backings and bindings 
with an 0.1 per cent solution of either phenyl mercuric 
acetate in benzine or sodium ethyl mercuric thio- 
salicylate in alcohol, or a one per cent solution of 
pentachlorphenol in alcohol, 


~—_ 


0.A.M.1. WITHDRAWS ITS COURSES 
FROM VETERANS’ TRAINING PLAN 

Veterans presently enrolled at the Office Appliance 
Mechanical Institute, Springfield, Mo., will be allowed 
to complete their course of training but new applica- 
tions from veterans under Public Laws 16 or 346, the 
GI Bill, will not be accepted. 

According to this announcement, O.A.M.I. will con- 
tinue its courses in typewriting and adding machine 
mechanics to commercial students who pay their own 
tuition. The same high quality instruction will be con- 
tinued in both courses, it is stated 

Difficulties in securing a fair and reasonable tuition 
rate based upon actual operating costs and the refusal 
of O.A.M.I. to reduce the quality of instruction so that 
the tuition rate may be reduced necessitate that the 
training program for veterans be eliminated, says 
Rocky’s News Letter of January 15 

With the completion of training of veterans present- 
ly enrolled, over 400 veterans will have completed the 
typewriter and/or adding machine mechanical courses 
and will have been rehabilitated by O.A.M.I. 

A new course in office machine mechanics is now 
provided for training in standard and noiseless type- 
writers, electric typewriters, adding machines and du- 
plicators, including demonstrating and selling 

—-« 
MISS MARTIN RETIRES FROM KOH-I-NOOR 

Miss Anne B. Martin, who for 29 years has been asso- 
ciated with Koh-I-Noor Pencil Company, Inc., retired 
on January 15. 

Miss Martin joined the company in 1921 and rose 
to the position of secretary of both Koh-I-Noor Pencil 
Company, Inc., and L. & C. Hardtmuth, Inc., of Blooms- 
bury, N. J. 

As a token of appreciation, the company presented 
Miss Martin with a handsome wrist watch. She was 
also the recipient of good wishes, flowers and gifts from 
her co-workers in the office and factory 

—- 

SWEDISH FIRM ISSUES ATTRACTIVE BOOKLET 

An attractive 32-page booklet, with text in French, 
English and Spanish, has just been received by the 
editorial department of Orrice APPLIANCES from Orig- 
inal-Odhner A.-B., Gotenberg, Sweden The front 
cover of the booklet, titled the Odhner “Cavalcade,” 
is attractively printed in silver, blue and red 

The brochure is devoted to photographs of company 
officials, their statements, and to a number of gen- 
eral and close-up scenes of the Odhner plant and 
assembly work. Also included are a number of photo- 
graphs of Odhner sales forces in European, South 
American aid Far Eastern countries. The American 
distributor for the company is Ivan Sorvall, 210 Fifth 
Ave., New York 10, N. Y. 

1950 
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@& FILING SERVICE 


MAKES MONEY FOR EVERY DEALER 


Guide-O.fobler 


Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


The only limit to your profit possibilities in selling Guide-O-folders is your 
own effort, because there are so many applications in every office you 
service. Everywhere records must be kept, Guide-O-folders increase the 
speed, facility and accuracy of filing and finding. They are always in an 
upright position because they hang. Guide-O-folders glide along on the 
metal Guide-O-frames with finger tip ease. They fit right into every sys- 
tem because the metal tabs are adjustable to all filing positions. Use our 
handy demonstration kit to sell all your customers. 





TRADEMARK 


TRANSFILE 


STEEL FRONT FIBRE BOARD FILES 


How many of your customers still bundle up their old rec- 
ords and toss them in a box or vault? You'll probably 
find a good many of them do. Here is fertile sales ground 
for TRANSFILE Fibre Board Files—the practical, low cost 
method of keeping these inactive and semi-active records 
accessible at all times. You will do your customers a great 


*? 
service and can make a nice profit for yourself by selling o 2 STYLES 


them TRANSFILE FILES. 13 SIZES 


FILING SUPPLIES 


Who gets the big orders for folders, guides, index cards, etc., in your 
town? The GUSSCO dealer gets them because he has the right mer- 
chandise at the right price and the right time. He never fears factory 
competition for he knows all GUSSCO products are sold thru dealers 
only. And when he happens on a special he gets the whole cooperation 
of our staff—he gets merchandise, not excuses. This combination of 
quality, economy and service places the GUSSCO dealer in an excellent 








competitive position. 


WRITE FOR THE NEW GUSSCO CATALOG TODAY! 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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chairs cost far less than what you expect to pay for such superior qualin she 
fled 


Here is today’s best buy in fine office furniture! Harter’s new 1800 suite 


combines graceful modern design and real deep-seated comfort. These 


The 1800 line is big, roomy, luxurious. Seats and backs are deeply 
cushioned to provide soft and resilient support. Padded arm rests 
0 come fully upholstered to match the rest of the chair. Solid all-steel T 


construction assures a business lifetime of good. hard service in ¢ 


Ke A R T ft is J 6 You can get the 1800 suite in corrected top grain or deep buff leathe anal 
< : . ¥ ) 


Tolex plastic-coated fabric, or mohair fabrics. Four standard colors and 
7 Green, Brown, Maroon, Black — and five special” colors are available. 
1 8 0 @ ] Ss U f - Write for literature. Harter ( orporation, 1003 Prairie Ave., Sturgis, Mich 


i — |G 
WO HARTER E 


H | G AN rece 
STEEL CHAIRS © POSTURE CHAIRS 
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FELT-POINT PEN OFFERS “DOODLING” DISPLAY 


Shoppers are encouraged to “doodle” and try the world ot differen 
new Marsh No. 77 Felt-Point pen on a handy scratch Why is there Units 
pad featured in the company’s new counter display. Rose master : 
Not only does the display have a testing pad and ink- insist OF : _ ovr thinking 
filled Felt-Point pen conveniently placed for self dem- perience t one go? 





MARSH FELT-POINT DOODLING DISPLAY 


nstration ympactly stacked in the left side of 
he display are six boxed Felt-Point pen personal sets | 
ontaining the pen, filler and bottle of ink. FTI 
This disp] ivailable to retailers writing to Robert a 
E. Wright les manager, Felt-Point Pen Division, - sel 
Marsh Com} Belleville, Ill seated the WOOY 
_- E that origin rallic Coating 
LUCKETT CHANGES WESTERN REPRESENTATION \ wos ~" TA-CLEAN Me hands 
C. Vernon Nobbs, who has represented Luckett Loose accepte 4 for) that ep euns; 
Leaf, Ltd., Toronto, in the entire West from the Head nt applied we jonge! 
f the Lak« British Columbia since 1929, will now (pate hing clean; 3 m from 
onfine his efforts entirely to the province of British nd clot essions: do 
Columbia sharpet impr ding offset. 
Walter C ill now represent Luckett at the Win- ning, pleco: SEALED 
ipeg office a the three Prairie Provinces and as far sto! «ntro aS , 
ist as the He of the Lakes , ROSE thot wn n exclusive 
These changes, it was stated, have been made advis- aw proof Sides 
ible and nece y by the tremendous development of Smudge e 
western Cal nd the growth of the Luckett busi- ROSE feature: -wroduce’ the 
ess in thi now ! “ ter 
Mr. Craig ed with the firm in 1931 in the order it is ROSE tho! wNO-STAIN = 
lepartment right out of high school. He occupied that asationa! new we duplicating 
sition, ri the managership of that department - sture ws". 
| June 2, 1942, when he enlisted in the Royal Cana- nd mo da mastef units 
nadie carbons - . 
*—« — 
‘'YPEWRITER STOLEN FROM TEXAS STORE insist of ROT prise 
Theft of table typewriter, valued at $75, from ere’s no 6° 
Lee S ffice appliance store, El Paso, Tex.., th printed Master “ 
report J lary 12. Two men walked into the oe * Gelatin Cordon’ en) 
asked to see a typewriter on the aren give, Purple fed, O° 
helt he eized the portable machine and pom Rolls 
at THY Mekiowsite" Rolls 
iia <>< spirit Teletype 
OPEN NEW STORE IN WEST VIRGINIA ag eae 
The Galax Office Supply store was recently opened Poplicon 
Galax, W. \ Mrs. Virginia P. Higgins is at the 
ore daily public stenography and mimeograph 
rk. The re irries office supplies and equipment 
oes all } of repair work on office equipment 







Write today for prices 









; 


and further information 
to Dep't A, 


4 
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George E. G 1 of the Gould Manufacturing Com- 
Was] t D. C., and Mrs. Gould are the proud 
. ¢ 3:10), Ey. ae tON MANUFAC 
t David Marc, born December 30. A RIBBON ARBON A : 
Re n Note” birth announcement was GENERAL OFFICES & FACTORY 
ve in the industry 
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GREATER PROFIT 


RIGHT DOWN THE 7<cZox LINE 


‘St 


«ith VICTOR 
youve got a 
VISIBLE ANSWER 
TO EVERY 
RECORD-KEEPING 
PROBLEM 









RECORDEX VISIBLE 


Every executive has individual records 
that need the practicability and com 












pactness of Victor Recordex, the Visible 
folder with a the features of larger 


Victor Visible units including full A 













transporent protected margins 








A sure-seller for departmental records 
You can offer your customers cloth 
covered or metal books in sizes for 
5x3 x4 8x5 8x6 8x7 and 8x8 
cords, all with the famous Victor easy- 
shift pockets Book racks and book 


cabinets also available 
WOOD SECTIONS 


Your customers no longer need worry 


- 





















about record expansion; you sell them 










~ 


Victor 3-slide wood sections as they 
need them Available for 8x5 cards 
only in arey or areen these sections 
stack rigidly Ideal for the Victor 





facts-at-a-glance 





signaling system 



















Here your customers have all the ad 
vantages of wood sections, with the 
odded durability of stee and sizes 
for cards 5x3, 6x4 and 8x5. These 
single-slide grey or green. sections 


stock rigidly to give your customers 





t strenath 





solid-cabine ond appearance 


’ »UIPMI 




















Every business is a potential customer 
for Victor Card and Tube reference 
equipment An extensive assortment 
of rotaries, desk stands, wall brackets 
and switchboord brackets ore avai 


able to solve any reference problem 








Rie customer may hove 


Limited space prevents thorough description 
of these Victor products. Write for literature 
and practical applications of these visible 
best-sellers, and profit by their popularity. 













es, THE VICTOR SAFE & EQUIPMENT Co., Inc. 
NEW YORK 


VITOR Peel FoF} 7 | 
~~ 
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McBEE PROMOTES B. F. CUTLER 

B. F. Cutler has been appointed assistant to D. R. 
Zenner, president of The McBee Company. Mr. Cutler 
will also retain his position as treasurer of the com- 
pany. Besides taking over specific duties assigned to 
him, he will act as co-ordinating head of all depart- 
ments whenever the president may be absent. 

Mr. Cutler, a graduate of Yale Sheffield Scientific 


School, took his master’s degree in business adminis- 











B, F. CUTLER 


tration at Harvard Business School in 1929. He spent 
several years in management engineering work, in- 
cluding two in southern states installing new methods 
of manufacturing and plant layouts in the garment 
industry. After a few years with the manufacturing 
division of Marshall Field & Company, he joined McBee 
in 1939 as comptroller. He was elected treasurer of 
the company in 1948. Mr. Cutler is also a member of 
the city council of Athens, Ohio, where the main plant 
of McBee is located 
—- 
HOW TO PROFIT ON TAXES, MARCH 15 

The Ides of March have come to have new signifi- 
cance for the commercial stationer, for the Ides of 
March and the tax collection date coincide. And there- 
in lies new opportunities to be of service and realize 
a profit through a bigger business build-up of tax 
finders, tax booklets, outline of the law, tax indications, 
regulations, and tax forms. 

In any event, against the oncoming tax season, Low- 
man & Hanford Company, pioneer stationers of Seattle, 
Wash., secured an early start with payroll deduction 
helps and assistance for the tax-confounded 

There have been many helpful little devices, gadgets 
and gimmicks of a stationery nature to fall within the 
province of the new 142% tax on earnings to meet 
the new social security schedules, the new federal plan. 
Upping of the percentage by national law from one 
to one and a half per cent has, moreover, taxed ingen- 
uity (and that’s another tax) to find the tax, almost 
at a glance, or without undue computation and loss- 
of-time arithmetic 

“Lowman’s” of Seattle introduced, tl 
busy Seattle stores, the new tax findin 
for weekly, biweekly, and semimonthl 


i1rough its five 
g “machinery” 
y pay periods, 


and backed the introduction of the helpful means of 
finding taxes with a sales and advertising campaign 
to reach the businessman, employer and company 


executive 

“What is 144% of $56.37?” was the striking headline, 
to indicate the manner in which the problem could 
be swiftly “Your payroll department,” the 
Seattle stationers informed the local business world, 
“needn't stop to figure that one out. The correct 
culation is quickly and easily found when using the 
Wagemaster Tax Finding Board.” 

In addition, other tax tabulation equ 
offered, such as extra tax table faces, withholding tax 
indicators—all useful stationery items to go with tax 
deductions and avoid tax befuddlement and baffle- 
nent via the easy-reckoning route—CML 


solved 


2a) 
Cdai- 


new 
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Bank furniture must be impressive . 


their F D 
MODERN .. 


P ofits, 


put WILTSHIRE MODERN to 


=) 
u 


Large display ads 
n every issue of 





American Business 
help Imperial deal- 
ers : make Im- 
perial desks known 


fast selling! 





—_ 


. . dignified ... 
the National Bank of Commerce in Norfolk chose WILTSHIRE MODERN to set the theme for 

ir People's Office. Your customers will be easily sold on the attractiveness of WILTSHIRE 
. they demand its outstanding utility features. For mass installations with maxi- 





WILTSHIRE MODERN graces another 
bonk . . . the People’s Office of the 
National Bank of Commerce, Norfolk, 
Va. The installation was made by the 
Hampton Roads Paper Co., Norfolk, a 
successful Imperial dealer. 


another 


bank 
adds 


the dignity of 
wiltshire modern 


with warmth and beauty. That's why 


work for you. 





desk company 


EVANSVILLE 7, INDIANA 
MANUFACTURERS OF WOOD OFFICE FURNITURE 


Member of Wood Office Furniture institute 
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Dealers know that the vast Berger 
organization has completed some of the 
world’s largest contracts for standard 
and special steel office equipment. This 
means that the Berger name is known 
and recognized by the big buyers, too 
...» makes your sales agreement with 
Berger doubly valuable as a repeat- 
business booster. 


The New BERGER 
STA-LOCK COMPRESSOR 


Positive locking — 
holds drawer contents in place 
without slipping. 


Ould You Busness wih Cegee 


BERGER MANUFACTURING DIVISION « REPUBLIC STEEL CORPORATION 
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/ BERGER BANDWAGON 


"l'm aboard the \ 


because 


BERGER means BUSINESS" 


Yes, the Berger bandwagot 


1 is rolling ... and, it’s bulging with new and 


exciting steel office equipment that’s due to hit dealers’ sales floors 


this year. New Berger models—plus new improvements in current models 


—are really on the beam. Make a bee-line for a Berger dealership and get 


in on that big bonus busir 


CANTON 5, OHIO 


1ess. Dealers are swinging aboard the Berger 


bandwagon fast, so see your Berger repre- 


sentative or wire, write or phone us, today. / 


/ 
The New, Improved BERGER /“ 
“B’-GRADE FILE is a world-beater! 


Here’s the moderate-priced commercial steel file 
that has paced the industry for so many years. Now, 
redesign has made it better than ever: stronger and 
more durable; with new easy-operating, positive- 


locking compressors. 


Berger ‘“B’’-Grade Files are identical in all dimen- 


sions with “A’’-Grade . . . are furnished with and 
without locks . have plenty of special-purpose 
inserts to tailor them to every filing job. Can be 
furnished with Berger Hanging File Frames instead 
of compressor. Available in beautifully finished 
modern platinum gray, attractive olive green and 
rich walnut and mahogany grains, they can be } 
used everywhere. Ask your Berger representative | 


about these Berger beauties, or write us today. 
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5, 4,3, 2-drawer steeltransfer steel storage plan drawer steel! book tn 
steel filing cabinets cases cabinets ossembliies shelf units 
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HOW TO CASH IN ON 
THAT EASTER TRADE 


By W. B. Stoddard 


ORE and re Easter is becoming a season of 
X M ift-givir the elaborate and expensive 
\ sifts of Christmas, but little tokens of friendship and 
\} es eem. The office itfitter is in a particularly good 
spot to offer these, for his large line of desk accessories 
appeals to both men and women. Pastel stationery is 
another appropriate and timely offering Greeting 
ds shoul ven special prominence at this time, 
r they draw y into the store where they have 

un opportunit: ee gifts of more intrinsic value. 
Greens, stat and office outfitters, Long Beach, 
Calif.. have found that the ideal way to bring these 
ards to the attention of the public is their lobby show- 


ver, “Many more people would buy 


ely greet if these were brought sharply to 
eir attenti eek before they should be sent. Ac- 
din gly, whe moved into our new and thoroughly 


or! GREEN'S LOBBY SHOWCASE WINDOW FOR EASTER 
. n store bu in the lobby, directly at the side 
file entranct triple-shelf cabinet, wherein are 
wn the latest ies of a number of quality maga- 
Ow, ine Above it lass cabinet, in which greeting 
and are SNOV . 
The display i red each week, so that well in ad- 
ive- |} vance of any S| | date, all passers-by, as well as all 
ntering the st re confronted with a good collec- 
f card jus prices. As quality cards are 
1en- featul e glass front of the case prevents 
‘areless handling 
and 
pose in Ad in Color” 
1 be It is, in effect in color, and all the cards shown 
n t se, a as many more of popular price, 
tead . 
in | n yng racks inside the store. For 
shed j several week Easter they featured not only 
and it a \ ne of more substantial gifts. One 
was gi the display of these lines. At one 
1 be whit holding a big pen, and the in- 
itive ption “Tim 1 to address your Easter cards.” 
it the othe: is the cutout of a young woman 
day. F seats 1 at a desk th a large bunny calendar before 
r. Fountain pe letter scales, desk pads, calendars, 
per weights a esk lamps were shown. 
On the wall King Office Supply and Equipment 
Company, Long Beach, Calif., were lavender panels, 
LIC pped with s] f spring flowers. A purple card, 
7 , ettered in ¢ vised “Give Them Office Supplies 
for Easter—A Pe! nent Gift,” and “Gifts to Please 
Businessn nd the Businesswoman.” There 
chair, a desk and a desk lamp, to all of the three 
f East eeting being attached. Typewriters, 
were also shown 
— Small Gifts Featured 


Another wil ith similar setting, was devoted to 
feat ifts. On a long low bench a 
items were displayed. On the 
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DOPP-BILT for Quality 


PRICED TO TODAY’S MARKET 


for Volume Sales! 


on 
They op* pasy oo 


etay a 078 az 


PORTFOLIOS 


Exceptionally fine 
quality, large ca- 
pacity, multiple 
pocket portfolios 
with disappearing 
handles and leather 
gussets. Dopp-BiLT 
in smooth or em- 
bossed Top Grain 
and Split Cowhide. 


Pope 
ric .= 
Cow 
frame e 
ins: 
ales, 
ets an 
potto™ 





Big-VALUE Bu 
Salesmen, 
makers 

Selling Toilet Kit, 
ally Advertised fin 


ys in to 


P dem 
Executives! ans Gy Students, 


Quality-made t 

© SELL 
famous DOPP-KiT, America’ 
and a complete line of oth 
© leather goods. 


Teachers, 
——by the 
& fastest. 
er Nation. 


CHARLES DOPPELT & CO. INC. 


2024 S. WABASH AVE., CHICAGO 16 
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mean MORE PROFIT for you 


< 


> 


GHECE LING; art 


$ 
en \ 


Write for more complete literature on 
Mak-ur-own six inch strips and informa- 
tion on other Mak-ur-own products in- 
cluding shield tabs, printed inserts and 
hinges. These customer approved products 
mean more profit for you. 
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floor close to the glass were ten mats, each holding 


| samples of a single line—pencil sets, pens, pencil 


sharpeners, knives, erasers and small calendars 
“This is the best way to show small items,” said Dick 
King, manager. “If they are displayed in cabinets or 
on a desk they are dwarfed by the office furniture, but 
shown at such close range they catch the eye immedi- 
ately. Little conveniences like erasers, pencil sharp- 
eners, typewriter ribbons and gum tape, when wrapped 
in cellophane, make nifty little remembrances, and are 
far more appreciated by businessman than ties or 


handkerchiefs.” 
ee 


PITNEY-BOWES APPOINTS THREE MEN 
Walter H. Wheeler, Jr., president of Pitney-Bowes, 
Inc., recently announced the appointment of Frederick 


| Bowes, Jr., advertising and public relations manager, 


as director of public relations and advertising, with 
the public relations function established in an execu- 
tive staff department. The appointment of Joseph 
J. Morrow, personnel manager, to the new post of 











JAMES L. TURRENTINE 


director of personnel relations was also announced. 
At the same time James L. Turrentine, assistant 
manager of public relations, was appointed an assist- 
ant to the president. 

The appointments, Mr. Wheeler said, “reflect the 
increasing importance of public relations and human 
relations in the conduct of the business.” 

Mr. Turrentine will assist the president on special 
assignments, he said, and will work closely with the 
public relations and personnel departments 

Mr. Turrentine joined the postage meter company in 
March, 1947, as supervisor of publications. A graduate 


| of the University of Missouri school of journalism 


in 1939, he is a former member of the editorial staffs 
of the Chattanooga Times and the Louisville Courier- 
Journal. During the war he served as chief of the 
overseas radiophoto service of the Office of War In- 
formation in New York. He was named assistant 
manager of P-B’s public relations department early 
in 1949 
—- 


JACK C. KERN APPOINTS ROSS F. DE LONG 
The Jack C. Kern Company, 2100 McKinney Ave., 
Dallas, Tex., recently announced the appointment of 
Ross F. DeLong as southeastern division sales manager 
with headquarters at 1704 Madrona St., N.W., Atlanta, 
Ga. Mr. DeLong will travel in the states of Georgia, 
Florida, South Carolina, North Carolina, Virginia, Ala- 

bama, eastern Tennessee and eastern Mississippi. 
The lines are Imperial Methods Company, Kings- 


bacher-Murphy Company, Perfect Rubber Seat Cushion 


Company, American Numbering Machine Company, 
Fritz-Cross Company, Tri-Par Manufacturing Com- 
pany, Quigley Furniture Company and Stempel Man- 
ufacturing Company. 

Mr. DeLong formerly traveled in Oklahoma, Ar- 
kansas, Louisiana and Texas for the Kern organization 
prior to his advancement to the Atlanta assignment. 
The Kern organization also operates branches in Kan- 
sas City and Dallas 
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HERE IT IS! THE BIGGEST NEWS YET IN FILING: 
THE NEW Art (\\etal SPEED-FILE 


FOR FASTER FILING AND FINDING! 


























. . easy reference position. 
mS 
It’s here! N as tomorrow's newspaper. And ready to prove 
the finest value in filing today. It’s the great new 
Art Metal Speed File with automatic expansion at 


lirawer. To you it means new sales advantages... 
er satisfaction. To your customers it means 


easier filing ... simpler filing . . . faster filing! 


Art Metal 


BUSINESS EQUIPMENT 


Art Metal Construction Co. 


Jamestown, N. Y. 





This cut-away view of 
the new Art Metal 
Speed File shows the 
smooth lay-back action 
that automatically 
places file contents in 


Art Metal 


Jamestown New York 
USA 


ie... 
















aa 


Here are the big advan- 
tages and features this 
great new Art Metal 
Speed File gives your 
customers... 


] Drawer contents are in full 

visibility and easy reference 
position immediately upon 
opening drawers 


2 Rigid front—expansion 
drawer back. Greater 
strength and greater conve 
nience in use File drawers 


open and close in one easy 
motion 


1 File contents slope back- 
ward 2\4 inches—auto 
matically—when drawer is 


opened. Just find your place 


and file 


4 The last folder in the new 
Art Metal Speed File is 
fully accessible and filing is 


just as easy as anywhere else in 


the file drawer 


5 The Art Metal Speed File 
uses standard vertical file 
guides, locked into place with 
guide rod. There’s no need to 
special-size guides 


6 Speed-file spacers divide 
) contents of file and pro 
vide full support in partly 


filled drawers. Bottom drawer 
is aS easy to use as any other 


7 The snap-out guide rod is 
exclusive in Art Metal 
Files. Just press knob down 


and pull out to add or remove 
asian 


8 The drawer suspension is 
the time-tested Art Metal 
ball bearing roller side arm 
suspension—easy rolling, 
smooth and quiet and clean. No 


soiling of operator's clothing 


9 The Art Metal Speed File 
provides the maximum 
sable filing space—the full 
depth of the drawer and 
requires no allowance for 
mechanical parts. Drawers are 
indard full height 


t 


For the finest 
in business equipment 
... look to Art Metal! 


es at 


ot saat TS 


vite. 











SEE THEM AT BOOTH NO. 67 N.O.F.A. CONVENTION EXHIBIT 
MARCH 23-24-25, HOTEL COMMODORE, NEW YORK 





roe HARPER i: 


by. Metalstand 


A full suspension, quality file at sur- 
prisingly low cost! 22, 20 and 16 gauge 
furniture steel used throughout. Dust- 
proof, enclosed bottom shelf. Full sus- 
pension — 10 rollers to each drawer. 
Handsome cast aluminum hardware. 
Beautiful baked enamel finish—green or 
gray. Also available in Grained Walnut 
and Mahogany. Legal or letter size—2, 
3 or 4 drawers. Style shown here: 4- 
drawer letter file. Height 52”, depth 
26", width 1442”. Drawer clearance 
12%" x 10%” x 25%”. 





Write today for illustrated circular showing com- 


plete line and prices with dealers’ discounts. 


METALSTAND COMPANY, %c. 


1615 to 1625 MELON STREET 
PHILADELPHIA 30, PENNSYLVANIA 
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PEDAL TOUCH Hi-Lo 


TYPEWRITER STAND 


Amazing new device makes raising, lowering 
really easy! Touch right pedal to raise—for 
smooth, swift rolling. Touch left pedal to drop 
and lock into firm typing position. Construc- 
tion: heavy gauge, welded furniture steel—set 
up, ready to use. Two spacious piano-hinged 
side leaves steady, absolutely level 16" x 36" 
working space. Four handsome finishes: walnut, 


maple, gray, green. 
Other style METALSTANDS for every office use. 
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DICTAPHONE BEGINS TELEVISION ADVERTISING 


Advertising history for the dictating machine indus- 
try was written January 23 by Dictaphone Corporation. 
On that date the firm inaugurated the first television 





DICTAPHONE TV CONFERENCE.—New television program 
of Dictaphone Corporation is discussed by President C. K. 
Woodbridge (left) and Charles Tranum who will conduct the 
“Manhattan Spotlight” show each Monday night. Dicta- 


phone’s new portable model, Time-Master, is shown at right. 


program ever sponsored by a dictating machine manu- 
facturer. The program, “Manhattan Spotlight,” is 
televised each Monday night from 7:30 p.m. to 7:45 p.m 
on Station WABD in New York City. Commercials fea- 

ire Dictaphone’s new Time-Master and plastic Memo- 
belt. The story of these new office dictation aids is 
iramatizea 


—- <« 


HYMAN FIRM NOW DISTRIBUTES MOISTENERS 
L. Hyman & Sons, wholesale distributors at 102 
Prince St., New York 12, N. Y., announce that station- 
hase Hummel-Brush moisteners from 


ers Can now 





HUMMEL—BRUSH MOISTENER 


them through a new distributorship arrangement with 
the manufacturers of these gummed tape moistening 
dispensers. The New York distributors have available 


new price lists and advertising literature on the sealing 
tape machine ibel moisteners, and stamp and flap 

isvenel 

— 
ASCO INTERNATIONAL INCORPORATES 

Morris Wagman, attorney at 1440 Broadway, New 
York City, filed articles of incorporation with the sec- 
etary of state, Albany, December 23, for Asco Inter- 
national, Ltd ffice and stationery equipment. Morris 
Wagman, Charles Siegel, and Samuel Rosenberg, all 
of 1440 Bri vay, New York City, were listed as di- 

t Cal tock was listed as 200 shares no par 


EEG 
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1658-F, 74x38. 8" overhang ot 
back and both ends...available 
in mahogany, walnut, oak and 
Softone. 


look 
in on 
new 
sales! 





Something new . . . something needed 


... that’s Alma’s Executive Conference 
Top STANDARDIZER. 


And the Wise Economy price on this 
beautiful wood desk makes it all the 
more attractive to buyers who must 
watch their dollars. 


Generous working space allows 
conferences in comfort . . . right in 
your customer’s private office. Here is 
a selling feature aimed at the demand 
for dual-purpose desks. 

It's a space saver, it’s a time saver, 
and the wise buyer will recognize it 
immediately as a money saver. 

So order a few today .. . see how 
Wise Economy will bolster business 
for you. 








Petter visks are made oF wooo 
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NEW IDEAS 
TO HELP INCREASE 


YOUR SALES 


a 
RESILIENT | 


. 
MON-SKID 
BACKING 
. 


~ WASHABLE 
7 
DURABLE 






~ 
ATTRACTIVE 















Reduces Noise 
Increases Efficiency 
EWA. ROWLES COMPANY ~*~ 








et 


Fast Turnover—Bigger Profits 


MASTERMADE 
CORK TYPEWRITER PAD 


Every Office Is a Prospect 


Sell new typing speed—improved efficiency—less mistakes 
with the new MASTERMADE CORK TYPEWRITER 
PAD. Absorbs clatter and noise of every office machine 
and cushions the vibration. Made of genuine cork, a natural 
cushion composed of millions of cells filled with air. Ma 
chines actually “float on air.’’ Entire pad treated to prevent 
slipping. Pad is very resilient, flexible, washable and will 
not absorb dirt, dust or grime. Cart n bright colors 


V44"" tan cork, Size 11°’x13" 
Suggested Retail $1.00 


Rowles 





Change-A-Name 

DESK NAME PLATE se lee 
Suggested Retail $3.75 

A luxurious, “expensive-lookin changeable letter desk 

sign that you can offer at a price all can afford. Personalize 

each sign with plastic letters in a few minutes. Letters are 

44" high and covered with unbreakable Lucite plastic cover 

Base selected hardwood finished walnut. Padded bottom 


prevents scratching 


FOR COMPLETE INFORMATION, PRICES AND _  DIS- 
COUNTS, WRITE DIRECT TO 


e U. A ROULES CO. 


o.\% 
PRRLIABRGTON PMEVGHRITS. VAL 
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CHARLES E. LOVE PROMOTED BY IBM 

Charles E. Love, general sales manager of Interna- 
tional Business Machines Corporation, was elected 
vice-president in charge of sales at a meeting of the 
company’s board of directors recently. 

A graduate of Hobart College, Mr. Love joined the 
company in 1932 as a student sales representative at 
Rochester, N. Y., later serving in several sales execu- 
tive capacities in Portland, Me., Peoria, [l., and Chi- 
cago. He subsequently became instructor of sales in 








CHARLES E. LOVE 


the IBM employees’ training school at Endicott, N. Y., 
and then served successively as electric accounting 
machine division manager in Boston and Chicago. 

In 1944 he entered the Unites States Navy, from 
which he was discharged in 1946 with the rank of 
lieutenant. He returned to IBM as sales manager of 
its western district, and was appointed general sales 
manager in 1947 

‘<-> <. 


UNITED STATES EXPORTS OF OFFICE 

MACHINES, EQUIPMENT AND SUPPLIES 

Figures for November, 1949, Released in February, 
1950, by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D.C.) 


Net Value 

Classification Quantity (Dollars) 
Machines Bookkeeping Nondescriptive 290 404232 
Machines Bookkeeping Descriptive 369 472092 
Machines Listing Adding 3254 571489 
Machines Calculating Non Listing 1117 340143 
Machines Card Punching Etc. 347 527740 
Machines Accounting Etc. Nes. 529 106742 
Machine Parts Accounting Etc. 1097018 
Machines Addressing 128 61533 
Equipment and Parts Address Machines 34811 
Machines Duplicating Ex Lith 275 44943 
Machines Duplicating Lith 45 45470 
Parts for Duplicating Machines 62285 
Cash Registers New 849 277140 
Cash Registers Used Rebuilt 233 15642 
Parts for Cash Registers 218279 
Typewriters Standard New 6823 703815 
Typewriters Portable New 7384 382906 
Typewriters Rebuilt 362 20260 
Typewriters Nes. Inc. Used 1231 46379 
Parts for Typewriters 262508 
Staplers and Staples Office 72536 
Machines A Pts. Dictating 98853 
Machines A Pts. Mail Handling 26743 
Machines A Pts. Check Handling 37454 
Appliances A Pts. Office Nes. 160740 
Mech. Pencils All Materials (Doz.) 38048 142646 
Mech. Pencil Parts 10568 
Mech. Pencil Refill Leads (Gr. 9023 5732 


Pencils Ex. Mech. Black Lead (Gr. 72771 160581 


Pencils Ex Mech. Ex BI Lead (Gr. 24583 62525 
Pencil Leads Nes. (Gr. 76229 26135 
Pencil Parts Nes. 8385 
Crayons (Gr. 35183 34742 
Fountain Pens Ball Type (Doz. 32737 99175 
Fountain Pens Ex Bail Type (Doz.) 93513 670276 
Ball Pen Refill ink Cartridges (Doz.) 19006 15596 
Fountain Pen A Ball Pen Pts. Nes. 106483 
Fountain Pen Points (Gr. 5854 46916 
Dip Pen Points (Gr. 8689 15094 
Desk Pen Sets 8551 25311 
Ink Writing 70611 
Ink Nes. 80940 
Carbon Paper (Lb. 94944 102123 
Typewriter Ribbons (Doz. 12003 47188 
Office Supplies Nes 244526 
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MONTHLY REPORT TO DEALERS OF 


Johnson Chair Company 





EXTRA 














PUBLISHED EVERY MONTH BY JOHNSON CHAIR COMPANY, 4401 W. NORTH AVENUE, CHICAGO 39, ILLINOIS 








We invite you to inspect 
the new Johnson Chairs 


at the 


BOOTH 40 
COMMODORE HOTEL 
NEW YORK CITY 
March 23-24-25 





NATIONAL OFFICE FURNITURE ASSOCIATION CONVENTION 











ANOTHER MASTERPIECE 


e No. 1760 
SECRETARIAL CHAIR 


See tl at the Convention—it is a 
new high in chair value, a new con- 
ception of beauty and comfort. 
Leather covered seat and back—air 
cush ed back! This feature alone 
merits your closest study. Available 
in oak or solid walnut. 


DIMENSIONS 


Height of Back Above Seat 16'2 to 18 in. 
Adjustabl. 


Width of Seat 17% in. * Depth of Seat 15 in. 
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| 
CATALOG No. 101. to review the line in our new catalog. Write to-day. | 


Next to seeing the new chairs—the next best thing is | 


BOOTH 40 e N.O.F.A. CONVENTION e COMMODORE HOTEL e NEW YORK 





1950  Ejighty-Third Year of Johnson Quality Office Chairs * 1950 
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your Specifications 


VISIT OUR DISPLAY 

BOOTH NO. 6 

N.O.F.A. CONVENTION EXHIBIT 
MARCH 23-24-25 

HOTEL COMMODORE NEW YORK, N. Y. | 

































. 877 TC 

. 78 REV. A/CH 
. 877 EXEC. DESK 
. 3078 SOFA 
. 78 A/CH 














4 

: 

877 EXEC. DESK a 

The advantage of planned layout to conform with : 
maximum space allotted without a change in floor 
plans, is the keynote of “SCERBO’S” success in 
dealing with problems where space is restricted to 
various shapes and sizes. Our drafting department 
is at your disposal to help in attaining complete 

satisfaction and best results. Our wealth of ex- _ DRUM TABLE . ‘ 


perience is yours for the asking—Just send in a 
sketch of your plan and we will estimate at no 


additional cost. 











at 











877 CONFERENCE TABLE 














WRITE FOR OUR COLORFUL ILLUSTRATED 
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PLANNED PROGRAM SELLS PORTABLES 


ntinued from page 25) 
ntains. The store keeps all portables 
‘omfortable height for typing stand- 
stack of high-grade bond paper in 
achines, and provides something for 
irchaser to copy, such as a few par- 
rraphs pular book. A felt pad prevents the 
ypewriter f1 sliding around on the glass top. Sur- 
prisingly, many customers have been sold portable 
1ad no apparent desire for one upon 
but were pleased and surprised to 
portable typed as easily and 
an upright machine 


the prospective 





: ‘ + ; " 4 +7 . 
1 find that a llar 
th as litt el rt as 


Credit Plan Should Be Flexible 


lit selling, is likewise important. The 
establishe stationery store, with a variety ofl 
ns already developed, has a real ad- 
types of retailers, it was pointed 
it Credit 10uld be sufficiently flexible that it is 
llege student, businessman or house- 
vife to set credit terms which exactly match his 
rcumstances,” the retailer said. “For 
e student receives very little income 
1 term, but will make it up through 
the summer months, credit terms 
to match. Similarly, since most of 
mers are already established, we find 
to impose carrying charges or in- 
there is no reason for making the 
enalty for the purchase. We have 
en able 1 ell many veterans going to school under 
e GI Bill Rights. This is a highly commendable 
erchandising, inasmuch as the usual 
GI veteran to school under the Bill of Rights 

=I is living riously low income.” 

The St. I tore appeals to students by frequently 
howing contrasting typewritten themes, lessons or 
ilongside roughly hand-scribed com- 
finitely more attractive appearance 
of course, is an effective “convincer’ 
concerned. “The mere contrast 
sheet of paper and a neatly typed 
the manager indicated, 
yr the difference verbally means 


nat we do! nave 


« Ly 
nomework 


where student are 
petweel! i i ie@d 


story,’ 


Susinessmen Frequently Home Prospects 


Quite fre ly, long-standing customers of the 
sinessmen and professional exec- 
es—art th-while prospects, another St. Louis 
ind Primarily this concerns the man who 

ries hi ess with him,” as a lawyer, contrac- 
execut who frequently must write a letter 

me, n ) lists, and so on. “We have found 
yuently than is suspected, profes- 

h of their work at home, where 

an re omfort, with open collar and shirt 
eves rolle the dealer said. “Such men are 
portable typewriters, and since 
of th e accustomed to purchasing expen- 
remarkably easy 
for the stationer to do is 
ask plenty of questions, and ex- 
of selling typewriters to 


the wive 1 men as surprise gifts.” 





equip! the store, they are 


necessary 





portable 


By f important merchandising asset 
ne ew stores have ever attempted to util 
system this dealer indicated 
ted customers of the store are 
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You'll be giving a helping hand 
to every customer you tell about 


PROTECTALL... 


the vital pro- © — 


tection he 
needs for valu- | 
able records | 
and business 
papers. No 
fire insurance 
policy can pay | 
for their loss 
nor replace 


them if de- 
stroyed byfire. 











Underwriters’ Laboratory, “C” 
Label. Seven sizes—three colors— 
a model to fit most needs of your 
customers. Direct shipment to your 
customers if required. 


Get the Protectall Story. Write 


PROTECTALL SAFE CORP. 


926 S.Salina St., Syracuse, N.Y. 























for Huw SALES 
and Hay PROFITS | 


SAVES F/L/NG SPACE 


DATTA TRANGIA A AO A 


WELL PROVE /T TO YOU 














For those buyers who quickly recognize the modern, 
efficient way of doing a job and also for those difficult, 
harder to please customers, suggest Barkley Plastic Tab 
Card Guides. They spell improvement in any card file 
system. The crystal clear plastic tab angled for greater 
visibility is the feature that does the "trick." Available in 
all standard sizes 3x5, 4x6, 5x8. 





Write for Illustrated Literature 





Established 19 21( 


(. L. BARKLEY & C0. 


Munufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ili. 
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simply loaned portable typewriters, with instructions 
to use them for a few days at home and to return 
them if they do not measure up to expectations. Doz- 
ens Of portables have been loaned out in this way, 
even when the machines were scarce on the market 
and difficult to obtain. The expression of mutual con- 
fidence involved in such a loan goes a long way toward 
building up good will, it has been found. As an indi- 
cation of why the extra pains are worth while, only a 
small percentage of typewriters loaned out in this 
way are ever returned—and the store has found it 
can sell a surprisingly large percentage of portables 
to men who are ordinarily considered prospects only 
for upright machines. 

Lastly, as pointed out above, it behooves the dealer 
to “anticipate repair needs” and take care of them 
in advance. One store accepts its portables for repair 
at the service counter, and relays them immediately 
to the typewriter reconditioning shop, which puts 
them back into tip-top condition, and returns them 
to the counter for the customer. ‘‘Nothing pleases any 
typewriter owner more than getting his machine back 
in a few hours,” it was stressed, “and therefore, the 
stationer has no business selling portables at all until 
he has taken care of this all-important point.’ 

*—- ¢ 
H. C. WELTER OUT OF HOSPITAL 

It was with much pleasure that Fred E. Brown, vice- 
president and secretary of Hall-Welter Company, Inc., 
recently addressed a note to 125 of the company’s dis- 
tributors telling them of the return from the hospital 
of Herman C. Welter, president of the company. 

On December 18, Mr. Welter broke 22 bones in his 
ankle. A week later pneumonia developed and other 





HALL-WELTER TRIO.—Harking back to the balmy days of 
summer in 1949 was this photo taken at Fred Brown's camp 
on Seneca Lake, August 1, incidenta! to the annual party 
of the Hall-Welter office staff. Left to right: Walt Foery, 
assistant to Fred Brown; Herman Welter, president of the 
company, and Fred Brown, vice-president. 


complications. But he rallied in spite of these blows 
and now Hall-Welter looks forward to the day soon 
when he will be back to work. 

The accompanying picture was taken while Mr. Wel- 
ter and Walt Foery were present with Vice-President 
Brown at the latter’s camp on Seneca Lake last 
August 


8 ee 
G. H. ELBERSON APPOINTED BY N.C.R. 

V. R. Seymour, Cleveland, Ohio, branch manager of 
National Cash Register Company, recently announced 
the appointment of G. H. Elberson as local department 
store account executive. Mr. Elberson has been asso- 
ciated with the firm for 16 years 

A. R. Hoying, who formerly held the post in Cleve- 
land, has been named Akron branch manager. Mr. 
Elberson has been in Cleveland for four years and has 
served the company in various sales and sales man- 
agement capacities —GET 
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Model 3060 


: M 120 
Dlastite Top Desk ede 


Arm Posture 
Swivel Chair 
Mode! 21 
Posture Swivel Chair 


You make larger unit Sales 






Mode! 3570 
Plastite Top Desk 


by Selling the complete 
new Browne-Morse line 





Model 3160-L 
Plastite Top 
Secretarial Desk 


TT Oe OAL Soc 3545-108 


Single Pedestal 
Plastite Top Desk 


Every Size and Type of Business 






© Model 10 
Stenographic 
Posture Chair 








Practically imperishable — that’s the story on the new 
Browne-Morse Plastite Top desk. It opens the door 
. to new prospects. It gives you competitive advan- 


tages that result in new customers. Your unit sales to 


. these customers will be larger when you handle the 
: ; ° a 
complete new Browne-Morse line. Your desk sale 
. will include the chairs or even the files when you show 
how the y combine with the Plastite Desk to make the Two, Three, Four and 
' Five Drawer Files 
; day Ss WO! k easier. available in four grades BF rine. 
Copies of the new Browne-Morse Catalog are being ig 
< ‘ _ 3 


mailed as fast as possible. Send in your request now. 
| 


| MUSKEGON Browne-Mlorse MICHIGAN 


: 
: 


tects of Efficiency for America’s Offices 
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PUT THIS SUPER-SALESMAN 
TO WORK IN YOUR STORE! 


Hundreds and hundreds of these 
Sales-Display Stands are turning 3 
feet of floor space into gold mines 
for alert merchandisers. Let this hand- 
some stand show your customers the 
famous Hercules Home-Vaults, Safe- 
T-Vaults, Wall-Vaults and Closet- 
Vaults . . . and Insulated Card Files, 
if you wish. Write for details of this 
highly successful display promotion. 


MEILINK STEEL SAFE COMPANY Toledo 6, Ohio 
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= | 


a 


IS OPEN SEASON 


FOR HERCULES SALES! 





Just like bread and sugar in 


a grocery store, sales of Hercules units 


are a daily event among 
Dealers everywhere. That's 


because there is a daily need for the 


security these models afford 
... and there’s an ample 
range of units and prices to 
meet any individual need. 


No wonder they sell so well! 


1 gakl « SECURE ppyyaTt 


i 
MEROUWES crow m PoC TECTOM | 
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HOW WE MERCHANDISE 
STATIONERY SUCCESSFULLY 
By Glenn V. 


Silver Spruce Company 


Estes Park, Colo. 


Swearingen 


m my experience that many com- 
| anies over] ts full merchandising possibilities and, 
realizing the maximum profit pos- 





F‘ EN THOUGH stationery is a staple, long-profit 


i esu 

ible witl 
I ny ¢ e, I have found that by applying a 
nularize ram to stationery merchandising, it 
Ss possible to realize steady sales to summer 
rist traffic ) year-around residents of our com- 


inity. Almost everyone writes letters which require 
and we make every attempt 
As an example of how far we have 

stationery headquarters” repu- 


stationery INK pen 





i ation, we maintain a constant inventory of around 
$15,000 in paper, which we invariably turn at 
f twice leaning up all summer stationery 
S by August, and our winter stationery 
by é January 


program is based on the fol- 


1. Attractive Display. Instead of using an odd corner 


counte! ace, we devote ten feet of center- 
ore gondola ace to stationery, composed of two 
dwood binet with reserve stock contained 
hin. O foot display, we show at least 35 
ieties of all the way from standard plain 
leckle-edge ting paper up to “atmosphere types” 


and ranging from note paper to 


xll-inch Our experience has been that 
tionery sells itself on its design color or novelty 

therefo ( box which we display is open, so 

the cu er may see the contents at ease. One 

e be ideas we have found is to make all 

which git rices or stationery suggestions from 

ing pape themselves, executing the letter- 

vith a b India ink on samples of writing 
per, whicl istomer may instantly recognize 

2. Novelty. 7 lay when a plain white or colored 

heet of writi per would satisfy the public demand 

gone Instead, we feature note paper, corres- 

dence } larger sheets, which are trimmed 

colorfu intain flowers, mountain pastoral 

les, NOV« tern motifs, and so on, which makes 

finite non the recipient. We try to main- 

the invent » that there are only a few exam- 

of each st o that the customer may be sure 

the station he uses will not be duplicated by 


pointed out above, our inventory 
hich is the only way to show suffi- 
variet istomers will talk about the sta- 
pa nt to their friends and recommend it 
Naturally, the fact that we are located in a mountain 
rist cente hly influences so high an inventory 

feel t] ll-comprehensive stock will get the 
Incidentally, we built our in- 
ry by) nt book” system, religiously jotting 
tomers for stationery which was 
r( making efforts to obtain it. Such 
which no two 
alike, humorous lette! 
originated in the stock in 
lusive from a price 


, ’ 
f i] ere 


101 eity stationery in 
neet I paper are 
rt al ere this 


rhe must be all-in 
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NATIONALS 


CONFERENCE 
DESK 





No. 8420S 
as pictured 60°’x 36” 





F unctionally suited to 
group meetings 


Versatility in addition to 
NATIONAL'S Quality crafts- 
manship gives this beautiful 
walnut desk marvelous selling 
appeal. Normally, a 60" ex- 
ecutive desk, it opens into an 
84" conference table around 
which 8 persons can sit with 
e ease and comfort. A secret 
compartment in the rear is 
ideal for storing samples, rec- 
ords, etc. Made in best qual- 
ity genuine American walnut, 
beautifully figured matched 
veneers and walnut interiors. 
Order a sample for your floor 
today. 


NATIONAL ‘ne 


(7 


84 inches 


when extension 
is in use and 
8 people 
can sit around 
it in perfect 


comfort. 


Series 


20 


includes desk, 
table and com- 
bination tele- 
phone and 
storage cabinet. 





HERKIMER, N_Y. 
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standpoint, so that the youngster who has 50c to spend 
; Tory T : 
DON | OV ERLOOK THIS or the wealthy visitor who wants something highly 
: impressive at $5 may both be served 

4. Suggestive Selling. While the large, open display 
may be effective, it takes actual suggestions and “im- 
pulse selling’ to keep the stock turning. Therefore, 
our instructions to clerks, whenever they see a cus- 
tomer near the stationery display are to pick up a box 
of colorful or unusual writing paper, and show it either 
to the customer with the suggestion, ‘““Here’s an attrac- 
tive new writing paper style,” or even to another sales- 
person 


. fe ’), ti 
Gn ylation lo F vof 


iy invites 5. Year-around Christmas Card Display. While it 

G cordially sith , sem 
puo-TAN may sound a bit surprising, we sell attractive Christ- 
his popular mas cards the year around. The reason for this is that 


you to stock t 


DOUBL 


we concentrate our Christmas stock in unusually fine 
Western etchings, pictorial mountain photograph vari- 
eties and artistic designs which we are sure the cus- 
tomer cannot easily obtain elsewhere. We have gone 
to great pains to obtain genuinely Western Christmas 
cards, and work closely with manufacturers in turning 
out exclusive designs which we feel are not readily 
duplicated. Many of our customers buy complete 
selections of Christmas cards in June, July, and 
August, to be put away until the forthcoming Christ- 
mas season. We will wrap up the Christmas cards to 
protect them from dust and wear 


5 ARI 


JIM WARD GUEST OF GULF OMDA 

The Gulf Office Machine Dealers Association in- 
stalled its new officers at the regular monthly meeting 
on January 18 at La Louisiane Restaurant, New 
Orleans 

Howard Amann, Amann Typewriter Company, New 
Orleans, La., took over his duties as president. Other 
officers were as follows: vice-president, A. G. Cam- 
bias, Jr., Cambias Office Equipment Company, New 
Orleans; treasurer, Charles Pfister, United Repair 


® Service, and secretary, Francis Barnard, AAA Bar- 

” nard Service 
DUO TANG The meeting was also an occasion for the celebration 
of the organization’s first anniversary. Guest speaker 
of the evening was Jim Ward, Shipman-Ward Manu- 


Loose Leaf BINDER lus PORTFOLIO facturing Company. After the business of the asso- 
p ciation had been dispensed with, Mr. Ward was for- 


mally presented to the members and the meeting was 
turned over to him 

Mr. Ward explained that he hadn’t come with any 
prepared speech but that he simply wanted to rub 





This combination of binder and double-pocket portfolio 
for sheet size 11 x 81% is the ideal answer for presentations 
a. en for samples, — advertising ma- | elbows around the table and to talk in an informal 
terial or testimonial letters. The stitched-in gusset Of manner Everyone caught the contagion of his smile 
same material has three Duo-Tang fasteners and three | anq was deeply interested in what he had to say. The 
metal eyelets. Portfolio may be decorated front and back | talk was varied with entertainment and information 
and across inside pocket making a complete advertising | Humor was mixed with the serious discussion of what’s 
sales packet. going on in the industry around the country 

Displaying a deck of playing cards, Mr. Ward re- 


Available in three grades of material and 27 colors. a , 2 ts at ‘ aS . 
Here is a sure way to service your customers requirements ferred “0 ~ ae his prayet book and humorously 
. : explained why. He then aroused a cross-fire of talk 
and step up profits at the same time. ; and discussion with the submission of a price list of 
Find out today about this and other types of DUO- | what manufacturers are charging for installing a new ‘\ 
TANG covers in 42 different colors and 5 grades of | platen. This was followed by an effective demonstra- 
material from stock. Specials, too! tion to help the sale of a new platen. He held up two At 
* pieces of rubber, one taken from an average old platen, 
Write for samples and prices. the other live rubber in a jar. Rolling the new rubber 


Cy into a ball, he bounced the two on the table. The stunt 
(9 proved very convincing as a method to promote 
' platen sales 
Sli 71 /% | Mr. Ward next supplied data indicating the loss of 
my business suffered by the average business because of 
MG. ~~“ ) cl hi 


insufficient telephone service and challenged his audi- 


ence to check the telephone company to verify the 
validity of his statements 


200 So. Peoria Street, Chicago 7, Illinois 
Printing ° Stamping . Embossing © Silk Screening Considerable time was spent in a question-and-an- 


swer discussion following Mr. Ward’s talk before the 


Spraying and Rubbing * Varnishing * Plastic Coatin 
pony 9 9 9 meeting was officially adjourned by President Amann. 
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Countless users 
the world over 


prefer 





@ When you stock and feature ACE you are giving your 

customers the finest and most complete line of Stapling 

Equipment ever produced! It is the leader today as it has 
; 


been for more than twenty years. Dealers, the world over, 
find it pays handsomely to feature ACE. . the fastest mov- 
ing, profit producing line that meets every consumer de- 
ail ves, ACE Stapling Machines and Staplers are 
goodwill builders, one of the most valuable assets your 
business « have 

[o get maximum results from Ace Staplers, consumers 
should use « the finest quality Staples! When you recom- 
mend ACE Staples, you give the most efficient Staples 
made the best money can buy. Through a special pro- 
cess developed by Ace Engineers, these Staples have all 
those smooth, reliable operating qualities so greatly 
appreciated by users the world over! Stock and feature 
these bette Stapies 


AZ hee 


CROSS SECTIONS 


ACELINER 





SHOW HOW 


ACE STAPLES ARE MADE 


FIG.1. shows cross section of 
on ALL-ROUND steel wire 
Ace uses only premium 
made, occurotely drawn-to 
size steel wire 


ACE PILOT ACE STANDARD ACE SCOUT ACE CLIPPER ACE STAPLES 








ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE 


N CANADA @ ACE FASTENER (CANADA) LTD., 
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NOTRE DAME ST., 





FIG.2. shows the AII- 
ROUND wire after being 
treated by the ACE 
PROCESS. This gives 
moximum strength on the 
ovter edge where if is 
most needed 





ACE STAPLE 
REMOVER 


_ 





e CHICAGO 13 
WEST, MONTREAL 
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@ On March Ist, Blaisdell moves nine 
miles north of Philadelphia to this 
modern, light, airy plant in picturesque 


Bethayres, Pa. 


We thank all of Blaisdell’s friends, 
customers and consumers, for it has 
been your support that has made this 


move possible. 


With improved production facilities and 
increased efficiency under suburban 
working conditions, we promise to repay 
you with more and even better Blaisdell 
products—to earn still greater good will 


from you. 


« | 
Sy/ats0e!/ Pencil Company, Bethayres, Pennsylvania 







i WE THANK YOU 


S317 SO eff pENci\ CO. 


A 


} ep. N INVITATION 
/ | ‘We're SO | 
i 


roud . 
home that Of our new 


we'd like 
J L Mg Pinaagen CO see it, - nd 
c rop nN Wheney, ry ei 
2elghborhood 9» eo fe 
re BLAIspE;, PLANT ee 
aisdel]’s new plar wines 
IS located On the ies é 
Outskirts of 4 : , 
Philadelphia at 4 { 
Philmont Road | ‘ 
and H "nae | 
UNntingdon < le | j 
Pike Be \ JUNCTIO ' - , 
P; » De thayres — ‘ j 
a.,in beautify] é 
{untingdon ‘ ‘i 
Valley, : F 
< 4 a 
PHONE NU 7 - 
BETRS NUMBER, \_ = 
‘THAYREs. 7 
. a . | 
Chapel Hil] 0439 , | 











a 
FOR OUR NEW HOME 


Ho 
me 
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of 
I 
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Thi 
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Established 1893 


| Manufacturers 


of PAPER PENCILS—WOOD PENCILS—PAPER WRAPPED ERASERS 


Tl 
Feb: 
deal 
for 1 
Mor: 
of-t 
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MEETINGS—DINNERS—CONVENTIONS 
tinued from page 76) 


G Office Ian H. Nemlich, Regan Office 
i niture New Furniture Corporation, New 
- N.Y York, N Y 
Gilbert, M Office Alexander Pearson, A. Pearson 
ment ( I New Sons, Brooklyn, N. Y 
N. ¥ John Peppe, Herbert L. Farkas 
M. < renner Company, Newark, N. J 
De Compal! N rk, N. J Bertram Riegler, Joseph Wal- 
Edv W. Ha H. W. Clopp lace, New York, N. Y 
E pment ‘ Tren Henry Smelzer, Business Equip- 
N. J ment & Sales Company, New 
Hei Vi ner & York, N. Y¥ 
( pany { ae = Joseph Schwartz, Regan Office 
Kra S w & Furniture Corporation, New 
s In¢ N N. Y York, N ’ 
i Lakow L1KOW Abe Shapiro, Metwood Office 
Sons, Ir . N. ¥ Equipment Corporation, New 
in Le Office York. N. Y 
Equi] me! . New Robert Shortmeyer, Clark & 
York, N. ¥ a Gibbey, Inc., New York, N. Y 
.- = > ~~ Julius Tuchel, Brenner Desk 
NY ~s Company, Newark, N 
_ McCa -_ William Tobiason, Field-Eisen- 
an. In« New 3 N. ¥ hardt Company, W. Hemp- 
Darwin T. Meade. Met d Of- stead, Long Island, N 
ice Equipme: poration Jack Turman, Metwood Office 
New York. N. % Equipment Corporation, New 
t Merne Dickie York, N. Y 
& Stettler ] New York Clad Wood Bloempot & Wood 
Nn. ¥ New York, N. Y 
Harr Nechal Wal- Edward Yukas, H. S. Brown 
lace, New ¥ N. | Company, Jersey City, N. J 
At the co! of the graduation exercises, Sec- 
etary Godfre lallek, Dallek Desks, New York, N. Y.., 


arose and read a letter sent by Moe Turman, Metwood 
iipment Corporation, New York, N. Y., presi- 
dent of the National Office Furniture Association, in 

his regrets at not being able to 

because of his absence from the 
tendered his hearty congratulations 
to the graduates and expressed the hope that knowl- 
edge acquired through the sales training course just 
completed would be beneficial to them in their careers 


as office equi} salesmen. 
John R. Gray, N.O.F.A. executive director, in a brief 
vddress told of the splendid program planned for lady 


guests at the ry N.O.F.A. convention, March 23-25, 
Hotel Com New York, N. Y., by the ladies com- 
nittee at ar held earlier in the evening. De- 
iri the convention and exhibit of office 
iture and equipment to be the biggest in the world, 
informed is listeners that a splendid program, 
luding son p-notch speakers, will be presented 
irged those who plan to attend to make their 
servations as early as possible 
—- 
G aRE AT LAKES TRAVELERS CLUB NOTES 
Only one ( Dick Sinclair, Sinclair Company, 
Holyoke, Ma present at the January 27 business 
neeting of the Great Lakes Travelers Club in the 
h floor rooms of the Real Estate Board 
Trade Buil Chicago 
Following thi isual self-introductions, President 
R Ma Dennison Manufacturing Company, 
ed for th etary’s and treasurer’s reports, both 
which were approved. Roscoe Benge, Codo Manu- 
icturing Col n, golf chairman, reported that 
the first tournament of the year would be held on 
Thursday, June 15, at Rolling Green. Gordon Kickels, 
rman of Birthday Party committee, reported 
hat tickets were available for that event at $6.50 each 
The fratern nmittee report by Ed Rohrs, Eaton 
Paper Corporat and the auditing committee report 
by Ray Eichs Service Steel Products Corpora- 
n, were a n unanimous approval 
Three new m ers were added to the club’s roster 
Fred Clark, Industrial Tape Corporation; Manny A 
G erg, C and Frank S. Cognato, C. How- 
iunt Pe ( 
The meet he Great Lakes Travelers Club on 
February 3 |} to be a “visitors day,” with six 
ulers bei resent to attend a planning meeting 
for the Sixt -IBSA meeting to be held at the 
Moraine Hote Highland Park, Ill., May 14-16. Out- 
of-1 n de ied Gene Crone, Business Equip- 
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VUL-COT 


Woastebagmats 





Made of hard vulcanized 
fibre, \ durabe give a lifetime of service. They are 
attractive, light weight, noiseless, do not crack, 
splinter, dent, rust or corrode . .. do not mar floors or 
fixtures. Vul-Cots greatly reduce waste handling and 
maintenance costs. Write today for catalog sheet giv- 
ing sizes, prices and discounts. 


Practical Styles: Round Taper (Nos. 2 & 3) pop- 
ular for office and school room use; Square Taper 
(No. 5) a distinctive style ideal for executive of- 
fices; Round Straight (Nos. 9 & 10) perfect for 
Ww sshoonena. basements, stores, mail rooms, fac - 
tories. All styles are available in two standard 
colors: maroon-brown and olive-green. 


Wew! Tmproved { 


Greatly improved manufacturing process 
makes possible new bonded seam construc- 
tion. This adds strength, improves appear- 
ance, assures cleaner waste handling— 
your assurance of an even finer Vul-Cot! 


For Sale by Stationers Everywhere 





UATANECE Tie Vui-Cor wasre basker 


with ordinary usage should lest a lifetime. It is 
absolutely guaranteed as to material and work. 
manship for a period of five years from date of purchase 
when used only as a waste basket. If during 
that time in such service it proves defective, 


return and a new basket will be supplied 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware, U.S. A. 


ZZ2Z2) WW 
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807 '2 


No. 807 No. 


Available 
for 
Immediate 


Shipment 


Order Samples 
of Each 
for Your Floor 





No. 808 


For special economy pricing there is noth- 
ing sturdier nor more beautifully built. 
This threesome is TOP TAYLOR QUAL- 
ITY with only deluxe extras omitted. Will 
harmonize with both wood and steel desks. 
Chairs are upholstered with beautiful 
Saddle Leather in six choice colors and 
wanted finishes. 


Send today for illustrated catalog of Taylor 
Chairs and dealer proposition . - BETTER 
STILL, MAIL US ORDER FOR ONE EACH 


OF ABOVE CHAIRS. 





Plan to visit Taylor Chair Head- 
quarters, Room 101, Hotel Com- 
modore, New York City, during 
National Office Furniture Asso- 
ciation Convention, March 


23-25. 


THE TAYLOR CHAIR COMPANY 


BEDFORD, OHIO 
TT 
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ment Company, Peoria; Arnold Lawrence Business 
Equipment Co., Pekin, Ill., president of IBSA; Homer 
Jacquin, Jacquin & Son, Inc., Peoria, and Tony Mar- 
kelz, The Book Shop, Joliet, Il]. Chicago dealers pres- 
ent were Ed Shapiro, Esco Stationery Store, governor 
NSA District No. 6, and Harry Pinch, University of 
Chicago Bookstore 
a 


RAWDON HONORED AT DINNER 





Blaine Rawdon, Underwood Corporation’s New York district 
manager who retired the first of the year, talks with William 
F. Arnold (left) vice-president and general sales manager, 
and Emil A. Trefzger (right), Underwood vice-president, at 
recent dinner in his honor at New York's Hotel Statler. Mr. 
Rawdon, who joined Underwood in 1910 and served for 40 
years in several responsible positions, was appointed honor- 
ary district manager in a ceremony during the dinner. 
°—-¢ 


NEW YORK STATIONERS ASSOCIATION MEETS 

The regular monthly meeting of the Stationers As- 
sociation of New York, Inc., was held on Monday eve- 
ning, January 30, at Rosoff’s Restaurant, New York, 
N. Y., with president Richard E. Wahrman, R. E. 
Wahrman, Inc., New York, N. Y., presiding. 

As dinner drew to a close, President Wahrman ex- 
tended greetings and made welcome the following 
guests: Miss E. Scholfield, Wheeldex Manufacturing 
Company, Inc., and James E. Neary, Sr., Geyer Publi- 
cations 

He then called upon Robert Reichman, Mooney’s, 
Inc., New York, N. Y., governor, 13th District, NSA, to 
say a few words. Governor Reichman took the oppor- 
tunity to remind his listeners that the NSA 13th Dis- 
trict convention will be held on March 23-24 at the 
Statler Hotel, New York, N. Y., and promised a splen- 
did educational program. He expressed his thanks and 
appreciation to members of committees and all those 
who are working on a program that promises to be 
one of the best ever presented and added that he is 
looking forward to seeing the largest dealer gathering 
ever held in the 13th District. In conclusion, he called 
for a strong effort on the part of dealers and r 
sentatives alike in getting new dealer members for the 
National Stationers Association so that the NSA mem- 
bership cup might again come into possession of the 
13th District 

President Wahrman, in a stirring plea for new dealer 
members, pointed out the numerous beneficial services 
rendered to members of the National Stationers Asso- 
ciation. He went on to tell of the benefits to be 
derived by dealers who are members of the Stationers 
Association of New York and urged dealers to become 
members of both organizations. In this connection he 
proposed a plan of combined membership at the rate 
of $50.00 per year, $30.00 of which would be paid to 
NSA and $20.00 to the Stationers Association of New 
York. A motion made to adopt that plan was passed 
after considerable discussion 

In line with their educational program, the speaker 
of the evening was Fred Steinhilber, Geyer Publica- 
tions, whose topic was “Your Business and What Makes 
It Tick.” He declared that business revolves around 
the dealer himself, his personality, sales ability, his 
ability to think up new ideas, his choice of employees 
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a profitable 
investment 
for the user 


aa 


Take Advantage of 
LEOPOLD'S 

Big 1950 

Promotion Program 


ened « sell and profit. 
Includes 


e | rtising in 
magazine 


* promotor 


« 1 f effective 
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Yeager, Ford & Warren, Louisville, Ky. Installation by O'Conner & Raque Co.) 


E0p0// Office Furniture 


Throughout the country, successful business men 
know that there are sound, dollar-and-cents 


reasons for investing in Leopold office furniture 


Increased office productivity, improved morale, 
reduced employee turnover . . . are but some of the Leopold 


benefits which add up to more profit for your customers 
More profit for your prospects means more sales 


more profit for you. Yes, for user and dealer 
alike, Leopold is truly a profitable investment 


nt Leqp0/d/ vwurant 





BURLINGTON, IOWA 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 
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| The wide acceptance. this past Holiday Season, of 
Jasper Chair Company's No. 817 marks it as the 


f nation’s most wanted Knee Hole Desk chair. 


This number, like all the other HIGH Quality Chairs 
listed in our New 1950 catalogue, are the accepted 
choice of those looking for “the higher qualities” 


embraced in ALL Jasper Chair Co. Chairs. 





“The RIGHT CHAIR 
at the RIGHT PRICE” 


“BETTER CHAIRS 
are Made of Wood’ 


The most valuable franchise 
in the Chair Industry! 


Write for our New 1950 Visit Jasper Chair Co. 

B No. 86 Nati I 

817 R. Catalogue Presenting eoth we 36 at ations 

stilt is wiest: eee I lj : Office Furniture Associ- 
ainut or ahogan nis 2 . > > > ES 5 

shins tn Sink Chen or sata ete oe oj ation Convention, Hotel 

BETTER Chairs Commodore, New York. 





Jasper Chair 


JASPER, INDIANA 






REPRESENTATIVES: James S. Fowls, (Southern) ~* = ~ hg West) 
7 s ml ’ N «#63 ariowe 
Gee. A. Litchfield, Sales Mgr. = | es Raggy Re ogy Oakland, Calif. 
Fred Deutsch, (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 385 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 4-3644) New York, N. Y. 
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courteous and helpful and many 
went on to enumerate the other 
display, proper lighting, store layout, 
and properly grouped products, 
rnizatio1 and attractive displays. He 
ided suggestions for the prominent display of 
ume 1 lish its identity and the establish- 
a credit information exchange. He advised 
alert for new outlets for their 
ts, al onclusion urged them to take ad- 
e of iny dealer helps supplied by manu- 


eniently |! ited 


store 


iiers to De I tne 


The balan he meeting was devoted to discus- 
is dealers’ credit exchange, the 
lucts by manufacturers at future 

ings al matters of interest and importance 

he as nd the industry. Before adjourning 
meeting, Mr. Wahrman announced that due to the 
that e on vacation, the next meeting will 

Robert Reichman, the date to be 


ee 


SOUTHERN OMDA NEW OFFICERS 





Pictured here are new officers of the Southern Office Machine 
Dealers Association. Left to right: Swansea Wier. vice-presi- 
dent; Al Fincher, secretary-treasurer, and Travis Jones, presi- 
dent. Walter E. Fichtner, Atlanta manager for Clary Multiplier 
Corp., was appointed chairman of membership and publicity 
for the new organization, which joined NOMDA last June. 
—- 

NSA DIST. NO. 5’S CONVENTION PROGRAM 
The Fifth District of the National Stationers Asso- 
on will hold its regional convention at the Green- 
Sulphur Springs, W. Va., on March 


convention will last from 10:00 

5:00 P.M n Sunday. In the afternoon a golf 
nam n held. Plans for the evening include 
Friend p Hour, courtesy of the Fifth District 
to the music of Meyer Davis 


megistra ior tne 


with a ladies breakfast at 9:00 
lining room. Also getting under- 
business session, scheduled to 
The afternoon will be open for 

Following the 6:30 p.m. ban- 
floor show, direct from Broadway, 


¥:UU0 tne 


esday iSi session will last from 9:00 am 
fternoon will again be free for golf, 


me course of Sam Snead, the Green- 
America’s oldest golf course. Other 
es of t] tel include an indoor swimming pool 


ok 
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ere’s EXTRA VOLUME in these 


y STEEL orrice tastes 


D 
gk by 








High strength steel 
Height adjustment 29" to 3012" 
Colors: light grey, dark green 






Non-glare linoleum tops 


Satin finish banding 





With or without drawer 


wASKELL 


SPECIALIZES 
IN SIZES 


Examples of Special Sizes 
recently made 


96" x34", 96x42", 120" x 48” 


Youll be gmazed, ae, 












Steel Desks Steel Tables 


HASKELL MANUFACTURING CO., INC. ; 
206 Penn Ave., Pittsburgh 21, Pa. 3 


[] RUSH DETAILS ON HASKELL STEEL TABLES 


Attention of 


Company....... 


Address... a 
PIN TO YOUR LETTERHEAD AND MAIL .. . 











|. @ MAIL TODAY FOR COMPLETE DETAILS 
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JUST ONE 
COSTUMER 


Onder ar you Sell 


ALL SHIPMENTS LEAVE OUR 
FACTORY WITHIN 24 HOURS 


We Will Drop Ship 


To Your Customers 











No. 320 Office Grey 


Complete oven baked grey finish 
to blend in with other office equip- 
ment. 


15 lb. cast iron non-tilt base 
4 everlasting steel hooks 
Heavy gauge steel tube. 


$1190 


list price 


Write for Dealer Discount & Catalog 
on Complete Costumer Line 


3 Hook Wall Space 
Saver 


Use waste corners and walls for 
this very useful and attractive fix- 
ture. 

Made extra strong from heavy 16 
gauge steel tubing —finished in 
triple plated chrome. 

Three steel—unbreakable hooks— 
also triple-plated chrome. 


Shp. wt. 2 Ibs. $450 


FIXTURES core 


312-14-16 BLUE RIDGE 
KANSAS CITY 3, MISSOURI 
PHONE—CLIFTON 9034 
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and facilities for bicycling, horseback riding and 
hiking. 

Convention registration fees will be $6.00 for the 
ladies, $10.00 for the men. This price includes the 
men’s membership fee for the “Old White Club’ 
throughout the convention. 


<>< 

CHGO. OFFICE FURNITURE GROUP HOLDS DANCE 

Ninety members and guests were present at the an- 
nual dinner dance given by the Office Furniture Asso- 
ciation of Chicago. The affair was held in the Tropical 
Room of the Sheraton Hotel, Chicago, Ill., on Saturday 
evening, January 21 

Refreshments were served during an informal get- 
together before dinner. Eddy Jacobi’s orchestra played 
during the meal for the benefit of those who wanted 
to dance between courses. Afterwards George West 
an entertainer from Hollywood, did impersonations 
on several improvised instruments. Dancing was then 
continued until late in the evening 

—-< 
NATIONAL OFFICE FURNITURE ASSOCIATION 
PREPARES PROGRAM FOR CONVENTION 

Details are being rapidly completed for the Fourth 
Annual Convention and Exhibit of the National Office 
Furniture Association to be held Thursday, Friday and 
Saturday, March 23, 24 and 25, at the Hotel Commo- 
dore, New York, N. Y 

Registration will commence at 9 a.m. on March 23 
and exhibits by the office equipment manufacturers 
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HOTEL COMMODORE, NEW YORK CITY, SITE OF 
THE 1950 N.O.F.A. CONVENTION, MARCH 23-25 


will be open from 9 a.m. to 10 P.M. on that day. A 
buffet and cocktail party will be held in the Grand 
Ballroom from 6 to 8 P.M. 

Friday’s session, opening at 9 a.m., will be called to 
order by N.O.F.A. President Moe Turman and commit- 
tees will be appointed. President Turman, Metwood Of- 
fice Equipment Corporation, New York, N. Y., will give 
his report. Other executives to be heard will be Treas- 
urer Edward Blau, Max Blau & Sons, Newark, N. J., 
and Executive Director John R. Gray of N.O.F.A. A 
panel discussion on “The Outlook for Metal Office 
Furniture,’ conducted by “Lou’’ Mann, president, the 
Sturgis Posture Chair Company, is planned. The ex- 
hibits will be open from noon until 10 P.m. 

Saturday’s program includes visits to the exhibits 
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TARGET FOR EFFICIENCY... 


Desks and Tables of Press-formed, Lami- 
ew qi nated “Korina” Veneers, with Steel Drawer In- 
\ teriors, Suspended on Smooth Gliding Ball Bear- 


we ings. 
we gv Complete Interchangeability of Pedestals, 








\ 
an® ee”, Drawers and Tops Affords Greater Economy and 
<e? Flexibility of Dealer’s Inventories. Write for 
4! All of the Beauty of Fine Imported Woods Literature and 
with the Efficiency and Durability of Steel Have Dealership 
Created an Outstanding Advancement in the Con- Information. 
struction of Functional Business Furniture of 











High Quality. 












Plan to Attend the 
NATIONAL OFFICE 
FURNITURE ASSOCIATION 
4th Annual Convention 
Hote! Commodore, N. Y. 


March 23, 24, 25, 1950 
MEET US AT BOOTH 50 


SOLD EXCLUSIVELY 
THROUGH AUTHORIZED 
DEALERSHIPS 


DESIGNED, PRODUCED 
AND DISTRIBUTED BY 





2412 PENNSYLVANIA AVE, N. W. Tel. Dil. 6868-69 ¢ WASH. 7, D.C. 
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At the 












Mil Three o'clock... the hump of the day. That's 
tye Gl t0ne— when good tools make such a difference, in the 
plant or in the office. And Multiple-15 desks are 

‘ Yuck woe the best of efficient office tools. Their standard- 

Bysinty ized dimensions save floor space yet give more 
| tS ; efficient working areas. Standardized parts allow 
. We y quick easy rearrangement of drawers to suit new 

ae requirements. And Jultiple-15 desks are smart 

. YWt— and colorful. The Multiple-15 principle is new! 

Wea lv The greatest improvement in desks since the in- 

F . vention of drawers. For tops in smartness and 

e youl efficiency—see Multiple-15 desks. 

fall informe” Murriptelo 
ie 

SO dlr preg Write today for ‘‘Tooling 


Up Your Office.’’ 24 


“A pages. A new concept in 
‘ office equipment. 








STEELCASE 


Business FE quipit Jae a 





Desks, chairs, files—featured by the leading dealer in your city. 


METAL OFFICE FURNITURE COMPANY © Grand Rapids, Michigan 
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luncheon in the Century room. Re- 


until noon and 
ports of committees, a memorial service and election 


tters on the session agenda together 
ussion headed by Kenneth Davis, 
W. H. Gunlocke Chair Company. 

The annual banquet is to be held at the grand ball- 
room at 6:45 p.m with President Moe Turman presid- 
in Welcome from New York” will be delivered by 
Guy Rentsler, president of the Office Equipment Deal- 
ers of New York. Greetings will be heard from Bernard 
H. Nemlich, chairman of the convention committee. 


o! officers are 


with a panel di 


The main address is to be given by Supreme Court 
Justice Ferdinand Pecora. 

A full program of activities has been prepared 
for the ladies who accompany their husbands to the 
convention. Some of the highlights are a_ get- 
acquainted meet radio broadcast parties, tea and 
style show and tseeing trips. In addition, the ladies 
are invited to attend the sessions, buffet and cocktail 
party, luncheon and banquet. 


Cost of the convention will be nominal, it is pointed 
out, individual registration costing $5.00 and firm 


registration for two or more $10.00. Complete com- 
bination ticket luding registration, buffet-cocktail 
party, luncheor nd banquet is $26.00. Registrations 
are to be mailed to National Office Furniture Asso- 
ciation, 60 E. 42nd St.. New York. N. Y 
Nemlich Heads Arrangements 

Heading the eneral arrangements for the conven- 

tion are Bernard H. Nemlich, general chairman; John 


E. Mossman, program chairman; Seymour L. Nathan, 
I ccretary; Mildred S. Zich, corresponding 


sec} ry B. Wray, attendance chairman; Ed- 
ward Blau, treasurer, and John R. Gray, executive 


The program mmittee is composed of David D 
Hunting, Adam Andrasick, Ross Levin, Seymour L 
Nathan, Moe Turman, Ian Nemlich, Harry Hofherr, 
Jack Werfel, Jack Styron, H. V. Boswell, Godfrey Dallek, 
Ben Levin, Joseph Breener, Russell M. White, Norman 
Ginsburg, Harry Tubis, V. L. Caldwell, Charles San- 
born, Paul W. Dancker and Edward Bockmiller. 

Members of the publicity committee are John L 
Gallup, OrricE APPLIANCES; Hugh Ward, Geyer Publi- 
cations, and Bernard H. Nemlich, Regan Office Fur- 
Company, New York, N. Y 

Co-chairme! the reception committee are William 
W. Sproul, Ri Heywood, George B. Wray, George 
Bright, and Arthur Willis. The vice- 
chairme! Fy ‘ Hughes, Hy Natovich, Jack Styron, 
V. L. Caldwell, Ben Itkin, Harry O. Austin and Mike 


nivure 


Honorary hairman of the ladies’ activities com- 
Turman and the co-chairmen are 


M John E. M man and Mrs. Bernard H. Nemlich. 
George B. W heads the attendance committee 
aided by Vice-chairman Tom J. Fox 
( vel ors listed at press time include 


HIGH POINT BENDING & 
CHAIR CO 
HUNTINGTON CHAIR CO 
CTS IMPERIAL DESK CO 
RI INVINCIBLE STEEL 
JASPER CHAIR CO 
JASPER DESK CO 
JASPER OFFICE FURNITURE 
JASPER SEATING CO 
LANE BERKEY LEATHER 


IN‘ LEOPOLD DESK 
MILWAUKEE CHAIR CO 
co TAYLOR & COMMERCIAI 


EMECO MFG.CO 
BAINBRIDGE, KIMTON & 
HAUPT 
WELLS OFFICE FURN. CO 
Oo LACKAWANNA LEATHER CO 
KEYSTONE STEEL EQUIP. CO 
LA SALLE PRODUCTS 
CO B. L. MARBLE CHAIR CO 
Oo MARIO MFG. CO 
METALSTAND CO 
MARTIN M. MOLDOW ASSOC 
M S J FURN. DISTR. CO. INC 
MURPHY CHAIR CO 
MYRTLE DESK CO 
NATIONAL DESK CO 





SKELL MI 
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The Toledo Metal Furniture Co. 
PRESENTS 


Littlhe Dandy 


Typewriter Stands 








No. 671-LSX 


TWO SIZES 
With or without side leaves 
With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED STEEL 


bases 


Our name is your guide to 
quality 
IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohio 
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DARNELL 
CASTERS 





@ Save Money, 
Floors, Equipment 
and Time by using 
DARNELL Casters 
and Wheels... Al- 
ways dependable, 
these low-cost 
floor protection 
products have 
been made to give 
you a long life of 
efficient, trouble- 
free service. 


WRITE FOR 
FREE MANUAL 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 
60 WALKER ST., NEW YORK 13. N.Y 
36 N. CLINTON CHICAGO 6, ILL. 


182 








NUCRAFT FURNITURE CO STURGIS POSTURE CHAIR Co. 


PARKER STEEL PRODUCTS TIFFANY STAND CO 
PEERLESS STEEL THOMAS FURNITURE CO 
POLAR MFG. CO VICTOR SAFE & EQUIP. CO 
PRINCETON UPHOLSTERY INC 

co., INC THE WESTCORT CO 
QUIGLEY FURNITURE CO GIFTCRAFT CO 
RITEFORM CHAIR CO., INC LEXINGTON METAL CO 
ROYAL METAL MFG. CO BANOV-BERNSLEY 


ROCK WELL-BARNES SHUSTER, FRIED & GOLDEN 
SAINBERG & CO CHALLENGER STEEL 

FRANK SCERBO & SONS JOHNSON CHAIR CO 
SECURITY STEEL EQUIP JACK GELIER 


N. T. SHEPHERD CHAIR CO STACOR MFG. CO 

THE SIKES CO HILLSIDE METAL 

STANDARD FURNITURE CO S. WALTER CO 
—- 


ADDITIONAL EXHIBITORS FOR NOMA SHOW 

Since the story appeared in the February issue of 
OFFICE APPLIANCES (page 96) several manufacturers 
have been added to the list of those planning to ex- 
hibit at the 3lst International Conference and Annual 
Office Machinery and Equipment Expositon of the Na- 
tional Office Management Association. The show will 
be held in Cleveland’s Municpal Auditorium on May 
21, 22, 23 and 24 

Following is the list of exhibitors who were not in- 
cluded in the February story: 


Acme Visible Records, Inc Master Addresser Co 

American Writing Paper Corp Plus Computing Machines, Inc 

Cincinnati Time Recorder Co., Rite-Line Corp 

Ralph C. Coxhead Corp Robotyper Corp 

Felins Tying Machine Co TelAutograph 

Gray Mfg. Co., The Victor Adding Machine Co 

Harter Corp F. W. Wakefield Brass Co 
—- < 


STATIONERS 12:30 CLUB ELECTS OFFICERS; 
MORTIMER LIBIEN RE-ELECTED PRESIDENT 

More than 55 members and guests assembled to at- 
tend the regular monthly meeting of the Stationers 
12:30 Club held on Monday evening, January 16, at 
Rosoff’s Restaurant, New York, N. Y., with President 
Mortimer Libien presiding. 

Mr. Libien called upon Robert Reichman, Mooney’s, 
Inc., New York. N. Y., governor of NSA District No. 13, 
for a few words. Governor Reichman then reminded 
his listeners that the program for the convention to 
be held on March 23-24 in the Hotel Statler, New York, 
N. Y., is now in process of preparation. Declaring that 
an excellent program will be provided consisting of 
instructive topics and entertainment features, he urged 
all who can do so to plan to attend. Warning that 
there is but a short time left, he called for an extra 
measure of effort in getting new dealer members for 
the National Stationers Association so that once again 
the new membership cup might come into possession 
of District No. 13 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
in giving the annual treasurer’s report announced that 
the treasury is in fine shape with a good balance on 
hand 

In the absence of William Grand, Grand Stationery 
and Supply Company, Yonkers, N. Y., who was unable 
to attend, Ralph Barnett, Blaisdell Pencil Company, 
announced the official opening of the new, modern and 
better equipped Grand Stationery and Supply Company 
store and extended a hearty invitation to all to attend 
their “housewarming party” on Saturday, January 21. 

Harry Tehan, Higgins Ink Company, Inc., chairman 
of the nominating committee, placed in nomination 
for re-election the following candidates: 

President—Mortimer Libien, Libien Press, Inc., New 
York, N. Y. 

Vice-president—Philip G. Tagley, Consolidated Loose 
Leaf, Inc. 

Treasurer—Dwight N. Briggs, Sun Rubber Company. 

Secretary—Harold E. McNeal, Wilson Jones Com- 
pany 

All were unanimously elected. 

President Libien, after expressing his thanks and ap- 
preciation for the honor accorded him, took the oppor- 
tunity to thank the Christmas Party committee, con- 
sisting of Charles P. Epifano, Harry Fensterheim, S. E. 
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5800 GROUP Installation at Richmond 
by Rucker-Fuller, San Francisco 


EQUIPPED FOR Bascucse/ 


Proper Equipment helps to do a better job! The operating basis for 





today’s complex business tasks is firmly established when the furniture 


chosen is Standard’s... . 


The 5800 Group, with metal-interior construction, affords the user 
all of the functional efficiency, durability and harmonizing style 
demanded of Today’s Office Furniture. . . . 


For economic planning of space and costs . . . for dignified appear- 
ance and sound character in Office Furniture . . . the path leads to 
Standard, the trademark of the Industry. . . . 














THE Standard FURNITURE COMPANY 


HERKIMER, NEW YORK 


VISIT OUR DISPLAY AT THE N.O.F. A. SHOW — BOOTH 11 


WE ARE PROUD TO BE REPRESENTED BY LEADING OFFICE EQUIPMENT BUSINESSMEN THROUGHOUT THE UNITED STATES. CONSULT YOUR LOCAL 
REPRESENTATIVE OR WRITE DIRECT TO US FOR INFORMATION. 





9¢'3 not standard untess t's Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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Craftsmanship at its very best is 
exemplified in our grand new 
line .. . the fine flower of 26 years’ 
intensified experience! For ut- 
most STYLE and VALUE ... it's BRIGHT! 


———oaes 















ON DISPLAY 
BOOTH NO. 79 
N. O. F. A. 
Convention Exhibit 
March 23-25 
HOTEL COMMODORI 
New York, N. Y 






| 8y. Se «Samat 


MANUFACTURERS OF Uskollered Laaltr emilee 


127-133 BLEECKER STREET, NEW YORK 12, N. Y. 


PHONE: GRAMERCY 7-566! 
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& M. Vernon, Ll and Louis Wachtel, American Lead 
Pencil Company, for doing a fine job in arranging one 
of the best affairs the club has ever run. He also 
thanked Leonard A. Mathews, Weis Manufacturing 


Company, who played the part of Santa Claus, and 
Joseph A. Linehan, Joseph Dixon Crucible Company, 
Santa’s assistant, for a job well done. 

Before adjourning the meeting, he appointed Louis 
Wachtel, American Lead Pencil Company, and Harry 
Fensterheim, S. E. & M. Vernon, Inc., co-chairmen of 
the outing committee. They will pick their own com- 
mittee 

°—- © 


ANOTHER VICTOR VISIBLE SCHOOL 





In attendance at th session held at the Hotel Savery. Des Moines. 
lowa. January 9-13. were. front row. left to right: Clifford L. Goodnow. 
Paul Beske, John W. Plotts, J. Everett Taylor, Holley-Zaisers, Inc., Des 


Moine lowa. Second row: B. J. Madigan, Holley-Zaisers. Inc.; Ken- 
neth Rahbera and R. F. Treece. Thatcher, Inc., Topeka, Kans.: Samuel 
G. Bobb. Holley-Zaiser Inc. Third row: Darwin D. Dare and A. J. 


Loffredo, Holley-Zaisers. Inc.; H. W. Barnes, Victor Safe & Equipment 
Co., In N. Tonawanda. N. Y.; C. Keith Hoagland. Holley-Zaisers. 
Inc.. W. J. Miller of Holley-Zaisers. Inc., was absent from picture. 
o-<Pr © 


WINNIPEG STATIONERS HONOR VERNON C. NOBBS 


A farewell dinner was held at Moore’s restaurant by 
the Stationers Association of Winnipeg on Tuesday 
evening, January 10, the occasion being the departure 
of Mr. and Mrs. C. Vernon Nobbs, leaving to take up 
esidence in Val iver 

William C. Borlase, president of the association, pre- 
ided and spoke in high praise of the way in which 
Mr. Nobbs had acted in his capacity as secretary for 
th ast 20 yeal 

J. Stanley Ward, on behalf of the members and their 
wives, presented Mrs. Nobbs with a handsome travel- 
ing case and Mr. Nobbs with an electric razor. In 
making the presentations, Mr. Ward referred to the 
splendid work that Mr. Nobbs had performed on be- 
half of the industry and to the way in which he had 
be e interwoven with the stationery industry in the 
West and in Winnipeg in particular. 

The following is a list of the members and their 
wives who so graciously turned out for this occasion 
in spite of a ewhat wintry evening 

Mr. and Mrs. C. Vernon Nobbs, Mr. and Mrs. Wm. C. 
Borlase, Mr. and Mrs. Andrew Liddell, Mr. and Mrs. 
F. J. Dool, M1 Mrs. James Francis, Mr. and Mrs. 
Eric Jeanfavre, Mr. and Mrs. J. Stanley Ward, Mr. and 
Mrs. Matthew Esdale, Mr. and Mrs. Lloyd Semers, Her- 
bert Gregory, Jack Malcolm, Eddie Eisler, Sid Long 


—- 


BOSTON STATIONERS HOLD SESSION 


The regulal eting of the Boston Stationers Asso- 
ciation was hi January 16 at Hotel Puritan in 
Boston, Mass., with 70 members and guests present 

Seated at tl 1 table were Harry Azoff, Federal 
Stationery Co! y, Boston, Mass.; Paul E. Burbank, 
general manager of the National Stationers Associa- 
tio Fred T. B r, Eagle Pencil Company, president 
of the N. E. Travelers; James T. Towhill, James T 
Towhill & Company, Boston; Bernard Willander, 
Theodore Groom & Company, Boston; Courtney F. 
Bird, now in investment business, all former presidents 
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UNIT BINS AND SHELVING 
AVAILABLE FOR IMMEDIATE DELIVERY 


The outstanding Fort Steuben line of unit bins and 
shelving incorporates soundness in basic structural 
strength, correctness in design and fabrication, and 
durability of finish, with the special advantage of 
immediate delivery upon order. The line is fabricated 
from prime steel materials, which we furnish. Erec- 
tion is as simple as that found in children’s construc- 
tion sets. For detailed information phone, write, or 
use the convenient coupon below. 


Pictured at left is a Fort Steuben 
6-shelf Commercial Unit. Uprights 
are of 13 gauge angle stock in 
all standard heights, shelves are 
pressed from 18 gauge sheets and 
are available in all standard sizes. 
According to the Fort Steuben 
unit plan, uprights are drilled to 
permit placing of shelves at 1%" 
intervals over their entire height, 
and backs and sides may be used 
at will. Below, is shown a single 
or starting unit for closed type 
shelving. 











Fort Steuben Auto Parts Bins 
(below) are particularly design- 
ed for parts storage, not only 
in the automotive industry, 
but in many other industries as 
well. The need for indexing is 
met through the use of full shelf- 
length label holders, standard 
on all Parts Bin Shelving. 
Lightning-fast adaptation of 
these bins to frequent changes 
required in sectionizing storage 
requirements is effectively ac- 
complished through the use of 
patented snap-in dividers, in- 
stantly adjustable on 1" centers 
over the entire shelf width. Shelf 
heights are adjustable on 14%" 
centers, and several combina- 
tions of sizes are available. Bins 
to meet all car manufacturers 
planographs or bin system re- 
quirements are available. Deal- 
ers and Manufacturer's Agents 
are invited to write. 


Fort Steuben Metal Products Co. 


Steubenville, Ohi © Ph e: tf insbee, W. Va 22 











Fort Steuben Metal Products Co. 
Steubenville, Ohic, Box 248 


Gentlemen: Please send me your complete catalog OA. 
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of the Boston Stationers Association; Walter Tanch, 
L. B. Moody Company, Inc., Salem, Mass.; member of 
! J J e , : the executive committee, and Horton Frisbie, Roberts 
' Office Supply Company, Portland, Me., regional gov- 
: oe — = : ernor 
§ SS Following the dinner and short business meeting, 
} . pei ain Governor Frisbie was introduced and announced his 
' — E —_s plans for holding the 1950 regional convention at the 
“1 Wentworth Hotel, Portsmouth, N. H., June 5 and 6. 
Committees are to be named and plans started for the 
convention 
The guest speaker, NSA’s head man, Paul Burbank, 
ave an interesting talk on the importance of doing a 
al selling job in 1950 and the need for training in 
— selling at the retail level. 
Homer Smith of NSA was in Boston and also at- 
tended the meeting. 

‘ 4 —> 
AUVs o A W.O.F.I. MEETS IN WASHINGTON 

RA , oa { The Wood Office Furniture Institute met at the 

‘ Hotel Statler in Washington, D. C., in a three-day 

: att annual session, February 2-4. With President Fred M. 

~ Deane in the chair, the program proved of intense 
‘% interest to all the attending members 

At the opening session, Thursday morning, President 
. mem te)me)a° : men te)m%)4: Deane welcomed the group to the capitol city and 
expressed the hope that the program would prove both 
profitable and interesting to them. He reviewed the 
history of the Institute, emphasizing many of the suc- 
cesses of their joint endeavor, summarizing, “We have 
come a long way but it is only the beginning.” 

He pointed out that the three-pronged program of 
the Institute—(1) Product improvement, (2) Condi- 
tioning the dealer to sell wood, (3) Conditioning the 
consumer to buy wood—is proceeding apace. Con- 
siderable progress is to be seen in the improvement of 
the products manufactured by the Institute members. 

The release of the Institute’s sound film, “The Magic 
Touch,” coupled with the many sales conferences of 
Howard Gatewood held all over the country had a 
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thy marked effect on conditioning the dealer to sell wood 

. office furniture. The third objective of the Institute 

’ remains to be realized. Mr. Deane reminded the mem- 

bers that to attain their third objective ‘“‘Conditioning 

* * , ene the consumer to buy wood office furniture,” the mem- 

AND PP . e rR bers individually and collectively must be willing to 

spend money to do the job. Toward the accomplish- 

in {5 : Tl = an ment of this end, the president also urged the mem- 

— —_—- — —— = _ aoe bers to increase both the quantity and quality of their 
—— ia —_* — -- = sales personnel 





Deane’s Farewell Appearance 
President Deane reminded his listeners that this was 
+t ae his farewell appearance both as an officer of the 
a Institute and as a representative of a member. He 
offered his sincere thanks for the co-operation ex- 
es — ——-_ tended to him by all the membership and particularly 
-~*cdamaammaaamamaaias the executive secretary, John J. Reinecke, and his 
— == headquarters’ staff. In closing he reiterated his faith 
in both the aims of the Institute and the members 
and expressed his belief that the good work would 
continue with increasing momentum 

John J. Reinecke then presented the secretary’s re- 
port which, in part, reiterated the accomplishments of 
the Institute during the past year and emphasized the 

importance of attaining goals set for the future 
).O.FOLDER DF J. H. Carmichael, president of Capital Airlines, gave 
an extremely interesting resume of the successful re- 
organization of his business. The speaker opened his 
remarks by saying that basically the story of Capital 
A } ; ® was more or less the story of all industry although 

their progress was perhaps more spectacular. 

A | \ r ean Beginning with a reminder that the scheduled Rign 
airline business was only 33 years old, the speaker 
recounted the experience of Capital from its inception. 
Though the business experienced a satisfactory growth 

45 4 Pe p : in its early years, the ultimate objectives required that 

*alelil: pisea » earnings be reinvested continually. With the war the 
organization was confronted with a problem many 
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Stebleo...and Only Stele... Gives You the Edge! 


we" L TFETIME EDGE- 


% 
t 
U 

/ 


Stelseo GIVES YOU THE EDGE! 


The amazing LIFETIME EDGE that's 
practically indestructible! Will not 
break or chip with normal, hard 
usage...prevents edges from scuff- 
ing, fraying or breaking open... 
holds case in perfect shape. Offered 
only by STEBCO and guaranteed for 
life of product! 


Steleo GIVES YOu THE EDGE! 


The exclusive LIFETIME HANDLE on 
STEBCO bags and luggage! Solid 
leather core gives cushion-comfort; 
leather-covered steel band rein- 
forces handle; patented construc- 
tion won't break or tear loose. 
Guaranteed for life of product! 


Steleo GIVES YOU THE EDGE! 


Feature amazing TUFIDE by STEBCO. 
TUFIDE looks like leather .. . feels 
like leather . . . AND actually out- 
wears leather. TUFIDE business 
cases and luggage are guaranteed 
for five years! 


Stebloosives you THE EDGE! 


STEBCO— and only STEBCO — offers 
smart superbly constructed luggage 
and business cases in matching 
leather or in TUFIDE! 


Stelleoives YOu THE EDGE! 


STEBCO pre-sells your customers 
with powerful national advertising 
in leading magazines! 


*Reg. U.S. Pat. OF, 


27-51-25 
Two-Suiter 
26-51-25 


9-5F-25 Companion Bag 


Brief Bag 


LIFETIME EDGE Offers You The Biggest 


Competitive Edge In The Leather Goods Industry! 


Yes, you have a big edge when you sell luggage and business cases by STEBCO. 
Only STEBCO gives you this most important invention in leather goods . . . 
THE LIFETIME EDGE! This special reinforcing rail prevents edges from 
scuffing, fraying or breaking open. It adds years to the life of luggage and 
business cases. In fact, it’s guaranteed for life of produc t! 

More than that, STEBCO luggage and business cases offer your customers 
distinctive styling and luxurious quality at prices to satisfy every budget! 

A good example is the matching trio shown above. Superbly fashioned of 
selected top grain, aniline dyed cowhide, these pieces offer real luxury and 
quality. Available in many leathers... and TUFIDE, too! Feature Stebco and 


cash in on the sales and profits of LIFETIME EDGE. 
WRITE FOR NEW 1950 STEBCO CATALOG! 


1401-17 West Jackson Boulevard 


.. Stcebeo Products ie inc: 


Stebco Products and Frank Mashek Products Now Consolidated Into One Great Line 
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=< Watch Your Sales 


ten ee i lls Bl nat ss tte 


Go UF 


when you feature 


WRITE 


WeriTE Carbon Papers and Typewriter Ribbons have an important 
ingredient necessary to bring in the repeat business that means steady 
sales and profits. This ingredient is QUALITY. Office managers recognize 
it in the cleaner carbons and longer wear their office workers obtain 
from WRITE Carbon Paper. They like the way WRITE Typewriter Ribbons 


turn out crisper-looking, uniform letters. 


Join the profit-wise dealers who are featuring WRITE for bigger and better profits. 
Order WRITE Carbon Papers and Typewriter Ribbons today. 


Send for samples and discounts 


PROMPT DELIVERIES 
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< 
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Factory: Bridgeport, Conn. 
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large! in anticipated or that the normal 


vth of any industry would indicate. The resulting 
nendou ilation of interest in air travel found 
with lac} experience in large business opera- 

yn the \ bankruptcy a reorganization was 
fected i 14 ith Mr. Carmichael as president 


aid out plans for tremendous ex- 

l al i to sell to financial interests on 
Airli ibtain the money—sell their per- 
that their objectives could be 

vernment agencies on the idea 


ei! had a future and was worthy ol 
pport ell the public on the fact that they 
yperati efficient, dependable airline 
The com] ivenation of the company and the 
ence pired in the traveling public is 
te the success resulting from their 
fforts and ell for a bright future 


Sterling Lord Discusses Advertising 


After the eon Sterling Lord, Leopold Desk 
rman of the advertising and pro- 

al ee, explained that what the com- 
coul ( mend depended largely on what 
ropri n is to be. He urged that the success- 


é ntinus intensified 
The time een reached, Mr. Lord explained, 
her yjecti ist be changed to point at the con- 
Whil Institute will endeavor to create the 
esire for bett ffices, it will be up to the individual 
nembe te te their own lines. He further re- 
i tl the Institute cannot do the entire 
and ng job and that each member must 
luct hi romotional program. Preparing a 
j e in face of varying and unpre- 
ble it exceedingly difficult. He closed with 
emp! the necessity of maintaining their 
J. KE an, Henry J. Kaufman Associates, 
for the Institute, upon recognition 
i he wanted to emphasize the fact 
lem ahead of the Institute was in 
es fiel me of these sales problems can be 
ome by int effort of W.O.F.I. but the effect 
ndi nember will be in proportion to the 
be! ' ividual effort. Mr. Kaufman urged 
the office f the member firms take more time 
t and fer with dealers upon whom the sales 
ffort of th ite has made a real impact. He 
ed witl assertion that the next step was 
ing a re mpact on the consumer. Alfred H 
on, an te of Mr. Kaufman, then led a dis- 
the Institute’s promotional plans 


Economic Educational Program Explained 


At the Fri rning session, Walter Petrauage of 
Chambe Commerce of the United States dis- 
1 the mic educational program which is 
ned to edu e all people in the relationship be- 
eel ipital labor and the place each has in the 
the country. He described and 
pamphlets which have been 
e-spread distribution all over the 
T) ip of pamphlets can be obtained 
( umbers or direct from Chamber of 
n é V hington 

Harold H National Association of Motor Bus 
Operators, d i the entire area of labor and man- 
ment rel Good labor relations, he declared, 
365-da year job, urging that the utmost skill 
e used in 1 nizing and handling grievances. In 
ial negot ns he suggested that only incontest- 
le fact resented. “Do your own negotiating 
ind make ective bargaining work for it’s here to 

tay wa ting admonition 
After luncheon, Dr. H. B. McKean of the National 
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HIGGINS— 


Drawing Inks 
Draw Customers 


to YOU 


AME RICAN INDIA INK 


, 
> 
walerprook (tan SS 


HIGGINS 


Rian mor! 


THE QUALITY OF HIGGINS... 


the consistency of greater advertising... build your sales 
. your profits. The strong consumer acceptance of 


Higgins Inks carries many an artists’ supply department. 


Link your sales 


of Higgins drawing inks to the new Higgins Pen Cieaner 
which cleans drawing instruments “better than new.” 
Include other related Higgins accessories, which sell 


themselves—sell each other—for your increased profits. 


HIGGINS) 


PEN CLEANER 


it sf 
HIGGUIHS I\E CO. LNG. 


271 NINTH STREET, BROOKLYN 15, NX.) 
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MARGINAL 
PUNCHED 
FORMS 


ums 


Continuous forms with ';” marginal holes have long presented 
an inadequately solved binding problem. Now, for the first time, 
these forms can be bound just as easily and economically as 
any other. 

With CESCO’S NEW ‘“Thin-Post"’ Binder, additional punching is 
mo longer required; for its ',” posts accommodate the very holes 
used on the various aligning devices. The Dual-Loc Mechanism is 
part of each binder, providing smooth, unfailing and secure keyless 
Operation. 


YOUR CUSTOMERS HAVE AN /MMEDIATE NEED FOR 
THE “THIN-POST’ BINDER. ASK THEM AND ODIS- 
COVER THE EXCELLENT MARKET FOR YOURSELF. 


SEND FOR LITERATURE AND PRICE LIST TODAY! 


THE C. E. SHEPPARD COMPANY 


44-07 TWENTY-FIRST STREET 
LONG ISLAND CITY 1, N. Y. 
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Lumber Manufacturers Association emphasized the 
necessity of laboratory research and its importance 
to the members of the Institute. He told of some of 
the accomplishments and outlined the program of 
research for the next year. 

N. V. Poletika, TECO Laboratories, explained the 
laboratories’ research in the utilization of low grade 
hardwoods and the conclusion their studies reached. 
He also discussed a radically new type of saw which 
appeared to have many advantages over those now 
commonly used 

J. L. Stearns, National Lumber Manufacturers As- 
sociation, explained the progress which has been made 
in using short lengths and narrow widths for core 
stock and other glued up material. He had actual 
samples to illustrate the results obtained with differ- 
ent types of joints 


Tells of New Developments 


Robert Blumenstein, TECO Laboratories, told of ex- 
periments using a new dry kilning technique devel- 
oped by the Forest.Products Laboratory at Madison, 
Wisconsin. 

All these presentations invoked much interest and 
discussion on the part of the members 

Friday evening the ladies joined the group for a 
fellowship hour and dinner. Frank Govan, with his 
accordion, was on the job and the group joined in 
some barber shop harmony. 

As coffee was served President Deane acknowledged 
Gilbert H. Bosse, Imperial Desk Company. In behalf 
of the Institute Mr. Bosse extended to Mr. Deane ap- 
preciation for his contribution and inspiring leader- 
ship. It was with sincere regret he acknowledged the 
fact that Mr. Deane is withdrawing from the industry 
He expressed the hope that the beautiful silver tray 
which he presented to Mrs. Deane would remind them 
of the sincere appreciation of the Institute 

In acceptance Mr. Deane said he treasures the 
memories of his association with his friends in the 
Institute. “I have had a lot of fun working with you 
and I hope I have made some small contribution to 
the welfare of the industry and W.O.F.I.” 

Paul E. Burbank, National Stationers Association, 
acknowledged the chair’s introduction, expressing the 
pleasure of Mrs. Burbank and himself in the oppor- 
tunity of sharing the evening with the members 

Saturday morning’s session was confined to mat- 
ters of interest to the W.O.F.I. In attendance were: 
Mrs. Myrtle H. Barthmaier, Alma Desk Company; H. 
W. Stringe, Commercial Furniture Company; K. R. 
Dunton, Doten-Dunton Desk Company; F. J. Boling, 
High Point Bending & Chair Company; Edsko Hek- 
man, Gunn Furniture Company; Gilbert H. Bosse, Im- 
perial Desk Company; Gilbert B. Bosse, Imperial Desk 
Company; A. S. Russell, Indiana Desk Company; A 
F. Krieg, Jasper Seating Company; Sterling Lord, Leo- 
pold Desk Company and W. T. Powell, Myrtle Desk 
Company 

—-_ 
TELLS ABACUS ROLE IN CALCULATING 

The feature of the annual meeting of the Duodeci- 
mal Society of America, held January 18 at the Gra- 
mercy Park Hotel in New York City, was an address 
‘From the Abacus to the Adding Machine” by Dr. 
Nathan Lazar of Teachers College, Columbia Univer- 
sity. Dr. Lazar stated that the abacus had been used 
as a calculating machine by the human race for at 
least 50 centuries, and he demonstrated various types, 
ancient and modern, showing also how it could be 
adapted to counting by dozens, the special interest of 
the Duodecimal Society. 

Other speakers discussed the development of a du- 
odecimal slide rule and further progress of a new mu- 
sical notation recently proposed by Velizar Godjevatz, 
a member of the society. 

The Duodecimal Society of America is a national 
organization, with some members in other countries, 
devoted to research and education of the public in 
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Comfort, style and durability 


combine to make BOLING 


. Chairs outstanding values 
4 

a 

me . . 

= which are quickly recog- 


nized by buyers everywhere! 


i This solid worth has created 
a forty-five year old founda- 
y tion of customer-satisfaction 


that today makes BOLING 
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No. 7110 
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frame of high grade steel, 


Hammertone and Baked Wrinkle 
Se 


The New — The Sensational 
Meme-Pad 


“WAIT A MINUTE 
UNTIL | GET PAPER AND PENCIL" ARE 
UNNECCESSARY WORDS WHERE THERE'S A 












THE 


PHO-NOTE TELEPHONE 
BECAUSE THE PAPER AND PENCIL ARE a SETS IN THE 
PART OF YOUR TELEPHONE EQUIP- y PHO-NOTE BED. 
MENT. , PAPER ROLL IS 


IN BACK 
PAPER IS ROLLED 

UNDER PHONE AND UP 

(THE MOST EFFICIENT WAY 
FOR A MEMO PAD) WRITING 
SURFACE 5x5""—80 FT. OF PAPER. 


THE PAPER IS WHERE YOU WANT ITO 
THE PENCIL IS WHERE YOU WANT IT 
WHEN THE PARTY ON THE OTHER 
END OF THE WIRE SAYS 
“TAKE AN ORDER” _ LIST $5.95 
with generous dealer discount. 


You can say "shoot" for with a PHO-NOTE you ORDER NOW AND BE THE FIRST TO 
are ready (think of the savings in time and profits). SHOW PHO-NOTE 


IT MUST BE GOOD 


THE PHO-NOTE SALES CAMPAIGN HAS JUST BEGUN—YET, WITH LOCAL EFFORT ONLY 


6000 PHO-NOTES 


DEALER—SHOW PHO-NOTE 
Tail Gee a tank con WERE SOLD IN SIX WEEKS AGENTS—SOME LIVE _TERRI- 
TORY STILL OPEN FOR THE 


IT AND YOU WANT IT FOR =A & J MACHINE ENG. CO., ING. sate oF PHo.Nore. 











YOUR OWN OFFICE. 2033 W. 17th St., Long Beach 13, Calif. 
PiesaasD 
@ Replaces 


PHO-NOTE COMES IN RED, GREY, BLUE, BLACK, BROWN, GREEN. 
HAMMER ano TACKS 





A POWERFUL 
SHOOTS A STAPLE WHEREVER 
A TACK CAN BE DRIVEN 


ARROW T-32 GUN TACKER 
ATTACHMENTS 










AT 
Gun Tacker tHat Finger Rare Soced! 





Window shade 
attachment 
Assures positive deep 
est penetration of 





TAs 


















staple into window P 

shade pole for faster CARPENTERS 

operation. Price $.75 :) 
- — — 

Screen attachment = ac vy 

ites Get storm tase Locks To Fit |. NY 

' ° 
webbing of screen ren- In Pocket Sy | » iy 
dering it taut—elimi- INSULATORS 








nating slack when 
tacking. Price $.75 
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3/16" . - 
WINDOW DISPLAY MEN 


Profitable Dealer Items for Staple Repeat Business 4/ 16" 5/16" 












Attractive window displays and other promotional mate- 








rial are waiting for you. Write for our ne» catalog S@Me@ machine tekes 3 size staples 

sheets and brochure. 

Canadian Distributor Califor: tributos ONE LOADING EQUAL TO 150 TACKS 
Lightstone Sales, Montreal B. Sternberg, Los Angel 
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ar Aeraw FASTENER COMPANY... INC. 
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the use of bas¢ in numeration and other branches you EXPECT4> 
7 f pure and applied science. Its officers for the new < West ULTIMarg Ns 
, é 4 - “ ; : aaa + L ARPNESS AND - Os 
year are F. Eme Andrews, of Tenafly, N. J., chair- , Satis SPM NUMBER HEear? “4, 
f the | Harry C. Robert, Jr., of Atlanta, PO a EFFING 
G preside! P; E. Friedemann of Pittsburgh, Pa as Ua, ey 
Dr. Nathan Lazar of New York City, vice-presi- x 
George S. Terry of Hingham, Mass., editor; 2 
Ralph H. Beard of New York City, secretary, and H. K ax 
Humphrey of W etka, Ill., treasurer £9 
—- cs 
PHILADELPHIA STATIONERS ELECT OFFICERS; S=z 
J. A. SNITZER RE-ELECTED PRESIDENT 55 
The regula nthly meeting of the Philadelphia 42 
Stationers A tion was held on Thursday evening, ™ 
January 19, in the Blue Room of the Robert Morris aes 
Hotel, Philadel) i, Pa., with an attendance of more AO 
than 45 membe! nd guests v 
President José 4. Snitzer, Automatic Printing Cor- a 
tion, Phi hia, Pa., extended greetings and at an 
ann yunced that letters had been received from Wil- ean 
liam F. (Bill) Vogel, Sengbusch Self-Closing Inkstand re" 
Company O R. Prior, Mutual Stationers Supply Pe Xe 
Corporation king the association for sending 4 
fl Bot! wives are convalescing from their a ake 
nt illne Another letter of thanks was received S25. 
Mrs. N t. which also contained the good Yi S259 
that Cl \. Newcomet, The C. F. Heller Bind- eo,” 
Readil I recuperating from his recent ill- Wy bbats) 
lf gsar 
ee 
He then iced the following guests: Charles = 
Herr, son of I Herr, L. B. Herr & Son, Lancaster, as 
Pa.: Daniel P .. Columbia Ribbon & Carbon Mfg.| LITTLE Quality Carbons "ae 
Company, I lohn L. Gallup, Orrice Appiiances; | and Ribbons build dealer 
George E. Ra ell, Sanford Ink Company; Charles F.| PRESTIGE — guarantees 
Windisch, Col Steel Equipment Company; JO- | maximum service and satis- 
seph Young, Trussell Manufacturing Company; Henry | fa¢tion to the user. 
Trout, Palmer 7 t & Company, Trenton, N. J.; B.S 
Goldsmith a! W. J. McCoy, Markwell Manufacturing a . 
Company F k J. Smith, Columbia Ribbon & LI PLE Dealer protection 
‘ ' ng Company, Inc., and Paul F eliminates competitive ef- 
ment Company, Harrisburg, Pa fort. 
Nominations Are Made LIVILE Factory Coopera- 


mmittee composed of chairman | tion really helps the dealer 


lerr & Son, Lancaster, Pa.; George to obtain a_ satisfactory 











— 
( bon Ma 
Steever Of } 
Larry Herr, L. B 
Wustner, Will Murphy’s Sons Company, Phil-_ shure of the best customer 
adelphia, | George Leonard, L. E. Waterman requirements, 
Company} ed in nomination the following 
President—. A. Snitzer, Automatic Printing LITTLE means profitable, 
| Gernoration. Philadeinhie Pe clean cut distribution, plae- 
ist Vice-president—Irving A. Roth, Roth Brothers, | img the dealer at the top in 
Philadelphia, 1 quality, dependability and 
y Vice-pre Charles A. Newcomet, The C. F protection. 
Heller Bindery, Reading, Pa 
— . ‘ Ty 
31 o. ice-pre nt—George Leonard, L. E. Water- | SIXTY.TWO YEARS con- 
Secretary—Joseph Dunn, William F Murphy’s Sons name adherence to the 
eaalemie’ @ nin ie above policy has created 
Treasurer—Bernard Dieckhaus, Dieckhaus Station- | Comfidence and good will 
— ers. Philadel which means much more 
to our dealers than price 
Serve on Executive Board and selling promises. 
The executive rd consists of Thomas Stagg, Hos- , , 
i kil Philade Pa.; George Wustner, William F Write for details and samples. 
= Murphy’s S Company, Philadelphia, Pa.; Charles 
W. Lukens, Yeo & Lukens Company, Philadelphia, Pa.; 
Edward Eisenste Shanahan Company, Philadelphia, 
7 Pa.; Richard B. Y Yeo & Lukens Company, Phila- 
4 | lelphia, Pa Larry Herr, L. B. Herr & Son, Lan- 
N ter, P 
— 4 I ed without contest except that of - GZ ITTLE. 
( irer, ! two candidates were proposed a Inc. 
Bernard Die nd Jack Pinkerton, Hoskins, Phil- 
idelphia, Pa vith the withdrawal of Mr. Pinker- 1888 Factory, Rochester 8, N. Y. 1950 
andi fficers were unanimously elected 
The bala le meeting was devoted to discus- ie 
ERS f top terest and problems of the industry, ‘‘QUALITY EXCLUSIVELY SINCE 1888 
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PREMIER sets the Pace 


wm Cutting Board Field! 
with Paper Guides 


Add Another New Premier Feature To An Already Fine Product 


PERMANENT LOCK ON GUIDE 


Holds position firmly—slides smoothly on 
side of board—avoids digging into wood. 





Precision Ground Blade 
for Perfect 


Straight Cutting Edge 











For the Best Cutting Edge... 
Buy PREMIER CUTTERS because — 


Permanent lock on quide 

All sizes of boards equipped with removable blades 

All blades of hardened stee 

Precision ground blades 

Perfect cutting edge 

Rock maple wood base wil! not warp 

All '/o lines on face of board are accurately scored 
Cutting handle secured with safety spring—will not fall 
All boards equipped with rubber bumpers to prevent 
scratching or slipping 





P hoto Me terials C.. 


334 N. Bell Ave. .. . . CHICAGO 12, ILL. 














Representatives 
Henry Deutsch, Showroom: Suite Milton Stone, 320 Broadway, Room 
1063, 2nd Unit Sante Fe Bidg., Da! 625, New York City, covering N. Y 
las, Texas. Harry Henkel Assoc S. Lichenstein, 223 South !0th St 
Philadelphia, Pa 

Western Mdse. Mart, 1355 Market - Fe 

St., San Francisco. std — aan) Shoriten Oe... Om 
E. J. Mitchell, 5540 Delmar Blvd Stan Mollerstrom, |7 Malvern Ave 
St. Louis, Mo. Richmond. Va 
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including simplification and standardization of lines, 
fair trade and price marking of packaged products by 
manufacturers, thereby establishing the value of their 
product 

The association went on record as favoring “Fair 
Trade” and a notice to that effect will be sent to the 
Fair Trade Council. A vote of confidence was given 
to the committee working on price marking of mer- 
chandise 

° = ><e 
FLACK TO ADDRESS NSA REGIONAL 

Robert Reichman, Mooney’s, Inc., New York, N. Y, 
governor NSA 13th district, announced at a recent 
program committee meeting that he is looking forward 
to one of the most successful regional meetings ever 
held by the 13th District. The convention is to be held 
March 23-24 at the Hotel New Yorker, New York, N. Y. 
With such colorful speakers as Gene Flack of the Sun- 
shine Biscuit Company and other excellent speakers, 
in addition to NSA troupers, who will discuss topics 


| of vital interest to stationers, such as store moderniza- 


tion, store lighting, economics and other interesting 
and educational subjects, he feels that the well- 
rounded out program this year will attract a large 
audience 
—-- 
TURMAN SPARKS CHICAGO FURNITURE MEETING 
Nearly 50 men were present at the regular monthly 
meeting of the Office Furniture Association of Chicago, 
held in the Bismark Hotel, Monday evening, Feb- 
ruary 6, to hear Moe Turman, president of the 
National Office Furniture Association. Originally the 
meeting was scheduled for a general discussion on 
local problems and the possibility of developing a 
code of ethics or fair trade practice rules in collabor- 
ation with the Federal Trade Commission. However, 
when it was learned that NOFA President Moe Tur- 
man was to be in Chicago on the meeting night, Harry 
Hofherr, Kendrick Furniture Company, president of 
the local group, sent a special letter to all members 
urging attendance for the purpose of listening to an 
important message from the fiery president of NOFA 
Dividing his address into two parts, Moe Turman 
first answered the question, “What do I get for my 
$6.00?,” by an enthusiastic appraisal of the many 
services and values of NOFA and local associations 
He pointed to a number of accomplishments of NOFA 
and then urged dealers not to expect miracles in 
the way of answers to all problems of business econ- 
omics. An association cannot run a man’s business 
for him, but it can help him to a better understand- 
ing of his competitors and of the industry as a whole 
The second part of Mr. Turman’s speech was con- 
cerned with the 1951 NOFA convention. His plea to 
have the assembly in Chicago next year was received 
so well that a unanimous vote was recorded to invite 
NOFA to Chicago for its 1951 conclave 
—« 
“WOLT” STEMPEL JOINS FATHER’S FIRM 
W. C. “Wolt” Stempel, son of W. C. Stempel, joined 
with the Stempel Manufacturing Company on Janu- 
ary 1, where he will be in charge of production and 
development and will spend much of his time perfect- 
ing new items to be announced in the near future 
Mr. Wolt was graduated from Georgia School of 
Technology in 1945, served as an officer in the U. S 
Navy, and following the war was with Northrup Air- 
craft, Inc., Hawthorne, Calif., for four years as a 
research engineer 
—- 
INCORPORATE TEXAS ENVELOPE COMPANY 
The Texas Envelope Company in Dallas, Tex., has 
been granted incorporation, chartered by I. W. Car- 
penter, Jr., Kenneth C. Holland and Milburn M. Startin 
with $300,000 capital stock 
The Secretary of State also approved extension for 
another 50 years of the charter of the Russell Station- 
ery Company in Amarillo, Tex., from expiration date 
of December 10, 1949.—HORN 
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THE SEAL OF SCIENTIFIC OFFICE MANAGEMENT 











31st International Conference 
Annual Office Machinery and Equipment Exposition 
Municipal Auditorium—May 21-22-23-24, 1950—Cleveland, Ohio 


| 
| Theme: “Planning Office Economies” 
| 


MEN + MATERIAL + MACHINES 


CONFERENCE HI-LITES 


THE FUNCTION OF PERSONNEL ADMINISTRATION “ECONOMIES THROUGH OFFICE STANDARDS” 
éiitiene ca pl “ECONOMIES THROUGH WORK SIMPLIFICATION” 
“OFFICE METHODS PROBLEMS” 


“HEALTH AND SAFETY IN THE OFFICE” e 
‘IMPROVING PRODUCTIVITY THROUGH BETTER “SELECTION, OPERATION AND MAINTENANCE 
OFFICE METHODS” OF OFFICE MACHINES” 


‘MAKING STATISTICAL AND ACCOUNTING “THE OFFICE GADGET IN PLANNING OFFICE 
INFORMATION MORE USEFUL” ECONOMIES” 


Register Now 


Exposition Hi-Lites 


Cooperating Groups 


OFFICE EQUIPMENT MANUFACTURERS INSTITUTE 
METAL BUSINESS EQUIPMENT INDUSTRY 
| WOOD OFFICE FURNITURE INSTITUTE 


LIMITED SPACE AVAILABLE IN THE 
“ALL PURPOSE BUSINESS SHOW OF 1950” 


ASSURE REPRESENTATION FOR YOUR ORGANIZATION 
BY MAKING YOUR REQUEST FOR SPACE NOW 








NATIONAL OFFICE MANAGEMENT ASSOCIATION 


132 WEST CHELTEN AVENUE PHILADELPHIA 44, PA. 
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GENERAL BOOKKEEPER’S 


OFFICE RULE 


Made of carefully selected Rock Made of srefully selecte 
Maple finely varnished, notural Maple 2 . 
color. 1¥i4 inches wide, '4 inch finish. 154 inches wide, «4 
thick. Packed 1 dozen in a box nches_ thick Two brass edges 
single brass edge, and scaled in scaled in 16ths on one edge both 
léths on the bevel sides. Flexibility is the tstand 
€ ing feature It oectually bends 
with the ledee 


RULERS / 






RULER 
MAKERS 














WESTCOTT 
— Wholesaler pa 
THE FIELD 1872 








‘sf 


DEX 


Y 
/ 
Atl 


AV. 


Veany 


WHEN ORDERING SPECIFY * SU 


@@@e@ THE QUALITY LINE OF FILING SUPPLIES AND GUMMED SPECIALTIES 
@@@eeee AT LEADING STATIONERY STORES THROUGHOUT THE COUNTRY 





GUIDES - FOLDERS - INDEX CARDS + VERTICAL FILE GUIDES - ADDING MACHINE ROLLS - ROLLED LABELS - PIN TICKETS: 


aer 


N\) 


“tp 
// 
MW 
Te azaoe 





PROTEX LOOSE LEAF PATCHES - INDEX TABS - BLANK INDEX STRIPS - TRANSPARENT INDEX TABS - PAKNEAT SEALING TAPE: 


THE WARSHAW MANUFACTURING CO., INC. 


MAIN St 8 & oe a 
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APPOINTS WILLIAM LEVIN 
orking out of Chicago, has joined 
David Kahn, Inc., makers of Wear- 


WEAREVER 
William Levi 


the sales force 





ever fountain pe and mechanical pencils. He will 
WILLIAM LEVIN 
ver the midws territory, including Illinois, Mis- 
souri, Iowa, Nebraska, Wisconsin, Minnesota and North 
and South Dakota. This area was covered for many 
ve my ke 2. t iberg, who is assuming executive 
ions VW mpany 


=. 
“WRITING PAPER—ALWAYS THE PERFECT GIFT,” 
NEW SLOGAN TO KEY PROMOTION 


4 compreh¢e e promotion program to reinstate 
orres} ence paper in full favor as the coun- 
nos e all-occasion gift merchandise 
has been o! by papeterie manufacturers and 
will be intré ed to the trade in April 
rhe progra 1ilt around an insignia and slogan 
é nec é after considerable study by 
members of e Paper Stationery and Tablet Manu- 
facturers As n, 527 Fifth Ave., New York City 
Ne: i f established firms which market 
respondencs er are affiliated with this associ- 
As an ide kind of impression made by the 
al Say ' Flowers” promotion is sought in 
behalf of box riting paper. The emblem which 
embodies tl an oval-shaped plane containing 
the words, “W Paper—Always the Perfect Gift.” 
But the wo! e cannot convey the low-pressure, 
good-taste in f the message. The effect is largely 
a visual one rv eets of paper and an envelope are 
1] rated ¢ ignia and the word “Always” is 
in scrip the closing of a personal letter 
T) lesign ned that it lends itself to effec- 
tive reprodu th in black and white and in mul- 
Individual acturers, as well as their trade 
ussociation, a eloping a full-scale publicity cam- 
paign to lau nd sustain the gift promotion pro- 
gram. Dealer es-aids are being designed and will 
be offered vhich handle the product. More 
and more emp! vill be given to gift promotion as 
retail tle displaying and merchandising 
boxed writir n a year-round basis 
the la is country went on a letter-writing 
spree which a to have spread the habit over all 
segments of pulation, notwithstanding unsup- 
ported claim the misnamed “art” of letter-writ- 
ing fadin The gift possibilities of this inexpensive, 
highly usefu ften beautifully designed product 
e beer recognized by manufacturers 
al tione but never actually realized. The 
newly-devise tion program seeks to remedy 
tha tuatio1 It assumes that 
Nearly every! ikes to get lette! 
I yf people like to write them 
Practically eve dy, at any given time, owes some 
D¢ eC l1S€ i ié 


sed products contain the ele- 
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TANLEY 


WHEN YOU SELL 


STANLEY 


SWIVEL CHAIR NO. 301 '/2 


Meet a new member of the famous Stanley 
Family of fine leather upholstered office and 
club furniture! Stanley Swivel Chair No. 3011/ 
is so beautifully designed ...so sturdily con- 
structed...so downright comfortable... it 
looks positively distinguished in any setting. This 
smart, handsome chair is upholstered with finest 
top grain leather throughout. Extra seat com- 
fort results from hand-tied coil springs. Choice 
of oak or walnut and five colors of leather. 
Matching companion pieces are Stanley Side 
Chair No. 301 (armchair) and Stanley Side Chair 
No. 300 (without arms). Write for illustrated 


literature and prices. 


SALES REPRESENTATIVES 


Wm. Tonkin 

3515 Griffith Park 

Boulevard 

Los Angeles 27, Cal 

H. T. Sullivan J}. B. Tompkins 
553 First Avenue 60 E. 42nd St 
Salt Lake City, Utah New York, N. Y 


Henry Deutsch 
$103 Pershing 
Dallas, Texas 
Dave C. Neuhaus 
12 W. 70th St. 
Kansas City 5, Mo 


STANLEY MANUFACTURING CO. 


2310 N. Main Street, Fort Worth, Texas 
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DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
CARBON PAPER 


INKED RIBBONS 
CARBONIZED ROLLS 





HERE IS YOUR CHECK 
HIGHEST LIST 


QUALITY CARBON PAPER 


Typewriter 
e Pencil 
Billing 
Saddleback or Reverse 
Prompt Speed-o-form 
Efficient Hectograph 
Stencil 
Service Binder 
Jacket 
Book 
. One Time 
Special Strip 
Specializing For Orzalid process 
in 
INKED RIBBONS 
packaging for 


under dealer's Typewriters — 
Adding machines 
Billing machines 


Bookkeeping machines 


private imprint 


‘ Addressograph 
Dupligraph 
o Speedaumat 
The Complete Multigraph 
. ilith 
Line” = 
Daters 
Stands the test Time clocks 
a Flat bed presses 
of time. Special purposes 
CARBONIZED ROLLS 
f for 
4 Adding machines 
F e\ Bookkeeping 
ty fx \ Elliott Fisher Billing 
fa = a } Autographic register 
Tailor marking 








Neon (asbestos) marking 





hb 
®tconos evens” Telety pe 
ne Elliott Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 





ments of functionalism, beauty, fashion, inexpensive- 
ness, good manners and overtones of culture as does 
a box of writing paper. 

Last, and most important, the promotion program 
assumes that letters make people happy—and that the 
gift of boxed writing paper will, too! 

oe 
HUNTINGTON CHAIR APPOINTS REES 

B. A. Steinburg, sales manager of Huntington Chair 
Corporation, Huntington, W. Va., recently announced 
the appointment of Walter J. Rees as eastern repre- 
sentative for the office furniture and contract division 
of Huntington. Mr. Rees will cover territory consisting 
of New England, eastern New York, including Greater 
New York City, New Jersey, Delaware, the Greater 
Philadelphia area, Baltimore, and Washington, D. C. 
He will make his headquarters at Huntington’s per- 
manent display room at One Park Ave., New York 
City, where the factory’s complete line of office furni- 
ture and contract pieces are on display. 


scatlsai tice sumac 
PITNEY-BOWES MAKES APPOINTMENTS 

The board of directors of Pitney-Bowes, Inc., recently 
announced the election of Harry M. Nordberg as vice- 
president for sales and service, and the election of 
Simeon S. Sells to a newly created vice-presidency. At 
the same time, Walter H. Wheeler, Jr., the company’s 
president, announced the appointment of Elwood M. 
Davis as general sales manager, taking the place of 
Mr. Nordberg, who succeeds to the vice-presidency 
made vacant by the death of Wilbur R. Greenwood 
last November. 

Mr. Nordberg, a native of Kansas City, joined the 
postage meter company as a salesman there in 1934, 
and served as Central States regional manager at 
Cleveland and as branch manager at Kansas City and 
Minneapolis before being called to Stamford in 1944 
as an assistant to the sales vice-president. The com- 
pany’s new sales and service vice-president will direct 
all marketing, product-servicing and field operations. 

Mr. Sells, a native Kentuckian, joined the Mail-O- 
Meter Company in 1923, one year before it was ac- 
quired by Pitney-Bowes. He was first a salesman and 
then a branch manager at the company’s New York 
sales-service office before becoming eastern regional 
manager in 1937. The same year he was called to 
Stamford to develop markets and direct sales of a new 
line of special tax-stamping machines embodying the 
postage meter principle. In 1944 he was made assistant 
to the president and assigned supervision of the com- 
pany’s relations with the postal service, responsibilities 
which he will retain. 

The company’s new general sales manager is a na- 
tive of Philadelphia. Mr. Davis began his career with 
Pitney-Bowes as a Salesman there in 1929. He is a 
former eastern regional manager and served as branch 
manager at New York, Philadelphia and Minneapolis. 
In 1945 he was made an assistant to the sales vice- 
president at Stamford, and later the same year was 
named manager of branch office operations. 


a onitine 
FIRM KEEPS WATCH ON CUSTOMERS 

A regular campaign is conducted by the Walter R. 
Miller Company, Binghamton, N. Y., to keep all its 
customers supplied with office materials promptly. 

One of the firm’s bookkKeepers uses a loose leaf bind- 
er to keep account of all the sales made to customers. 
Every sale and transaction is recorded and it is known 
about how many days or weeks it takes to consume 
a certain amount of supplies. If the customer does not 
call in the order, the bookkeeper calls them as a re- 
minder. 

“We believe in keeping constant record of all our 
customers and their office needs,” says Louis Twining, 
president, “and in this way keep a volume of business 
turnover. Why should we chance leaving a customer 
go that our salesman have fought to obtain? A simple 
telephone call either gets us an order or lets us know 
if there is any difficulty, and we dispatch a salesman 
to that party.”—PL 
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OR ON THE RACKS | } 






























WHEN I'M OLDER STAPLE SAL, 
OULD YOU KINDLY BE MY GAL 
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ELL TACKMASTER IS TOPS IN TACKMANSHIP ! 





Mat of this comic No. SF-C3 free on request. Specify 3 columns 
(534”) or 5 columns (954”") wide. No strings attached to this offer. 








MARKWELI 


New Paper 


Feed Principle 


MFG. CO., INC. 


THE NEW 


Tempo Duplicat 


ALL-ELECTRIC 


Push Button 
Control 
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Please write ‘‘today’’ for complete catalog and dealer discounts. 


200 HUDSON ST. NFW YORK 13, N. Y. 


OFFICE PRINTING AT ITS FINEST! 


@ Here's a machine that delivers 
better duplicating results than you 
ever dreamed possible. It's today’s 
most progressive advancement in 
office printing —with outstanding 
features that give automatic and 
complete control of paper, ink,and 


copy during the entire operation. 


Write for Illustrated Folder 





MILO HARDING 
COMPANY 


ESTABLISHED 1904 


432 West Pico Boulevord © Los Angeles 15, 


317 Third Avenve © Pittsburgh 22, 





Mokers of the famous 


Tempo Film Stencil 
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For a RELIABLE LINE, SELL... 


SAND URNS—SMOKERS—COAT TREES—WARDROBE RACKS— 
WALL a tent STANDS Etc. 





@ CARRY NO INVENTORY 
@ SHIPMENTS MADE IN 24 HOURS 
@ WE MAKE DROP SHIPMENTS 





VISIT OUR DISPLAY e BOOTH NO. 7 
N.O.F.A. CONVENTION EXHIBIT 


MARCH 23 - 24 - 25 
HOTEL COMMODORE, NEW YORK, N. Y. 








SEND —  * 
FOR a 
LATEST | 


- CATALOG 





No. 229 No. 410 | 





























WARDROBE RACK No. 910 


No. 560 Ne 226 WALL RACK No. 334 


GLARO MACHINE PRODUCTS COMPANY 











Two More New High Grade Ehrlich Designed 
LEATHER UPHOLSTERED OFFICE CHAIRS 


No. 935-P No. 940-P 
17-18" between 20°° between arms 
arms 


27" overall width 
23! ? overall width 


20" height from 
seat adjustable 


20" height from 
seat adjustable 


19" sitting depth 2" sitting depth 


24" overall depth 27" overall depth 


35" overall height 35" overall height 








We also manufacture 
DAVENPORTS and RELATED FURNITURE 


for Reception Rooms and Executive Offices 





Write for Photos of Entire Line 
and Dealers’ Price List 








IMMEDIATE DELIVERY ¢ SATISFACTION GUARANTEED 


REPRESENTATIVES WANTED — SOME TERRITORY AVAILABLE 


A Line Popular for 26 Years Past 


GRAND RAPIDS LEATHER FURNITURE CO. 


201-207 FRONT AVENUE, NW. GRAND RAPIDS 4, MICHIGAN 
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NEWS NOTES FROM NSA DISTRICT NO. 5 


H. M. Donisthorpe, Correspondent 


When reporti he news last month I forgot to tell 
t the Colur is Chapter Christmas activities. We 
liect a Cl tmas fund from our members and, 
rking with harity organization, brought a Merry 

( istmas t needy families 

. 6 © 

visited the ( Office Supply, Tiffin, Ohio, in 
J lary and fou that Eugene Good was at home 
iperatil an operation. Mrs. Good said he 
getting al fine and would be back on the job 
rhe regula meeting of the Detroit Chapter 
Fifth Distri Travelers Club was held Monday, Janu- 
iry 9, 1950, at Olde Wayne Club. Harry Kaercher, 
Parker Pen (¢ pany, the newly-elected chairman, 
resided at a very well-attended meeting. A new mem- 


er, Henry M. Sanford, Minnesota Mining & Manu- 
facturing Compal attended his first meeting with 
Tom Low and Jim Barrett. The latter was appointed 
publicity chai for the coming year. Norm Pagel, 

was a visiting dealer attending 


e¢ I 
Ralph Schafe1 esman for Beecher-Peck & Lewis, 
w back at k after his recent illness 


Mr. and Mrs. Scott Purvis are the proud parents of a 
Bruce Jay December 13. Mr. Scott is associ- 
ted with Dixon Crucible Company 
> > . 
Mr. and Mrs. John C. Cameron are the proud parents 
irl, born J 19. John is associated with the Miles 
Fox Company) Mich 


* 


Eric Robertson 


A4utopoint Pe ( 


merly associated with Macauleys’, 
epted a new position with the 
mpany as a sales represenative 
Paul A. Strauch, formerly with Kessler Office Supply, 
Grand Rapids, M has opened a store at 43 Gran- 
Grand R Mich. He will be happy to have 
tra top in to see him when in Grand 
Rapids. The ( ll be called the Strauch Office 


} Line 


is wa en's week in Michigan and among 
hose that I 1 to along the way was Cal Long of 
Cramer Pt ir Company, and with him was 
Roy Cramer, Jr id me that he and Mr. Cramer 
had visited the T.B. Hospital the night before, as guests 
Ray Dykema, Dykema Office Supply, Kalamazoo, 
Mich. He tol f the fine job Ray is doing as a 
ber of a q tet that entertains the patients at 
1ospita] ruesday night. Ray’s brother is also 
member of rtet. Cal said it was a very im- 
ressive evel t made him realize how fortunate 
vas to | i health 
ee 


VICTOR ADDING OPENS SALES PROGRAM 


\ WV sale for dealers has recently been 
nced b Victor Adding Machine Company of 
C igo. In order to give additional dealers an oppor- 
tunity to handle products of this more than 32-year-old 
Victor i ffering its Champion line of adding 

eale who can qualify on an open fran- 

rangen The Champion line of Victor add- 

chine t it $89.50 retail, plus tax, and are 
nation the Saturday Evening Post, 
Pathfinde Gentleman, and other leading 


ipers throughout the country 
offered, including the full- 
10-key keyboard model 7-6-0 

es models 7-8-0 and 6-8-0, avail 


yooaras 
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FLUORESCENT DESK LAMP 


UNDERWRITER APPROVED 





MetTALLic Bronze o Lustrous Grey 












LIST PRICE 
No. 4900 


only $695 


less bulb 


ORDER YOUR SAMPLE LAMPS TODAY. 





Wired for 110 
volt, 60 cycle 
Height: 114" 


Boked Enamel on Bonder- LIST 
ized Steel for Lasting 


Finish $ 6 95 


One Piece Shade, Rolled Length: 20 
Edge Weight: 8% 
Instant Starting Switch less the packed 
Each Lamp carries Under. oul individuel 
writers’ Label cartons 




















UNEQUALLED EYE APPEAL . . . UNEQUALLED 
LIGHT APPEAL . . . UNEQUALLED PRICE APPEAL 


Here is the answer to the demand for o superior quolity Fluorescent 
Desk Lomp priced within the reoch of millions Nothing hos been 
sacrificed to produce the highest quolity fluorescent desk lomp on 


No decler can offord to miss this opportunity 


the morke!l todoy 





g~ 
WATCH your sales volume 
go up when you disploy 
this Lamp. It will increase 
store traffic and stimulote 


== 











INDUSTRIAL LAMP CORPORATION 


ELKHART, INDIANA 
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Anyone can learn to operate the Swift Adding 
Machine by touch in no time at all. With its 
standard 10-figure key board, short stroke 
handle and visible adding dials businessmen 
and secretaries are discovering the Swift ideal 
for almost all types of figure work. Its simple 
operation, 614 pounds in weight, red totals 
and sub-totals, 9,999,999.99 figure capacity 

and many other large machine features are 
among the reasons why dealers everywhere 
are finding the inexpensive wilt the easiest 


adding machine to sell. 


SWIFT 


BUSINESS MACHINES CORP. 


Great Barrington, Massachusetts 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 
A $50,000 brick and concrete structure has been 
launched at 2207-11 Second Ave., Seattle, Wash., to 
accommodate the expansion of Elliott Addressing Ma- 
chine Company. This organization will occupy half of 
the projected building on a lease. Diebold, Inc., will 
be located in the other half of the new business 
building 





a * * 


Through an amendment to its incorporation papers 
the B. G. Ewing Paper Company of Spokane, Wash.., 
made the time of its existence read “perpetual.” 

* * . 

The Pioneer Printing & Stationery Corporation has 
been incorporated at Vancouver, Wash., with capital- 
ization of $50,000, to deal extensively in the office 
supply, stationery and printing field. Incorporators 
led by Inez A. Holbrook of Salem, Ore., include Edith 
J. Eversole of Nevada City, Calif., Charles Nissle of 
Ann Arbor, Mich., and J. K. and Margaret Durkee of 
Portland, Ore. 

* * * 

Extensive new glass frontage has been placed on 
facades of the home of the International Business 
Machines Corporation, Seattle, Wash 

= © - 

The H. D. Baker Company, 1007 Pacific Ave., fur- 
nished the all-steel desk and Sturgis chair equipment 
for the W. H. Opie Company, Tacoma, a new business. 
Handling office machines and office furniture, the 
Bakers have a new type of drive-in sales office on 
Tacoma’s Sixth Ave 

* a” * 

Pioneer, Inc., of Tacoma recently elected Maurice 
Raymond as vice-president and made him available 
to all comers as special consultant. He will confer with 
Tacoma businessmen over their stationery and print- 
ing problems 

a o e 

Thomas M. Pelly, president of Lowman & Hanford 
Company, Seattle, and this year head of the Seattle 
Chamber of Commerce, is a forward-looking citizen. 
While leaders are looking toward the forthcoming Cen- 
tennial of Seattle in 1951, Mr. Pelly recently addressed 
the Seattle Historical Society on the subject, “Looking 
to Our Bi-Centennial.” 

o 7 * 

The Seattle Rubber Stamp basketball team of Seattle 
has just about placed the rubber stamp on all other 
quintets in the City Class A league, for this team of 
office suppliers recently scored its twenty-third victory 
in 25 games by defeating the strong Band Box Cleaners. 

. t 7 

Bradner’s Book Shop at 1810 Olive Way, Seattle, 
established several years ago by Enos Bradner, has 
been purchased by D. M. Banta. 

. * * 

Providing for extensive expansion in Seattle, Wash.., 
the California Ink Company has launched activities 
for a new 112x130-foot one-story office, manufacturing 
and warehouse building. For stepped up post-war 
developments the large ink company will erect the 
structure on Alaska Way near Massachusetts St 

ee eee 


BERKEY LEATHER OPENS NEW WAREHOUSE 

William Berkey, president of the Berkey Leather 
Furniture Corporation, announces the establishment 
of their Los Angeles showroom and warehouse at 
2436-42 East 8th Street, Los Angeles, Calif. for the 
convenience of their Pacific Coast trade. Floyd C 
(Chuck) Charles, their West Coast representative, will 
be in charge. 

In the South, Pat Whiteside residing at 818 Buckalew 
Street, Dallas 8, Tex., will represent the company cov- 
ering the states of Texas, Oklahoma, New Mexico, Ar- 
kansas and Louisiana 
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ACMELOID 








TRADE MARK 


PLASTIC SPRAY 








. . Protects the surface the 
Lasting protection on Index 


tabs—Looseleaf sheets—Draw- 
ings — Photographs — Artwork 


modern way. Just a touch 
of the finger—spray and re- 
lease—and you have last- 
ing protection. Clear 

Flexible — Water 
Repellent Quick 
Drying — Durable 


AVAILABLE TO ALL 
OFFICE SUPPLY 
AND EQUIPMENT 
DEALERS 


ACME VISIBLE RECORDS, INC. 


122 S. MICHIGAN AVENUE CHICAGO 3, ILLINOIS 





























The table of 1000 uses 


the decade! Goldsmith Bros Nathan’s .. . Utility Supply 
From Coast-to-coast hundreds of merchants are experi- 
encing record sales with the Foldaway! 


Write, wire, phone NOW for our special promotional deal. 

































_. The hottest promotional item of 









Retails for $18.95 East—$19.95 West 


ON DISPLAY 
BOOTH NO. 52 
NOFA CONVENTION 
EXHIBIT 


Write for 1950 Catalog 





MARCH 23-24-25 
HOTEL COMMODORE, 


f / NEW YORK CITY, N. Y. 


LO 


218 WALNUT STREET, PHILADELPHIA, PA 3.5405 Also available in 2x6 
Aluminum Furniture for modern living 
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SALES RESISTANCE ELIMINATED 
SELL AUTOMATIC COUNTER HIGH FILES 








Counter High AUTOMATIC “Expanding and Compressing” Files have greater capacity than any file 





made, considering Workability and Compression. 






The ULTIMATE Answer for EFFICIENCY and ECONOMY where counters or partitioning are required. 





Plus! Economy in Filing, Reference and Floor space required, 





STANDARD ITEMS IN STOCK 





ALL 







549 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 
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With Masland DURAN you can figure on beauty 
at its businesslike best. On all types of office furni- 


ture DURAN adds dignity — lessens maintenance 





and multiplies comfort 
Superbly colorful and pliant, DURAN is at home 
everywhere from boardroom to factory office. It 
won't support flame, cleans easily ond resists 
grease, grime and perspiration. DURAN is used 
by leading makers of office furniture. Look for the 


DURAN tag. 


THE MASLAND DURALEATHER COMPANY 
3264-90 Amber St., Philadelphia 34, Pe. 





Only genvine Duran 
bears this tag 


Executive Office Radio Station WNOR Norfolk, Va. installation 
I y Hayes Office Equipment Co., Norfolk, Va. Furniture many 
factured by Blair Aluminum Furniture Co., Moriettc, Ga 
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NEWS NOTES FROM NSA DISTRICT NO. 7 


4. J. Nordstrom, Correspondent 


e No Travelers Club held its luncheon 
eeting on Saturday, January 28, at the Commerce 
Club in Minn« lis, Minn. The club officers have an- 


1 regularly-scheduled luncheon will be 
1erce Club on the last Saturday of 
all travelers and dealers are in- 


unced that 
held at the Comn 
each month and 
vited to participate 

Present at the last luncheon were Dealers Schaub, 
Hansen and Davies, and Travelers Roy Wood, Mel So- 
well, Jack Guntrum, Harry Bergquist, Jack Berry, Ivan 
Cornelius, Art Schade, Vern McCann and your corres- 
pondent. The ib received a communication from 
Larry Ackert, is living in blissful retirement at 
5019 Serrania Ave., Woodland Hills, Calif. Larry still 
in his heart for the Old Northwest and 
embered to all of his friends in the 


nas a warm 
isked to be 
> > > 
Henry Huette, the Autopointer man, visited with Ed 
Cooper, Larry Ackert, Herb Morgan and Ralph Mane- 
val, all old Northwest travelers, while on a tour of the 
West Coast. He was accompanied by the boss and 
reports to | intimates that Henry is a model 
isband and did no backseat driving while on this trip 
7 > a 


Phi] Ackermann, director of product application at 


Farnham Stationery & School Supply Company in 
Minneapolis established himself as quite an orator 
He recen two-hour lecture at the University 

Minnest | of business on the five basic meth- 


Clark Walker reests that dealers and travelers in- 


ding to the next regional meeting in Minne- 
olis at th et Hotel on May 19 and 20 make 
ery is soon as possible 

> . > 
Jay Parrott innounced that he will hold a grand 
ening of é store in Waterloo, Iowa, on Feb- 

y 14; 

> - . 
Leroy Johnson the Eau Claire Book & Stationery 
was confined to his home 


Company, Eau Claire, Wis.., 
u flu during January 
* 


A nan al 


What a gabfest that will be when Dapper Dan Mac- 
Dougall and Herb Fall get together and compare 
tes on thei randchildren! 
> > > 
Bill Smith Herb Walsh of Ace Fastener Corpora- 
ion were Janu visitors in Milwaukee, as was Bill 
Dalton, the | talog man of Chicago 
> = > 
softballer, is back at Joe 


Marle 
We felt sure that 


Denzer, the old 
j n his old trade 


" iar fi n uniform again this summer. Wel- 
me back, Marle, although your return is bad news 


pposing ftball teams in the senior leegue 
> o > 
Gordy Wenell has taken time out from his turkey 
ing and is back at the old stand, Bertelson Brothers, 
he winte nths 
We are gla port that Jay Wiltrout of Farnham’s 
ick on the nee more after being confined to his 
me for about month 


fellows who were around at the 

f the ce iry and functioning in this grand in- 

ry, thi ne Jay Wiltrout, Sherm Read, Art 
Grayston, Oscar Bertelson, Herb Fall, John Boemer and 
Sterley Jerue till active and going strong. Not 
t ip are Ed Hansen, Fred Foster, Bob 

travel Montana in the horse and 


Valleau (wh 
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your best prospects. 
The satisfaction they 
enjoy will show itself in new orders 
they place with you... orders for more SENG- 
equipped chairs and for the other products 
you handle. Consumer satisfaction with indi- 
vidual products always leads to general deal- 
er volume. 


SENG Chair Action Controls meet every re- 
quirement of your most particular customer. 
Balanced tilting keeps chairs stable; carefully 
engineered moving parts respond instantly to 
any body movement; oil-less bearings give a 
lifetime of no-squeak service. These SENG ad- 
vantages add up to freedom from fatigue, an 
important factor in keeping customers happy 
—and receptive to new sales approaches. 
Sell SENG . . . and you sell satisfaction! 


alt 


1450 N. DAYTON AVE 


CHICAGO 22, ILLINOIS 
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We Specialize Iu Your 


UNUSUAL 


E avelope Weeds 
Sank Exuclopes 


FOR EVERY BANKING 
NEED 





*Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 
*Bank Filing Envelopes 





Write for Prices and Samples 





Seed Envelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 

*Metal Fold Envelopes 

*Inter-Fold Seal Styles 

*Gummed Seal Flaps 


Aust rirs 





Currency Gift 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 


DURABILITY FOR 
PERMANENT FILING 
*Flot and Expanding Styles 
*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 


[ust rite 





Passe Book Covers 
MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Yackets 
FOR a ae OF SCHOOL 
REPORT CARDS 
*An Excellent Advertising Me- 


dia for donation to Schools. 
Write for Prices and Samples 


/ 
La ales— 
ENVELOPE C—>’ COMPANY 





4 ~ 4 
5 peop 7 | INE 
> tLe . 


av VELeeEe™ 


CHICAGO SAINT PAUL 
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buggy era) Gus Trapp, Harold Hoffman, Roy Clark, 

Fred Schaefer, Les Schuldt, Joe Griedel, Archie Hoff- 

man, Roy Umpleby, B. J. Bristoll, Arthur Kenworthy, 

Frank Zeller, George Wollcott and many others who 

are still in there pitching. 
* . 7 

Seen on Fourth St., meandering down the street, was 
debonair Lou Burlingham, who retired three years ago 
after many years of service with Miller-Davis Com- 
pany of Minneapolis, where he was in charge of the 
furniture department 

* 6 8 

That same day, Vic Irgens, formerly with Miller- 
Davis, was seen on Fourth St. Vic now represents 
Watson Manufacturing Company, selling office fur- 
niture 

* - . 

Among the Florida bound vacationers were the Frank 
Zellers of Des Moines, Ia., who left by car on Febru- 
ary 7 for Fort Lauderdale. While in Florida the Zellers 
plan a side trip to Porto Rico. They will return in 
time for the May meeting of the NSA District No. 7 

7 * . 

Another Florida-bound couple are the Robert Blan- 
chard Valleaus of St. Paul, Minn. Furniture business 
must be booming 

* . 7 

Bob Brown, genial buyer of office supplies at Koch 
Brothers in Des Moines, Ia., is back on the job after 
a hospital siege following a tonsillectomy due to some 
fast work by his physicians with the use of penicillin 

. - * 

Charley Storey of the Storey-Kenworthy Company 
in Des Moines was also a “Down South” visitor in Jan- 
uary and February. The stationery business, too, must 
be good in Des Moines. 

> * * 

Marion Follin was among the Travelers seen wend- 
ing their way toward the sandhills of Nebraska in 
January, where he reported to some of his fellow 
Travelers from the upper Midwest that business was 
really very, very good. 

> - * 

Accohara, the ambassador of good will and fellow- 
ship who represents a well-known manufacturer of 
pressboard covers, clips and fasteners, has recovered 
from a virus infection after a two-weeks stay in an 
Omaha hospital and is back on the job slightly weak 
but still rarin’ to go after business. Good luck and 
congrats to you fellow Travelers in your recovery 


C. H. HANSON CO. TO EXHIBIT 





The C. H. Hanson Co., Chicago marking device manufac- 
turers since 1866, has agreed to exhibit at the first United 
States International Trade Fair, to be held in Chicago, 
August 7-19. More than 75,000 foreign and domestic buyers 
of consumer and industrial goods are expected at the show. 
Henry J. Hanson (right), president of the Hanson firm, signs 
space contract as C. H. Hanson, treasurer, and Ira S. Wood- 
house (center), representative for fair, look on approvingly. 
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OF 








OVER-SIZE 
FILES 


For X-Rays 
Photographs 
Large Drawings 
Blueprints 


Magazines, Etc. 





Each drawer is equipped with double sus- 
pension slides as illustrated. 


| PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK AVES., PHILADELPHIA 11, PA. 





CHICAGO NEW YORK LOS ANGELES 
H. E. Parliament J. J. Galen Philip J. Blair Co. 
First Nat‘! Bank Bldg. Suite 854—Bush Tower 1429 S. Los Angeles St. 


130 W. 42nd St. 







































Before you buy— 


COMPARE MURPHY CHAIRS 


not merely with other chairs in the same price No. 279 EXECUTIVE SWIVEL 
field, but with ANY CHAIR at ANY PRICE! Pecan wood—Walnut and Mahogany 


1] finishes—Seat 22Y)" x 20V/2"—Back 
HERE'S WHY— 17¥," Adjustable—Weight s2 powell 


MURPHY CHAIRS 














*% An office chair must be strong 


Murphy Chairs are made of Pecan wood, 
structurally stronger than any other North 
American hardwood. All back posts, top and 
back rails are sfeam bent to avoid breakable 
cross-grain. 


% An office chair must have comfort 


Murphy Chairs have smoothly rounded front 
rails to eliminate pressure at the back of the 
knee. Up to FIVE adjustments of spring ten- 
sion, seat and back height provide firm gentle 
supports for individual comfort requirements 


*% An office chair must harmonize 
Murphy Chairs are offered in a full line of 
upholstered and wood seat styles and designs, 
giving a wide selection to fit any office furn- 
ishing scheme 








MURPH-EASE 
Just sit— 
They fitl 











7 Murphy Gair @mpany 


SINCE 1872 OWENSBORO, KY. 





PRODUCTS OF THE WORLD'S LARGEST EXCLUSIVE CHAIR MANUFACTURER 
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aluable Information, 
Available FREE 


To Office Machine Dealers Only ) 





e Allowance Schedule & Age List For All Makes of Typewriters. | 
e Dealers Wholesale Office Machines Price List. 

e New General Catalog “A” of Office Machine Tools and Supplies. 
e Ship-Ward News. 


ap tnt a. fi 





These Booklets are issued To Help Office Machine Dealers Increase Their Sales and 


Profits. If You Are An Office Machine Dealer. Send For Your Copies Today. Get 


Your Name On Our Mailing List For Future Issues. 


SHipMAN-Warpb Mec. Co. 








WORLD WIDE DISTRIBUTORS OF TYPEWRITERS — PARTS PLATENS — TOOLS — SHOP EQUIPMENT AND SUPPLIES 


PH. DElawore 7-1090 325 N. WELLS STREET, CHICAGO 10, ILLINOIS CABLE—“SHIPWARD” , 










..»THERE’S BIG PROFIT FOR DEALERS t 
HANDLING SPEEDRITE CHECK WRITERS 










ALBUM OF EVIDENCE 
...amanual that clinches is 
sales on first call. Every m 


check user o prospect. 
COMPANY. INC. + ROCHESTER 20 NM YF 


ADDRESS. 40 MT. HOPE AVENUE 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Harold W. Mann, executive secretary of the Na- 

1al Office Machine Dealers Association, 1267 N. Wil- 

n Pl., Li Angeles, states that he thinks the asso- 

lation is ente1 n the best year in its history and 

itisf the coming twenty-fifth anniver- 

iry con ‘hicago, June 28-July 1, will be the 

gest an so far held. Plans for this conven- 
on, he announces, are nicely under way 

The NOMDA Silver Anniversary issue of “Who’s Who 

1ine Industry” is being prepared and 


ill be distributed not later than the convention 

tes, Mr. Ma points out. The form on the front 

of the NOMDA Spokesman for January, in- 

led as eans of getting complete information 

each me well detailed and prompt mailing 
this inf n is requested 


Reed, proprietor of the Henley Typewriter 


Company, 67 Hollywood Blvd., has recently installed 

w attractiv gn in front of his place of business 

The sign « es the word “Typewriters” and it is 
le fol iderable distance 

The Vict Adding Machine Company made two 

imp innouncements at its western re- 


held at Palm Springs, January 11 
Kurt Vasen, western regional manage! 


hare inches and dealers for the eleven 
er! ( balance is now available on all 
ht-colu ' ir portable adding machines, both 


ten-kKey or full keyboard at no extra 


Victor it ed a new line of adding machines 
One is tl mpion line for open distribution 
h ge lealers everywhere. A full keyboard 


are available 
Victor Adding Machine Com 
Long Beach was made a full 
nde} employing a staff of five sales 
entative mechanics and an office manage! 


O1 Janu he 


F. C. Charles November 15 opened a warehouse 
i office a 436-40 E. Eighth St., Los Angeles, under 
firm nal Charles Office Equipment Distribu- 
Ralph D. Moore, Mr. Charles’s son-in-law, will 

n charge Mr. Charles will cover his Denver- 


West territ isual 

The ware was opened as an accommodation 
ster! with the thought of giving them 

er an prompt service 
A full lit ffice equipment is carried. The fol- 
firm epresented by Mr. Charles: Imperial 
Con Bentson Manufacturing Company 
Western M iring Company, Milwaukee Chair 
al Posture Chair Company and Berkey 

Fu Corporation 

The Co! Stationers, Inc., 1306 N. Lake Ave 
I dena as opened only one and one-half 
' ¢ ploys three outside salesmen. The 
Washingto1 Avenue district, in which the store 
cated f Pasadena’s fastest growing com 
The Sou California Office Furniture Associa- 


held i r dinner meeting Monday, February 
O'Dell Restaurant, Hollywood. The 
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Posture control or posture 
encouragement—which? 
Sturgis designers voted for 
encouragement a long time 
ago. Sturgis chairs are hasic- 
ally comfortable and relax- 
ing; they are designed to 
‘‘“encourage the posture that 
discourages fatigue.’’ ‘The 
new owner of a Sturgis chair 
likes it from the start—a 
strong selling point. 


fp & Mom 


PRESIDENT 





A omplete line of executit ¢, stleno- 
graphic, reception and institutional 
chairs posture desig 


gned for the person 
and the purpose. 


Ht A? HP He FP Ht HP HP 


POSTURE CHAIR CO. 
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Buy WITH CONFIDENCE Sell WITH PROFIT 


UTILITIES 
a and 








* 
PRACTICAL> 


REYBURN'S UTILITIES, WITH 
THE EXCEPTION OF BULK 
ITEMS, ARE PACKAGED IN 
STURDY, NON-SAGGING, 
SLIDE-DRAWER CARTONS 
... ESPECIALLY CON- 
STRUCTED TO SAVE 
SHELF SPACE, YET PERMIT 
MAXIMUM DISPLAY. 























EFFICIENT> 


SALES EFFICIENCY IS 
PROMOTED BY THE 
MODERN PACKAGING 
OF REYBURN’S UTILITIES 
THROUGH EASY ACCESS- 
ABILITY TO THE CARTON 
CONTENTS WITHOUT 
REMOVAL FROM THE 
SHELF...A VALUABLE TIME 
SAVING FEATURE... AND 
ONE WHICH KEEPS SHELF 
DISPLAYS LASTINGLY NEAT. 


AME MAN LABELS 


Gummed labels 
Gummed stars 





SELF-SELLING> 


CONTENTS, WHEREVER 
POSSIBLE, ARE SHOWN IN 
ACTUAL SIZE AND COLOR 
AGAINST A RICH, BLACK 
BACKGROUND ON THE 
CARTON FRONT TO 
ATTRACT CONSUMER 
ATTENTION AND 
FACILITATE RAPID ITEM 
SELECTION. 


When you buy R 


THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 
WAREHOUSE - 4048 W. POLK ST., CHICAGO 24, ILL. 
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president, Art Willis, led a discussion on the subject 
“Who is a Furniture Dealer?” 

A contribution for the March of Dimes was col- 
lected and a sum covering the president’s expenses 
to the National Office Furniture Dealers convention 
in New York City, March 23-24-25, was voted. 

At this writing Leo Miller and Herman Klein of the 
Miller Desk and Safe Company are planning to at- 
tend. Several other members may also go. 

Mr. Willis, accompanied by Bill Diest of The Station- 
ers Corporation of Los Angeles and representatives 
of furniture dealers associations from other sections 
of the state, recently made a visit to the California 
Institution for Men at Chino, for the purpose of 
studying the office and school furniture manufactur- 
ing program offered at the institution. The dealers 
feel that the program may grow to such great pro- 
portions that it will create unfair competition in the 
legitimate dealers’ field, according to Mr. Willis. Since 
other state institutions also manufacture office and 
school furniture, the dealers feel the program should 
be modified. 

- ” = 

M. S. Bandoli, vice-president in charge of distribu- 
tion for the Clary Multiplier Corporation, 408 Junipero 
St., San Gabriel, announces the following new ap- 
pointments and promotions: 

Frank Randall has been promoted from the man- 
agership of the Chicago branch factory office to di- 


| 


























WILLIAM SCANLAN E. R. (NED) GOULD 


rector of branch sales at the San Gabriel home office. 
He will have direct charge of all the 25 factory 
branches throughout the country. Taking Mr. Ran- 
dall’s place in Chicago is William M. Scanlan, who for 
many years operated his own distributing agency in 
the home appliance field. 

A. J. (Tony) Perez, well-Known export manager of 
New Orleans, was recently appointed district manager 
for Latin America. At this writing Mr. Perez is mak- 
ing a tour over his territory. 

R. E. McDonald, former assistant manager of Clary’s 
Detroit branch, has been appointed factory branch 
manager in Minneapolis, and E. R. (Ned) Gould, who 
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CUSTOM BUILT LEATHER FURNITURE 


The old MAJESTIC LOUNGE line of custom 
built LEATHER FURNITURE is again being 
offered to the trade. 


Available in finest ENGLISH, SCOTTISH and 
DOMESTIC top grain leathers. 


R Lwuriour and. Comfortable 








1950 CATALOG 
AVAILABLE 









No. 76R 





VISIT OUR DISPLAY 
BOOTH NO. 42 
NOFA CONVENTION EXHIBIT 

MARCH 23 + 24+ 25 











BERKEY LEATHER FURNITURE CORP. 


WaAlker 5-6506-7 
CABLE ADDRESS: BERKHIDES, N. Y. 








THE NEW 
‘‘Precise”’ 


TRIMMING BOARD! 


And ONLY The “Precise” Has The 

Exclusive, Patented, Finger-Tip Control, 

Paper Guide! 

Has Every Wanted Feature and Is Priced to Sell! 
Trims Most Anything Up to 9" Thick! 


PATENT Blade Sizes _ List Prices You'll get more than your share of Trimming Board Sales when 
Nos. 2,185,985 No. 3—1014” $5.00 you offer the new “Precise”. There is no finer board on the mar- 
2,304,262 No. 4—-121%4” 7.00 ket, no other board with all these wanted features: 

2,327,00 No. 5—15l% 1440 SSoope:- = ae < ry 

2,435,559 No. 6—1814' 20.00 A size to fit every customer's needs; finest steel blades, care- 

No. 7—241% 30.00 fully ground for heavy use and lasting wear; white scales on 

“ black background in sixteenths to speed accuracy and save 

West of Rockies on cutting time: only the finest seasoned hardwood used 

{dd 10% to List. throughout; patented finger tip control is exclusive with 


“Precise”; complete guarantee; models 25, 6, 7 have special 
safety spring: highest quality materials and construction 
throughout. 






= 


FINGER-TIP ~ 
CONTROL LEVER 





Here is value you can sell and at a markup to net you a nice profit 
with no danger of a comeback. 


KEEP YOUR STOCK UP—ORDER YOUR NEEDS TODAY! 


AMERICAN PHOTO LABORATORIES 
Dept. A, 28 N. Loomis St. Chicago 7, Illinois 
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They Correct Mistakes 
in Any Language 


No. 333 INDIA — The quality- 
standard, all purpose red rubber 
eraser (two sizes: 333, 334). 


Keep stocked always in these two, fast 
moving, all purpose quality erasers. 


WORLD’S QUALITY STANDARD 


we _ WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 











7, rf ° ” 


Pat. No D 144.677. other Patents Pendina k 3 ee 


THE COUCH WITH THE ADJUSTABLE HEAD REST 


Featuring the new “MAGIC-HOLD” 
mechanism which locks the headpiece at 
any position. 






WRITE FOR 
OUR NEW 
1950 
CATALOG 
OF 
LEATHER 
FURNITURE 







The “Leisure 

in Leading Trade Put ttior t I tors 
Dentists, Institutions, Purchasing Agents, and 
Executives 


Write Toda 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 
NEW YORK 19, N. Y. 
Dept. O. 
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export experience, has been chosen 
export sales. Mr. Gould comes 
Sioux ( wa, where he was export manager 
the W r Corporation 
tment of the Clary Multiplier Cor- 
remarkable growth and is now 
mately 26 foreign countries. In 
rding to the management, $50,- 
adding machines was on the 

foreign markets 
William J. Wright and Raymond S. Klein, who for 
past nths have been working in the 
livision of the Underwood Cor- 
r St.. Los Angeles, at this writ- 
ir weeks’ course at the com- 
chool at Hartford, Conn. Mr 
Pasadena and Mr. Klein lives in 


George A. Druin, who for 43 years was associated 
I Corporation, passed away at a 
30, after an illness of two months 

28 years was in the account- 

n of the Los Angeles office. He 
the old Elliott-Fisher Company in 
ied on after its merger with Un- 
om the Portland office he was 
le and then to Los Angeles. Mr 
Illinois in 1875. His only remain- 
ther whose home is in Chicago 


Started out well at the Parker 
156 E. Colorado St., Pasadena, 
nagement, and prospects for the 


Cecil Risch manager for the Alexander Sta- 
y ( 19 Vine St., Hollywood, for the 
been appointed manager. Mr 

of C. S. Ward, who has moved 


Be! Calif. Mr. Ward has held the po- 
years 
Gus Trefzger prietor of the Crown City Type- 
er ( f Pasadena, says that 1949 was the 
City has had since 1932. 
Tref Gus Edward, since his gradua- 


City College, February, 1949, has 
or} company’s mechanical depart- 
Robert her son who graduates from Stan- 

Unive June in geophysics, at this writ- 
next year to work for his master’s 


I her, E. D. Wilcox, of Crawford, 

ie 7 at his daughter’s home. Mr 

of age. He had spent the past 

Hal A. Balsar i his son, Bert F. Balsam, proprie- 


ibel and Lithographing Company, 
location at 4105 Jefferson Blvd 
Angele ere formerly at 4916 Adams Blvd 
2500 square feet 
nished combed plywood with small 
green and brown. There are 
windows and fluorescent light- 
The floor is cement, painted 
nicely with the walls 
ynery department are continu 
rs used as a partition when 


nas an area ol! 


I ercial and social stationery are 
Robert J. Sanders, Jr., and Stanley Rask opened a 
enty Nine Palms, Calif., on Jan 


osen is Desert Stationers 


pany of California has moved 


ANCES, March, 1950 


HO Fssures 
YOU INCREASED 
SALES AND PROFITS 


7, UL 
how you Pow 


CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 
Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


On _ MFG. CORP. 


529 So. Franklin St 401 Wood St yRAth@-ll Tait 


Pittsburgh 22, Pa. New York 12, N 
Factory Coro f 


Chicago 7. Ill 














MODEL B-192 


Barrett 


GRAYTONE 


A NEW Hand-Operated Machine for 
Adding-Listing and Calculating with 


DIRECT SUBTRACTION 


ITEM AND TOTAL 
Capacity $9,999,999.99 





ALSO AVAILABLE IN ELECTRIC 
MODEL B-192E 


Rapid Multiplication or Division with 
Printed Proof * Visible Printing * Visible 
Adding Wheels * Automatic Totals * 
Non-Add and Non-Print Keys * Item Cor- 
rection Key * One Position Back Spacer 
* Sub-Total Key * Automatic Ribbon 
Reverse * Weight, 12 lbs. * Size, 6x9 ins. 


DEALERS: I? pays to sell the Barrett Line... your 
territory may be open... write for details 


about our Exclusive Sales plan. 


Barrett Addin g Machine Division 


LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, Twenty-fourth and Locust Streets, Philadelphia 3 Pa. 
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its letter shop from Ninth and Hill Sts., Los Angeles, 
to its new building at 2601 W. Olympic Blvd. A service 
for Varityping and offset printing has recently been 
added. 

H. F. Miller, head of the company, reports that more 
calls for graduates from the company’s school are re- 
ceived than can be filled, even though new classes are 
started each month and each month a class of ten 
to 20 is graduated. There are approximately seven 
calls for every one graduate. 

- - * 

Funeral services were conducted January 11 at 
Inglewood, Calif., for Robert O. Carter, 81, who with 
his son, Wilson, founded the Inglewood Book and Sta- 
tionery Company at 146 South Market St., in 1923. 

Mr. Carter opened his first stationery store in Dex- 
ter, Mo., in 1913. In 1920, the family moved to Cali- 
fornia and Mr. Carter worked for the Wolcott Sta- 
tionery Company for two years before establishing 
the Inglewood Book and Stationery Company. 

Prior to entering the stationery business, Mr. Car- 
ter was a druggist for 29 years, beginning work in a 
drug store at the age of 15. 

In addition to his son, Wilson, he leaves his widow, 
Allie, a brother, Robert Neil Carter of Inglewood, and 
a daughter, Louise D. Lion of Los Angeles. 

> 7 - 

William Knapp, proprietor of the Los Angeles Stamp 
and Stationery Company, 1500 S. Los Angeles St., has 
appointed William Turner as purchasing agent, re- 
placing Sam Bullock who recently took a position as 
general manager of Sibma Chi, a college fraternity 
with headquarters in Chicago. Mr. Turner, formerly 
purchasing agent and manager of the stationery 
department of the Los Angeles News Company, 305 
Boyd St., had retired from that positon, but has de- 
cided to take on this new position and remain active 
in the industry. 

—><- - 
COLLEGIATE STORE HOLDS CELEBRATION 

Colorful Gay Ninety costumes and relics of the bustle 
and buggy era of America featured the Mid-Century 
Celebration recently by the University of Washington 
Bookstore, Seattle, Wash. The atmosphere hearkened 
back to the turn of the twentieth century and to the 
establishment of the firm during January of 1900. An 
added touch was given to the festivities by having 
the clerks dressed in the styles still prevailing from 
the late 90’s to the turn of the new century. 

Another feature was the serving of refreshments 
“on the house.” Besides these, cigarettes were passed 
around. Old-fashioned snapshots of customers also 
brought forth smiles and provoked comment. Every- 
thing nointed to the foundation of the store and the 
tiny acorn of a stationery business which flourished 
into the spreading oak just a short distance from the 
Gothic-studded campus of the university. It was first 
set up as a store, however, in a small room next to the 
president’s office. Financial difficulties the very next 
year almost forced the little enterprise out of business 
But with a loan of $50.00, Milnor Roberts, mining pro- 
fessor, now dean emeritus of the School of Mines, 
and Arthur Priest, another professor, came to the 
rescue and saved the stationery enterprise which has 
now spread through three spacious :loors at 4326 Uni- 
versity Way, after recent modernization 

Store and merchandising policies are made by a 
joint student-faculty committee, appointed by the 
president of the university and the head of the student 
body. The profits each year are divided among funds 
for scholarships and gifts to the University, as well 
as refunds to student and faculty customers, with some 
funds reserved for constant expansion and modern- 
ization. 

At the Mid-Century Celebration and “Gay Ninety Hi 
Jinks” recently, Lyle Goss, the genial manager of the 
store, was dressed in the height of fashion in vogue 
at the turn of the century. Members of the store staff 
were likewise in costume.-—CML 
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Presenting An | AMES 
ENTIRELY NEW GENERAL CATALOG 
TYPEWRITER PARTS AND SUPPLIES PARTS - PLATENS - TOOLS - ACCESSORIES 


CATALOG 4° my 


For the Office Machine Dealer 









Six Complete Sections 


|. Typewriter Parts with diagrammed 


sections on latest typewriters. 


2. Platens and Feed Rolls complete with 


identification chart. 





3. Shop Equipment, Tools and Supplies. 





| High Mortality Price Saving List. 


" Michine Pars and supntes” — AANAES SUPPLY COMPANY 


i Resale section. 

564 West Randolph St. 37 Murray St. 583 Market St. 
a a Chicago, Illinois New York, N. Y. San Francisco, Calf. 
No. 7 catalog, contact the nearest Ames’ 1913'% Commerce St. 191 Cain St., N.W. 417 Wall St. 
Branch for your copy. Dallas, Texas Atlanta, Ga. Los Angeles, Calif. 









busch Handi-pen 


now equipped with 


(screw-in feed and point?) 


: -- a new feature that satisfies a popular demand 
and makes extra sales for you 


and waste. The same pen holder, well-balanced, for effortless 
writing. The same iasteful styling that appeals to everyone. 

New circulars P-49 and N-30S are now obtainable to 
further aid your selling effort. New catalog pages PHP 1949 
and HPN 49 — pages PHP 48 and HPN 48 now used 






Seng 


Nibin screw-in fe and pen-point is an added feature in the 


Sengbusch Handi-pen line. 
Note! The popular wedge-feed is still available, because 


many large users like the economy of this feed when replac- 


ing pen points 
Nothing else has been changed. Nibin is a plus feature. You in catalog 47 and in your salesman’s price book. 
still have: Sengbusch’s famous Capillary Action inking prin- You're all set to cash in on popular demand — just place 
ciple that eliminates ink deterioration your Handi-pen order today. 


pyc SELF-CLOSING INKSTAND CO., 320 Sengbusch Bldg., Milwaukee 3, Wis. 
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CHECK THESE 
n 
EIGHT HILCO 
FP 
N 
FEATURES 
: p 
( 
. : 0 
1. Front Paper Stop. Assures Accurate Registration. Oo 
2. Automatic Roller Release. Eliminates Smudged C 
Sheets. K 
3. Automatic Counter. Counts only printed sheets. it 
4, Enclosed Drum. Automatic Inking. b 
a 
5. Hilco Slipsheeter can be attached. 
$R922 Plus Tox 6. Automatic Feed. 
7. Paper Pusher is automatically lifted and carried J 
IMMEDIATE DELIVERY. back to feeding position, to eliminate lint on the | C 
stencil. | v 
DEALERS are REQUESTED TO WRITE FOR 8 Drums are quickly interchangeable for color printing. | © 
COMPLETE CATALOG AND DISCOUNTS p 
ae : . ep thet se 5 : Sec sa ad Ses Ss z BS sites ; 
PECHMYCRAaPH CHoOmMmPnnms+ s 
TECHN’ ° ° ° ° ° rLInNoIs C 
: SOR ir 
V 
t 
h 
| SE 
di 
S) 
says about it 
Sl 
PORTABLE =. 
TYPEWRITER |} is 
Sea 
STANDS | 
This acknowledges, with thanks, receipt of the KARLO Ci 
Stand yesterday. It has been assembled and tried out; is bc 
ideal for my electric typewriter. I like its firmness and S) 
jurability, and those useful shelves. I'm proud of my new : 
stand. Thank you for your idea = 
in originating this stand for 
those who are looking for some- 
thing really worth while Fi 
*HENI M 
Insp Nava al 
@ MODEL No. 1 
KARL The Ideal METAL - 
wiTH Woop 
, ADJUSTABLE 
Has the weight to counterbalance type FROM n¢ 
writer Provides firm foundation needful 6 TO 38 to 
Having just been released, we are proud to present ' canal means neon i INCHES th 
our New Line of Zippered Ring Binders produced in efficiency ar 
all the standard sheet sizes. All are individually pat- Lifetime all-metal construction he 
terned to fulfill the requirements of the student, the aly = fee tops in Walnut. an 
salesman or professional man. In rich tones of ee el Ti tet = Oe - 
smooth cowhides and grains too. market = 
N é f bove Enthusiast ‘ est | 
Write for Catalog and Prices WRITE FOR WPORMATION & PRICES a 
m 
NORTHWEST LEATHER GOODS MANUFACTURING rs 
— COMPANY — COMPANY Sc 
711 W. LAKE STREET, CHICAGO 6, ILL. 2 lonia Ave. SW., GRAND RAPIDS, MICH So 
re 














216 OFFICE APPLIANCES, March, 1950 12) 














NEWS NOTES FROM NSA DISTRICT NO. 8 


E. J. Mitchell, Correspondent 
Our hea gratulations to the fine old firm 
f S. G. Adam Company, St. Louis, Mo., upon the 
eventy-fifth niversary of the founding of the firm, 


hich is being celebrated this year. A story of their 
nd pictures of the old and new stores will 
appear in the April issue 
A newsy letter from Ralph and Grace Maneval who 
now make their home in Glendale, Calif., from where 
Ralph travels the West Coast for A. W. Faber-Castell 
Pencil Company, tells of meeting several of our old 
Midwest Traveler friends while making the rounds 
Included were Wills Palmer of Boorum & Pease Com- 
Gilbert Weis of Weis Manufacturing Company, 
Charlie Evans Sanford Ink Company, Herb Morgan 
of National Blank Book Company, Peter Masterson 
if Acco Products, Inc., Jack Ellis of F. S. Webster 
Company, and Foster White, formerly of Schooley’s, 
Kansas City and Western Lithograph Company, Wich- 
Kans., wl now operates his own office supply 


wress a 


pany 


business on the West Coast. As Ralph states, this is 
small worl fter all 
Married on February 18 in Kansas City, Mo., were 


James R. McCollem, son of Mr. and Mrs. Paul R. Mc- 
Collem, and Miss Gloria June Heffley, daughter of Mrs 


Walter G. Heffley, all of whom are Kansas Citians 
Our congratulations and best wishes to these young 
‘ ple ’ + 

General a ement should soon be forthcoming 
noting the tirement on December 31 last of Arthur 
Schooley fron e Schooley Printing & Stationery 
( pany, Ka! City, Mo., who disposed of his entire 
interest in tl rm to his nephew, Jay Wilcox. Mr, 
Wilcox will assume the presidency of the firm upon 
le retirem«e ruary 1 of Kellog Smith, who now 
heads the fir Che other officers are Joseph D. Landes, 
retary-tre ire and Roy S. Moreland, vice-presi- 
nt. Mr. Scl ey recently celebrated his eighty-first 
irthday an felt he had earned a good rest. Mr 
Smith has é ith tne organization almost since 
neeptio1 lso feels the desire for fewer respon- 
ilities. M V ox has been connected with the 
( le for the past two years and also 
eside Wilcox Electric Company of Kan 

‘ . 7 
Cletus Theohar, itside salesman for S. G. Adams 
( pany, St. | specializing in ribbons and car- 
suffers fatal heart attack on January 12 
Surviving are idow, Virginia, his father, a sister 
A visit 1 eautiful showrooms of Myers Office 
Furniture C in Kansas City, Mo., found Claude 


Myers, Jr., prietor, a very busy man, doing 
n excellent ess in fine office furniture 


4 ner the Eighth Region planning com 
ees he Continental Hotel in Kansas City 
M 1 January} alled and presided over by Gover- 
nor J. L. Wren, Jr., initial arrangements were started 
to make May 11, 12 and 13, 1950, red letter days for 
tations office equipment dealers. Those 
la the 8th Region convention to be 
a he Continental Hotel in Kansas City. Gov- 
Wre! inted the following committee chair 
who j will select their own committer 
bers: ¢ hairman, Fred A. “Art” Reed of 
Brot Lincoln, Nebr.: arrangements com- 
tee, Paul S. Baird of George E. Baird & Son: hotel 
ervatio1 Miss Vivian Fairow of George E. Baird 
& Sol speaks ommittee, Joseph D. Landes of 
S ole am committee Ted Warkentin, 
S hwe S & Bank Supply, Lawton, Okla 
Ray Kline of Security Stationery Co.; 
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iS THE TIME TO 
MAKE YOUR OFFICE 


that 
| QUIETER! | builds 


\ Ss sales 
for 


Youl 





moment you place 
Kil-Klatter pads under all type 


writers vour ofhce will be more 


I rom the 


quiet, therefore more efhcent 
Kil-Klatter pads are designed t 
absorb the shock and deaden the 
Built of long 


skid 


nose -of typing 

life OZITE felt, they are 

proof and dent-proot 
Kil-Klatter.. 


writers and many other ofhc 


.for all typ 


machines, too. 
Price $1.25 
See Your Stationer or 
Office Supply Deoler 


RIL-RIATIER 


i i i i 


Tet SCtemrTrigic TYPEwRITie® Fad 





Month after month the many advantages of 
Kil-Klatter typewriter pads are told to office 
managers, stenos, and typists. Reproduced 
above is one of the current advertisements. 


You can tie into Kil-Klatter promotion by 
taking full advantage of the many free sales 
aids which are available. Send your order 


FREE now for Kil-Klatter typewriter pads—and 
SALES request catalog cuts, newspaper mats, two- 
AIDS color envelope stuffers and counter cards 


...all to help you make more profits! 








AMERICAN HAIR ani FELT CO. 


Dept. B503, Merchandise Mart, Chicago 54, III. 
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Mailing Pieces large or small 


fltddlér *htld dd 2 


(Model 40) 
Addresses Them ALL! 


(Plus Fed. Tax and Supplies) 





Large or small envelopes, it doesnt make any 
difference to the new Model 40 Master Addresser. 
The new variable margin guide permits printing 
to 41." 


Here are a few 


addresses anywhere from * .” from either 
top or bottom of a mailing piece 
more reasons why the Model 40 is the finest, low 
cost addresser on the market today: 

© AUTOMATIC TAPE MOVEMENT—Saves time because you 


don’t have to stop to move the tape by hand 


© FLUID SUPPLY WITH METERED CONTROL—More impres 
sions from master tape because you regulate the flow accord- 
ing to the paper stock used 

® TOPS IN DESIGN—You'll be proud to display and sell this 


attractive, engineer-designed Master Addresser 


© CONSISTENT NATIONAL ADVERTISING—T'o stimulate cus 


tomer interest and action to buy. Look for these ads: Nation's 
Business, February; Collier's, Feb. l1th; Saturday Evening 
Post, Feb. 18th. Counter displays, folders, newspaper mats 


to help you sell 


he famous Model 25 $9 45° 


The original spirit-process addresser 
at the same low price. 


(Plus Fed. Tax 
and Supplies) 


Write for details and dealer discounts 


flldlér rhédreiee C2 


5508-D Excelsior Avenue Minneapolis 16, Minnesota 
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publicity and circulation committee, Fred Pfaff of 
Omaha Printing Company, Omaha, Nebr.; reception 
committee, Jack Baney, Business Equipment Com- 
pany, Pratt, Kas.; golf and stag dinner and the prize 
committee, Dan A. MacDougall, Stationers Loose Leaf 
Company. Bill Pickering, president of Midwest Trav- 
elers Club and E. Faber, representative, also appointed 
his committee chairmen, including Art Pfister, Smead 
Manufacturing Co., general chairman; J. J. “Jimmie” 
O’Brien, Boorum & Pease Company, vice-chairman; 
Dave C. Neuhaus, manufacturers’ representative, ladies 


committee; George C. Wall, Art Metal Construction 
Company, House of Friendship; Dan MacDougall, 
Stationers Loose Leaf Company, golf; W. F. “Bill” 
Cromwell, Eaton Paper Company, reception; Al D. 


Lent, Carter’s Ink Company, kick-off dinner; E. J. 
Mitchell, manufacturers’ representative, publicity and 
advertising. All hotel reservations must be made 
through Miss Fairow and should be made immedi- 
ately. Invitations for this meeting were directed pri- 
marily to the regional and travelers club officers and 
the Kansas City stationers. A final meeting will be 
held at the same hotel on March 25, to which all 
region members and travelers are invited 

The 8th Region officers for 1950 are J. L. Wren, Jr., 
The House of Wren, Ohlahoma City, Okla., governor; 
Irving Schockley, Samuel Dodsworth Stationery Com- 
pany, Kansas City, treasurer; Vaughan Williams, 
Schooley Printing & Stationery Company, secretary 

* > * 


Dan MacDougall of Stationers Loose Leaf Company 
spent most of January and February covering his 
Texas, Arkansas, Oklahoma and Kansas territory. 
John MacMorris of C. Howard Hunt Pen Company, 
was seen calling on his Kansas City dealers in Feb- 
ruary, aS was John Lathrop, the F. S. Webster Com- 
pany ambassador. Wright Johnson, Shelbyville desk- 
Sikes chair representative and Holt Parkington, the 
Sturgis chair man, were seen cavorting among the 
St. Louis dealers ~ ‘ea w 


Awards for furnishing the furniture and fixtures 
for the new St. Louis County courthouse went to S. G 
Adams Company for the steel desks and metal chairs, 
Buxton & Skinner Printing & Stationery Company 
for the large steel counters and E. A. Holscher Office 
Furniture Company for the wood desks and chairs. 
Adams is furnishing Yawman and Erbe products; 
Buxton & Skinner, Art Metal counters and Holscher, 
Stow-Davis desks and Taylor chairs. Each is a sizable 
contract * * * 

We hear that our old friend, Bob Heck, who traveled 
these parts many years for Frank Mashek Company, 
was recently elected president of the Golden State 
Travelers Club after serving most efficiently as secre- 
tary for a year. Pete Masterson reports a nice visit 
with the Foster Whites at their home in Tustin, Calif., 
where he picked several baskets of oranges from 
trees on the White grounds. Foster is in the stationery 
business in Santa Ana, Calif. 

- ” ” 

George Ferguson, one of the old Burnap-Meyer 
employees in Kansas City, Mo., and later with Sta- 
tioners Loose Leaf Company, Milwaukee, recently 
opened an office for Tallman, Robbins and Company 
of Chicago at 1306 Baltimore Ave., Kansas City. He will 
cover several surrounding states as a systems expert 

. . ” 

Clarence Ezel, Parker Pen representative hereabouts, 
recently sold his home in Ladue, a St. Louis suburb, 
and purchased another larger and more beautiful 
home in Brentwood, Mo., near St. Louis 

* . 

Walter Kane of National Blank Book Company was 
observed looking over the shelves of his Kansas City 
dealer, Gallup Map & Stationery Company, recently 
We hope he found a lot of empty boxes which needed 
refilling. Carl Schultz of Eagle pencil fame was con- 
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COMFORT- 
CONTROLLED 
MOTION 





SPEED-MO’S 12 SUPERIOR FEATURES 


“Free and easy” is one way to 


MEAN describe the feeling Collier-Keywo:th Chair 


Controls give through their patented “Equi- 
... More Sales 


Balanced” action. An exclusive, outstanding 


Collier-Keyworth feature, it always assures 


.. . Faster Turnover 


smooth-tilting, comfort-controlled motion. 


For all-steel, revolving chair controls. . . 


. . « Bigger Profits! 


carefully constructed for long-wearing 


satisfaction . . . ultra modern in design .. . 
Customers Ask For SPEED-MO By Name ai 
buy Collier-Keyworth! 


Cleans Stamp While 











© 
@ its Sweat Pr ? Inking 
e It's Dust P f e@ Full Rich Inking 
. L P e@ Easy on Rubber Stamps 
@ It's Sag P f e Large, Natural Reservoir 
7 s Long | } Can be Re-Inked ) / 
e@ Clean, Sharp Impressions indefinitely hi 
@ No Scraping Before Inking ' 
co 
, — -_ . wo - 2 Sey 
RIVET-©O MANUFACTURING CO rae 
‘ j 
COLLIER-KEYWORTH CO. 
‘ omplete information write 
i ~ S2 HMomewood Ave Hamilton, Canada ; = . - 
701 MAIN STREET . ORANGE, MASSACHUSETTS [Ese cilia DI _uwMAS § 
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A PROVEN MERCHANDISER 


No. 
99 


Assortment 
- 


Have 
You 
Ordered 
Yours? 


DISPLAY 
WITH 
ONE DOZEN 
EACH SIZE 


MEMO 

NOTE 
LETTER 
LEGAL 





LAMINATED WOOD CLIP BOARDS 
WITH THAT 
SMOOTH VELVET FINISH 


CHAIR MATS—DESK TRAYS—ARCH BOARDS— 
CLIP BOARDS — BLACK BOARDS—ARM RESTS 


STEMPEL manuracturine coMPANY 


2830 Roberta Street Dallas 16, Texas 












TRIANGLES 


Quality Engineered -- from 
the Big C-THRU Selection of 


Drawing and Ruling Devices 





CLEAR TRIANGLE—with finger 
lift of sturdy transparent plas- 
tic, acrylic and vinyl. 4 to 18 
inches. 








v 
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ADJUSTABLE TRIANGLE — Per- CALIBRATED TRIANGLE — 
mits trecing any angle from Complete many tasks without 
0° to 90°. Has many uses. stopping to change instruments 


SEND FOR COMPLETE C-THRU CATALOG 


RULERS - TRIAMGLES - RAVIGATIONAL ISSTROMERTS - STENCILS - PROTRACTORS - OTHER DEVICES 


ZZ 


HARTFORD, CONN., U. S. A. 
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New, Improved DRI-KWIK 
Stamp Pad 


STREAMLINED FOR 
GREATER EFFICIENCY 





Dri-Kwik's newly designed box with rolled edges 
and rounded corners is modern, smart-looking, with 
the kind of eye-appeal that stimulates sales. Now 
available for immediate delivery—Sizes No. | 23/,"' 
x 4I/," and No. 2 314" x 6l/,". 


Also 
Deluxe and Special Business Outfits @ Sign Makers and 
Chart Markers @ Fulton Stamp Pads and Ink @ All 
Weather Wood Block Pads and Ink @ Achilles and Iron 
Castor Racks @ All Types of Marking Inks (submit sam 
ple of material for faster service) @ New Style—Open 
Face—No. 40 Pica—42 Premier Dates 


Prompt Shipments Write for Catalog today 
FULTON Marking Equipment Co. 
82 Fulton Street Elizabeth 1, N. J. 
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We Call it SMO-KING *40 


You'll Call it a “SURE-FIRE SELLER” 


Only Genuine SMO-KING e Quality guaranteed by 
bears this Tag NESTLER-FIELDS. 


e No. 40 comes in dis- 
tinctive chrome. or 
English bronze plate, 
for every surrounding. 


e TRIPLE - PLATED 
for lasting beauty and 
service. 


e Attractively priced. 


e Immediate delivery 
packed set-up in in- 
dividual carton for 
customer shipment. 





Make the ““SMO-KING” line 
your PROFIT line! 
SMO-KING +40 Send for Descriptive 


Gracetully smart literature. 

and durable. Big 

ash compart 

ment needs less 66 . 39 
emptying. Ht O ? KIS 

26” plunger 

tthe spa apes Designed and Pairs toe by 


posal; tray 


peeemanenee NESTLER-FIELDS MFG. CO., INC. 


602 WYTHE AVE. B’KLYN 11, N_Y 
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—S ht On tt m=O UK 


~*~ + AS 
(> €) teu by 


é o his oom while in Kansas City in Jan- 
\ursil liege of “flu.” 
> > 
Seen aroul Palmer House in Chicago during 
February meeting of National School Service Insti- 


vere Russell Hadden, Blackwell-Weilandy Com- 
Gene Stoltz, Indiana Desk Company; William 
Beappler a! William Schmiderer, Buxton & Skinner 


Pri & St ery Co.: Stratton Terstegge, Binney 

& Smith Con Frank W. Palmer, Jr., Levison & 

Blythe Manufacturing Company; Ed Holscher, E. A 

Holscher Office Furniture Company; Newell Augur 

ind Jack Johnstone, Wallace Pencil Co.; Phil Thatcher, 

rhatchers, Ih John Brain, Jr., and Meridan Gleason 
Omaha §S Supply Company and many other 
friends f1 ll parts of the nation 


* 7 


E. W. Sweeney, Sr., for many years a salesman 


sales er of Carpenter Paper Company, 
Oklahoma Ci Okla., was recently appointed general 
nanager of the fine paper, wrapping paper and sta- 
tionery depart ts of his firm. You can’t keep a 
od man dov Mr. and Mrs. Sweeney took time 
it of a busy hedule to spend Christmas with their 
grands Little Rock, Ark., of whom they 


ustly prou While there, they also visited with 
John Chownings, Carpenter’s sales representative 
the Cecil Moses family, he being the Democrat 


P ting & I raphing Company ambassador 
> > > 
tle Rock, A was quite a popular city recently 


en the f Midwest Travelers were there to- 
her: Bill Pickering, president of the Midwest Trav- 
club Eberhard Faber courier south of 


Mason-Dixon line; Art Pfister, the red roper from 
Manuf iring Co.; Dan MacDougall, Mid- 
ecretal easurer, and Stationers Loose Leaf 

Company ord etter as well as grandpa to little 
Michael; “Crooner” Jimmie O’Brien of the Boorum & 
Pease staff; Jim Stites, the heavyweight of the Han- 

n Seale o1 ization; Courtney Wall, McMillan Book 
( ipany wl ip man and Bob Stafford III, Bank- 

Box Com} y disposal agent. What a tough day 

local dealers must have experienced 


Cecil Adams 


Company, Eld 


many years with Dixie Office Sub- 
rrado, Ark., is now covering a terri- 
for Toney Printing & Stationery Company, Eldor- 
vhile Bill Wagley, formerly of Commercial Print- 
Company, Eldorado, Ark., has taken over the 
erritory of Charley Hayden for The Hurley Company, 
I ; Charley is giving full time to 
ging the Hurley store and doing the buying 


* * * 


Camas Ark 


2obinso1 Book Store, which recently opened in 
I now in tip-top shape to take care 
their share f the office supply business in and 
Advance | ing Company, Monticello, Ark., has 
mpleted a remodeling program which gives them 
ided displa m space to accommodate the several 

lines tl ave taken. Also just completed is 

remodeli! roject of The Perdue Company of 

Bluff, Ark., which gives them a balcony for the 
l f furniture, thereby permitting badly 
eeded addit space for the office supply de- 


Hall & Cra inters and stationers of Hot Springs 
Ark., recent! ed to a new and much larger loca- 
an office furniture department 
space to the office supply depart- 
growing needs. Raymond Hall 
ree e printing plant and Calvin Craig 
pment and sales departments 
Mrs. Bill Edwards, Edwards Book Store, McAlester 
: Mayo’s, Rochester, Minn., via char- 
ember, where she remained for 
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IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


\' ae: ee ee 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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SPUN 


VALCO ALUMINUM 


functional as 
well as beautifut 


e COSTUMERS 
e TORCHIERS 
@eSMOKING STANDS 
@eSAND URNS 


No. 17-C 
COSTUMER 


Durable 14"' diam 
eter base, heav- 
ily weighted. |'/2" 
diameter upright. 
4 double hangers 
with finished pro 
tective knobs 


No. 60S 
SMOKING STAND 


Height 2! Diame 
ters: Base 10 Stem 
1'/,"", Tray 10 Inter 
liner 834" Interliner 
is of anodized alumi 
num. Will not stain-— 
no glass to break 
Heavily weighted—ap 
proximately !0 Ibs 
each 





No. 25 
TORCHIER 


3 way Mogul sock 
et. 14’ diameter 
shade. 65'' high— 
14 diameter 
upright 14°" 
diameter base— 
heavily weighted 





e dee our display al the... 
NATIONAL OFFICE FURNITURE 
ASSOCIATION SHOW 


HOTEL COMMODORE, N.Y.C., MARCH 23rd-25th 


¢ SEND FOR INFORMATION 


VALCO company 


2937 Sheridan Avenue, St. Louis 6, Mo. 
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several weeks. Recent reports state she is recuperat- 
ing at home, well on her way to recovery. Also recov- 
ering from his troubles is Cleo Wann, Wann & Shir- 
rell Printing & Stationery Co., Batesville, Ark., who 
was slowed down by a heart ailment several months 
ago. Cleo was able to hike to Little Rock for a short 
visit with friends during January 
* . = 

Congratulations to Thomas Allen, office supply 
dealer of Brinkley, Ark., who was elected president 
of the Arkansas Press Association in January 

= * - 

A. C. Van Horne and “Uncle Wille” Bohart, the 
“Mongols” of the pencil industry in these parts, spent 
a day in January conducting a large sales meeting in 
the establishment of their national jobber in St. Louis 

” * * 

Izzy Voda completed one of his rare trips via train 
over his Missouri, Kansas and Oklahoma territory in 
February. He reported that Wallace Pencil Company 
still retains a few dealers out that way. 

—-<e 
ROYAL METAL OFFERS DISPLAY HELPS 

Royal Metal Manufacturing Company, Chicago, 
manufacturer of office and commercial metal furni- 
ture, is now selling several small groups of furniture 
for dealer displays. Purchasers are given a Royal 
“Authorized Dealer” sign, which also can be purchased 
separately. Also being readied is the pocket-size natural 
color display viewer featuring seven models and ar- 
rangements of the latest Royal lines. New dials will 
be released monthly. 

—-< 
TAYLOR CHAIR PREPARES FOR N.O.F.A. 

President Joseph F. Taylor, Vice-president Gordon 
D. Meals and New York Representative W. Gerald 
French will represent The Taylor Chair Company, 
Bedford, Ohio, at the National Office Furniture Asso- 
ciation convention in New York March 23-25. Taylor 
headquarters and display will be Room 101, Hotel 
Commodore 


—- 


IMPRESSIVE NEW YORK WINDOW 








This traffic-stopping display of the versatile Hermes Rocket 
was a recent feature at Gramercy Stationers, 40th St. and 
Madison Ave., one of Manhattan's leading typewriter deal- 
ers. Highlighted were the Hermes’ chief features—compact- 
ness and availability in 70 foreign language keyboards. 
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FAULTILESs 
s-O 
“Skéide- Opening” 


RING BINDER 


WITH 
BUILT-IN automatic SHEET LIFTER 


300 LONGER SHEET LIFE ......-. 


— without reinforcing the holes 


BUILT-IN AUTOMATIC SHEET LIFTER 
— carries the weight over the rings 


RINGS SLIDE APART—NO SPRINGS 
—sheets won't jump off the rings 


20 MORE SHEET CAPACITY ..... 


NOW BEING NATIONALLY ADVERTISED IN THE INTEREST OF FAULTLESS DEALERS 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE I, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 


* 


THE Finest STEEL DESK TRAY or TO 
0 
sport ° 


10 REASONS FOR 
GUARANTEED SALES 





@ A limited number of Faultless general line dealer- 
ships are available in certain areas to qualified 
retail stationers ... Write for dealership information. 



























@ UTILITY VALUE... openings front and back 
for single or double desk 
@ COLOR SELECTION hard baked finish in 
Grey, Walnut and Green to match office furniture 
@ GOOD VISIBILITY center cut-outs for quick 
seeing 
@ DEEP WALLED . 2/2 inch depth allows max- 
imum capacity 
@ STREAMLINED DESIGN an asset for office 
smartness 
@ DESK PROTECTION rubber feet securely 
eyeletted to tray eliminates desk scratching 
@ SAFETY PRECAUTION smooth-rounded edges 
insures safety 
- @ EASY ACCESS wide openings for easy-to-get 
"A better desk tray in every to papers 
8 @ BETTER CONSTRUCTION one solid piece of 
way. Look for the name NU- steel for greater durability 
CRAFT PRODUCTS CO. for ‘Tawa een ee 
the stamp of quality. A wel- AVAILABLE IN LETTER and LEGAL SIZES 
come addition to the office. 





Write for illustrated circulars and complete information on dealers prices and discounts. 





163 PACIFIC ST., BROOKLYN 2, NEW YORK TRIANGLE 5-8831—Dept. A 











OFFICE APPLIANCES, March, 1950 223 




























































-y ~~, 











Use. 

e Wide Variety of Styles and Sizes 

e Glass Enclosed Front 

e Hardwood or Metal Frames Hi 

e Highest Quality Felt Background in 
Choice of Several Colors 


i 
J 
F 
Vy 
STEEL SHELVING 
c 
Shelving for every stock and 
storeroom use. Ruggedly con- q 
structed and easy to assemble. 
4 
Rewle BIN UNITS 
For display or storage of all C 
il > e a types of parts and smal! pack- 
aged items. Adjustable to meet E 
INCORPORATED - CHICAGO your individual needs. 
Manufacturers of Fine Upholstered Furniture Our most popular line of all- r 
co. . ) steel compartment shelving y 
_featy. - taih ee and bin units—only 39” high. 
WRITE FOR DEALER FACTS S 
REPRESENTATIVES q 
Marion V. Follin Arthur R. Fr Henry L. Guth Rewke ! 
Oo. D. Mann ‘ James H siiihaie Homer Nix CORPORATION 
330 E. Ohio St. Chicago 11, 54th & CENTER ST., WEST p 
NIEMANN—A Century of Fine Furniture MILWAUKEE 10, WISCONSIN tl 
SS t} 
——— — == : YY \. F 
== = __**\ DAV-SON 
mM 
The Binding of dard of 
g || | The Standardo 
i © 
OFFICE RECORDS | | Bulletin Board 
HH e 
| Quality 
Dav-Son Cork Back Bulletin Boards 
For Pinning Up Announcements, 
Hil Photographs, Letters, etc. 
iH} e Indoor and Outdoor Styles 
Hy e Hardwood or Metal Frames 4 
iH} e With or Without Locking Glass Doors ’ 
if} e Many Sizes in Stock O: 
HHH] bc 
iH by 
i th: 
i Dav-Son Changeable Letter Direc- 
ili} tories For Lobby, Office or Outdoor 















































a at its Simplest © | nd Best i e@ Many Letter Styles and Sizes Ou 
| We 
with y 
| Be 
ACCO FASTENER S | Dav-Son Name Pilates For fa 
| , ~ * Desk, Door or Wall Mounting Hi 
waits TODAY FOR FULL e Choice of Matching Wood Bases be 
ACCO PRODUCTS, Inc. i PARTICULARS AND PRICES e Names May Be Changed at Low Cost 

OGDENSBURG, NEW YORK us 
In Canada: Acco Canadian Co., Limited, Toront ARCe ONY SV Pose % SOM. UNS. | cu 
oes ) SS SOS ax HII Tihs ESTABLISHED 1932 i pr 
SS — = MI SEL 0311 N. DESPLAINES ST., CHICAGO 6, ILL. ioe 
anemia ~ = RO = 5 S MANUPFACTUBERS OF BULLETIN B@OA48DS FOR EVERY NEED 

: 
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NEW ENGLAND TRAVELERS CLUB NOTES 
New membe elcomed into the club include Charles 
Aiello, Indust Tape Corporation; John J. Dunne, 
National Bla Book Company, and William C. Wil- 


helm, Peerle Equipment Company 
to the Region 1 NSA convention 
Hotel Wentworth-by-the-Sea, 


ine 5 and 6 at the 


Committee 
Membership 
William C. Aikin 
Ways and m Osman Giddy, chairman, Ralph 

Gerard, Dave Howarth and Kenneth Glazebrook. 


tly appointed include 
Verner Larsson, Chester B. Cummings, 


Hospitality—William L. Driscoll, Courtney J. Worth 
nd C. Malcolm Derry. 

Reception—James P. Inman, chairman, James R. 
Armington, and Guy Hart. 


Publicity—John Dwyer, chairman, and his associates 


Golf—Richard Downes, chairman, and Michael 
Chanian. 
Entertainme Raymond E. Fletcher, chairman 


Stockwell and Dave Howarth. 


* * 


Edward I 


W. F. Cushing asurer of Adams, Cushing & Foster, 

ind the Moore Pen Company—truly a veteran of 
had a bad fall late last year 
been at home con- 


in the inaustry 
back. He has 


Mr. and Mrs. James Grote of Connecticut Office 
Supply Com Bridgeport, Conn., are parents of a 
hter, b ecently 
ents of a daughter are Mr. and Mrs. 
f Clarement, N. H. He is a representa- 


Otnel 


Philip C. Powell 


he Au atic Pencil Sharpener Company. 
These ite taken from the February issue of 
Vew E? elers Club News edited by John 


°—-><« 


BATTLING FOR BOWLING HONORS 





One of the teams of the W. H. Gunlocke Chair Co. six-team 


league that rolls weekly. The teams are divided 


bowling 
factory and maintain a keen rivalry 


by departments in the 


throughout the season, which ends with a banquet and 
awards for the winners. Center: Pres. Howard Gunlocke. 
<i © 
PUBLICITY CREATES GOODWILL 
Because Roberts Printing & Stationery Companv 
tchin K lid not want customers to feel 
ected rn to someone else, the firm sent 


ng the absence of a salesman who 


Bucks Big Bad Battle,” the letter 
We thought perhaps some of Bill 
might be missing his smiling 
hould let you know he is at Grace 
Hutchinson, where he probably will 
il] will is territory about a month. All of 
Robert very anxious to take care of his 
ers 1 need anything in the way of 
plies or equipment—please call on 


that “Bill said to tell you Hello.” 
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AN OUTSTANDING 
ALUMINUM CHAIR 
FOR 
INSTITUTIONAL USE 


CORRECT POSTURE 


RUGGEDLY BUILT 


SLEEK STYLING 









No. 
ST-300-S 


Equipped with 
stretchers 






Back and seat cushioned with molded foam rubber. No- 
Sag spring seat provides ultimate comfort. ST-300-S com- 
bines Eye-Appeal with ability to teke rugged use. 

FOR MORE CHAIR SALES—for bigger chair profits— 
sell FINE-REST ST-300-S to Hotels, Restaurants, Lodges 
and other institutions. 

ALSO AVAILABLE—e complete line of FINE-REST Alumi- 
num chairs— No. 100, No. 200, No. 400, No. 500, No. 
600 Series. Write for literature. 

Are you receiving a copy of the FINE-REST Monthly 
Bulletin? Be sure to write for your copy. 





Visit the FINE-REST CHAIR DISPLAY at the 
NATIONAL OFFICE FURNITURE SHOW 
New York, N. Y. 





Hotel Commodore * 








ALUMINUM SEATING 


17 S$. CHERRY STREET * AKRON 6,OHIO 


D stribuler AETNA SAFE CO., 46-50 W. 29th ST., MN. Y. 
“ METROPOLITAN WN. Y. & EXPORT DISTRIBUTOR 





225 













Your Entering Wedge to 
the sale of SYSTEMS! 








It’s an easy step from the sale of these 
Signals to a sale of Systems! The two are 
close “relations’’! And no sales of Systems 
is complete without Cook’s File Signals. 


Attached to file cards or ledger sheets, 
these signals segregate important groups 
of facts for instant reference—saving hours 
of valuable time in busy offices. Made of 
spring steel in 12 non-chipping colors. Types 
for all filing systems. Will remain clean and 
bright under all conditions of dampness 
Easy to attach, relocate, remove—yet they 
always stay put. 

FREE TO DEALERS: We will send you 
cards of actual Signals for each of your 
salesmen. You'll find it the best 
starter” they ever carried! 








“sales 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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Wilson G. Turner, Correspondent 


Charlie Rawling of Rawling’s Stationery in Albany, 
Ore., spent a share of the month of January in the 
hospital following a major operation. Coincidentally 
Pete Tuttle of Blake, Moffitt & Towne in Portland, 
Ore., was in another hospital at about the same time 
for the same kind of operation 


The J. K. Gill Company of Portland, Ore., is expand- 
ing its art and engineering department, located on 
the lower level. Elevator service will then be extended 
to that floor. John McCumsey, manager of the depart- 
ment, is all excited about the expansion and spends 
a good part of his time drawing and revising the plans 
for the layout 


o a al 
Jim Crouthers is no longer with the John W. Gra- 
ham Company of Spokane, Wash. There are several 
firms in Spokane trying to get him to go to work 


for them, but Jim decided to spend 60 days or so 
with his mother in Terre Haute ‘(I understand she 
is over 90 years old) before he decided just what he 
wants to do. Jack Igle, Jim’s very able assistant, is tak- 
ing over where Jim left off. We all wish him the best of 
luck 


* . ” 


Here is good news! Portland dealers have now started 


having local association meetings. The turnout is 
swell. There are very few areas left in the Pacific 
Northwest now that are not holding montialy meet- 
ings 


There’s a new stationery dealer in the Spokane 
area. It is Frank H. Lawton & Son. They are an old- 
established firm in the printing business. Jack Malone, 
managing the stationery department 
to have factory representatives call 


* * 


says he desires 
yn him 


We understand that Wayne Hall of Z.C.M.I. in Salt 
Lake City has been taking card-playing 


from his wife, Mary Hall. 
. 


lessons in 


* * 

The Gem Office Supply Company of Twin Falls, 
Ida., has opened a new branch in Jerome, Ida. It’s 
going to keep Jewell Ahlen, the owner, busy hopping 
back and forth between the two places 


* 


Wes Fry of Fry’s Office Supply Company, Olympia, 


Wash., sold his business to Russ Corothers, his top 
outside salesman. Wes has gone to work in the office 
furniture department of Lowman & Hanford Com- 
pany, Seattle, Wash. As I understand it, Russ will 
continue business under the old name at the same 
address 


Ferd Minnis has just taken over the stationery buy- 


ing at Trick & Murray’s in Seattle. Ferd had been Al 
Tredway’s assistant for the last several years and 
has been in the stationery business for many years 
prior to that. Ferd has a big job ahead of him, but 


he’s just the man who can handle it 
Al Tredway hasn’t decided just what he’s going to 


do at present, but just watch and see—he’ll pop 
up in the stationery business somewhere sooner or 
later. The stationery trade can’t afford to lose a man 


ledge 


with his background and know 


* * * 


like Al 


Don't forget to get your reservations for the NSA 
regional convention to be held May 4-5-6 in Belling- 
ham, Wash. Just drop a note to Humphrey Griggs of 
1950 
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ITS A 
SELLER 
Because 

It's A 
SPACE 
SAVING 

Little 
BEAUTY! 


NEV-R-KURL 


CARBON PAPER 
ht, plastic hachek 


NO SMUDGES « NO CURL 
NO WAX TO SLIP 


Try These Tests Today! 





ross the face of 








n paper, roll 


1 tight tube 


MASO’S NEW SINGLE 


1ck marks on 
icking, 3. The 


DROP-HEAD DESK! 









zht it—lie 
@ Only 36” long, 26” wide @ Takes All Standard Machines 
smudge or @ Stat. Rack in Top Drawer @ Genuine Walnut Veneer 
Each heet @ Quolity Built Throughout @ Hand Rubbed Lacquer Finish 
sach_ «shee 
It's A Steady Mover Wherever Displayed! 
cent more ’ 
vith NEV-R-KURL You have plenty of prospects for this gleaming little beauty. 
i avi ¥ . 
Provides ample drawer and storage space but is efficiently 
ail these lesigned to take a minimum of costly floor space Genuine 
URI walnut veneer throughout. Legs of solid gum, walnut finish 


Easy, fool-proof operating drop-head mechanism outlasts the 
esk. Flat tops in Oak or Walnut also available. Al! quality 
built. all savers of floor space 


WRITE FOR FREE CATALOG. ORDER A SAMPLE TODAY. 


MASO STEEL PRODUCTS 
TS | 8] W. Van Buren St. Chicago 5, Ill. 














Phillips 


PROCESS CO., INC. 
192 MILL ST., ROCHESTER, 14, N.Y. 





L. A. PHILLIPS, President 





w 6s For INDEXES, it’s AIGNER 


L- Ss 
samreniasintac i AIEO. offers these services: 
“= "5) The Red 


(4) @-D)) Window « CELLULOIDING «+ REINFORCING 
@) —— gi ives -ease- « PUNCHING ¢ PRINTING 


=) f m'/ 





D> 


complete line of stock indexes, A to Z 
and insertable 


A Trom One 





Special Indexes 


AUTOMATIC COIN WRAPPERS We can give you prompt 


service on special indexes 














Stationers! It’s your Line. Exclusively! for catalogs, sales manuals, 
. ld through Stationers and price books. After special- 
We have no retail salesmen » izing in the index field for 
"as! in or your miss mary Work. . 
sane 40 years, we are equipped 
Write for libera! discounts and sales help on: to index all printed ma- : 
Soin Wrappers Lead Seals terial. Two plants to serve Aigner Index Co 
Bill Straps Seal Presses you 97 Reade St., N. Y. 13, N. Y. 
in Bags Teller's Moisteners 
Currency Bag Manual Coin Counters 
raw String Ba Currency Racks 
Metal Cl lasp Bags — Wrapper Cabinets 
Night Depository Bags ——. Trays 
Linen Shipping Tags Coin Storage Trays 








Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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La Salle SMOKERS 
ASH TRAYS, SAND URNS & COSTUMERS 


Designed Especially for Office Use 













Unusually sturdy construc- 
tion. Beautiful, lasting fin- 
ishes: Bright or Satin 
chrome, Statuary 
Old English and 
Plated. 


Bronze, 
Brass 


IMMEDIATE 
DELIVERY 


See Us 
Booth 76 
N.O.F.A. 


COMMODORE HOTEL 
New York City 
March 23-25 
No. 200 Club Smoker. No. 150. Patented ‘‘col- 
All metal, snuffer type lar’’ keeps top rigid at 
EASY TO CLEAN; does all times. Substantial, 11 
away with odors. Re- heavily weighted base, 8 

duces fire hazards. amber giass liner. 


Write for Prices and Iilustrated Folder 


La Salle Products Ca. 


2216 N. CLYBOURN AVE. CHICAGO 14, ILL. 

















gl ido 
rivereg’ ond 
Coreeny tion. 
boctrest®* 





Seamless tube construction with extra 
steel reinforcing bar within legs—Die-formed 


leg stretchers for extra strength and rigidity, Choice 
of large, curved plywood or steel seat for 
maximum comfort and correct posture 








My 








HA ih U2 Gia fs 


METAL PRODUCTS @ GREEN BAY e WISCONSIN 
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STEEL OFFICE EQUIPMENT 


ON DISPLAY BOOTH NO. 8 N.O.F.A. 
CONVENTION EXHIBIT MARCH 23-24-25 
HOTEL COMMODORE, NEW YORK 





STORAGE e WARDROBE e COMBINATIONS 
COUNTER HIGHS e DESK HIGHS 
UTILITY UNITS e SMALL PARTS CABINETS 
NON-SUSPENSION FILING CABINETS 


Write for Literature and Price List 


KEYSTONE STEEL EQuipMENT Go. INc. 


15 LOMBARD ST. 7 


PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 


— 
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PHILADELPHIA 47, PA. 








ate eee ot 


~~ — —- 


Griggs Stati that same city. He'll be glad to take 


= « 


IBM PROMOTES FIVE TO NEW POSTS 


iternation: Business Machines Corporation 


has 


ince ppointment of sales executives to new 
ts in its recently created Metropolitan District 
nprising tl boroughs of New York, under su- 
pervision of ‘ A. Zollinhofer, district manager 
To date, five and service offices have been put 
in indepe direct-reporting basis in the new 
territory 
Elmer W. |! manager at the new downtown 
ales office, 160 Broadway, which is now the company’s 
second largest office in the country, handling a volume 


business ex il only by that of its Chicago office 
Mr. Evans issisted by Nicholas Orlando in the 
nternational time recording division and Richard W 
the 


Ross in 


le ypewriter division 
Oliver Walks now manager at the company’s 
iptown sal ff 590 Madison Ave., and will be 
issisted by Robe P. Wands in the ITR division and 
Ralph H. Fi the ET division 
Herbert J. I man, manager at the new midtown 
iles office Fifth Ave., will be assisted by Richard 
E. Kruse in ITR division and Robert A. Graham 
the ET di‘ 
Roman L. T nbicki is manager at the new Bronx 
es office 149th St., and John F. Hickey con- 
es as ma er in the Mineola sales office at 1507 
Franklin Ave 
In annou! the formation of the new district 
ch brings t leven the number of such field units 
he United States, the company pointed out that 
| facilitate handling of both sales and service 
usel spective users of its equipment in 
he resper This will be effected through 
ocal admil n and supervision of the company’s 
isiness il rious sections and the reduction in 
elins sales and service representatives 
a 
BYRON JOHNSON OPENS KANKAKEE FIRM 
Opening of new office supplies and equipment firm 
it 261 E. Me St., Kankakee, Ill., was planned by 
Byron Johr February 15 
The propri experience in this business dates 
ck to 1933 he was actively engaged in the in- 
y at ( Heights, Ill., until June of 1942, 
en the A! koned. Following release from serv- 
in Marcl 46, he returned to the Chicago Heights 
where he in charge of the commercial print- 
depa assistant to the publisher. By 
reemen iintained an office equipment busi- 
ess in at his duties with the newspaper 
The ne partnership with his wife, Elaine, 
merly secre y to the division sales manager of 
Flintk I Company 


— 


GUNLOCKE SUPPLIES FLORIDA LIBRARY 


aS 


PE UNIVERSITY OF FLORIDA 
CHESNUT EQUIPMENT CO 


(jugloen LIBRARY CHAIRS 


eri 





Shown arload of Gunlocke chairs of special design 


in da 
built for the new library at the University of Florida. The 
hairs are of oak special limed finish. Chesnut Office 
Equipment C { Gainesville installed this special shipment. 
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America’s Most Successful Dealers 


Sell ATLAS VERTICAL FILES for 
Stencils and Plates 


JUMBO MODEL 
1400 


The two-drawer upright 
Jumbo has an outer 
case constructed of ex- 
tra heavy gauge steel. 
The two drawers are 
equipped with ballbear- 
ing suspensions and a 
separate frame of 
heavy gauge steel with 
smooth runners upon 
which the hangers 
glide. 


Write for illustrated lit- 
erature on the complete 
line 


ATLAS STENCIL AND 
PLATE HANGERS 
The Stencils and Plates hang vertically (one or two to each 


hanger), free from damage by folding, creasing, wrinkling 
or sticking. 





Adjustable visible Atlas Index save time by locating stencil 
or plate immediately. 


) 960 
i 


e — 
2200 SERCH Cree FOP THE aren OGeEr~ Borne 





Atias Spring Clip Hangers (PSC Series) file vertically stubiess stencils and plates, 


stencils in file wrappers, x-rays, photographic Sims, ete. 





Atlas Gripdex Hangers (GIH Series File vertically 


stencils or plates 


in groups or singly 





SH Series) file 


or paper offset plates and 


vertically metal 


masters 


Atias Plate Hangers 





STENCIL FILES COMPANY 


CLEVELAN D e 


STREET ADDRESS + 1662 E. 


Own! 
118TH ST. 


oO 
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NEVER BEFORE SO MANY | 
EYE-OPENING 


SALES-CLINCHING 
FEATURES IN A SINGLE 
PIECE OF OFFICE 
FURNITURE! 




















































SEE OUR DISPLAY 
AT THE NOFA 
CONVENTION 


BOOTH NO. 47 

MARCH 23-24-25 

HOTEL COMMODORE 
NEW YORK 























Write for Literature and Price List 


SECT-O-DESK 
SALES CORP. 














350 MORGAN AVENUE 

















BROOKLYN 6G, N. Y. 
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NEWS NOTES FROM THE MARITIME PROVINCES 


W. J. McNulty, Correspondent 
Morton L. Harrison of St. John, N. B., who, for many 
years sold office supplies in a store he operated in the 
city of St. John, reached 96 recently 
Forced to spend the winter indoors, because of the 
risks of breaking bones on the ice-covered sidewalks 


of St. John, he is yearning for the time he is able 
to resume his daily walks. That will be around late 
April 


Only one member of the Harrison family survives 
She is Mrs. W. A. Morgan of St. John. Harrison lived 
with her for some years, but currently is at a suburban 
nursing home. He moves around within the house, but 
has had to cut down on his reading because of fading 
vision. He is a consistent radio listener, and in the big 
league baseball season likes to tune in on the broad- 
casts of games from the National and American 
Leagues parks at Boston. There’s a background to 
this. As a youth and young man, he played amateur 
and professional ball, and in later years was an active 
umpire. In fact he was offered a job in the National 
League, but decided not to accept because it would 
involve being absent from his business for too long a 
period. He has umped in St. John, New Brunswick, 
Maritime, Maine and New England Leagues, and al- 
though of slight stature, comparatively low altitude 
and about 140 pounds, he proved his efficiency in call- 
ing plays and maintaining order 

Another side line was music. He led his own the- 
atre orchestra for about 35 years and conducted a 
church orchestra, which he also founded. His affilia- 
tion with that orchestra lasted for 50 years. He 
was violinist in both units. 

When asked how he has lived so long, he replied 
“T am very thankful to God for His great goodness to 
me.” He is a keen admirer of Connie Mack, now 86, 
and would like to see Mack’s Philadelphia Athletics win 
in the A. L. this year 


Marshall-Stevens, Ltd., formerly Baldwin-Marshall, 
Ltd., St. John, N. B., is now offering sales and service 
in the Maritime Provinces on the following: Royal 
typewriters, A. B. Dick duplicators, Ediphone Voice- 
writers, Friden calculators, Odhner adding machines, 
Visirecord visible card systems, F.&.E. check protectors, 
Autographic continuous forms, registers, office furni- 
ture and various warehouse supplies 


» * * 


The Soulis Typewriter Company, Ltd., Halifax, N.S 
a firm that has been selling office appliances for about 
47 years, is devoting more attention to office furniture 
than ever before. The list has been broadened this 
year and now covers steel and wood desks, office and 
lounge chairs, chesterfields, book telephone 
stands, desk sets, desk lamps, tables, filing systems, 
costumers and waste baskets 


Cases, 


+ * x 


Very active among the curlers uf St. John, N. B., are 
A. T. Snodgrass, for many years an office supplier, and 
P. O. Soulis, manager of the Soulis Typewriter Com- 
pany (N.B.), Ltd. Both are members of the same curl- 
ing club and participate frequently in club and inter- 
club tourneys 


Vic Lewis, of Moncton, N. B., has a sports background 
unusual in the office supply trade. For many years he 
was a semi-pro south-paw pitcher for Halifax, 
N. S., and Moncton ball teams. In recent years he has 
been getting most of his exercise from his golfing and 
curling. His golf has been improving consistently each 
season, and he is one of the first to take to the fair- 
ways each spring 
1950 
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Remington . 
Sine -a-time 


SPECIAL OFFERING OF 
BRAND NEW 
GOVERNMENT SURPLUS 
LINE-A-TIMES 
ALL 
PACKED IN ORIGINAL 


CARTONS 


Limited Quantity 
Offer Subject to Prior Sale 





Size Model Orig. Price Our List Price 
12" Standard 31.50 14.00 
16" Standard 34.50 19.50 
30" Standard 43.50 25.00 


Generous Dealer Discounts—Quantity Prices 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


29-31 E. 22nd St., New York 10, N. Y., ORegon 4-6400 
cable: ADDBOOKAL 











PARK PRODUCTS CO. 


SMOKERS 
with the famous 


CADET TRAP DOOR 















Chromium plated top CADET 
and base of best qual- No. 170 
ity steel, finished in 

Bronze, Grey or Black. Chromium 
Bail handle. Weighted Cocktail 
base resists tipping T 
Height 25!/,", Diam — 
top 5%", Diam. base 13” diameter 
7/,"", Weight 5i/> Ib. ° 
Lever on either side 

opens trap door. Di- Individually 
rect drive action. packaged 


Odorless. Heavy metal 


CADET liner F.0.8. 
No. 70 Chicago 
Packed 6 to a carton. $795 
F.0.B. CHICAGO 
$A95 each 
4 each Suggested 
SUGGESTED LIST PRICE List Price 


Write for filustrated Literature and Dealer's Discounts. 


PARK PRODUCTS CO. 


111 NO. MARION ST., OAK PARK, ILL. 








AN IMPORTANT 


ANNOUNCEMENT 


for used machine dealers 


C. E.C. can fill immediately almost 
any requirement you have for used 
Monroe Adding-Calculators. Here is 
a fine opportunity for you as these 
popular and quick-selling Monroe 
machines, such as K, KA, MA, and 
LA Models, can be furnished in 
reasonable quantities both rough 


and rebuilt — shipment guaranteed. 


irther information stating 


Write for f 


your neeas 


CALCULATOR 
EQUIPMENT CORP. 


Orange, New Jersey, U.S.A. 
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Cramer . 
MERCHANDISE 


You are cordially invited to visit 
the Cramer exhibit at the NOFA 
Convention in New York City. 


BOOTH 49 
HOTEL COMMODORE 
MARCH 23-25 


Cramer Posture Chair Co., Inc. 


1205 Charlotte Kansas City 6E, Mo. 
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MADE 
TO SELL 
IN VOLUME! 


Mim-e-o’s 
Steel 
STATIONERY 
RACK 
$27 List 
For Office, Shop, Home Less Dealer Discount 
Handy for—Stationery Reseed © ts 
Shop Forms a Carton. 
Correspondence 
Everyone can use one or more of these 10!/2 high—1I1!/9' 


Stationery Racks. Hangs on the wall— 


stands upright or lies flat on desk or seminartaauie. 


wide—4"' dee p— 
weight 3% Ibs. 4 


Fin- 


table—fits desk drawer. Secure rubber jch_-Gray Hammer- 
feet on bottom and back. loid baked enamel. 


PLACE YOUR ORDER FOR A CARTON— 
WATCH ‘EM SELL—WRITE 


MIM-E-O STENCIL FILES CO. 





oes Se as ae a a a a eee 


2821 BELMONT AVE. 
CHICAGO 18, ILLINOIS 


NOW! Finished in handsome silver-gray ham- 


mertone with contrasting bright red base. 
Punches all 3 holes for 3-ring binder sheets at a 
single squeeze. No gauges to set, no places to 
mark. Just insert sheets and squeeze! Weighs 
less than 16 ounces; fits brief case or desk drawer. 


Still retails at low price of $3.25. 


Order from your Wholesaler 


MODEL 3 (Illustrated) . Punches 

3 holes 4%" dia., spaced 44%" on 

centers, ‘4” from back binding edge _# _ SE 
—standard spacing for II" x &'» ° 
sheets. Gr 





NEW ENGLAND PAPER PUNCH CO PAPER PUNCH 


NATICK, MASSACHUSETTS 
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-[1-NOOR 
KOH st DUCT 


Famous for their outstanding characteristics, 

Whatever is required in pencil performance 
will be found in our singularly commendable 
quality lines. 


H} it’s KOW-L-AOOR you can be secre. 


DRAWING PENCILS 
COPYING PENCILS 
WRITING PENCILS 
CHECKING PENCILS 
COLORED PENCILS 
OFFICE PENCILS 
ART PENCILS 
HOLDERS and LEADS 
PENHOLDERS and ERASERS 


Worlds change 


bast NOW-T-NOOR pacity reomains. 








The RIGHT pencil for the RIGHT job 


KOH-I-NOOR PENCIL COMPANY. INC.. BLOOMSBUR#. NEW JERSEY 


There’s 


EYE APPEAL 


nd 


PRICE APPEAL 


IN MIDWEST’S NEW 
CABINET NO. 3018-C 
ow 
Built sturdy with fine 
lines and of heavy 
gauge steel. A good 
profit item in any kind 
of times. Size 30’ wide 
18’ deep and 72” high 
with four removable 
and adjustable shelves. 
Has a two-way lock and 
all set up ready to go. 
Available in baked 
enamel of olive green, office gray or brown and 

weighs 100 Ibs. 

Truly merchandise of great quality and priced to 


meet market trends. Write 


, Sea 





1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 
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CANADIAN NEWS NOTES 


S. J. Luddington, Correspondent 
H. Hall Popham ident of the H. H. Popham & 
Company, office equipment retailers in Ottawa, Ont., 
is the isy chai f the Canadian advisory com- 
mittee Rota! tional for 1950 and a member 
of the mmittee h will nominate the next presi- 
aent I tne Wori e service organization 


Earl R. McTavish ipervisor of the new stationery 
order departme! f W. J. Gage and Company, Ltd., 
Toront recently ime eligible for membership in 
the Gage Quarter-Century Club. J. H. Dunham has 
bee ul inte sales director for the Gage 
firm. Mr. Dunh ined Gage in 1925 and has had 
experience in 1 epartments since that time 

Ma & ( Montreal, is now distributing 
through dealers Canada a new streamlined series 
of Odhner ten-ke! ling machines made by one of 
he é e office machine manufacturing 


. . 


Turner, Ottawa business consultant 


Frederick H 


speakin annual convention of the 
Canadian Office M ine Dealers Association in Mon- 
ea esse that some of the Canadian 
import restricti office equipment are in need of 
revision. While he not feel that the time was ripe 
to ask the gove ent for complete decontrol in the 
ffi lachine fie he considered it not unreason- 
abl expect ! r relaxations which will undoubt- 
edly be reflect he office machine field 
He N will dispute the fact that office 
machine ur | goods. They are just as much 
1 production n e as any other machine in a plant 
rb ess n today and simply can’t oper- 
é isin¢ them. They are in no sense a 
] en 
Jack A. Regan rmer member of the Royal Cana- 
dian, Air Force member of the city sales depart- 
me f the ¢ ' er Service Bureau, 94 Adelaide 
St. W., Toro! recently sent by his employers to 
New York (| tudy merchandising techniques 
He ently Jane Kinney of Toronto 
. > > 
John S. Reid purchased the book and sta- 
ionery store Talbot St., St. Thomas, Ont., for- 
merly owned | Mr. and Mrs. A. E. (Al) Wright and 
W duct si nder his own name. Mr. Reid was 
fe e past fi manager of the Martin Senour 
I ore at 387 Talbot St., same city 
The partne itely existing between John R. 
Smith and Harold R. Rayner, carrying on business 
under the firn e of Modern Stamp & Engraving 
‘er, t 2046 7 las St. W., Toronto, was recently 
ved by nsent 
S na Ltd., stationers and office supply 
firm, plans to 1 ts present premises at 34 Adel- 
aide St. W I in May or June, and move to 
the large fou! y and semi-basement building it 
is having compl y remodeled at 110 Adelaide St 
W.. Toronto. V ompleted the new premises will 
ent al ent of $250,000, including $153,000 
1id for the nd building. New facilities will 
le two | lots for use of customers as well 


Shirley H. Dve f the founders 


Stati rhe . , St 


of Dye & Dur- 
Arcade, Toronto, celebrated 


tnaay recent 


iT) Stationers and Office Outfitters 
4 branch, were elected as follows 
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Combi natio™ unit 


DEEPER, 20” deep 
WIDER, 31” wide 
HIGHER, 40” high 


e All Drawers Operate On Roller Bearings 

e Adjustable Shelves in Storage Section 

e Available in Various Drawer Combinations 

e Standard Colors in Pearl Grey or Olive Green 

e Available with General Lock Controlling All Drawers 
e Ideal for Professional Offices or Small Business 


ESTERM MFG. CE 


WESTERN MANUFACTURING COMPANY 


_ 


iLLititeaes SS 


>| 


D AURORA, 
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CALLMASTER 


SELLS ON SIGHT... 


ON SOUND... 
ON REPUTATION 











Complete se 


$39.95 


Ready to connect 


ELECTRONIC 2-WAY COMMUNICATOR 


e Perfect Sound Fidelity —Even a 
whisper is clear as a bell. 


e Precision-made — known every- 
where for its dependability. 


e Priced just right — for greater 
Sales and generous Profit. 


e Compact — takes less desk space 
than a telephone. 


e Backed by aggressive National 
Advertising and Strong Promo- 
tion. 


Appearance, performance, promotion and 
price—all combine to make CALLMASTER the 
fastest selling communicator on the market. 

Comes with high lustre mahogany plastic 
cabinet—electric-shock proof—sturdy, extra 
thick walls. CALLMASTER does not have to be 
“babied'—it's strong, durable—and compact 

It's scientifically simplified, too, for easy 
installation and easy upkeep. Tubes, Con- 
densers, Speakers and other components are 
made to the most rigid specifications—yet are 
readily obtainable standardized parts 

Complete line available: Master and sub 
station sets, Selective Master for multi-sub 
station operation and de luxe All-Master sys 
tems. 

If you want to handle the most profitable 
Communicator on the market, write today for 
complete details. 


WM. M. SMITH COMPANY 


National Sales Office 
20 FERGUSON AVE., BROOMALL, PA. 
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President, Don Evans; vice-president, Ted Grand; sec- 
retary-treasurer, Robert Rich; directors, Gerard Nich- 
olis, A. Johnston, James Preston and Christopher 
Schroeder. 

. ” a 

J. R. Chapman, executive of the C. B. Chapman 
Company, stationers, London, Ont., was elected an 
alderman in his first bid for office, heading the polls 
in his ward. 

* - 7 

Mr. and Mrs. William Muirhead, operators of Muir- 
head’s Stationery, Sudbury, Ont., recently became the 
parents of a winsome daughter. 

* - = 

Paragon Printers, Ltd., Vancouver, B. C., recently 
changed the name to Paragon Printers and Stationers, 
Ltd. 

* * ~ 

W. Edmund has filed declaration of his ownership 
of the name and business of Granviller Stationers, 
Vancouver, B. C 

7 . * 

F. W. Barrett, Toronto, who heads a stationery com- 
pany bearing his name, is now in his twenty-fifth year 
in the industry 

* a * 

The Rolland Paper Company team is champion of 
the Montreal Stationers’ Bowling league and holds the 
Jack-Daw trophy 

* + 7 

Ditto of Canada, Ltd., Toronto, recently produced 
its first Canadian-built duplicator in its new plant 
just completed in a suburb of Toronto. It was the 
new Ditto D-10 direct process liquid-type duplicator. 
Other models will be produced in Canada as produc- 
tion facilities become available. 

* * ” 

D. K. Sales, Ltd., Toronto, 1315 Queen St. E., Toronto, 
has been appointed distributors in Canada for Mystik 
Self-Stik cloth tape. It is available in sizes for home, 
office and shop, in six different colors 


* nal ” 


Autopoint Company, Chicago, IIl., is selling two new 
items in Canada through Brown Bros., Ltd., wholesale 
stationers, 100 Simcoe St., Toronto. The items are 
the Autopoint Desk Index and the Autopoint new 
ball-point pen 

” * > 

The industry was well represented at the recent 
meeting of the Hamilton Stationers Association held 
in Hamilton, Ont. J. S. Luckett, Toronto, was install- 
ing office for the new executive. It consists of chair- 
man, George Bossence; secretary, Wallace Jones; 
treasurer, Robert Nichols; reporter, J. Ernest Mason; 
directors, Arthur Baxter, L. W. Jones and Alex Nai- 
smith. 

Fred R. Smart, secretary-manager, Stationers’ Guild, 
gave a brief resumé of the National Stationers Asso- 
ciation conference held in Chicago. William Cole of 
the Dennison Manufacturing Company, gave an in- 
structive demonstration of the use of crepe paper for 
display purposes 

* . . 

Stainton and Evis, Ltd., office stationers, furniture 
and equipment dealers, 30 Adelaide St. W., Toronto, 
recently awarded the contract for alterations to a 
modern building it has purchased at 100 Adelaide 
St. W., Toronto. The alterations will increase the ware- 
house facilities and transform the semi-basement por- 
tion of the building into a sales room for furniture 
and stationery sundries 


Well over 200 members of the Canadian Office Ma- 
chine Dealers Association attended the third annual 
convention held in Montreal at the Mount Royal Hotel. 
Most of the delegates were from Ontario and Quebec. 
H. J. DeLuca was chairman of the convention com- 
mittee. Members were welcomed by president of the 
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OANA 


'TIP-TOP”’ 


WOOD DESK TRAYS 





TIP-TOP IN FINISH—QUALITY—VALUE 


Locked Corner—Set in Veneer Bottom. Two Coat 
Finish—Flush Bottom completely covered with Gray 
Felt. Individually cartoned. Available in Oak, Wal- 
nut and Mahogany Finish. 


Write for Catalog Covering Complete Line 


HEDGES MANUFACTURING CO. 


f Files and Filing Equipment 
2931 WENTWORTH AVE. e CHICAGO 16, ILL. 














More Office Cushion Value 
Than You've Ever Seen Before! 


Nukrage FILLED OFFICE CUSHIONS 


covered with Genuine Plastic 





Made of all new materials—filled 
with NUKRAFT covered with 
long wearing genuine plastic. Not 
only suitable for office use but also 


popular with industrial and com- 
mercial] institutions working seat- 
ed personnel. 


ONE SIZE ONLY 
15” x 1%” thick. Assorted 


14%” x 
: ked 40 to case. Shipp. 


jors. Pac 
50 Ibs 


Suggested . 3 00. 


Retail List 


A.—REGULAR DEALER DISCOUNT 
Write or Wire for Samples 


catmaster 


COMPANY 


2635 SO. WABASH AVE., CHICAGO 16, ILLINOIS 





CLAR-O-TypE 


| Means Business! 


- ++ because neat le 
Urage sales. C 
'nk-clogged type— 
‘Mpressions Quick 


tters create £00dwill 
by ; 
AR-O-Typr Cleans dul] 


Makes Sharp readable 
_ thorough 














THE CLAROTYPE CO., INC 
261 Broadway, New York 7 














Smartly Styled — Quality 


PORTFOLIOS - BRIEF BAGS 
SAMPLE CASES-RING BINDERS 





No. 351—ZIP-PORTFOLIO with disappearing handles. 


Made the Finest that Expert Workmen Can 
for Business, School and Professional Use. 


Write for Illustrated Catalog. 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. ° CHICAGO 6, ILL. 
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iP Globes 


56 models to choose from — plain and 
illuminated —in a complete range of prices 


Send for neu Globe 
Catalog No. 58 


THE GEORGE F. CRAM CO., INC. 


730 E. Washington Street 
INDIANAPOLIS 7, INDIANA 









































PERE TERLSERE ERS 


- 


béle> 


Mast iH UDA. 








“STAMP PAD 














Lxstant INK [oavixg 
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Back Again BETTER THAN EVER 


THE FAMOUS 


> VIKING INDESTRUCTIBLE 


















@ It’s the original pat- 
ented steel folding chair . . . the 
chair that users named INDE- 
STRUCTIBLE! Thousands of these 
my rugged yet comfortable 
chairs are still like new after 
years of use and abuse! The 
all-steel VIKING INDE- 
STRUCTIBLE No. 200 Steel 
Folding Chair is available 
in either Java Brown or 
Dawn Gray. Clamps avail- 
able for grouping the 
chairs in sections. Order 
now! 


WRITE for prices, literature 


a) Oo 


Only chair made with full back 
rest greater strength, comfort, 
safety. 


Opens or closes in a second, with 
one hand. Can't bind or stick. Folds 
flat to 1%" thin stacks 75 of 
100 high without tipping 

Generous-size hand grips; easy to 
carry 3 or 4 chairs in one hand. 


Heavy channel steel frame and 
heavy gauge furniture steel seat 
and back. 


1 Pao 
wt %%- 


MAPLE CITY STAMPING CO. gon y 
‘ae 


——_— 
—=_ 
%, & 


wen 1° 








708 PARK AVE., PEORIA, ILLINOIS 








COLONIAL CARBON COMPAYVY 


plicating Matcria 
» Telephone Skokic 4258 


Manufacturers o 


5150 Church St., Skokic, II! 
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sociation, W. T. Corney, assisted by Montreal’s mayor, 
Camillien Houde, and the Quebec association head, 
E. L. Maag. Speakers included C. W. Stannard on “Ad- 
vertising,” and A. V. Harris, C.A. “on Accounting.” Mr 


Maag spoke on “Calculating and Adding Machines,” 
vhile Don Smith, A.C.I1., president of the Credit Bureau 
Montreal, discussed “Credit Sales.” During confer- 
ence periods featured talks were on “Platens and 
Parts” led by J. Ward and Luis O d’Olazarra, and 
tibbons and Carbon Papers” by Henry Sullivan. 
> * > 

The W. J. Porter Agencies, 306 Great Western Bldg.., 
356 Main St., Winnipeg, Man., is now distributing the 
Contex high speed adding machine made in Denmark. 

> > J 

The Royal Typewriter Company, Ltd., is now located 
in its new Toronto service and sales center at 122-124 
Davenport R near the central part of the city of 
Toronto. Increasing business made it necessary for 
he firm t te in the new and modern building. 

- . > 

The Western Book & Stationer Company, recently 
held an official opening of its new store at 143 Third 
Ave. S., Saskatoon, Sask. The firm which is owned 
and operated by E. Hallden, is retailer of a complete 
line of stationery, office supplies, equipment, furniture 

typewrite« 

Copp Clark ¢ Ltd., Toronto, recently appointed 
Gerald B. Fels resident representative for Quebec 
Province. Mr. F* will be located at the Mount Royal 
Hotel until |! tablishes a permanent office in Mon- 
real 

Canadian Durex Abrasives, Ltd., with plant and head 
ffice in Brantford, Ont., has made a number of 
hanges in it taff. F. C. Bingham, manager of the 
Toronto regional sales office, is now executive assistant 
it the head office: A. Bartholomew is manager of the 
Toronto regional office. In Brantford, D. M. Steiner 
is new sales manager adhesives and coatings division; 
H. J. Goodman is sales supervisor reflective materials 
d ion, and R. E. Corbett is now sales supervisor elec- 

tape divisi J. V. Powell is sales supervisor cellu- 
tape at the Toronto regional office. M. J. Martin 
the new sal romotion manager 
oe 8 
ERIC STEINER FIRM IS INCORPORATED 

Articles of incorporation were recently filed for Eric 
Steiner, In ffice machines and supplies firm at New 
York, N. Y. Eric Steiner and Erna Steiner, both of 
99-27 64th Road, Forest Hills, N. Y., and Fred Bruck, 
175 W. 72nd St., New York, N. Y., were listed as direc- 

EEG 
°° 


IN BIG-TIME COMPETITION 





SELL 
Corporation 





The Sell Corporation bowling team of Detroit, captained by 
Charles Rabaut, manager of Beecher Peck & Lewis of that 
city. is well on the way to the tough metropolitan League 
championship this year. Every member of the team is aver- 
aging over 200. Pete Rossman (left) holds the present record 
of 289 for a single game, and is also holder of the individual 
series mark. Claud Schultz (second from left) is the present 
team champ, with an average of 228. 
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YOU CAN'T BEAT 
A LINE THAT’S 


Complete: 


Hitch up your sales wagon to the sparkling HART 
Line, and pull away from competition. HART 
makes everything you need for a substantial Mimeo- 
graph and Supply business. 





3 HART MIMEOGRAPH MODELS 
IN “VOLUME SALE” PRICE RANGES 


For Superior Mimeo work requiring Hairline Registration 

bi Model 249 (pictured above) $149.50 plus tax. 
For Simplified Mimeographing .. Model 149, $95.00 plus tax. 
For Economical Mimeographing . Model 49, $59.50 plus tex. 


AND HERE’S THE BALANCE OF THE LINE: 


DRAWING SCOPES 
MIMEO STANDS AND MIMEO CABINETS 


STENCILS GRADED INKS 

CLEANERS HART BRUSHES 

SUPPLIES COUNTERS 
STYLI, LETTERING & DESIGN GUIDES 


ALL BEAUTIFULLY PACKAGED! 


New Electrical Models Coming! Catalogs, Stuffers, Mats 
and Promotional Ideas Furnished! Liberal Discounts! 


THINK IT 







OVER, 
then write for 
Hart Sales Plan! ’ 
" mimeographs 
SOME TERRITORIES OPEN and supplies 
e. HART MANUFACTURING CO 
NATIONALLY ADVERTISED ST. PAUL 4, MINN 


TO THE TRADE 
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Packaged 


for 


PROFIT 


Each linoleum based pad is 


CELLOPHANE WRAPPED FOR... 


® Bk TY The sparkling cellophane wrap 
. enhances the custom beauty of 
Chicago desk pads. Eye appeal is the first step 


to sales appeal. 


© DISPLA 


and choose style and color with ease 


© ECONOMY 


Your customers can appreciate 


the attractive dealer display 


No loss due to shop-worn, 
scarred, or soiled merchan- 


dise. 


CHICAGO desk pads are 
PRICED FOR PROFIT, too! 


from $2.85 to $48.50 


’* 


Available in a size range of 14” x 24” to 
24” x 38”, in a color range designed to com- 
plement wood or steel furnishings. Decorator 
color themes are also offered for home use. 
End panel, corner, and folding styles are made 
in simulated leather or top grain cowhide, with 


gold or silver tooling. 


Stiff center and felt center pad 
are also available from $.95 ut 


tHe CHICAGO 


DESK PAD COMPANY. INC. 
9 NO. JEFFERSON ST. . CHICAGO 6, ILL. 
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Passer 





ARTHUR L. JOHNSON 

Arthur Louis Johnson, president of the Johnson 
Chair Company, Chicago, from 1938 to 1948, died 
following a cerebral hemorrhage on Friday, Febru- 
ary 3, 1950. Mr. Johnson had just returned from a 
Mediterranean cruise and was staying in Miami, Fla.. 
when he passed away. Burial was in the Rosehill 
Cemetery, Chicago, following a private service. Mem- 
orial services were held in the Wicker Park Lutheran 
church, Chicago, on Sunday, February 12. 

Mr. Johnson was active in the office furniture in- 
dustry for more than 40 years. During World War II 
he was a member of the War Production Board which 
necessitated extended visits to Washington, D.C., every 
four or five weeks. The company with which he was 
associated for so long was founded by his father 90 


years ago 
+ + + 


HARRY HARTMAN 

Harry H. Hartman, well-known attorney and sta- 
tioner, died at his home in Syracuse, N. Y., on January 
27. He was secretary-treasurer of Bardeens, Inc., an 
office and school supplies and equipment company, 
and also president of the Syracuse Stationers Asso- 
ciation. 

A native of Bloomsburg, Pa., Mr. Hartman had been 
a resident of Syracuse since 1907, when he entered 
Syracuse University. 

Surviving are his widow, Mrs. Florence Girton Hart- 
man; two brothers, Dwight R. Hartman of Reading, 
Pa., and Lauren Hartman of Philadelphia, Pa., a sister, 
Mrs. Fred Easton of Waynesburg, Pa., and several 
nieces and nephews. 

+ + 


LEONARD HILL 

Leonard Hill, proprietor of the Royal Typewriter and 
Dictating Machine Company, Calgary, Alta., until his 
retirement four years ago, died recently at his home, 
612 Sifton Blvd., that city. Born in Jesmond, Eng., he 
moved to Canada 43 years ago, living in Winnipeg be- 
fore moving to Calgary in 1919. 

He was a member of the Calgary Board of Trade 
for 28 years and was a life member of that organization 
and of the Alberta Motor Association. Prominent in 
sporting circles, Mr. Hill was a member of the Glencoe 
Club, where he served at one time as president of the 
curling section and was an active lawn bowler 

Surviving are his widow, Mildred, three brothers and 
three sisters—SJL 


EARLE CULPEPPER 

Earle Culpepper, 60, associated with E. H. Clarke & 
Bro., Memphis, Tenn., for more than 40 years, died 
on February 4. 

A veteran of World War I, he returned to Memphis 
after his discharge and resumed service with the Clarke 
firm. For many years he was part owner and sales 
manager for the firm, continuing with the company 
when the store was sold to George B. Clarke and Alex 
Culpepper three years ago. 

Surviving are his wife, Mrs. Jeanne Culpepper; a 
daughter, Emily Jean Culpepper, and his brother, Alex 


C.G 
bok + 


ERNEST WALLACE 
Members of the Golden State Travelers and South- 
ern California Stationers Association attended the 
burial services on January 10 at Rosedale Cemetery 
in Los Angeles, Calif.,.for Ernest Wallace, a veteran 
in the stationery industry. A regular attendant at 
NSA regional and national meetings, he was well 
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@ A Glass Smooth Plastic Fibre Board 
@ Vice-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 
Furnished in the Following Sizes 
i Stock 
\ Size No Sise 
200 6 »"x11’” 205 9” x1514’” 
203 6 x 9” 206 So? a 


204 ” x1214" 207 15” x20" 
} Carton Packed 12 to Carton 


Write for descriptive circular and latest price list. 


WOODALL [NDUSTRIES [NC. 





3500 OAKTON ST. Chicago Telephone CO 7-2600 





























OPPORTUNITY UNLIMITED 


Business the world over is tied to records... 


correspondence... invoices .. . reports... 
bids . . . contracts .. . policies .. . briefs... 
and practically without exception these rec- 
ords involve the common tools of inked rib- 
bons and carbon papers. 


Couple this vast market with the preferred 
“U.S.” line of ribbons and carbons and you 
can see why thousands of dealers are enjoy- 
ing healthy sales . . . and profits! 


All dealer inquiries solicited. 


General Oflices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 
621-623 CHERRY STREET 
PHILA. 6, PENNA 
Established 1595 








SKOKIE, ILL. 





quality 
——— performance 
THE BENTSON 


‘6 op-Flite 


3200 Series FILE 


Guaranteed long-lasting perform- 
ance is the only proof of master 








craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
through the years . . . effortless 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 
tomers and more business for you 





lf you haven't received your con- 
venient file folder of BENTSON 


catalogs, write for it today. 
“The Line of Most Assistance” 


“She BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 
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THE TERM FOR A WELL 
POISED BODY IS THE WORT 
FOR A FRITZ-CROSS CHAIR 


FRITZ-CROSS CHAIRS 
have earned preference 
because they actually 
increase on-the-job effi- 
ciency. Scientifically de- 
signed, constructed in 
steel with full range of 
upholstery and color, 
instantly adjustable .. . 
they constitute a Com- 
plete Line that Com- 
petes and Repeats! 
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The New CHECKMATE CHECKWRITER 
Featuring RIBBON INKING 


Twenty-five years of ex- 
perience in the Check- 
writer field are back of 
the designing and engi- 
neering of the Check- 
mate 


*AT*: 


F. O. B. TOLEDO 
PLUS EXCISE TAX 









Write for 
DEALERSHIP 
INFORMATION 


The only checkwriter with automatic ribbon feed in the low 
price field 

Writes 18,000 checks on one ribbon. Ribbon change easier that 
on typewriter. 

Ball bearings on all type bars—perfect alignment of numerals 
assured. 


Amount of check in bold figures at top of face plate 
Weight—7 Ibs. for ease of handling 

Gray satin finish. 

2 Year mechanical guarantee 

Dimensions: 10!/,"' x 3'/2"' x 6!/2"'. 


CHECKMATE SALES CORP. 
508 FRONT ST. TOLEDO 5, OHIO 











NEW CASH BOX 


WITH HINGED TRAY 





Heavy 
Gauge 
Steel 


High 
Quality 


Smooth metallic finish. Bottom 
and Box all in one piece stamping. No seams whatever 
in box. Carrying handle on outside lid. 


No. C-30—with lock and 2 special ‘bit’ keys. R able 
tional tray—the first cantilever arm arrangement, automatically 
raising tray at time lid is lifted. A timesaver and accident pre 
ventive. Length 10%”, width 7%”, de r th 4 Shipping weight 


60 Ibs. per doz. Minimum shipping 
Suggested List Price $3. 50 


No. C-31—Same Cash Box witho tray.* Shipping weight 48 
Ibs. per doz. Minimum shipping unit 


Suggested List Price $3. 00 


WRITE FOR BIG ILLUSTRATED CATALOG SHOWING 
COMPLETE LINE OF OFFICE NEEDS 


MAYFAIR COMPANY 


315 N. DESPLAINES ST. CHICAGO, ILL 
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BUSINESS-CARD FILE 
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3x5 AND 4x6 
ALUMINUM 
CARD FILES 


ADD TO YOUR PROFIT WITH THIS LINE 
OF HOME-O-NIZE SMALL FILING UNITS 


Good design and quality are two reasons why Home-O-Nize 
Aluminum Card Files are finding acceptance from more and 
more dealers. Now a new file has been added—-THE BUSI- 
NESS CARD FILE. A practical convenience that fills many 
uses in addition to filing of caller's 
business cards. Write for special in- A 
troductory offer. Ask for catalog sheets — 
on H-O-N products. 









| 300 new rrems 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 


on the market and always in advance of most sources of 





such news. It is not uncommon for a dealer to tell us that 





some of his best selling lines have been secured from 


| 

| 

| 

] 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 


Write for subscription rates 
and specimen copy. 


The Office Appliance Company 


600 W. Jacksen Bivd. Chicage 6, U.S.A. 
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known to his fellow travelers 


Mr. Wallace entered the stationary business with 
the old neern of Cunningham, Curtis and Welch 
if Los Angeles in 1907. After serving with the firm VS 


for three years as an outside salesman, he went into 
the manufacturers’ agency business with Bert M 
Morris and in 1918 he withdrew from that company 
and formed his own manufacturers’ agency. He re- 


presented Weldon Roberts,, Tuttle Press Company, 








Van Valkenburg, Seneca Rule and Bates Manufactur- 
ing Company for many years 
For the past two years, Mr. Wallace had been unable Good lamps 
to travel because of failing health. Previously he had are not cheap 
covered the territory west of Denver and had interests 
equally divided between the manufacturer and dealer Cheap lamps 
Survivin re a widow, Rose, and a nephew, Robert, | 
hom the Wallaces had reared since childhood _ are not good 
, , ’ 
pitied QUALITY is 
ALBERT E. RUPPRECHT remembered 
Albert E. Rupprecht, 82, retired president of the old long after 
Adams & White, Inc., stationers at 104 Pearl St., Buf- . : 
falo, N. Y. died January 27 in his home. He retired | | the price is 
ibout two years ago due to illness and the company forgotten 
vas dissolved shortly thereafter 
Born in Buffalo, Mr. Rupprecht joined Adams & | | 
White in 1887 as a bookkeeper. Later he bought into 
he firm al ibsequently became president. He is 2000 Series Adjustable-Arm Floor Lamp 
irvived by his widow.—GET , : ‘ . 
MIDCO Lamps are unsurpassed in quality, lighting effi- 
+ -- -b | ciency, and value; a product that creates good will and 


good profits—a good line for you. 


HOWARD ADELBERT MEYER 














Howard Adelbert Meyer, 83, long engaged in the type- Send for descriptive literature on the most complete line of finest quality 
vriter and adding machine field of Seattle, Wash., died portable fluorescent lamps for offices 
recently at his home in that city. Born in New York, 
N. Y., he came to Seattle in 1908 and for a number || MIDWEST N ATURLITE beng aacg «dala 
f years was an expert typewriter and adding machine 228 WEST KINZIE STREET — —— 
repairman. Surviving are a son, Howard Austin Meyer, ; +. can 2S Ak, — 
and two gral hildren, all of Seattle—CML 
el. ole ole 
—- WN p ” FOAM RUBBER 
RALPH H. DICK CHAIR CUSHIONS 
Ralph H. Di K, son of the late Rev. Willis V. Dick, FEATURING 
inventor of the Safe-Cabinet, the first of the modern, . yu 
relatively light weight safes which succeeded the pon- GOoobDy EAR AIRFOAM 
derous iron safes of the early years of the Twentieth 
Century, died in Columbus Ohio, on January 1, 1950 IN 


De Lune 


EXECUTIVE 
STYLE 


IN THREE 
SIZES 


—- 


TOPS FOR TELEVISION, TOO 





Covered with velour—fibre & velour—also corduroy & 
fibre in 2" thickness with boxed edges. 


“Perfect” cHaiR CUSHIONS 
HAIR 

One side covered with rich 

pile corduroy for cool seasons, 

the other side with woven fibre 

for hot weather. 

Filled with new live rubbe: 
having thousands of air cells 
that breathe with every move 

Colors: Brown, Green. Sizes: 
7 « 16°—15" « 17°—14/," 
x 154". 





Sight Light's unique adaptability as an ideal television lamp 
is being explained by M. G. Wheeler, general manager, to 





Charles Sullivan, midwestern factory representative, and - 
Arthur Embden, director of western sales for the Sight Light Write for New Illustrated Folder 
Sales Division of Bainbridge, Kimpton & Haupt, Inc., New Giving Complete Information 


York. The lamp completely shields the light source from the THE PERFECT RUBBER SEAT 
television screen, claim the makers, eliminating smage re- CUSHION co 


flections while giving necessary room illumination. The “con- 
temporary modern” styling shown is in addition to the regu- Adams Ave. & Leiper St., Bldg. No. 5 Philadelphia 24, Pa. 
lar Sight Light line and will be available about March 15. 
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INDICATOR CARBON 
ndicates as you ty 
equals... 7 


larger Sales! 


A SPECIAL OFFER .. . TO DISTRIBUTORS OF 
TYPEWRITER CARBONS AND INKED RIBBONS. 


If you have the distribution . . . we manufacture a 
fine, large, and varied line of carbon papers and 
inked ribbons . . and have a special sales plan 
. « « to help you to . . . GREATLY INCREASE YOUR 
BUSINESS. Some exclusive territories still open. 


Please give us a line on your distribution. 


ALLEN & COMPANY 


Manufacturers of carbon papers and inked ribbons. 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 
ee a ETTER ARBONS 
/waysUWetter\op/es 














Easy to Sell— Profitable to Handle 


f - 1 


“=... 












A ready seller 
with 10” eye 
guide at 


$4575 


TAX EXTRA 














ba. 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all 


metal, compact, attractive. Requires no installation or service. 


Attachments for copying from wider sheets 


15” extension eye guide $1.10 
20” extension eye guide $1.25 


For full particulars, discount, etc., write to 


RITE-LINE CORPORATION - 10725 ISth St., N.W., Washington 5, D. C. 


‘RITE-LINE COPYHOLDER: 


<a 
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ATTRACTS BUSINESS AWAY FROM 
BIG CITY WITH SERVICE 


By Stephen P. Lathrop 
Correspondent 


HEN a big city is located not too far away from 
W. smaller community, the normal movement of 
trade is from the smaller community to the big city 
That is something that every business man in a small 
area has discovered, many to their financial sorrow 
But not so with Al Ruschhaupt, owner of the McKin- 
ney Office and School Supply, located at 117 W. Louisi- 
ana St., McKinney, Tex. This office supply dealer 
attracts business away from the big city to his store 
with nothing more than service. 

McKinney is about 36 miles from Dallas, the latter 
being a city of some third of a million population. 
The population of McKinney is some 10,000, quite a 
difference. Nineteen miles from McKinney, going 
toward Dallas, there is a town called Richardson. It 
is nearer to Dallas by two miles than it is to McKinney, 
yet the McKinney Office and School Supply has been 
able to develop a most satisfactory and steady business 
from Richardson firms by offering plenty of service 


Speedy Service Provided 


To phone an order for office supplies in to a Dallas 
firm means some three days for the order to be re- 
ceived by the customer in Richardson. But the order 
can be phoned to the McKinney Office and School 





AL RUSCHHAUPT, OWNER OF McKINLEY OFFICE 
& SCHOOL SUPPLY STORE, McKINNEY, TEXAS 


Supply and be delivered the same day, if placed before 
noon. The way it works is simple. Any parcel post 
deposited in the McKinney post office before noon 
goes out to Richardson that same afternoon, early, 
and is delivered in Richardson the same afternoon 
In canvassing the firms in Richardson for business, 
Mr. Ruschhaupt has stressed this service and as a re- 
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IDEAL FOR: 


Stenographers 






Manicurists 


Teachers 





Lawyers 
Doctors 


STATIONERS — 


A drafting equipment department in your 
store will offer new high profits. Provide 
industrial firms with a ready source of supply 
for their drafting needs. 


Salesmen 

Students 

Offices 

Reception Desks 
Filling Stations 
Department Stores 
Photographic Studios 
and many others 


Get started in this profitable field now! Write 
today for full particulars on the fastest moving 
line in the field. 


ENGINEERING MANUFACTURING CO. 


orna-metal products co. 
2412 So. Seventh St. ° St. Louis 4, Mo. 625 N. COMMERCE ST. SHEBOYGAN, Wis. 


No, D-3420 






Write for free illustrated brochure 
on complete SK YLINER line. 
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don’t pass up : 
“Special Size” jj}: 
SAFES-theres ||} = 
extra profit We 
in each sale = 


*FOUR—*TWO—ONE HOUR SAFES in 


Special Sizes Available 
(*with Uuderwriters Labels) 


a complete line for Dealers... 


SAFES BANK EQUIPMENT 
MONEY CHESTS VAULT DOORS 


EXCLUSIVE FRANCHISES AVAILABLE 
NIBS Bee 


WRITE FOR CATALOG NO. 16 
Sa 6=—ss—« ADJUST-0-FLO 


WRITE FOR ities on rountan ste mus fil | UARDSMAN SAFE COMPANY 


5 4 COMPLETE DRI-FLO LINE 4 f, Rebertion 


WM.A.FORCE AND COMPANY 









































) 457 POCKET 
A) MARKING PEN | 





=. 





i fH 


USED WITH CUBE 


in tht 














+ INCORPORATED 
64 WHITE STREET. NEW YORK 13, ©) La Porte, Indiana 
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THERE’S A BIG, STEADY DEMAND 
FOR THE HANDY NEW 


WMemo-koll 


All- steel construction 


Gray or Green Ham 

a merloid finish—No parts 
: yr to break or lose or get 
out of order—Rubber 
Cushion Supports—3 
13/16 wide by 9/4 
long 









LIST PRICE 
$1.25 Complete 
Extra Rolls 25¢ each 


Uses regular size Adding Machine R each about 250 ft. of 
paper. Convenient Pencil Holder centered in R 


Write for Literature & Dealer's Prices 





Some choice territory still open for qualified Sales 
Representatives. Write for details 


GRAN-ADELL MFG. CO. 


1846 W. BELMONT AVE. CHICAGO 13, ILL. 











The Neu 
HAVA 


PENCIL 
SHARPENERS 


The Beautiful Streamlined Boston Self-Feeder No. 4 
is shown below. It feeds itself automatically— it feeds 
your cash register! Send for our new catalog today. 








C. HOWARD HUNT 
PEN CO. \ 
CAMDEN 1, N. J. 

















Joslin Eclipse 


PRECISION TIME STAMP 










FOUR STAR 

SUPERIORITY 

*% 40 Hour Precision 
Clock Movement 


*% Jeweled Balance 
Clock Movement 


* Patented Universal 
Joint Absorbs Shock 


% One year guarantee 


GIVES YOU SALES AD- 
VANTAGES THAT BOOST 
VOLUME AND PROFITS 


A.D. JOSLAN wee. company 


MANISTEE MICHIGAN 














CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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lt he ] eloped a large following, trading with 
him inst f some Dallas firm 





But thi the only service that Mr. Ruschhaupt 
ffers j isiness-getting results. He works all 
Colli County in which McKinney is located 
gi 1 some 12 towns of varying size from 
hich t isiness. To cover the area he spends 
hree di: the road every week for three weeks in 
he mont) remaining three days of these weeks 


eing spent the store. The rest of the month he is 
the st ll the time. When on the road, as when ‘ N G t aj ? Oo 
the t e is always looking for some way to 


ffer a sé hat other dealers in the larger cities QUALITY TRIMMER 





ht not k of offering 
Here i xample. The other day he called on @/| 6» sinGLE-CON- 
tome! e of the towns he regularly visits. The | Trot PAPER GUIDE 
pist in t ffice had purchased a can of type cleaner 
m al ise, used a little and when she went e GOLDEN-LAC- 
ck te an to use it again discovered that all | QUERED HANDLE 
he re had evaporated. She wanted some | BRASS-PLATED FIT- 
ype er. It so happened that the make that | TINGS 
rchased was exactly the make Mr 
Ru nl ] a very good brand e TEMPERED TOOL 
: STEEL CUTTING 
One Typist Made Happy EDGES 
Ww! was to leave the cleaner open, so of Now you can sell more Ingento Trimmers than ever! 
se it « rated he told the typist. “But this Many new outstanding features make them the finest 
i there is, it is the same make I sell trimming boards on the market. Sizes: 6, 8, 10, 12, 
tell y I'll do. You didn’t buy that cleaner 15, 18, 24 and 30 inches. For complete informa- 
lid lose almost all of it. It is a tion see your jobber or write today. Dept. 30A. 


0-cent the smallest size I have with me is 
I'll give you that to replace the 
wut TM five you tat to replace ‘he Hilo) 7\ melo ele) MEI] J 18 Mee 


igh using it and you won't be dis- 8318 Birkhoff Ave., Chicago vier il. 


















Maki e typist’s mistake with something er cntenpumnintiontends a — 
rchase nother office supply firm sewed this 
me! life and at the wholesale cost of a IN THE DAYS OF SAIL 
al ype cleaner. That is pretty cheap A SHIP IN DISTRESS FLEW 
erti ITS FLAG UPSIDE-DOWN AS A 
lany M Ruschhaupt’s customers are smaller SIGNAL CALL FOR HELP... . 
ine ho do not buy much at a time but 
buying something. The aggregate 
vns that he makes is well worth 


him but possibly not for some 

working out of Dallas, or some 

hat in itself would make it possible 

Mr. | pt to get the business, but he doesn’t 
tance, when he makes a call and 

riter ribbons, he always asks if a 

ew ribbon. If so, he installs it. It 

ite, but the service is impressive 

When st nk pad for a stencil machine, he also 


ae . THE MOST MODERN SIGNAL 
like him to put it on the ma- 


FOR VISIBLE RECORD SYSTEMS 








hin ervice, and another customer sewed 
Kinney Office and School Supply. He IS GRAFFCO'S CELLUGRAF = 
ype cleaner with him for cleaning TO COMMUNICATE INFORMATION 


iters. Before he is finished, which 
he customer has thought of several 
led. Again service pays off 


INSTANTLY . . . CALL FOR ACTION! 






~ 


He’s Always Helpful 


Mr. Ru never passes up an opportunity to 
rdless of whether he can see any 

isiness. A in point is a Negro church in Mc- 
K h decided to start using a mimeo- 


SIGNALS 
and MAPTACKS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 


‘e a month. Mr. Ruschhaupt sold 

neograph machine, but when the 

or t rking with it they didn’t have too 
told their troubles to Mr. Rusch- 

ind to the church and saw the 
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‘This Display 7R/PLED 
CLIP BOARD SALES” 


...says Office Equipment Dealer 





B) 






@~ Anon w Ne 


“it puts the price and full 
size sample right out in front of 
the customer—sizes our customers 
did not know we stocked.” 

You too can Sell More Clip 
Boards with this new Clip Board 
Display Package 

Write for complete details 
















Y 








0 [JALIT an 
ARB 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST * ST. LOUIS 7, MO. 








with 








RECORD CONTROL SYSTEMS 


* REMINGTON RAND KARDEX 
Systems Reconditioned 

* ACME INSITE FILES 
Reconditioned 


¢ LEDGER TRAYS (all 





makes) 
* TUBULAR INDEX 
Systems 
} Varying lenwier enmacties 


IMMEDIATE DELIVERY 


Largest Stock in New York of 
OFFICE FURNITURE & EQUIPMENT 
Special Prices to Dealers! 








7, 546 BROADWAY 


Neor Spring St.) New York 12 


CAnal 6-0350 


EST. 1876 


mGEST SELECTION OF OFFICE FURNITURE IN WOOD, STEEL. LEATHER 
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mimeograph machine was a mess, with too much ink 
almost everywhere. So he cleaned up the machine and 
got it to working with good results. 

“The next time you run off your bulletin, send for 
me when you are ready to run it and I'll come over 
and run it for you so you'll get a good-looking bul- 
letin,” he told the church members 

They did this. Incidentally, the monthly bulletin 
has about doubled the collections of this Negro church 
and also, incfdentally, there are few Negroes in Mc- 


Kinney who go anywhere except to the McKinney 


Office and School Supply when anything in that line 
is wanted. And also incidentally, many of the Negro 
church members work for business firms McKinney 
and, where possible, they have spoken many a good 


word for Mr. Ruschhaupt and his firm. Again service 
paid off, just as service always pays off 


>_> 


THE SALE THAT SATISFIES 


By William R. Legg 


Correspondent 


CAN’T MAKE up my mind about that calculating 
| machine at the moment. I suppose I do need one 
If I decide to buy now, I’ll let you know,” said Cus- 
tomer Brown to Salesman Jones. 

How many times have you heard such statements? 
How many times has a customer mumbled these words 
and slipped like sand through your seemingly clinched 
sales presentation? If it has happened too often to be 
profitable, then it’s time you ferreted out all possible 
reasons which might explain why Brown decided to 
“let you know later.’ 

Perhaps the first thought which comes to your mind 
is: “Brown would have bought had Jones closed the 
sale properly.” Chances are, however, the way in which 
Salesman Jones closed the sale had little to do with it 

In recent years too many salesmen have accepted 
the so-called psychological close-out as adequate as- 
surance of success in selling a likely prospect. That 
gentle push, intended to dislodge a teetering buyer and 
send him crashing to the nearest bank, is often the 
nudge that shoves him out the front door 

The close-out—forcing the customer to buy—is un 
necessary in most cases if the sales presentation has 
been handled properly. But in order to handle a sale 
properly, it is necessary to be familiar with the sales 
situation and some of the factors whicl 


1 1 
l1MmManke l 1} 


Selling Is Problem-Solving 


In essence, selling is nothing more than problem 
solving. To understand this concept, suppose we ex 
amine the hypothetical Brown-Jones relationship 

Mr. Brown is the sole proprietor of a small shop and 
has had difficulty at home because of overwork. One 
evening, as a result of his having to stay late at the 
shop to do some tedious bookkeeping without a 
culating machine, he and his wife had a bitter quai 

On the following day, Mr. Brown passed the Ac! 
Office Equipment Company while on his way to lunch 
He noticed several calculating machines on display in 
the window and, without realizing what he specifically 
wanted, went inside. He was greeted by alert Salesman 
Jones, who just happened to see him peering through 
the window. After the “good mornings,”’ Salesman 
Jones began the old sales routine 

This machine will add up to a million, this one 
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PRONG- 
FASTENER 
BINDERS 
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ELBE FILE & BINDER CO., INC., Fall River, Mass. 








WRENN 


SHOWBLOTT , 
USED 


By Stationers from Coast to Coast 


You will agree with other stationers, after giving the Wrenn 
Showbiott a trial, that here is a “‘salesman’’ that is a real asset 
to your store. Attractive, convenient and functional, the Wrenn 
Showblott effectively displays and stores 250 Wrenn Desk Biotters 
in either Mosaic or Basket Weave and in your choice of five popu- 
lar colors. The patterns are deeply embossed to keep the Wrenn 
Desk Blotters fresh looking after hard usage. Write for more de- 
tails about the Wrenn Showbiott and Wrenn’s introductory offer. 











THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 
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The most complete line available with 
more than 3,000 combinations. Nation- 


ally advertised. 


i MAP COMPANIES SELL THE 
MOORE LINE — EXCLUSIVELY. 





Makers of famous Moore 
Picture Hangers & Push-Pins 


TO: PUSH-PIN CO. 





113-25 BERKLEY st. Since /9OO PHILADELPHIA 44. PA 
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We proudly announce the NEW 





DUPLICATING INK 


Perfect Results 


From the originators of 
1. No slip sheeting. Mini- 
mum penetration. 


homogenized duplicating 
2. No clogging of cylinder. ° ° 
3. Nohardeningofthepad. inks comes an entirely 


4. Does not destroy sten- ° ° ° 
cils. new ink—nine years in 
5. For open or closed cy!- ° 
inders. the making. 
6. In any climate. 
7. Black, sharp copy. Available in 


8. Stencils and hands easily POUND or HALF-POUND Cans 
cleansed with warm 
water. n , Canode Rapid Dry is the latest 
eee ret ryy addition to their regular line of 
Rapid Dey tak as listed Homogenized Inks. 
above—. 


Manufactured by 


INK SPECIALTIES COMPANY 


INCORPORATED 
523 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 




















your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 








all precedent with the 
uction of a dealer file 
dle a complete line of 


We have broken 
manufacture and prod 
and display unit to han 


ARTYPE MAPS. 
” Ask for details about how we install this 


t, help you to advertise and bring PROFITS 








uni 
to YOU. 
ieee Reply Dept. A-1 
AMERICAN MAP COMPANY, INC. 
16 East 42 St. N.Y. 17, N.Y. 















FOX PRESENTS 


GOOD/YEAR 


RUBBER 
2” FOAM FILLED CUSHIONS 


Regular Dealer Discount 
302% VELOUR & PANAMA REVERSE 





A $7.50 B $7.00 C $6.50 

402% FRIZETTE & PANAMA REVERSE 

A $7.00 B $6.5( , $9.80 
A 17x19" B 15x17 C 14x15 


GEO. E. FOX & CO. FOX 


317 N. Wells St., 
Chicago 10. Ill, U.S.A. 

















JOIN THE 
OPPORTUNITY 





Invest in 


U. 


SAVINGS 
BONDS 
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le b lis one will subtract trillions, and if 

i'll p he expression, sir, this calculating ma- 
hine will multiply like rabbits 

Five minutes later Salesman Jones recovered from 

i continued: “Seriously, Mr. Brown, 

st ye the Acme Corporation 5,000 of these 


OFFICE 


A pe lia i paper 


rie! e hard, long 


m} machine 


le probably sold the 


restige. S 


ame principle can be applied in 


m be f les he 


proves they are tops. Now just sign 


ieliver 1t tomorrow 


nake up my mind about 


Three Steps in Selling 


seller-buyer re- 
situation 


of the 
make-believe 
and the solution. 
{r. Brown really wanted was more relaxation 
e with his family in the evenings—not 
hine. His having to stay after closing 


aspects 
ted in this 


tne Oarrier, 


io bookkeeping was a barrier to the satisfac- 
this v t. One solution to this problem might 


alculating machine. For with the 
hine Mr. Brown could have done his 
of the time usually spent in doing 
It was the duty of Salesman 
Brown how the calculating 
ve him extra leisure time 
understand his want, Salesman 
defined it clearly 
erative that Salesman Jones describe 
hours spent in figuring 
have explained simply 
the Acme Office Equip- 
could solve that problem 
doing Salesman Jones would have 
B I want, made the barrier seem 


machine 


Customer 


not 


yu } ve 


then should 
machine 


less 


The Soap Manufacturers’ Technique 


much from the methods of 
group is more acutely aware of 
s and problems that the soap 
tattle-tale ‘dish-pan 
Ooo” bombard the American housewife 
fired directly at her 
approval, to 
guaranteed to help 


] soap 
ire! No 


Suc! vos as gray,” 
aimed and 
Dé tt tive, to gain 
idsy Soap is 


are 


social 


dle 1.wesome barriers as unattentive hus- 


The 
yf the effectiveness of this technique 

selling nearly 

ndise. The formula is simple. First, 

WE needs of the prospective buyer 

the iyer how your product can satisfy 

Since t buyers have only a vague idea of 

their problems, it is up to you 

how your product can 


babies record soap sales are 


olve 
and prove 
f a salesman’s success is not in 
makes but in the number of 
when a customer 
he will come 


ne factorily solves, for 


are solved here 


i ae 


INCORPORATED 

led recently fo 
Inc., office and 
listed as $20.000 


BRONX FIRM IS 


ration were Nn 
Company 
apital stock was 
B. Morano, and Thomasina Mor- 
48 E. 191st St., Bronx, N. Y., and Ernest 
Kinbal] Ave., Yonkers, N. Y.—EEG 


hine 
Litl€s 
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* HAMMERED SILVER FINISH 
UTILITY BOXES 


HEAVY GAUGE STEEL 
CASH, BOND 














© 
© ) Popular Styles 
No. 10 SERIES—4 Styles 
Ne. 910—Key Lock, Ne Tray 
No. 1910—Key Lock, 6 comp. 


steel tray 
No. 910CL—Comb. lock, no tray 
No. 1910CL—Comb. lock, 6 
comp. steel tray 


No. 23 SERIES—4 Styles 
No. 923—Key lock, no tray 


No. 1(923—Key lock, 6 comp. 
steel tray 









No. 923CL—Comb. lock, no tray 
No. (923CL—Comb. leek, 6 
















comp. steel tray 
All boxes are individually 


boxed. 
WRITE FOR @ \ 


MLUSTRATED CATALOG 


ENTRAL 


CAN COMPANY 
2415 WEST 19TH ST 


CHICAG 

















Export Representotives 
| FRAZAR & CO., 50 CHURCH STREET, 


NEW YORK 7, N. Y. 
Coble Address ““FRAZAR™ New York 





[23 SERIES 








Size: }}'o x 6% 4% 








SMALL TOWN AREAS 
HAVE MANY | 
“SENTRY” PROSPECTS 


Business and professional men, householders 
and farmers are ‘Sentry’ safe prospects. 
The "Sentry" should be in every dealer- 
salesman's line. ''Sentry" offers positive, low 
cost, on-the-spot 24-hour protection from 
fire and theft. One 


valuable papers is far more costly than a 


loss of records or 
"Sentry" safe. Its exclu- 
sive construction features, 
usually found only in safes 
costing twice as much, 
and its 


Sentry almost sells itself. 


low cost mean 


Features thet make sales 
Vermiculite insulation 
Tamper-proof combination DF aii 


lock : Inside, 15x12x124/, 
One piece construction Outside, 24'/,x17%_x 17 


BRUSH-PUNNETT C0. 


fwTEY 545 West Avenue, Rochester 11, N.Y 


AFES 
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lf its from 


wen 
Its Right! 


REGAL TYPEWRITER COMPANY, INC. 


NEW YORK 13, N. Y. 


200 HUDSON ST 








Uncle Sam Says 

















if it’s money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. S. Savings Bonds 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 
‘“‘heebie-jeebies.’’ And—your money 
GROWS—S4 for every $3 you im 

vest, in ten short years. 
U.S. Treasury Department 





.. . need Door Opening and 
Business Holding lines 99 9 


- SPIRIT MASTER UNITS ss 
° BRILLIANT DUPLICATING FLUID 


+ CARBON PAPER 
2 oopuctine 
te a ae + RIBBONS 


‘a ae 
a4 mae.  * Adluns COMPANY 


INCORPORATED 








CLEVELAND 15, OHIO 


THE KING 
OF ALL CHAIRS 


America’s most comfort- 
ible true posture chair. 
Cast aluminum base 2” 
ball bearing casters, fin- 
ger-tip fully adjustable, 
no tools required; up- 
holstered in finest fabrics 
in all popular colors. For 
prices and literature write 


KING POSTURE CHAIR CO. 


953 So. Raymond Ave. 
Pasadena 2, Calif. 





oD Py 


cae v) 


DAYTON STENCIL 
WORKS CO. *sris™ 








ROLLING STORE LADDERS 
“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms 


Made of Oak and Birch 
in a variety of heights 
and styles, with wheels 
und Automatic Safety 





Brakes 





Send for Folder 
and prices. 





Straight Side Style Manufactured by 


Library Style 


4535 N. Ravenswood Ave. 





oe COTTERMA 


CHICAGO 40 
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ONE OF 
MANY 
HIGH GRADE 


pas PUNCHES 


For offices, railroads, factories, stores 
May be had 
special design 

' 'y 2. 


in |! ““ 2 


TO punch Vg" to V4 
No. 2 shown is made in 1!/," 


and 3° 
equipment. Write for circular. 


THE HOGGSON & PETTIS MFG. CO., 





round holes, assorted and 
reach. Also made 
reach. Other punches with reaches up to 
6". XL Punches may be had with gauges, counters and special 


141T Brewery St., 








All dies are 
made of best 
carbon steel 
and 

treated. 









No. 2 
New Haven 7, Conn. 








5, BOOKKEEPING AND BILLING MACHINES 


ime MASTER Xe 


Spring Cushion Speed Keys 


Provides a soft, resilient cush- 
ion for the fingers, thereby 
eliminating shocks and jars. In- 
creases typing speed by accel- 
erating typebar action, lighten- 
ing touch, and reducing fatigue. 


FOR TYPEWRITE 


Tops formed to fit the fingers with 
characters that will not wear off 





Write for information and sample key. 


SPEED KEY CORPORATION 


268 D CHAUNCEY STREET BROOKLYN 33, N. Y 











LETTER BOX FILE 


Stands 
Has dozens of uses on 
desk or work table. 
Covered with marble 
paper, 


An Amfile 
upright or lays flat. 


adaptation of an old-timer. 





plain orange 


back. Strong suit-case 
Pull tab at 


catch. 


back 


No. 890 Letter size, A to Z index, 16 divisions 
No. 89! Letter size, | to 3! index, 3! divisions 


Write for discounts and prices on 8 Box Files, also 
new cotalog of Amfile complete line 


AMBERG FILE & INDEX CO., 1608 Duane, Kankakee, Ill. 





MODERN 
BAIL 
OLDER 


UNDERWOOD 
* TYPEWRITERS 


é old paper-fingers and rods) 
nst 5 minutes. Ali carriage lengths up to 18 
ave UNDERWOOD SHOULD HAVE ONE 


more typewriters at better prices 





Bail in writing position 


w se 


| 
| 
| 
| 


BAILS PRICED LOW—PROFITS GOOD 


| WESTERN PATENTZACCESSORIES CO. 


SUNSET BLVD LOS ANGELES 28, CALIF. 











Reg U. S. Pat. OFF 


Your filing supply specialists 
MANUFACTURERS OF 


PEN DAF LEX =the hanging folder 


OXFORD FILING SUPPLY CO., INC., Garden City, N. Y. 








| 6611 




















PREFERENCE! | 


More and more typists 
prefer NORTA, the mod. 
ern plastic type clean- | 
er. No liquids to spill 
or splatter...no mess 
.. quick, efficient and | 
longer lasting. A favor- 

ite since 1924. 





THE ORIGINAL 


NO.RTA 
PLASTIC TYPE CLEANER 


Norta Distributing Co., 1123 Broadway, New York 10, N. Y 
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Theres tlwags r4 Warket for the Gest 


jai 
NEW YORK 12, N. Y. 


536 BROADWAY 


DEALERS send for latest cotelogu« 
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sesssmmadéééduadéd 
WALZ FIREPROOF 


chests 





SELF-RELEASING 
CHEMICAL PROTECTION 


Customer appeal! Special high 
temperature insulation Rich 
silver-gray steel casing — full 
hinge—tumbier lock. Luxurious- 
ly lined. 


WALZ MANUFACTURING CO. 3 SIZES: 
808 SO. HARVEY AVE., OAK PARK, ILL. $10.95 LIST 


* $15.50 
WRITE FOR FULL DETAILS g DISCOUNT $22.50 PRICE 


Yb jy) 
MMM A 
MM sys Yj 








ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 
@ Radio @ Appliance Stores 






Ss 
ERSONALIZED CHECK COVER 





; HEETS 
SAVIN, PASSOKS. STAT EME POSTING pAasSBOOKS 
LOAN PASSBOGT cpooKS «= MNT'sTRAPS 
sseiareneet cans COIN tUs ron 
v PEN 
PASSBOOK EN PRULED FO) 
DEPOT  pASSBOOKS a SAVERS 


LETTER WALLETS 


| eutteam 18 x LINE Tue. 


1270 Ontario Street Cleveland 13, Ohio cucu 








re CLASSIC 


SERIES of 
DESK NAME 
PLATES 


Large assortment. 
Plastic and Walnut. 
Standard and custom made. Insert type. 
Names interchangeable. A name plate 
for every type of desk, e.g., gold on blue plastic 
for grey desks, etc. Door plates. Office stick-out 
signs. Gold stamping. Plastic fabrications. Write for descriptive 
list of our many model desk name plates today. 


PLASTIC & WOOD PRODUCTS CO. 






18229 W. McNichols Rd. Detroit 19, Michigan 
(Anything in BRONZE, plaques especially 
from the WALTER E. KUTCH CO. at the same address 














a) — 
ame ALUMINUM 
= \ CLIP BOARDS 
for 
Office 


— HANDY School * Fac a 


TOPS ‘EM ALL FOR FEATURES AND VALUE 








*% Beautiful Satin Finish * All Sizes Specials made to 

% Only Boards with Norrow or order 
Wide Clips—tEither Style Same % Red, White and Blue Counter 
Price Display Sheets 

% Side Tabs to Square Papers % Packed in Dozens 

% Easy to Clean, Long lasting % Many Advantages Over Other 
Strong ag Type Boards 


A good Deol for Dealers! Write today 
METAL PRODUCTS ENGINEERING, INC., 
Lp 4000 LONG BEACH AVENUE, LOS ANGELES if, CALIFORNIA 
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Safeguard Special Security 
= Lock prevents misuse of 
"© Safeguard Instant Check- | 

writer by unauthorized 

persons. 





ard Checkwrter with @ Lock! 


Safeguard Corp. anspate, pa. 


Safeguard International—-3312 Lancaster Ave., Phila. 4 








QUALITY | 
TYPEWRITER 
TABLES 


No. 2700— Made of 
finest Oak & Birch 
lumber. Standard of- 
fice furniture finishes 





Prompt Delivery 
LIST PRICE 
$13.90 each 

less our usual dealer 
discount 


Write for Catalog 
of Complete Line 


PHONE CABINETS—OFFICE TABLES 


DORO MFG. CO. sENICAGO 10. ILLINOIS” 





CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U. S. A. 








WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 
INTERNATIONAL CASH REGISTER PARTS COMPANY 


Chicago ¢ 1 Register Parts Co 


2810 W. ADDISON ST ol, ier. \clemet:am1 & 5 
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STEEL 
TRANSFER 


FILES 
25 


STOCK SIZES 
For IMMEDIATE DELIVERY 
“STILL THE LINE TO SELL” 
DOLIN METAL PRODUCTS INC. 


189 VARET STREET BROOKLYN 6, NEW YORK 









i 
fa lella 3 SEAT MORE PEOPLE 
OF TOPS WITH MORE LEG ROOMI 


Automatic Lock Secures Legs 
in Ploce . . . Won't 
Collapse 


MIDWEST FOLDING PRODUCTS 


1844 WEST 14th STREET . CHICAGO 8, ILLINOIS 


MARTENS 
TYPE CLEANER 












BETTER CUSTOMER IMPRESSIONS 


WITH Longhorn Carbon J, 


Top-quality Longhorn carbon brings / 











THE 
greater profit—more repeat sales. PERFECT FLUID 
© WON'T CURL AND NEW 
© LONG WEARING PATENTED 
@ CLEAN ERASURES 
® SHARP IMPRESSIONS APPLICATOR 
Find new profit and greater sales The Rass Te Cae a. Dealers—Request 
with the complete AMCO line. maw vous city - sample and full details 
Write for new AMCO catalog with full information oe yew ——— 
AMERICAN CARBON PAPER MFG. CO. THE MARTENS TYPE CLEANER CO. 
ENNIS, TEXAS DIAMOND POINT 2, N. Y. 








|'_DEALERS... 
WHY CARRY 
LARGE 
‘INVENTORIES e 


IMMEDIATE SHIPMENTS 


Made from our large stock of office equipment 
on hand at all times 


(ases. ? ¢ we are 
orig t the Scored 

Card and have bee supply- 
; { nee 190 


THE Best ONLY W 
e If you want the best < | 
Business ( ck and 





=a S23. Sconeeaaee WOOD AND STEEL 
Houston, L. S. Bosworth C DESKS - CHAIRS - FILING CABINETS 
LEATHER FURNITURE and ACCESSORIES 
Samples on request. Write or call for complete information 
: 4 prices and dealer discounts 
The John B. Wiggins Company OFFICE FURNITURE WHOLESALE DISTRIBUTORS 








634 S. Federal St. ° Chicago 5, Hi. 74 Broad St., New York 4, N. Y. Bowling Green 9-8231 
Southern Warehouse—Miami, Florida 

















Have You Investigated... 
the SALES PROFITS 4 
from the New and basically 
REVOLUTIONARY 


AGNE~DE 


CARD SYSTEM 


BUSINESS EFFICIENCY AIDS 


BOX 258-A SKOKIE, ILL. 


<s 








* 'E AWN ELE NEW Y . Rk 
= The IDEAL SYSTEM (ompany 






—a 
— SYSTEM 46 WER ANGE 
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10 FOR EF 


No. 876 “THE TYPIST”. Equipped with 2”-thick No. 1275 "THE STENO”. 3!5”-thick coil spring seat No. 1175 “THE SECRETARY”. Deluxe chair with 
molded foam rubber seat —fully adjustable back fully adjustable backrest and seat height with 3',”-thick coil spring seat —fully adjustable 
rest and seat height with Handwheel controls Hand wheel controls — ball-bearing swivel. Tubu backrest and seat height. Finished in new Cus 
ball-bearing swivel. ‘Tubular steel; oven-baked lar legs are Royalchrome plated tom-Satin Chrome for distinction and durability 
enamel finish. No. 1075, this model in oven-baked enamel finish 


THEY’RE BETTER LOOKING BECAUSE THEY’RE BUILT BETTER 
THEY COST LESS BECAUSE THEY LAST LONGER 





“ATTENTION TO DETAIL”’ is what our friends 
CROSS-SECTION OF ROYAL'S COIL SPRING SEAT ' 8 
. call it. Attention to comfort, to tailoring, 
20 heavy gauge, tem- to multiple adjustments for the personalized 


pered steel coil springs needs of the user. The craftsmanship Royal 


covered by finest ; ae . 
cotton paddiag end has put into 53 years of metal furniture 


rubberized hair pad. making .. . has all gone into this superior 





trio of new ROYALCHROME Posture Chairs. 











roan 


/ 
*See them now ... where you see this emblem of your Authorized Royal Dealer... 


or write us for literature and name of Royal Dealer nearest you 


pOvALSTEEL 





ROYAL METAL MANUFACTURING COMPANY 


175 J NORTH MICHIGAN AVENUE + CHICAGO 1 
Michigan City, Indiana New York City Los Angeles Preston, Ontario 
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“S'S THE PROFIT PACKAGE 


QOLO\S 


1 MASTER PAPER ROLL #1 MASTER CARBON ROLL 1! CAN SPIRIT FLUID 
ADDRESSER STAND AND POURING SPOUT e6 MINIATURE MASTER UNITS to convert Addresser 
FREE! into Stamp @ 10 CORRECTION SLIPS for Alterations e 1 HANDWRITING GUIDE 
? for correct spacing @ 1 thoroughly illustrated INSTRUCTION BOOKLET 
Sales are much easier be 


REPEAT SUPPLY BUSINESS HIGHLY PROFITABLE 


cluded in package pric« *250 3-line typed addresses or 190 handwritten addresses 


all necessary eauipme« 


A COMPLETE PACKAGE . nothing 
else needed for quick initial sale 
The Heyer Portable Addresser 

is one of the smollest, most versatile 
business machines on the market. 

Its obvious simplicity instantly 
interests everyone who oddresses 
mail .. . Offices, Clubs, Salesmen, 
Routemen, Retailers, All Organiza- 
tions, and Boys’ and Girls’ Groups. 
Anyone can use it- 

Everyone can afford it. 














GET AHEAD IN PORTABLE TYPEWRITER SALES 


with the 


Profit with this brand 
new UNDERWOOD 


... bargain-priced at 


USO SO 


for volume sales! 


NEW LOW PRICE and 


“FAMILY KEYBOARD“ 


What a selling story you have! ... 
The latest model Underwood Portable! 
Bargain-priced! Duo-Tone Finish! Smart 


make the LEADER the 
Carrying Case! Underwood Features! best portable typewriter buy 
Finger-Form Keys. . . 
And the new “Family Keyboard” that now on the market. 


makes the LEADER ideal for every family 
need. Show Father how he has all the com- 
monly used business symbols such as: $, &, 
%,; 
Sister can improve their homework with 
the LEADER. They even have all the fun 
damental arithmetical symbols: : 

, and the degree mark (), while Mother 
has the run of the keyboard for recipes 


; a Z 
* etc. Then point out how Junior and ®adep 


and correspondence. 

What a bargain the LEADER is... for 
the whole family to enjoy! 

Everybody's reading about the new 
Underwood LEADER in national and 
scholastic publications. 

Be sure you are ready to se// . . . when 
your customers come in to buy! 

: se > 


Underwood Corporation 


Portable Typewriter Division 
One Park Avenue New York 16, N. Y 


IT PAYS TO PROMOTE UNDERWOOD 
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